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booths  100  & 


•  lt*s  sales  magici  One 
homeowner  tells  another  and 
presto— sales  multiply.  When 
inquiries  get  as  tough  to  pull  as 
rabbits  out  of  a  hat— that’s  the 
time  to  see  your  EXCELUM  Man 
He’ll  show  you  America’s  most 
talked  about  line  of  windows, 
doors  and  jalousies— all  nationally 
advertised  and  tailor-made  for 
today’s  tight  market. 


IT’S 


NO 
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Handsome,  Rei’manent,  Profrfafafef 


Gutters  and  Downspouts 


There’s  no  sale  more  satisfying,  all  the 
way  around.  The  customer  gets,  at  low 
cost,  a  fft  rmanent  home  improvement  he’ll 
point  to  with  pride,  year  after  year. 
Rustproof,  non-staining,  beautiful!  You 
get  repeat  profits,  because  every  gutter 
job  you  do  sells  more  jobs. 

Remember,  these  gutters  go  up  with 
slip-connectors  — no  soldering.  You  use 
either  strap  hangers  or  spikes  and  ferrules. 
Applicators  figure  6  hours  to  do  a 
6-room  house.  So  there’s  plenty  of  profit 
stretch!  Mail  the  coupon. 

Reynolds  Metals  Company,  Building 
Products  Division,  Louisville  1,  Ky. 


Ogee  and  Half-Round, 
smooth  and  stipple- 
embossed  finish. 


Reynolds  Metals  Company, 

Building  Products  Division, 

2044  So.  Ninth  St.,  Louisville  1,  Ky. 

Please  send  FREE  full  information  on: 

□  Gutters.  □  Reflective  Insulation. 

□  New  "Shadow  Cup"  Master  Shingles. 

Name  — -  - - - 


Put  yourself  on  the  Line 
to  Bigger  Sales,  More  Profit! 


I  Address _ 


State 


REYNOLDS  ^ALUMINUM 

B  U  I  L  D  I  N  G  P  R  O  D  U  C  TS 
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At  last^  the  perfected 
aluminum  shingle... 
with  shadow-cup 
design! 


Self-Aligning,  Interlocking,  Go  up  Quickly 
and  Inexpensively ...  All  Nails  Concealed. 
Ideal  for  new  building  as  well  as  re-roofing. 


14"  X  8"  exposed  surfaces 
Anti-Capillary  Side  Lap 
Vb"  Shadow  Line  Depth 


Wood  Groin  Finish 


Here  at  last  are  the  unequalled  advantages 
of  an  aluminum  roof . . .  but  in  a  new  shingle  of 
distinctive  beauty,  with  a  deep  shadow-line 
enhanced  by  the  unique  "Shadow  Cup”  feature. 
Ideal  for  homes,  schools,  institutions. 

Permanent,  beyond  any  rust  or  rot  or  wear. 
Heat-reflective . . .  cooling  a  house  as  much  as 
15°  in  summer  . . .  cutting  winter  fuel  bills, 
too.  Exceptionally  iveathertight.  And  the 
efficient  design  of  these  shingles  reduces  / 

application  cost.  Mail  that  coupon.  /A 

Reynolds  Metals  Company,  Building 
Products  Division,  Louisville  1,  Ky. 

Accessories  include  Eave  Starter,  ^ 

End  Starter,  Ridge  Cap,  Formed 
Valley,  Hip  Cap  and  Flashing. 


Embossed  Finish 


Reynolds  Metals  Company 
^  Building  Products  Division 
2044  So.  Ninth  St.,  Louisville  1,  Ky. 

Please  send  FREE  full  information  on: 

□  New  Master  Shingles  □  Vapor  Barrier 

□  Reflective  Insulation  □  Gutters 


Name. 


Address. 


SEE  'MISTER  PEEPERS,*  starring  Wally  Cox,  Sundays,  NBC-TV  Network. 
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Just  think  of  the  customers 
who  have  heen  waiting  for  the 
truly  practical,  all  aluminum 
PULL-UP  awning  for... 

PICTURE  WINDOWS 

k  WINDOW  WALLS 

OPEN  PORCHES 
A  CASEMENTS 


u 

(At 

lO 

IHtx  POINTS 

-  9 - 

^ . - 

NO  BINDING 
NO  SCRATCHING 
NO  RATTLE 
NO  RAIN  NOISE 
CUSTOM  STRIPING 
ROLLED  ENAMEL  FINISH 
SALES  AIDS 


STOPS  SUNS  RAYS 
FULL  AIR  FLOW 
REFLECTED  LIGHT 
WINDPROOF 
RAINPROOF 
SIMPLE  OPERATION 
SELF-STORING 


COMPETITIVELY  PRICED 
FULL  PROFIT 
EXCLUSIVE  TERRITORY 
NO  STOCK 

PREASSEMBLED  &  PACKAGED 
SAVE  75%  on  INSTALLATION 
FAST  DELIVERY 


SELF-STORING 

For  year "  round  rontrolled  usage  •  • 


plus  COMPLETE  COVERAGE  with 

SoUHieiHIliD 


K  -V 


m 


-t.' 


NOW  THRU  ONE  SOURCE  -  you  sun 
cover  the  MOVABLE  AWNING  FIELD 
and  the  FIXED  AWNING  MARKET... 


umm 


PRE-ASSEMBLED  and  PACKAOEO 
LOWEST  INSTALLATION  COST 


NO  SHOP  WORK 
NO  NANDLINO 


MANUFACTURED  BY 


67  SUDBURY  ST.,  BOSTON  14,  MASS. 

WRITE  •  PHONE  CAvitol  7-6474  •  WIRE 


UNIVERSAL 


AT  BOOTH  24M 
NERSICA  SHOW 

See  *i¥otte^ 

itetH  itc  tw 


ALL  EXTRUDED 

ALUMINUM 

^04H6ui€ttC0H 

Storm  Door 

Tl^tAcH^  ic&e  it  Mr 

COSTS  YOU  JUST  .  .  . 


COMPLETELY  ASSEMBLED 

In  special  distributor  quantities 

PACKAGE  PRICE  INCLUDES 

•  Any  Standard  Size  Door  Complete 
with  screen  and  window  panels 

•  "Z"  Bar  installation  •  Hardware 

TERM  BASIS  AVAILABLE 

Be  the  first  to  have  a  Dealership  in  your 
territory.  WIRE-WRITE-PHONE  Youngstown, 
Ohio,  SWeetbriar  9-9765  for  information 
OR  WEATHER-WISE  OF  NEW  ENSLAND- 
Boston,  Massachusetts,  Phone  HAncocic  6-5226 
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Weather-Wise 

ALUMINUM 
Combination  Uoor 


The  convenience  and 
beauty  are  positive 
protection  and  low 
cost  all  in  one  .  .  .  with 
deluxe  accessories  for 
lifetime  service. 


Weather-Wise 

ALUMINUM 
CASEMENT 
Storm  Sash  I 


Aluminum  frame 
is  permanently 
attached  with 
swinqinq  or 
removable  insert. 


OR  WEATHER-WISE  OF  NEW  ENGLAND — Boston,  Massachusetts,  Phone  HAncock  6-5226 


WIRE — WRITE — PHONE  Youngstown,  Ohio,  SWeetbriar  9-9765  for  additional  informatioi 


MANUFACTURERS  OF  ALUMINUM  PRODUCTS 
3655  Oalcwood  Avenue  Youngstown  9,  Ohio 
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WINDOWS  FOR  THE  NATION 

6 Stax  -d£*tc 

Designed  with  Greater  Profits  in  Mind 


Term 

Basis 

Available 


Wcather-W^ 

priced.  ®  cofT»- 

‘>'^T‘"nW-.ndovr. 


Visit  Booth  2  4  M 

during  the 

NERSICA  Convention 


i-as” 

iilf? 

a//  'ow 


WITH  NEW  EtECTRICAHY 

OPERATED 
JALOUSIES  BY 


MAIL 
IPON 
\Y! 


KEINTT 


Be  among  the  first  to  sell  the 
revolutionary  new  window  that 
opens  and  closes  automatically. 
Moisture  grid  closes  louvers  at 
the  first  drop  of  rain  .  .  .  opens 
them  as  soon  as  rain  stops. 
Electric  push-button  control  for 
regular  operation.  Nationally  Ad¬ 
vertised,,,  A  Runaway  Profit  Maker! 

Big  profits  too  in  Kent’s  high 
quality,  low  cost  standard 
line— 2/4  Jalousies 


ALL  KENT  WINDOWS  FEATURE 

•  (Complete,  built-in  w  eatherstripping 

•  Heavy  duty  aluminum  construction 

•  Streamlined  dimension  design  ^ 

•  Interchangeable  screen  and  storm  sash 

•  Fast  installation  — easy  glazing 

;  S/ocj^  up  Jor  Jus(  profits  at  Kent's  low  plaices 

i.ompfete  sample  {non-el^\rie)  only  S/5.0o|«  lmmed}ytte  shipment' 


j  WINDOWS  BY  KENT-BS-3 


j  □  I  enclose  $15  00  for  immediate  shipment  of 
sample  jalousie. 

0  Send  me  free  facts  about  quick  profits  with 
electrically  operated  and  standard  jalousie 
windows  by  KENT, 
j  Name 

I 


Built-In  Weather 
Stripping  Seals 

out  cold  and  wind. 


Interchangeable 
screen  and  storm  sash. 


Spring  clip  is  made  of 
tempered,  polished 
chrome  nickel.  Keeps 
gloss  snug  and  rattle-free. 


KEIVT 

Division  of  Micro-Moisture  (.ontrols,  Inc. 
3711  N.W'.  2nd  Avenue  •  Miami,  Florida 


iSl^L _ 


Zone  State 


IXClUSIVi 

TlRRirORIES 

OPiM 
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NOW.  ..the  research,  experience  and  quality 
standards  which  made  WARE 
WINDOWS  national 

favorites  have  produced  the 


BEST  JALOUSIE 
VALUE 

on  the  market! 


en  ■ 

fore.. 


’^P'pkuicd  ,L 


r.Cr ' 


'ockt 


DEALERS  .^  PISTRIB^i;OllSt  '' 

gPBJ 


GET  ALL  THE  PROFIT-BUILDING 
FACTS  today.  Write  Dept.  B-2. 


EconO'Ware 

Awning 


Intermediate 

Awning 


Ware  Laboratories,  Inc.,  3700  N.W.25th  St.,  Miami,  Florida 


WARE! 
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Alnminiim  Production  Zooms  As 
Government  Lessens  Defense  Needs 


A  LUMINUM  producers  a^ree 
that  1954  should  be  another 
profitable  year  for  the  industry  as 
a  whole.  With  the  greate.st  supply 
in  history  available  for  civilian 
consumption,  aluminum  producers 
are  confident  that  they  can  .sell  all 
the  metal  they  can  make. 

The  industry  has  }?one  through 
a  tremendous  expansion  program 
since  the  outbreak  of  hostilities  in 
Korea  in  June  1950.  Productive 
capacity  has  just  about  doubled  in 
that  time,  but  demand  for  the  light 
metal  has  kept  pace. 

As  I.  W.  Wilson,  president  of 
the  Aluminum  Company  of  Amer¬ 
ica,  put  it,  “The  aluminum  story  of 
1953  is  one  of  outstanding  achieve¬ 
ments  in  production,  research  and 
development,  as  well  as  increa.sed 
acceptance  of  the  metal  by  both 
the  general  public  and  indu.stry." 

Harder  Competition  Seen 

With  the  proportion  of  aluminum 
being  taken  by  the  Government  for 
defen.se  purpo.ses,  stockpiling  and 
the  atomic  energy  program  likely 
to  be  somewhat  smaller  this  year 
than  la.st,  an  increased  supply  will 
become  available  for  civilian  u.se. 
In  this  way,  the  belief  long  held 
by  aluminum  producers  that  many 
industries  would  switch  their  prod¬ 
ucts  to  aluminum  as  .soon  as  a 
more  stable  supply  outlook  was 
e.stablished  is  about  to  be  put  to 
the  test. 

“The  year  1954  promises  to  be  a 
selling  year,  the  biggest  in  the 
aluminum  industry’s  history”  said 
Richard  S.  Reynolds,  Jr.  president 
of  Reynolds  Metals  Co.  “The  sup¬ 
ply  will  be  greater  than  ever  before 
in  the  industry’s  history,  assuring 
all  consuming  industries  of  ade¬ 


quate  supplies.  For  the  first  time 
since  the  Korean  war  began,  the 
year  .starts  without  any  restric¬ 
tions  on  civilian  uses.  With  the 
major  part  of  the  expansion  pro¬ 
gram  begun  three  years  ago  com¬ 
pleted,  the  aluminum  industry  has 
shifted  its  emphasis  from  increas¬ 
ing  production  to  market  develop¬ 
ment  and  increasing  .sales.” 

Industry  .sources  estimate  1954 
aluminum  production  at  about 
1,400,000  tons,  a  12  per  cent 
increa.se  over  the  1,250,000  tons 
turned  out  la.st  year.  Output  in 


PRESIDENT  Eisenhower  called 
for  an  overhaul  of  the  nation’s 
housing  program,  putting  chief 
reliance  on  private  enterprise  but 
a.sking  140,000  new  public  housing 
units  in  the  next  four  years. 

In  his  fifth  special  message  to 
Congress,  Mr.  Eisenhower  urged  a 
“new  and  experimental”  liberaliza¬ 
tion  of  Federal  mortgage  insurance 
to  help  wipe  out  slums  and  make 
home  ownership  possible  for  mil¬ 
lions. 

He  stressed  twin  goals:  “good 
housing  in  good  neighborhoods” 
for  all  Americans ;  and  a  continued 
“high  level  of  housing  construc¬ 
tion”  as  a  bulwark  of  prosperity. 

Though  he  asked  for  35,000  sub¬ 
sidized  dwellings  a  year,  compared 
with  20,000  now  permitted,  Mr. 


1953  alone  was  74  percent  higher 
than  the  718,500  tons  produced  in 
1950. 

New  Uses  Coining 

Additional  capacity  is  under 
construction  by  a  new  producer 
who  expects  to  begin  actual  pro¬ 
duction  during  1954,  and  still 
another  firm  is  reported  to  be 
ready  to  enter  the  aluminum  pro¬ 
duction  field.  When  these  facilities 
are  completed,  productive  capacity 
of  about  1,500,000  tons  will  be  on 
hand. 

Despite  this  huge  increase  in 
productive  capacity,  the  industry 
feels  that  it  can  sell  this  metal  as 
fast  as  it  is  turned  out.  Henry  J. 
Kaiser,  president  of  Kaiser  Alum¬ 
inum  &  Chemical  Corp.,  noted  that 
“production  of  aluminum  has  now 
been  increased  to  the  point  which 
industries  and  business  that  pre¬ 
viously  have  been  held  back  by 
shortages  can  go  forward  in  the 
(Continued  on  Pape  215) 


Ei.senhower  spoke  again.st  any  pro¬ 
gram  that  would  “make  our  citi¬ 
zens  increasingly  dependent  upon 
the  Federal  Government  to  supply 
their  housing  needs.”  He  declared : 

“We  believe  that  needed  progress 
can  best  be  made  by  full  and  effec¬ 
tive  utilization  of  our  competitive 
economy  with  its  vast  resources 
for  building  and  financing  homes 

for  orr  people.” 

« 

Funds  Sought  for  Cities 

Nevertheless  he  asked  Congress 
to  earmark  $950  million  for  grants 
and  loans  to  help  cities  renovate 
slums  or  eradicate  them. 

The  long  message  also  recom¬ 
mended  :  easier  Federal  Housing 
(Continued  on  Page  212) 


President  Urges  More  liberal  Credit 
Terms  for  Home  Modernization 
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Showalter  Manufacturing  Co 

1000  WINT€R  STREET  JACKSON,  MISSISSIPPI 


Being  pioneers  in  the  rigid-awning 
industry,  we  have  designed  and 
perfected  machinery  to  roll  all 
kinds  of  structural  shapes  for  metal-awning 
construction.  Mass  production,  permits  us 
to  furnish  you  shapes,  more  economically 
than  you  can  produce  them  yourself. 

HAT  SECTIONS  FOR  TRUSSES 

We  can  supply  hat  sections  (one  of  the 
strongest  structural  shapes)  in  any  shippable 
length  and  quantity.  We  can  furnish  wall 
clips  that  make  for  stronger,  faster  instal¬ 
lations. 


.040-50S 

ffAT 

SECTION 


BOX-TYPE  FLASHINGS 

Box-type  flashings  can  be  rolled  to  varied 
and  specified  pitches.  They  can  be  pro¬ 
duced  coated  or  plain  in  any  shippable 
length  or  quantity. 

SPECIAL  SHAPES  AND  SIZES 

Our  machines  can  be  adapted  to  roll  other 
various  shapes  to  fit  your  needs.  Send 
sketches  or  sample  —  no  obligation,  of 
course. 


WALL 
CLIPS 
.08)  > 


Our  Telephone  Number  Is  3-5127 


^BOX-TYPE 
FLASH  INOS 


SHOWALTER  MANUFACTURING  CO. 
1000  WINTER  STREET 
JACKSON,  MISSISSIPPI 


Gentlemen: 

I  am  interested  in  the  rolled  structural  shapes  checked  below. 
Please  send  me  complete  information  at  no  obligation  to  me. 

□  HAT  SECTIONS  &  TRUSSES 

□  BO^-TYPE  FLASHINGS 

a  SPECIAL  CUSTOM  SHAPES 

(Send  Sample  or  Skefchet) 


OWER  SHAPES 
ROUED  TO  YOUR 


NAME 


ADDRESS 


STATE 
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assemble  these  Awnings  quickly 
on  the  job  or  in  the  shop  .  .  . 


right  from  your  standard 
stock  of  on 


ly  10  BASIC 


OAIT  advertising  continues  to  be 
^  a  serious  problem  in  certain 
metropolitan  areas  with  consequent 
headaches  to  legitimate  dealers. 
The  situation  is  especially  bad  in 
the  New  York  area.  Not  long  ago 
the  World-Telegram  &  Sun,  a  New 
York  newspaper,  wrote  a  front  page 
expose  of  fraudulent  practices  in 
the  storm  window  field.  There  was 
nothing  new  in  what  this  news¬ 
paper  had  to  say;  it  was  the  same 
old  crooked  deal  which  legitimate 
dealers  realize  is  so  damaging  to 
the  reputation  of  the  entire  storm 
window  field. 

Here  is  a  partial  quote  from  the 
article  mentioned : 

Unsuspecting  home  owners  in 
the  metropolitan  area  have  been 
tricked  into  buying  storm  windows 
and  doors  costing  three  to  four 
times  more  than  the  price  they  ex¬ 
pected  to  pay.  In  addition,  many 
have  found  the  installations  were 
not  fitted  properly  but  have  been 
unable  to  get  adjustments  or 
service. 

The  situation  has  become  so  seri¬ 
ous  that  the  National  Combination 
Storm  Window  and  Door  Institute, 
Inc.,  and  the  Better  Business  Bu¬ 
reau  of  New  York  City,  Inc.,  have 
joined  in  a  campaign  to  w'arn  home 
owners  against  unethical  manufac¬ 
turers  and  sales  organizations  sell¬ 
ing  these  windows  and  doors. 

“The  gimmick  is  to  advertise 
some  ridiculously  low  price  for 
storm  windows  to  get  a  lead  and 
then  sell  the  interested  party  a 
higher  priced  installation,”  Col. 
H.  R.  Giblin,  executive  secretary  of 
the  institute,  explained. 

(Confivued  on  Page  96) 


you  can  make  any  size,  shape, 

color  combination  and  design  Awning 
from  these  10  basic  parts! 


Three  simple  measurements  —  width,  drop  and  projec¬ 
tion  —  determine  the  number  of  ports  you  will  need, 
Reach  into  your  stock  of  standard  packaged  ports  — 
then  assemble,  ON  THE  JOB 
OR  IN  THE  SHOP. 

No  special  tools  or  machinery 
are  required  to  ossemble  this 
modern,  precision  engineered 
and  manufactured  Ventilated 
Aluminum  Awning.  Your  job  is 
done  —  your  customer  is  satis¬ 
fied  ond  you  can  bill  the  job. 

IMMEDIATE  DELIVERY  MEANS 
IMMEDIATE  PROFITS. 

Why  take  a  chance  when  you 
ith  SHADE 


Set  n  m 
NERSICk  CoiwitiM 

booth  U  1) 


can  be  certain  wi 
King!  Write  today. 


profitable  distributorships  available! 

strongest  —  most  beautiful  —  ventilated 
aluminum  awning  on  the  market  today! 


ARISTO«7RAT  OF  AWNINGS 


BUTLER  STAMPING  CO.,  Butler,  Pa 
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IQW  Sail  Siding  Made  In 
Warld  a  largest  Muininuin 

Siding  Plant 


with  your  own  privote  label  or 


nationally  known 


trade  name 


Production  facilities  increased  in  new  exgKinsion  program 
makes  it  possible  to  take  on  more  distributors  and  dealers 

Expanded  production  facilities  at  Alsco  allows  us  .to  take  care  of  a 
limited  number  of  new  outlets  .  .  .  Here  are  two  merchandising  plans 
designed  to  give  you  top  profits  .  .  .  Whether  you  choose  to  sell  with 
your  own  brand  name  or  the  nationally  known  Alsco  line.  Act  now, 
sell  the  Aluminum  Siding  that’s  quality  controlled  because  every 
panel  from  raw  material  to  finished  product  is  processed  under  one 
roof  with  supervision  of  Alsco  engineers. 


Alsco  products  ore 
nationally  advertised 

You’ve  seen  Alsco  advertise¬ 
ments  in  LIFE,  POST,  GOOD 
HOUSEKEEPING  and  on 
TV.  Currently  Alsco  is  plan¬ 
ning  the  biggest  program  to 
back  its  products  in  company 
history. 


Modern  production  methods  produce  the 
finest  siding  on  the  market  today 

•  8-inch  Weather-locked  panels  painted  before  forming,  a  real 
test  for  paint  durability.  (In  white,  grey  and  green  house 
colors.) 

•  Self-sealing  corners,  painted  before  forming  assure  perfect 
matching. 

•  Hidden  CLIP  nailing  lets  Alsco  siding  "breathe,"  prevents 
buckling. 

•  Strapless  packaging  protects  siding,  makes  it  easier  to  handle. 

•  Aluminized  flameproof  insulation,  a  vapor  barrier  for  double 
protection. 


FREE! 

48-Page  4-Color 
Easel  Pitch  Book 

Pin  the  coupon  to  your  com¬ 
pany  letterhead  and  we  will 
mail  you  this  Pitch  Book 
FREE. 


Main  Offices  AKRON,  OHIO 
36  Plants  .  .  United  States  .  .  Canada  . 


I 
I 

Europe  | 


I - ^ - 1 

ALSCO,  Inc.,  260  S.  Forge  St.,  Akron,  Ohio 
GENTLEMEN; 

Please  rush  me  details  on  ALSCO  Aluminum  Siding. 

I  am  interested  in  becoming  a  .  .  . 

Q  Distributor  Q  Oeoler 

NAME  . . . . .  .  _ 


World's  largest  all-aluminum  Storm  Window  manufacturer. 


L 


ADDRESS _ 

CITY _ 

PHONE  NUMBER 


J 
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Nome  . 
Address 
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it’s  the  name 
behind  the  window 


in  considering  a  storm  window  dealership,  please 
remember:  a  storm  window  is  only  as  good  as  the  name 
that  stands  behind  it. 

WINSULITE  is  one  of  the  country's  oldest  and  leading 
names  in  the  storm  window  industry,  second  to  none  for 
quality,  value,  service,  with  the  lowest  price  for  the  highest 
quality  in  the  field. 

Before  you  take  on  any  dealership,  be  sure  you  see  the 
WINSULITE  3-Track  "Calendarite"  —  the  storm  window 
with  this  famous  name  in  back  of  it.  Write,  wire,  or  phone 
for  details  of  the  complete  WINSULITE  line! 


A-9  Three  Track 


K-Slide  Casements 


A-7  Two  Track 

Weatherite  Low  Priced  Window 


•  Win-Jal  Jalousie 


•  Aluminum  Door 


Winsulite  Mfg.  Co.  BS 

721  N.  Central  Ave. 

Balto.  2,  Maryland 
Gentlemen: 

I'd  like  to  take  o  look  at  the  A-9  3-Track. 
Send  me  detoils. 


Winsulite  Mfg.  Co.,  Balto.  2,  Md.  *  Eastern  7-6868 


Your  hands  arc  all  you  need 


to  assemble  KD  units! 


Visit  Our  BOOTH  No.  81  NERSICA  Convention  —  March  22.  23,  24  — Hotel  Statler,  N.  Y. 


A  NEW  TYPE  OF  FOLDING  DOOR 

—  with  new  improvements  —  at  new  low  prices 


slides  gives  uniform  spacing.  F'ascia  hoard  concealing  top  track 
(shown  above)  is  optional,  .‘\ccordofold  is  installed  in  4  to  7 
minutes’  time.  There  are  no  floor  guides— in  new  construction, 
no  added  cost  for  furring,  trim,  rouf'hing  or  extra  hardware. 

.4ccordofold  is  available  in  six  colors:  Heige,  Chartreuse,  Dark 
Green,  Eggshell,  Gray  and  Red;  in  eight  stock  sizes.  S{)ecial 
sizes  to  order. 

We  invite  you  to  write  for  illustrated  brochure  and  detailed 
specificatiotis.  Please  address  your  inquiry  to  l)epartmeri||^2. 


At  last,  a  truly  new  Vinyl  Plastic  folding  door.  Scientific  new 
developments  are  incorporated  into  Accordofold — to  give  your 
clients  complete  privacy  and  years  of  service.  Yet  you  make 
savings  of  2.i  to  .50%  over  comparable  doors. 

Accordofold  saves  the  space  wasted  by  swinging  doors;  com¬ 
presses  to  16%  of  its  expanded  width  in  a  41^"  stack  to  fit  flush 
with  wall.  Rattens  (4"  wiile)  running  the  vertical  length  of  the 
door  in  individual  pockets,  assure  accordion  folding  -give  you  a 
solid  core  folding  door.  The  entire  unit  is  hung  from  a  heavy- 
duty  enameled  steel  track  with  self-lubricating  Nylon  slides 
firmly  riveted  to  the  battens,  .'special  linkage  chain  linking  the 


-■k 


NOTHING  "LiMITED”  ABOUT  PROFITS!  WITH 


Exclusive  features  mean  a  superior  productj 

A  superior  product  means  more  sales 

1 1  ' 

Aild  more  sales  mean  gredter  profits  for  you! 


TERRITORIES  OPEN  FOR  DISTRIBUTORS 


UNION  MACHINE  COMPANY 


708  COLFAX  AVENUE 
KENILWORTH,  NEW  JERSEY 
UNionville  2-9020 


The  EXPRESSWAY  TO  GREATER  SALES 


SILVER  STORM  DOOR  and  SILVER  JALOUSIE  DOOR 


the  all  extruded  aluminum  doors 
made  with  our  exclusive  Butt-corner 
construction  and  our  exclusive 
hinge  mount. 


Two  distinctive  doors  made  by  the 
same  company  and  QUALITY 
ENGINEERED  to  give  you  a  finer 
product,  easier  to  sell  at  competi¬ 
tive  prices  —  resulting  in  greater 
PROFITS  FOR  YOU! 


•  Full  r  thick  63 
ST-5  Aluminum 

•  Double  strength 
glass 

•  Aluminum  door 
knob  with  every 
door 

•  All  hardware  in¬ 
cluded 


•Self  storing 
screens 

•  Inside  frame 

•  Over  100  steel 
or  aluminum 
screws 

•  Only  door  rein¬ 
forced  on  inside 
of  door  hinge 


•  Pneumatic  door 
check  and  chain 


S&se  attoAt? 


What  every  dealer  has 
dreamed  of  . . . 

PREFABRICATED  JALOUSIE 
PORCH  ENCLOSURES 

Shipped  to  you  completely  assem¬ 
bled  including  installation  of  doors 
mounted  in  a  2"  x  V*  extruded 
aluminum  doorway.  Jalousies  are 
set  into  a  heavy  extruded  alumi¬ 
num  frame.  Available  with  or  with¬ 
out  aluminum  bulkhead.  A  specially 
designed  adjustable  bottom  ex¬ 
pander  permits  simple  installation 
allowing  for  variation  in  measure¬ 
ment  and  slope  in  porch  floors. 

Screen  and  Window  Enclosures 
are  also  available. 

The  SILVER  LINE  prefabricated 
Jalousie  Porch  Enclosures  can  be 
shipped  locally  as  is  or  knocked 
down  and  crated  for  economy  of 
shipment  to  distant  points. 


UNionville 

2-9020 


s 

4 
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Tri  Trak  Windows 
Pre-Tested 

IDA  Products  Company  an¬ 
nounces  an  aluminum  combination 
storm  and  screen  window,  Tri 
Trak,  with  a  specially  designed 
lifting  lip  on  each  insert  to  facili¬ 
tate  operation. 


Ill  intmiigv  cov^mriDii  toei 

1 


other  features  of  the  triple 
track  window  include  one  piece 
outer  extrusion  for  rigidity,  a 
heavy  extruded  track,  thorough 
weatherstripping  on  top,  bottom, 
aides  and  all  points  of  each  insert, 
and  a  guard  lock  for  prowler  pro¬ 
tection.  In  addition,  a  screen  can 
also  be  used  on  top.  Each  wdndow 
is  pre-tested  before  delivery. 

IDA  Products  Company,  Dept. 
BS,  1909  E.  Forest,  Detroit  7, 
Michigan. 

*  *  * 

Ornamental  Iron  Units 
Provided  By  Portico 

Portico  of  America,  ^nc.,  a  new- 
ly  formed  company  at  Memphis, 
Tenn.,  is  distributing,  under  fran¬ 
chise  agreements,  a  packaged  or¬ 
namental  iron  porch,  patio  and  car 
port. 

According  to  Paul  Gregory,  sales 
manager,  a  Portico  porch,  com¬ 


plete  with  roof  and  ornamental 
iron  columns,  can  be  erected  for 
less  than  $200.  Patios  and  car 
ports,  the  company  says,  can  be 
erected  for  less  than  $300. 

“These  new  package  units  are 
aimed  at  the  hundreds  of  thou- 
.sands  of  small  homes  built  in  the 
past  few  years  without  porches, 
patios,  garages  or  car  ports,”  Mr. 
Gregory  said.  “Portico  of  America 
provides  franchisers  with  all  or¬ 
namental  iron  required  for  such 
units.  Included  are  complete  spe¬ 
cifications  for  lumber  and  roofing 
materials  required  for  the  indi¬ 
vidual  installations.” 


A  variety  of  designs  in  cast  and 
wrought  ornamental  iron  columns 
and  brackets  is  offered  by  the  com¬ 
pany.  Following  selection  of  the 
design  by  the  home  owner,  the 


If  further  information  is  desired 
about  articles  appearing  in  th« 
pages  of  this  magazine  send  a  card 
or  a  letter  to  the  editorial  depart¬ 
ment. 


franchiser  prefabricates  at  his 
plant  the  small  amount  of  necesary 
millwork  and  roof  for  the  porch, 
patio  or  car  port.  Assembly  is 
made  at  the  site  in  a  matter  of  a 
few  hours  with  no  cutting,  sawing 
or  messing  up  the  premises. 

Suitable  for  all  styles  of  homes, 
the  Portico  units  can  be  as  simple 
or  as  ornate  as  desired,  Mr.  Greg¬ 
ory  said.  The  original  Portico 
porch,  for  example,  can  include 
only  ornamental  iron  columns  and 
roof.  At  a  later  time,  additional 
beauty  to  the  installation  can  be 
had  by  use  of  ornamental  iron 
brackets,  crestings  and  cornices. 
Railings  are  also  available. 

Sold  on  F.H.A.  Title  I  basis,  the 
porches,  patios  and  car  ports  can 
be  erected  within  24  hours  after 
.sale,  Mr.  Gregory  said. 

Portico  of  America,  Inc.,  Dept. 
BS,  1515  Latham  Street,  Memphis, 
Tenn. 

4c  4c  3|i 

Hygrade  Metal  Moulding 
Plans  All  Stainless  Window 

Plans  are  being  completed  by 
the  Hygrade  Metal  Moulding  Mfg. 
Co.  of  Brooklyn,  N.  Y.,  for  the 
manufacture  of  a  series  of  sections 
in  stainless  steel,  which  can  be 
assembled  to  make  a  two  track 
double  hung  window.  The  cost  of 
the  moulding  alone  for  a  standard 
size  window  is  promised  to  be  in 
the  neighborhood  of  six  dollars. 

Hygrade  intends  to  use  a  high 
quality  nickel  bearing  stainless 
which  will  stand  up  to  the  most 
rugged  conditions. 

Production  of  these  all  stainless 
sections  should  be  underway  with¬ 
in  ten  to  twelve  weeks. 

{Continued  on  Page  84) 
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YOUNGSTOWN  INDUSTRIES 


(Phz  of  America's  largest  mayiufacturers  of  aluminum  huilding  products. 


created 


something 


NEW 


You  are  cordially  invited  to  visit  us  at  our 
BOOTH  NO.  104  at  the  NERSICA  Convention. 
Hotel  Statler,  New  York,  March  22,  23,  and 
24,  1954. 


SHIELDALL 

’  R  O  L  L  E  D  -  O  K  ’ 
BAKED  ENAME 


Pot.  Office 


ALUM  NUM  SID 


S^MCttcic  tviU  tfOti  feature  for  feature 


Youngstown  Industries,  leader  in  aluminum  building  products 
and  research,  has  introduced  a  new  rolled-on  baked  enamel 
aluminum  siding  to  the  building  industry.  Youngstown  Industries  new 
mill  and  finishing  equipment  is  the  newest  and  finest  ever  designed. 
"Shieldall,"  the  new  aluminum  siding  promises  new  possibilities  and 
profits  to  the  siding  field.  "Shieldall"  aluminum  siding  is  another  of 
the  many  products  developed  by  Youngstown  Industries  to  better 
satisfy  your  building  requirements. 


WRITE  •  WIRE  .  PHONE 


r 

I 

I 

^  I 


SHIELDALL  IS  THE  FINEST 
^LUMINUM  SIDING!  _ 

YOUNGsTowiTHDU^RlEriNC. 

706  South  Stato  St.  •  Girard,  Ohio 
ATT:  SHIELDALL  ALUMINUM  SIDING  DIV. 
Please  send  me  complete  information  on  Shield- 
all  Rolled-On  Baked  Enamel  Aluminum  Siding. 

►  □  Dealership  □  Distributorship 
Name _ 


I  Address 

706  SOUTH  STATE  ST.  -  GIRARD,  OHIO  .  TEL.  LI  5-9721 


State _ J 


&  Home  Improvement  Dealer 


21 


A  FEW  FRANK  WORDS 

TO  THE  MEN 

WHO  SELL  STORM  ENCLOSURES 


Some  of  the  prophets 
and  crystal  ball  gazers 
are  predicting  a  mild 
recession  and  a  gen¬ 
eral  slowing  down  in 
business  for  1954. 
They  may  be  right, 
but  we  believe  proper 
preparation  for  this 
situation  is  all  that  is  needed  to  turn  1954 
into  another  GOOD  year. 

By  "proper  preparation"  we  mean  a  pro¬ 
gram  for  harder  work,  harder  selling  based 
on  the  fact  that  money  just  isn't  as  free  as 
it  once  was. 

Our  organization  is  large  enough  to  employ 
statisticians  and  market  analysts  to  keep  us 
in  close  touch  with  day-to-day  trends  and 
to  adopt  measures  to  meet  changing  con¬ 
ditions.  We  believe  the  competitive  advan¬ 


tage  will  go  to  those  who  take  steps  NOW. 
One  of  the  most  important  assets  we  offer 
you  is  an  affiliation  with  an  established, 
financially  sound  manufacturing  organiza¬ 
tion  that  will  supply  you  with  a  quality  prod¬ 
uct;  that  will  keep  prices  competitive;  that 
will  insure  speedy  and  prompt  deliveries, 
and  that  gives  a  per  unit  advertising  allow¬ 
ance  and  strong  local  advertising  support. 

Ace  Industries  Company  offers  this  complete 
service.  Our  products,  our  engineering,  and 
our  manufacturing  facilities... together  with 
a  thoroughly  organized  distribution  set-up 
...make  it  possible  for  YOU  to  meet  ANY 
competition. 

If  you  haven't  yet  taken  steps  to  meet  the 
predicted  conditions,  we  would  welcome 
the  opportunity  to  talk  things  over.  Write 
us  today.  One  of  our  men  will  be  glad  to 
call  on  you  personally. 


E.E.SWARTSWELTER  JR. 


Credit  Available  to  Qualified  Accounts  president 


ACE  INDUSTRIES  COMPANY 

819  Mahoning  Avenue,  Youngstown,  Ohio 
Phone:  Riverside  6-6379 


A  COMPLETE  LINE  OF  QUALITY  STORM  UNITS 
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BIG  NEWS  IN  BOOTH  #216 
AT  THENERSICA  SHOW! 


See  the  Sensational  New 

DURALCO 

Heavyweight  Aluminum 
Triple-Track 

COMBINATION  WINDOW 

The  Installer’s  Dream  Window  .  . 

Can  be  installed  either  as  a  blind  stop 
or  overlap  type  window  in  Eastern  or 
Western  frames  —  simply  and  quickly. 

•  Made  of  6i-ST>5  Extruded  Aluminum 

•  Air  Tight  •  Rottle  Proof 

•  Stainless  Steel  Locking  Devices 

Prevents  Sash  Slipping 
•  Self  Storing 


MODEL  DU50 
24  X  24* 
From  Factory 
To  You 


$12.75 


COMPLETELY 

ASSEMBLED 


Also  available 
As  K.D.  unit 


Hints  To 
SALESMEN 


-piFFECTIVE  speeches,  whether 
they  are  delivered  to  an  audi¬ 
ence  of  one  or  one  hundred,  are 
made  not  so  much  from  Public 
Speaking  courses  as  from  strong 
convictions.  The  speaker  who  for- 
gets  himself  in  his  earnest  concern 
to  get  his  message  across  is  al¬ 
ready  far  down  the  track  with  a 
flying  start.  When  Daniel  Webster 
rose  in  the  Senate  to  reply  to 
Hayne  of  South  Carolina,  he  for¬ 
got  all  about  Webster  and  lost 
himself  in  his  deep  convictions 
about  the  solidarity  of  the  Union. 
He  delivered  the  finest  speech  of  a 
brilliant  oratorical  career.  At  Get¬ 
tysburg  the  President  forgot  about 
Abe  Lincoln  and  lost  himself  in 
the  tribute  to  the  dead  and  the 
cause  they  had  served  and  saved. 
He  gave  what  is  now  considered  to 
be  the  finest  address  ever  spoken 
in  the  English  language. 

*  *  * 


Plus  the  Fast  Selling 

DE  LUXE 

DURALCO 

Combination  Heavyweight 
1"  Aluminum 

STORM  DOOR 


*  Fully  Equipped  With  Door  Frame  Jambs, 
Stainless  Steel  Hinges,  Screws,  and  All 
Accessories. 

Special  low.  low  prices  for  large 
quantity  users. 


Manufactured  by 


I33-3S  IXr  WeM,  RwtMng  M,  N.'  Y 
Hk&ry’A^irS 


*  Year  'Round  Best  Seller 

*  Easy  to  Install 


Sincerity  is  equally  helpful  to 
the  speaker  who  is  not  dealing  with 
earth-shaking  issues,  but  is  seeking 
to  put  over  a  local  school  bond 
is.sue,  to  secure  your  vote  for  his 
candidate  in  a  door-to-door  cam¬ 
paign,  or  to  sell  his  product  or  his 
services  (or  both).  To  convince 
j  others  you  must  first  be  convinced 
i  yourself.  If  you  are  sincerely  sold 
I  on  your  product  and  services,  you 
i  have  the  most  important  ingredi¬ 
ent  that  goes  into  making  an  effec¬ 
tive  salesman. 

Sincerity  is  not  a  substitute  for 
preparation,  however.  Webster 
said  that  his  w'hole  life  had  been  a 
preparation  for  his  reply  to  Hayne, 
that  he  had  studied  the  question 
for  twenty  years,  and  that  he  had 
j  carefully  taken  notes  for  several 
i  months  which  Hayne  could  not 
have  fitted  better  if  he  had  tried. 

'  (Continued  on  Page  261) 
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How  the  ANDREA  team  pioducce 
it's  unique  PREFABRICATED  K.D-J 


Andrea  all  extruded  aluminum  windows  and  doors  have  the  features 
that  make  sales  Easy  —  and  Profits  High! 

Sturdy  welded  frames  •  Interlocking  meeting  rails  *  Completely  self-storing  units 
Stainless  steel  hardware  ’  Inserts  stop  in  any,  position  for  controlled  ventilation  *  All-aluminum  screen 
Easiest-to-install  window  on  the  market  and  priced  to  beat  competition  ! 


ANDREA  3  CHANNEL 
WINDOW 

For  Over^ap,  Eastern, 
Western,  Blindstop  and 
Ranch  window  openings 
and  over  Steel  or  Aluminum 
Ooub/e>Hung  Prime  windows 


with 

the 

'N£W" 

curved 

frame 


3  CHANNEL 
RANCH  SLIDER 


•  Bolt  Bearing  Action  Guarantees 
Friction  Free,  Effortless  Operation 

•  Fully  Insulated  Meeting  Rails 

•  Insert  Rides  in  Its  Own  Channel 
and  Gives  Perfect  Weather  Seal 

•  New  Concealed  Safety  Lock-Stop 


Outside  Installation  for  Any 
Ranch  Sliders  Including 
Primary  Steel  and  Aluminum  in 
Either  Overlap  or 
Blindstop  Installations.  Can  be 
Used  with  any  Primary  Ronch  Sliders 


ANDREA  TRI-WAY 


ANDREA  TRI-WAY 


Andrea  has  a  product  to  satisfy  any  ' 

V  of  your  door  and  window  applications 


PREFABRICATED  SUB-ASSEMBLIES! 
MINIMUM  SET-UP  COSTS! 

LOW  ASSEMBLY  COST! 


•  PREFABRICATED 
SUB-ASSEMBLIES! 

All  stops,  springs,  channels, 
guides,  and  hardware 

installed  at  plant. 


for  low  cost  K.D.assemblij  and  distribution 


MINIMUM  SET-UP  COSTS  I 

One  punch  press  used  for  ALL  peening  operations 
and  simple  welding  equipment  for  frame  assemblies, 


LOW  ASSEMBLY  COST! 

K.  D.  operator  merely  welds*  master  frame, 
assembles  glass  and  screen  inserts  and  then  simply 
racks  window.  .  . 


Wo  other  gub-aggcnnbly  work  necessary  1 


EA  PRODUCTS  L- 

See  us  at 

Convention  ( 


•cenomy  of 

JS’MHlWlt  »SSWBIB).  too! 

I  NERSICA 

Expo*'*'""  . 

OOTH 


wkOf  phoim, 
thm  amfree  profU  aiory 


. _ 

183  Horton  Avenue,  Lynl>rooki^4. 1.,  N.  Y.  LYidirook  3-8668,  LYntMvok  3-8584 
Nf  P  800  vers  OtSfOMfO  WITH  P  M  0  f  it  S 


Hotel  Stotler, 


1  •  i 

1  ' 

■f 

\ 

1 

V  '  f' 

1 

'  -.J* 

K  .  D 


•REEZE  HOWS  THRU 


For  windows 
and  doors 


For  porchosi 
pcdios,  olc. 


Sidewalk  canopy 


for  all  types 


of  buildings 


Dealers!  here’s  the  ground  floor  profit 


Sky  Vhw  AWNINGS  AND  CANOPIES  FOLLOW  ANY  CONTOUR  POSSIBLE  WITH  A  CANVAS  AWNING 


Anyoae xan  install  Sky  View 
Awnings  In  jnst  30  Minutes 

If  you  own  a  screiPV^  driver  and  a  pair  of 
pliers,  you’re  ready  to  install  SKY  VIEW. 

An  ingenious  slotted  runner  and  new 
crimping  arrangement  hold  the  pans 
purely  . . .  replace  conventional  screws 
in  assembling  the  awning. 

3  STOCK 

SIZES  OF  I 
Sky  View  J 

WILL  TAKE  CARE  OF  ANY  1 
AVERAGE  HOUSE 

Dealers  can  stock  just  3^wning  sizes —  i 
30'  X  30',  40'  X  40'  and  40'  x  50'—  j 
plus  a  standard  door  canopy  and  do  large 
volume  business  with  a  relatively  small 
cash  ouday.  Other  window  sizes  and  1 3 
beautiful  Dupont  Dulux  colors  available 
on  special  order. 


THE  SENSATIONAL  NEW 

sn  view 

IIFETIME  AlUMINUM  AWNING  and  DOOR  CANOPY 


taps  America's  richest  market  ...has  rapid 
turnover . . .  requires  no  hig  inventory 


Every  awning  and  canopy  individually  packaged 
with  full  instructions  and  materials  for  installing 


Get  the  jump  on  competition.  Get  the  franchise  in  your  area  for  one  of  the  biggest 
moneymakers  in  the  industry.  SKY  VIEW  is  built  for  the  booming  “do-it-yourself” 
market  ...  is  competitive  in  price  with  canvas  .  .  .  can  be  sold  either  K.D.  or 
installed.  Installation  is  fast  and  easy:  You  need  no  high-priced  crew  running  up 
costly  man-hours  of  labor  .  .  .  SKY  VIEW’S  tested  promotion  plan  of  small 
inventory  .  . .  big  volume  .  . .  and  low  sales  cost  means  profitable  business  the  year 
around.  Get  ready  NOB”  for  the  biggest  Spring  volume  in  your  history.  Don’t  delay! 


Ease  of  installation  makes 
Sky  View  a  natural  in  the 
commercial  awning  field 


'because  a  SKY  VIEW  awning  or  canopy 
will  follow  any  contour  that  canvas  will 
—and  just  as  economically — it  opens  a 
tremendous  market  for  custom  installa* 
cions  in  the  commercial  field.  SKY 
VIEW’S  flexibility  even  permits  hanging 
it  on  the  same  framework  used  for  the 
previous  canvas  awning. 


opportunity  you’ve  been  waiting  2U  years  to  Tina  .  . 

"Do  It  Yourself” 


Price  of  Canvas 


Order  your  ''Sky  View"  Starter  Package  Now 


SPECIAL 


SKY  VIEW  gives  you  FREE  this  complete  package— 

•  Newspaper  Ad  Mats  •  Store  Window  Bannen 

•  Color  Charts  •  Store  Display 

•  Folders  for  Mailing  •  Radio  Announcement! 

Here’s  how  SKY  VIEW  will 
sell  itself  in  your  showroom 


•  COMPARE  SKY  VIEW  with 
awnings  costing  twice  at  much! 

•  PANS  ARE  .031  GAUGE— 
structure  .040  and  .OSO 

•  GENUINE  DUPONT  DULUX 
colors  in  lustrous  jewel  tones 

•  ALL-WHITE  UNDERCOAT¬ 
ING  with  “Rollcoater"  2- 
color  strip 

•  NON-RUSTING  BRACKETS 
screws  and  accessories 


40”  X  40”  Window  Awning 


This  beautiful  S2S  display 
shows  actual  size  mode!  of 
the  SKY  VIEW  awning 
and  door  canopy.  It  meas¬ 
ures  20"  X  20'  X  24",  in 
lustrous  baked  enamel 
color.  It’s  FREE  with  your 
first  SKY  VIEW  order. 
(Mail  Coupon  Below.) 


EXACT  SCALE  MODEL  OF  AWNING  AND  CANOPY 


SKY  VIEW  Metal  Awnings 
8007  Joy  Rood,  Oolroit  4,  Michigan 


□  Pleote  send  me  10  Window  Awnings  in  40'  by  40'  size  (white  with  stripe)  (<i 

$11.95  each,  and  10  Door  Conopies  in  40'  x  40'  size  (white  with  tlripe|(u 
$16.95  each,  together  with  my  ^REE  promotion  kit.  Write  nunber  of  eoch  c^oi 
desired:  □  Wakefield  Green  □  Hollywood  Yellow  □  Pagoda  Rec 

□  Pennant  Blue 

□  Please  send  me  full  information  on  SKY  VIEW  Awnings  and  how  I  eon  obtolr 
o  valuable  exclusive  SKY  VIEW  frattchise. 

□  Check  for  $ 


is  enclosed.  (All  prices  F.O.B.  Detroi' 


NAME 


BmkoU  by  moHomoI  advortiskt  !■ 
AMERICA’S  LEADING  MAGAZINES 


STREET 


CITY _ 

NO.  OP  SALESMEN 


-ZONE 


.STATE 


TYPE  OF  PRODUCTS  NOW  SOLD 


Schlegel  Wool  Pile  Featured  in 


KOOLSHADE  Triple-Track 

COMBINATION  WINDOWS* 

NEW  and  EXCLUSIVE 


Ease  of  operation,  unexcelled  due  to  millions  of  wool  pile  bearings. 
Provides  unequalled  seal  against  weather  and  dust.  NO  METAL-TO- 
METAL  CONTACT  at  critical  points.  The  same  time-tested  wool 
pile  used  in  automobile  primary  windows  and  in  weatherstripping  for 
over  25  years—  now  introduced  to  Combination  Windows  by  Ingersoll. 

NEW  —  Interlocking  meeting  rail  assures  additional  weather  block. 

NEW  — Qwik-On  K001.SHADE  Sunscreen  for  upper  insert  gives  full 
window  sun  protection  at  low  cost. 


IhO*'  •««»>.'<'  .0 

e  <o\' 

A.  bf'®'''  '  (  oV* 


Modern  Koolshade 
Year  ’round  Protection 
Costs  Less 


Koolshade  Combination 
Windows  and  Doors  are  leaders  in  the  field  and  their 
special  features  make  them  "naturals”  for  year  ’round 
sales  .  .  .  year  ’round  profits. 


Homeowners  are  enthusiastic  about 
the  protection  and  cost  of  Koolshade 
Combination  Windows  and  Doors. 
They  can  get  complete,  year  ’round 
protection  for  about  half  the  cost  of 
any  other  windows  with  ordinary 
screens  and  awnings  .  . .  permanent  or 
cloth  which  need  replacement  about 
every  3  to  5  years. 


Check  this  Cost  Comparison  Yourself 

PERMANENT  CLOTH  AWNING  KOOLSHADE 

AWNING  _|_  ordinary  window  —  COMBINATION 

+  ordinary  window  =  j50  (opprox.)  WINDOW 

$70  (approx.)  fuU  wn  protection 

$40  (approx.) 


'KeC'Atered  Tradenturk  applied  f* 


Inj^rsoll 
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The  Only  Window  Offering 
YEAR  ’ROUND 
Protection 


No  Premium  Price 

Here’s  an  opportunity  for  you  to  sell  year  ’round 
weather  protection  with  BIG  year  ’round  profits — 
and,  at  no  price  premium.  Koolshade  Combination 
Windows  and  Doors  "sell  themselves”  winter  or  sum¬ 
mer.  They  keep  cold  out  and  save  on  fuel  bills  in 
winter — keep  insects  and  heat  out  in  summer. 


You’ll  have  the  established  reputations  of  Ingersoll — 
Borg-Warner  behind  these  3-way  Combination  Win¬ 
dows  and  Doors.  Experienced  factory  representatives 
and  top-notch  sales  executives  combine  to  give  you 
the  benefit  of  their  merchandising  know-how  right 
from  the  start  in  setting  up  your  business.  Continuous 
Koolshade  promotions,  including  advertising,  give¬ 
aways,  sales  incentives  and  others,  are  designed  to 
GET  RESULTS  .  .  .  save  you  time  and  money. 


Every  homeowner  with  one  or  more  sun-exposed  win¬ 
dow  is  a  prospect  for  Koolshade  Qwik-On  Sun¬ 
screen.  Adaptable  for  picture  windows,  casement 
windows,  porches  and  wood  screen  frames,  the  cost  is 
about  Vi  to  Vz  the  cost  of  permanent  awnings  and 
about  the  same  as  an  average  quality  cloth  awning. 
Koolshade  Qwik-On  .Sunscreen  is  easy  to  install, 
keeps  rooms  up  to  15°  cooler  and  prevents  fading. 


With  Koolshade  Sunscreen,  Ingersoll— Borg- 
Warner  gives  you  a  sales  feature  that  makes  all  other - 
storm  windows  and  awnings  obsolete. 


Wire  or  Mail  Coupon  for  Information 


•  PICTURE  WINDOWS 

•  CASEMENT  WINDOWS 

•  PORCHES,  WOOD  SCREEN 
FRAMES 


PRODUCT 


Ingersoll  Products  Division,  Borg-Warner  Corp. 

310  So.  Michigan  Ave.,  Chicago  4,  III. 

Rush  me  the  details  about  KOOLSHADE  3-WAY  COMBINATION 
WINDOWS  AND  DOORS.  I  am  a 

Q  Distributor  □  Dealer  □  Salesman 

NAME  _  _  _  _ 

ADDRESS _  _  _  _ 

CITY  _ ZONE _ STATE  _ 
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let^s  get 


TONS  OF  PRESSURE 


H'tt: 


DOUBLE  DENSITY  MEANS  THAT  PORCENAMEL 
HAS  MORE  PIGMENT  IN  THE  SAME  PAINT  THICKNESS 


DLRABILITY  in  un  aluiiiinum  awning 
(leponds  on  the  density  of  the  coatin"’ 
\nd  you  get  double  density 
with  Porcenaniel  pressure  coatin 


This  means  more  awning  sales 
more  recommendations,  more  satisfied 


customers,  more  years  of  wear 
Porcenaniel  is  the  only  precoatin 


actually  tested  hy  years 


of  exposure  under  extreme 


weatlier  condition 


TEC ;IINKJ ALLY,  Porcenaniel  pressure 


is  as  simple  as  this 


13  mils  of  wet  film  paint  thickness 


arc  compressed  under  tons 


of  pressure  to 
1  mil  of  dry  paint  thickness 


So  Porcenamers  double  densits 


means  that  awning  finishes 


won't  crack,  chiji,  peel. 


huhhle  or  craze. 


Vet  Porcenamers  luster 


finisli  costs  no  more 


\\  rite  for  detail 


^o  ohiigation,  of  courst 


Arrow  Metal  Products  Corporation 


Haskell,  N.  J 


TESTED ! 

TO  WITHSTAND 
EXTRAORDINARY  WEIGHT 
WITHOUT  SAGGING  I 


HEAVIER... THICKER... 
...STRONGER... 
THAN  ANY  DOOR 


Years  in  the  making  .  .  .  Here's  a 
door  that  goes  all  out  to  meet  com¬ 
petition.  Rich  in  features  of  the 
future  with  exciting  appeal  to  your 
customers.  Priced  os  low  os  the 
lowest.  Precision  built  to  compete 
with  the  finest  by  oil  quality  stand¬ 
ards.  A  proud  product  of  the  Ther- 
malume  Corporation  whose  years 
of  engineering  experience  and  skill 
are  your  assurance  of  maximum 
satisfaction  in  aluminum  products. 


DOOR 


Ready  Now! 

THE  GREAT  1954  MODEL 


THRU  THIS 
DOOR 


WRITE  •  WIRE  •  PHONE  TODAY 

for  details  and  prices  on  the  fabulous  1954  NU-SEAL  DOOR 


PASS 
PROFITS 
GALORE! 

CHECK 

THESE  SELLING  FEATURES 


•  Made  of  63ST5  heat  hard¬ 
ened  aluminum. 

•  Heavier  —  stronger!  More 
than  one  inch  thick. 

•  New  type  hinges  with  full 
mortising. 

•  Precision  constructed  .  .  . 
they  open  at  a  touch. 

•  Lifetime  service. 


THERMALUME  CORP. 

94  JOHNSON  STREET,  NEWARK,  N.  J.  Mitchell  2-6861 
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PRICED  LOW 


Name. 


Address 


profit  leader 
in  COLLAPSIBLE,  RETRACTABLE 
SBlf-StONfl^  Awnings 


Nelson  Features  give  you  more 


Recesses  Neatly 


in  closed 


position 


the  Nelson  Deluxe 
WITH  SIDES 


6t  Home  Improvement  Dealer 


1 1 5  East  Carson  St.,  Pittsburgh  1 9,  Pa. 


Please  send  me  complete  information.  I  am  a 
□  DEALER  □  DISTRIBUTOR 


Company. 


HALF-CLOSED 

POSITION 


AWNING  CLOSED  FOR 
DREARY  DAYS 


r 


j 

"Everyone  wants  Bondstone 


tayt  J.  \N.  Livingston 
NEW  Bondstone  Dealer,  Arkansas  City,  Kansas 


Bondsioni 


■  Ro,,<lsto»t  Dioltr  for  i 
Exclusive  Bcuds 


ernm  *••  - 


October  3.  1953 


„  „icK  General  «»«»■■ 

ISoKln. 

- .  --1.  i  /-*lc 


for  many  owners  a--*' 

Magazines.  onHDSTOHE  lOO  lo^'J?!  people 

..  .s;~»‘ihr~>5  isSS 

'sStiUfe-Ssss  sr.  ■•.» 

f^^Jlrd  to  a  lastibg 


cz  f^cmoAicme  ^ealeA 


There  are  now  more  than  200  franchised  Bondstone 
Dealers  like  J.  W.  Livingston — MAKING  MONEY. 
Bondstone  is  a  beautiful  front  line  product — helps  you 
sell  other  types  of  siding  and  specialty  items,  as  well. 


It’s  easy  and  profitable  to  be  a  Bondstone  Dealer. 
Bondstone  gives  you  SALES  ASSISTANCE  .  .  . 
NATIONAL  ADVERTISING  .  .  .  PRODUCTIVE 
LEADS. 


CALL,  WRITE,  WIRE  TODAY 

EMCO  CEMENT  PRODUCTS^  IM€. 

SHAMOKIN,  PA.  •  Telephone  Shamokin  8-6884 


rr-^ssiEsssi^rfm 


Bondstone 


Brandstone  in  Canada 
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Guaront«ed 


MVACO 

Makers  of  the  original  ventilated  awning 


AlU Aluminum  Ventilated  Awningi 


At  The  Lowest  Price  in  History 


Only  $18.85  for  average  size  win¬ 
dows!  Install  them  yourself  in 
minutes!  Here  is  America’s  best 
awning  buy,  from  America’s  origi¬ 
nal  ventilated  awning  maker! 
Made  of  finest  aluminum,  in  the 
most  popular  design  ever  pre¬ 
sented  . . .  the  product  of  years  of 
manufacturing  experience!  Guar¬ 
anteed  best  quality,  backed  by  our 
reputation  as  leaders  in  the  field. 


PERMANENT  BEAUTY  —  Light,  airy 
\avaco  awnings  blend  with  any 
home  design,  improve  appearance 
and  re-sale  value  of  your  house.  Your 
first  low  cost  is  your  only  cost.  There 
is  no  upkeep.  They  can’t  rip.  flap,  or 
rot.  Baked-on  enamel  is  tough  —  re¬ 
sists  even  hammer  blows!  Add  charm 
and  richness  to  your  home  with 
.Navaco  awnings! 


ALL-WEATHER  PROTECTION  —  The 

graceful,  sweeping  lines  of  your  new 
Navaco  awnings  protect  room  in¬ 
teriors  from  damaging  effects  of  rain, 
sun,  and  wind.  They  let  your  home 
breathe,  yet  guard  against  weather 
the  year  around.  Navaco  awnings  are 
a  good  investment  in  comfortable 
living!  Take  advantage  of  introduc¬ 
tory  offer  now! 


Install  them  ijourselj;  ifs  easy! 


AWMN(;S  for  AWMNG.S  for 
regular,  average  average  size  ease- 
size  windows  ment  windows 

818.85  823.85 


AWMNG.S  for  DOORHOODS 
average  size  ease-  Solid  Top  gives 
ment  windows  extra  proteetion. 


828.95 


Many  other  sizes  also  available. 


ORIGINAL  VENTILATED  DESIGN  — Un¬ 
like  conventional,  solid-top  awnings, 
Navaco  ventilated-rib  construction 
does  away  with  hot  air  pockets  under 
awning.  Not  only  shields  against  sun, 
but  actually  helps  draw  hot  air  from 
room.  Interiors  up  to  12°  cooler!  Get 
the  full  story  on  Navaco!  See  your 
dealer  or  mail  coupon! 


Advertisement 
.  Appears 

I  in  Good  Housekeeping 
I  Magazine 

U  March — 1954 

■i  ■■  m  HI  H  HI  HI  Hi  'tm  HR  mm 


'tm  HR 


A  NATURAL  TIE-IN  FOR  YOUR  OFF  SEASON 

AVAILABLE  FOR  THE  FIRST  TIME! 

...America’s  Most  Popular 
Permanent  Awnings  Now  Pre-Packaged 
for  Home  Installation 

AT  HISTORY’S  LOWEST  PRICE  AND  YOUR  BIGGEST  PROFIT! 


Individually  pre-packaged,  all-aluminum 
ventilated  awnings  at  about  half  their 
former  price  .  .  .  from  the  inventors  of 
the  ventilated  awning! 

You  make  33%  profit,  even  with  history¬ 
making  low  prices  like  these.  Awnings  are 
guaranteed,  come  ready  for  installation  by 


Carries  Good  Housekeeping  Guarantee  Seal 


mm 


ViNTI  LATE  I 

cAwnings 


the  buyer,  instructions  included.  Choice 
of  models  and  trim  colors,  all  window  sizes. 
Permanent  doorhoods  to  match,  easily 
installed  by  homeowner. 

T  ake  advantage  of  the  fast  growing  market 
for  do-l  I -yourself  home  specialties.  Stock  up 
on  N  W ACO  awninsrs  and  doorhoods  non'. 


GoorHousIkeepIng)  COMPLHE  PROMOTION  PACKAGE 


liberal  advertising  allowance 


We  will  supply  you  with  newspaper 
.  .  .  radio  commercials  .  .  .  colorful, 
effective,  permanent  floor  displays  .  .  . 
product  folders  .  .  .  Good  Housekeeping 
Counter  cards,  everything  you  need  to 
become  awning  headquarters  for  your 
community.  Your  local  promotion  backed 
up  by  our  national  advertising! 


MAIL  THIS  COUPON  TODAY  Deai..hips 

Avoilable  In 

National  Ventilated  Awning  Company  Some  Areas. 

601  Hall  Street 
Dallas,  Texas 

I  want  to  find  out  free,  how  I  can  get  in  on  the  big  profits  to  be 
made  with  Navaco  ore-packaged  awnings.  Please  rush  me  full 
facts  about  a  NAVACO  dealership  in  my  community. 


ADDRBSS. 


I  $18.85  awning  (Shown  on 

(Other  Side  of  This  Page)  COSTS 
YOU  *12.57— YOU  MAKE  $6.28 

I  $23.85  Awning  (shown  on  other  side 

I  of  this  page)  costs  you  $15.90  — 
You  Make  $7.95 

I  $28.95  Dooihood  (shown  on  other 
-  side  of  this  poge)  costs  you  $19.30 
I  You  Make  $9.65 

I  Get  the  full  NAVACO  story  on 

J  quick  soles  and  big  profits. 

*AII  prices  F.O.B.  Dallas  less  2%  cash  discount 


NATIONALLY  ADVERTISED  —  SEE  OTHER  SIDE  OF  THIS  PAGE 


THE  FAMOUS 
ARISTOCRAT 

SBine 

WIISDOWS 

DOORS 

JALOUSIES 


HOTEL  STATLER,  N.  Y.  C. 
MARCH  22,  23  &  24,  1954 
BOOTH  #2  7  7 


TIAM  MAK  M6.  U.  1  M.  Off, 


Product  and  Plan 

POWERPUL  TOP  PflODtJCT«;  ^ 

compllp  • 

inum  window  coRditionln^fleld!*^ 

sell  In  areas  propaaandwL  u  rooms  to 

co»pi.«o„. 

operatlSn!**  observe  the  'plan*  in 

the  rSSCToS  ARJsj?S5!l’T%"?ii^**^«* 

^L' 

7?5. .  TRipu  iR«cnfr£i;£!j:j,fy®wH™oi 

May  we  expect  youT 

yery  truly  yours 

Autocrat  ISk'corp 

MICHAEL  J.  BUCK 

president  . 

P.S. 

Ma  would  be  Dleea«/*  4.^ 
litforwatlon  and  when^^«T?!J’****  **®<l'ie»te  for 
■ilt  about  yourself.  ^  ®  **>'lte  tell  us  s 


ARISTOCRAT  SALES  CORP. 


•  139  VAN  WINKLE  AVE.,  GARFIELD,  NEW  JERSEY 


GRe9ory  3*1070 
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tiyttys  better 


Easy  and  quick  to  assemble  —  extruded 
to  close  tolerances  —  always  uniform  from 
shipment  to  shipment. 


Stays  flexible  —  even  at  low  temperatures. 
Won't  take  "cold  set".  No  warming  needed 
—  just  use  it. 


%|w^s  ti^Kl;^— special  engineering  makes 
it  os^nf^Ha^to  v^iqtions  in  glass  thicknesses. 
It  seitils  ouMhe  WeotH^irdhd  seals  in  house 
temperbtures.  ' 


'on’t  bleed  —  a  clean  dry  surfa<K  under 
yere  weather  conditions.  s 


A  sii^oth  smart  finish  —  in  a  true  alui 
num  cdlor  or  a  rich  black. 


r\in^ton  «*xtriuled  plastic  spline  is  made  of  all  virgin  mate- 
rials  —  formulated,  compounded  and  extruded  in  our  own  A 
plant  under  the  strictest  laboratory  and  production  control  \ 
methods.  Our  staff  of  chemists  and  extrusion  technicians  is 
hacked  hy  12  years  of  successful  experience  in  the  production 
of  plastic  glazing  shapes,  screen  spline  and  weatherstripping. 


L  large  number  of  \ 
standard  dies  is  avail-  \ 
able.  Additionally,  \ 

\our  fully-equipped  ' 
die  shop  stands  ready 
to  design  and  tool  up 
i  for  custom  shapes. 


lrving;ton  .  .  .  the  consistent  choice  of  leading  window  inaniifactiirers* 

For  qjick  information,  samples  ar  literature,  write  or  phone  Plastics  Division. 


'Nomes  on  request 


tRVtISIGTOIM  YnsJjlator 

DIVISION  OF  MINNESOTA  MINING  &  MANUFACTURING  CGMPANY 


35  ARGYLE  TERRACE.  IRVINGTON  11.  N.M.  •  PLANTS:  IRVINGTON.  N.  t.;  MONROVIA.  CALIF.;  HAMILTON.  ONTARIO.  CANADA 
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L.  S.  HARRIS,  Vice-Pres. 

R.  M.  HOFFAAAN,  General  Mgr. 
LEONARD  PREYSS,  Advertising  Mgr. 
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Executive,  Advertising  and 
Editorial  Offices: 

425  Fourth  Avenue,  New  York  16,  N.  Y. 
Telephone:  MUrray  Hill  3-6280 

CHICAGO:  549  W.  Randolph  Street 
Telephone:  CEntral  6-5164 
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☆ 


Cover  of  the  Month 


ii'iliiitLliTNG 


Our  cover  this  month  shows  the  attractive 
home  of  Mr.  Ray  Scha,'ier,  18301  Laurel  Ave¬ 
nue.  Livonia,  Michigan. 

Fourteen  sets  oi  Sun-Sash 
hardware,  in  various 
sizes,  were  used  through¬ 
out  the  house.  Plans  are 
being  ma'<e  to  bu  Id  a 
breezeway  and  garage, 
also  using  Sun-Sash,  in  ^ 
the  Spring.  The  six  inch 
louvres  enable  the  sash 
to  be  cleaned  entirely 
from  inside  the  house. 

The  quolity  oi  weather¬ 
proofing  is  equal  to  that 
provided  by  other  types 
oi  windows,  and  there  is  practically  100% 
ventilation  during  the  summer.  All  the  jalousies 
shown  were  manufactured  by  the  Sun-Sash 
Company  of  38  Park  Row,  New  York  City. 
New  York. 
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America's 
Finest  Fastest- 
selling 

ALL-ALUMINUM 
Combination 
STORM  and 
SCREEN  DOOR 


•  Fully  extruded. 

•  Single  life  doors, 
two  lite  doors, 
self  -  storing 
doors. 

•  Aluminum  wire 
screen. 

•  Expander  on  sill 
— for  tolerances. 

•  Reenforced  cor¬ 
ners  for  life-time 
rigidity. 

•  Complete  with 
aluminum  cn- 
semble  and 
stainless  steel 
hardware. 

ADVERTISING 
MATERIAL 
AVAILABLE: 
Cuts,  Mats, 
Literature! 


The  "^Cadillac"  of  the  Business 


aramount 


protiurt  of 
Alotninutn 
^killrraft 


Presents  the 


”  wmow 

PICTURE 

format! 

The  K-D  PLAN  that  brings  you  . . . 

Outstanding  GREATER  PROFITS 
•  Outstanding  LOWER  PRICES 
.  Outstanding  HIGHER  QUALITY 

'^moN^r  jjaramount 


Cross  S»<tien  View  of 
TRint  TRACK  rCATURlS 

1.  TOP  GUSS 

2.  SCREEN 

3.  BOTTOM  GLASS 

Complete 

WtATHtR-STRIPPING 


NEWLY  IMPROVED 

paramount 

TRIPLE  TRACK 

all-aluminum  combination 

STORM  &  SCREEN 


Some  other  Outstanding  Selling  Features 


WINDOWS  «  ninuc  |  jii  | 

with  built  in  weatherstrip  I  T' eature  j|  ] 

TRIPLE  TRACK  1  ij  % 

Not  Channel  I  ?i  — 

EASY  INSTALLATION  \  . 

Service  Free  I  Some  other  Outstanding  Set 

TWIN  VENTILATION  I  I.  Full  Length  PIANO  HINGE.  d 

I  Permits  easier  cleaning  from  the  si 

Sashes  Raise  or  •  outside.  s.  spe 

,  .All  2-  EXTRA  HEAVY  EXTRUSIONS  J' 

Lower  to  Any  Level  I  ates  ST.  S  Alloy  Extrusions).  <1 

CHANGEOVER  NEVER  NECESSARY!  !  rub'ber'’^  designed  sponge  ^  ^ 

AA  I  c  II  Ca  •  I  A  '  To  offeet  a  pfrfeet  seal  between  - 

make  oeir-ofonng  L/OSO/efe  I  casement  window  and  storm  win-  J 

POSITIVE  100%  WEATHER  STRIPPING  '  Mtion"'""*"**”  1:  g” 

HEAVY  EXTRUSIONS  I  stripping  installed  on  each  Win-  10.  Pr 

Truly  the  window  and  doer  line  that  is  3  ways  better! 


WhaCs  More 
The  ONLY 
WINDOW  LINE 
with  the 
FOLLOWING 
FAST-SELLING 
SUPERIOR 
FEATURES 


EXCLUSIVE 


ALL-ALUMINUM 


miHEiiiT  mu 

tVIHDOtV  -  _ 


FULL 

LENGTH 

PIANO 

HINGE 


1.  Full  Length  PIANO  HINGE. 

Permits  easier  cleaning  from  the 
outside. 

2.  EXTRA  HEAVY  EXTRUSIONS 

(^63  ST.  5  Alloy  Extrusions). 

3.  SPECIALLY  DESIGNED  SPONGE 
RUBBER 

To  effect  a  perfect  seal  between 
Casement  window  and  storm  win¬ 
dow.  Eliminates  Window  Conden¬ 
sation. 

4.  FULLY  EXTRUDED  Weather 

Stripping  installed  on  each  Win¬ 


dow  Vent  opening  for  positive 
seal. 

5.  Specially  designed  rubber  extrusion 

to  seal  and  secure  glass  in  plate, 
for  permanency.  And  permitting 
simple  replacements  of  broken 
glass  by  home  owners. 

6.  Designed  for  Single,  Double  thick 

and  Demiplate  for  Picture  Win 
dows. 

7.  Controlled  ventilation. 

8.  Draft  Free. 

9.  Reenforced  for  permanent  rigidity. 

10.  Priced  Rinht. 


1.  QUICKER  AND  EASIER  TO  INSTALL.  2.  SERVICE-PROOF.  3.  KEEPS  PROFITS  INTACT  FOR  YOU  DUE  TO  NO  CALL-BACKS 
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Bnilding  Specialties  hdnstfy  Confident 
About  1954  Despite  Recession  Talk 

More  money  now  being  invested  in  plant  expansion 
and  development  of  new  and  improved  products  than 
at  any  previous  period 


The  building  specialty  industry  quate  financial  strength  were  going  new  models.  VV'ith  all  this  expend- 
may  be  said  to  be  generally  con-  to  be  forced  back  into  the  channels  itui  e  of  money  and  effort  it  is  hard 
fident  about  the  1954  season  de-  of  distribution  from  which  they  to  see  how  the  industry  can  avoid 
spite  a  realization  that  the  period  came.  It  was  surprising  how  many  having  a  good  year  even  if  there 
of  hard  selling  and  tough  compe-  manufacturers  had  almost  exactly  is  a  mild  recession  which  may  or 
tition  is  at  hand.  Most  dealers  and  the  same  attitude  toward  business  may  not  occur, 
manufacturers  queried  by  this  conditions  in  1954.  Business  was 

publication’s  staff  felt  that  1954  going  to  be  tough  —  for  the  other  Opinion  of  Industry 

would  be  a  good  year  although  fellow,  about  sums  up  their  atti- 

selling  would  be  harder.  Some  tude.  While  admitting  that  1954  The  general  trend  of  opinion 

dealers  bemoaned  the  intense  com-  vvas  going  to  be  a  year  of  hard  throughout  the  industry  is  that 
petition  that  have  to  face  on  the  selling,  each  one,  almost  in  the  1954  will  be  about  as  good  as  19511 
retail  level  from  both  legitimate  same  breath,  told  how  his  plan!  although  it  will  be  necessary  to 
dealers  and  fly-by-night  characters,  has  expanded,  how'  he  had  bought  w  ork  harder  to  make  as  much  as 
On  the  other  hand,  manufacturers  a  new’  extrusion  press  or  other  in  the  previous  year.  Quite  a  num- 
were  generally  confident  without  equipment  and  how’  he  had  new  ber  of  manufacturers  and  dealers 
being  unduly  optimistic.  and  improved  models.  It  is  amaz-  are  even  looking  forward  to  an 

Most  manufacturers  felt  that  ing  to  see  how  many  manufactur-  even  better  year  in  1954.  It  is 
the  time  had  arrived  when  the  ers  have  expanded  their  plants  and  interesting  to  note  that  a  recent 
“boys  were  going  to  be  separated  have  spent  large  sums  of  money  survey  among  the  heads  of  various 
from  the  men.”  Many  felt  that  on  promotion,  advertising  cam-  corporations  conducted  by  the  New 
small  manufacturers  without  ade-  paigns,  and  the  development  of  York  Journal  of  Commerce  reveals 
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a  trend  of  opinion  that  closely 
parallels  that  in  the  buildinp  spe¬ 
cialty  industry.  Here  is  what  the 
Journal  of  Commerce  .says: 

“The  majority  of  the  corporate 
oflicials  believe  busine.ss  will  snap 
back  this  year,  that  .sales  and  .sell¬ 
ing  prices  will  be  at  least  the  same 
if  not  higher  than  in  1953  and  that 
net  earnings  and  dividend  pay¬ 
ment  will  compare  favorably  or 
top  last  year’s  figures. 

“Most  of  the  839  respondents 
are  optimists  and  they  admit  it. 


rpHE  LaQuinta  alumina  plant  of 
Reynolds  Reduction  Company, 
a  wholly  ovmed  subsidiary  of 
Reynolds  Metals  Company,  is  nowt 
sub.stantially  completed  and  is 
beinK  operated  by  the  latter  com¬ 
pany,  it  is  announced  by  J.  Louis 
Reynolds,  vice-president  in  charge 
of  operations,  Richmond,  Virginia. 
Located  on  the  north  shore  of 
Corpus  Chri.sti  Bay  in  south  Texas, 
the  plant  has  a  rated  output  of 
1000  tons  of  alumina  daily. 


“This  personal  optimism  is  the 
‘unweighable’  weight  which  must 
be  applied  to  any  acros.s-the-board 
conclusions  drawn  from  the  results 
of  The  Journal  of  Commerce  sur¬ 
vey.  The  admi.ssion  to  optimism 
is  contained  in  answers  to  one  little 
question  tucked  in  at  the  end  of 
the  survey  form,  which  read : 

“  ‘Do  you  think  your  company 
will  do  relatively  better  than  your 
industry  as  a  whole?’ 

“The  answer  was  a  re.sounding 
‘yes!’  —  70.8  per  cent  .said  they 


It  is  the  fir.st  alumina  plant  to 
be  built  in  Texas.  With  the  huge 
San  Patricio  reduction  plant  next 
door,  it  now  gives  Texas  a  com¬ 
pletely  integrated  bauxite-to-alum- 
inum  oper,ation.’’ 

Taking  advantage  of  mild  Texas 
weather,  all  the  equipment  is  lo¬ 
cated  out-of-doors.  “Another  in¬ 
novation,’’  said  Mr.  Reynolds,  “is 
that  the  facilities  are  built  in  two 
.sections,  each  with  a  rated  capac- 
iContitniei^  on  Page  218) 


would  do  better  than  their  indus¬ 
try.  Only  29.2  per  cent  thought 
they  would  do  the  same  or  not 
quite  as  well. 

“Of  cour.se,  they  cannot  all  be 
right.  But  what  does  that  prove? 
For  one  thing,  it  proves  that 
American  management  isn’t  taking 
predictions  of  economic  malai.se 
with  handwringing  and  resigna¬ 
tion.  And  that  in  itself  may  be 
half  the  battle, 

“This  special  business  outlook 
and  forecast  edition  of  The  Journal 
of  Commerce  is  loaded  with  fight¬ 
ing  declarations  by  business  lead¬ 
ers,  New  products,  new  applica¬ 
tions,  harder  .selling,  clo.ser  cost 
control  —  all  these  and  more  are 
the  weapons  in  American  indus¬ 
try’s  ar.senal  against  rece.ssion. 

“And,  in  this  arsenal,  optimi.sm 
may  well  be  one  of  the  more 
important  defenses,  especially  if  it 
means  continued  large  capital  ex¬ 
penditures  for  plant  and  equip¬ 
ment  and  outlays  to  market  new 
products  designed  to  tempt  a  well- 
heeled  consuming  public. 

Outlook  Survey 

“But  even  allowing  for  an  opti- 
mi.stic  bias,  the  results  of  The 
Journal  of  Commerce  business  out¬ 
look  survey  stack  up  generally 
brighter  than  most  of  the  recent 
economic  forecasts: 

“Here  are  the  details: 

“Q.  How'  will  your  company’s 
1954  .sales  compare  with  1953? 

“A.  The  same  —  22.6  per  cent ; 
higher  —  39.0  per  cent ;  low’er  — 

38.4  per  cent. 

“Q.  When  do  you  expect  busi¬ 
ne.ss  to  snap  back? 

“A.  Spring  —  34.8  per  cent : 
summer — 7,2  per  cent;  fall — 20.5 
^per  cent ;  after  1954  —  37.5  per 
cent. 

“Q.  How’  will  your  1954  .selling 
prices  average  compared  with 
1953? 

“A.  The  same  —  74.2  per  cent; 
higher  —  12.3  per  cent ;  lower  — 

13.5  per  cent. 

(Continued  on  Page  219) 


New  Alumina  Plan!  Gives  Texas  Us  First 
Completely  Integrated  Aluminum  Facility 


Unique  new  alumina  plant,  on  the  north  shore  of  Corpus  Christ!  Bay  in  south  Texas,  now 
has  been  completed  and  is  in  operation.  Called  the  LaQuinta  plant,  it  is  operated  by 
Reynolds  Reduction  Company,  a  wholly  owned  subsidiory  of  Reynolds  Metals.  Bauxite  is 
unloaded  at  the  pier  (foreground)  by  belt  conveyors.  Wirt  the  new  Reynolds  San  Patricio 
reduction  plont  (background)  it  is  a  completely  integrated  ore-to-aluminum  operation. 
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NERSICA  Convention  To  Be  Held 
Maich  22-24  at  Hotel  Statlei  in  New  Yoik 


rpHE  twelfth  annual  Nersica 
Maintenance,  Repair  and  Home 
Improvement  Convention  and  Ex¬ 
position  which  will  be  held  March 
22,  23,  24  at  the  Hotel  Statler, 
New  York  City,  will  undoubtedly 
be  the  bipfjfest  show  in  the  history 
of  the  Association.  As  an  indica¬ 
tion  of  how  much  greater  this 
year’s  exposition  will  be  than  la.st 
years,  it  is  worth  mentioning  that 
there  are  167  booths  this  time  as 
compared  with  125  in  1953.  There 
will  be  a  total  of  144  manufac¬ 
turers  exhibiting  their  products  in 
one  or  more  booths.  Interestingly 
enough,  out  of  the  total  of  144 
manufacturers,  at  least  114  are 
either  building  specialties  manu¬ 
facturers  or  their  suppliers.  Al- 
mo.st  every  conceivable  product  in 
the  building  specialties  field  will 
be  on  display  in  an  area  that 
exceeds  a  half  acre  of  space.  In 
fact,  the  present  show,  if  ranked 
by  size  and  probable  attendance, 
is  easily  among  the  fir.st  ten 
exhibit  type  conventions  in  the 
nation.  Only  the  older  Home  Build¬ 
ers  Show  in  Chicago  with  its 
larger  and  wealthier  membership 
exceeds  the  Nersica  Convention, 
Manufacturers  have  rushed  to 
take  space  at  the  Convention  to 


Arthur  H.  Gager 
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11th  annual  meeting  will  be  biggest  ever; 
building  specialty  exhibitors  predominate 


MONDAY.  MARCH  22 
9  A.M. — Built-up  Rooiing  Forum. 
1:30  P.M. — Oilice  Management 
Forum.  Subiect:  "How  to  Im¬ 
prove  Your  Office  Opera  ion." 
Speaker  will  be  Arthur  H. 
Gager,  Pniladelphia,  Staff  Di¬ 
rector  National  Office  Man¬ 
agement  Association.  Paul 
Daniluk  of  Danco,  Inc.,  Den¬ 
ver,  Moderator.  A  panel  of 
six  Nersica  members  will 
help  Mr.  Gager  answer  ques¬ 
tions  from  the  floor. 

TUESDAY.  MARCH  23 
9  A.M. — Bviilt-up  Roofing  Forum. 
12:30  P.  M. — Luncheon.  Speaker 
will  be  Guy  Holly  day.  Federal 
Housing  Administration  Com¬ 
missioner,  Washington.  He 
will  discuss  the  new  modern¬ 
ization  and  slum  clearance 
program,  and  how  dealers 
con  participate  in  it. 

3  P.M. — Annual  Business  Meet¬ 
ing  for  members  only. 


WEDNESDAY.  MARCH  24 

9  A.M.  —  Building  specialties 
forum.  Speakers  will  include 
J.  E.  Orchard.  Pres.  Notional 
Metal  Awning  Association. 
Mario  V.  Petrie,  Jalousie  Man¬ 
ufacturers  of  America,  and  a 
representaive  of  the  National 
Storm  Window  and  Door  In¬ 
stitute.  A  panel  of  dealer  ex¬ 
perts  will  assist  speakers  dur¬ 
ing  question  and  answer 
period.  Nersica  Director  G.  I. 
Lyons.  Lancaster,  Pa.,  will  be 
moderator. 

12:30  P.M. — Luncheon.  S{}eaker 
will  be  Dr.  Charles  Reitell, 
well  known  management  ex¬ 
pert  and  member  of  the  man¬ 
agement  engineering  firm  of 
Stevenson,  Jordan  and  Har¬ 
rison  of  New  York  City.  His 
subiect  will  be,  "Soimd  Busi¬ 
ness  Management."  Nersica 
past  President.  Lee  Vercher- 
eau  will  be  Moderator  with 
the  assistance  of  a  panel  of 
experts. 


Dr.  Charles  Reitell 


Guy  T.  O.  Hollyday 
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exhibit  their  products  to  such  an 
extent  that  the  original  floor  space 
that  was  planned  has  taxed  the 
facilities  of  the  Statler  to  the  very 
limit.  Dealers  will  find  more  booths 
more  exhibitors  and  more  new 
products,  as  well  as  improved 
older  products,  than  ever  before. 


In  addition  to  roofing  products, 
which  are  definitely  in  the 
minority,  there  will  be  items  on 
display  such  as  combination  alumi¬ 
num  windows  and  storm  sash, 
.screens,  combination  doors,  metal 
awnings,  door  hardware,  air  con¬ 
ditioners,  translucent  plastic 


panels,  aluminum  siding,  aluminum 
fencing,  home  fire  alarms,  alumi¬ 
num  extrusions,  glass  jalousies, 
and  a  great  variety  of  chemical 
and  metal  products  useful  either 
to  manufacturers  or  to  dealers. 

In  addition  to  the  very  extensive 
exhibits,  there  is  a  w'ell-planned 
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program  of  lectures  and  forums 
at  which  many  prominent  experts 
and  specialists  will  give  dealers 
and  contractors  the  benefit  of  their 
experience. 

Among  the  speakers  will  be 
Guy  Hollyday,  Federal  Housing 
Administration  Commissioner,  who 


is  in  charge  of  all  maintenance, 
repair  and  home  improvement 
financing.  Mr.  Hollyday  will  come 
from  Washington  to  tell  dealers 
and  contractors  all  about  the  new 
modernization  and  slum  clearance 
program  in  which  dealers  can  par¬ 
ticipate.  Financing  for  moderniza¬ 


tion  may  be  increased  up  to  an 
additional  thousand  dollars  and 
terms  may  even  be  extended  to 
5  years. 

Mr.  Hollyday  will  undoubtedly 
be  able  to  point  out  many  new 
goals  and  earning  prospects  dur¬ 
ing  his  speech  at  the  luncheon  on 


Floor  plan,  showing  booths,  in  gallery  above  ballroom. 

Wednesday.  March  22,  at  which  prospects  may  be  jfathered  from 
he  will  be  the  featured  speaker,  the  recent  speech  of  Arthur  J. 
Some  motion  of  the.se  poals  and  Frentz,  Assistant  Commis.sioner  of 


FHA  at  Nersica’s  first  Western 
Conference,  during  which  he  said, 
“Coming  is  what  may  be  one  of 
the  greatest  extension  periods  in 
your  indiKstry  .  .  .  Over  20,000,000 
living  units  are  in  structures  over 
80  years  old,”  he  .said.  “I  cite 
the.se  figures  to  show  you  the  tre¬ 
mendous  size  of  the  market  open 
to  you.” 

New  Forums 

One  of  the  new  forums  at  this 
year’s  convention  will  be  on  “Office 
Management.”  Featured  speaker 
on  this  forum  will  be  A.  H.  Gager, 
of  the  National  Office  Management 
Association,  who  has  been  chosen 
to  give  dealers  the  very  best  advice 
in  modern  office  procedures.  Mr. 


Exhibitor  Booth  No. 

Adams  Engineering  Co.,  Inc .  69 

Aeroil  Products  Company .  74 

Air  Master  Corporation .  14-M 

Alhom  Distributors,  Inc .  7-M 

Allied  Metals,  Inc . 12-M 

All  Metal  Screw  Products .  A 

All-Time  Manufacturing  Co.,  Inc .  120 

Alsco,  Inc . 59-60-61 

Alside,  Inc .  47 

Alum  A  Seal,  Inc .  118 

Alumatic  Corp.  of  America .  16 

Aluminum  Fence  Corp .  26 

American  Associated  Companies .  35 

American  Cement  Products .  22 

Andrea  Manufacturing  Co .  125 

Anodie  Aluminum  Manufacturing  Co . 15-M 

Arnold  Products  Sales  Corp . 10-M 

Aristocrat  Sales  Corp .  211 

Arlite  Industries,  Inc .  83 

Armstrong  Cork  Co.,  Inc .  38 

Badgley  Corp . 17-M 

B  &  C  Manufacturing  Co .  38 

Rudolph  Bass  Company .  48 

Barrett  Division . 36-37 

The  Built-Rite  Mfg.  Co .  B 

Binks  Manufacturing  Co .  121 

Bird  Cr  Son,  Inc .  55 

Bonafide  Cenasco,  Inc .  99 

Brixite  Manufacturing  Co.,  Inc .  54 

Butler  Stamping  Co .  11 

Calbar  Paint  &  Varnish  Co .  126 

Philip  Carey  Manufacturing  Co .  30 

Carl^zite  Protective  Coatings,  Inc . 26-M  &  27-M 

Castle  Stone,  Inc .  207 

Celotex  Corporation  .  72 

Central  Crafts,  Inc .  201 

Certain-Teed  Products  Corp .  19 

Challenger  Products,  Inc .  10 

Charles  Company .  208 


Exhibitors  and  their  Booth 


Exhibitor  Booth  No. 

Chart  Ladders  .  69A 

Commercial  Factors  Corporation .  23 

Ben  Corson  Manufacturing  Co .  Ill 

Crossly  Window  Corporation .  5-M 

Curvalum  Door  Mfg.  Company .  105 

Dec-O-Crilles,  Inc .  1 

Denison  Corporation  .  13 

Dorwin  Aluminum  Products  Corp .  96 

Duralum  Products,  Inc .  216 

The  Eagle-Picher  Company .  40 

Elmont  Manufacturing  Co.,  Inc .  82 

Emco  Cement  Products,  Inc .  73 

Evergreen  Slate  Co .  C 

Excelum  Aluminum  Products . 100-101 

Fabricated  Products  Co.,  Inc .  24 

Feather-Lite  Manufacturing  Co . 66-67 

Federal  Screen  &  Sash  Co.,  Inc . 122-123 

Ferum  Company,  Inc . 22-M 

Fire-Lite  Alarms,  Inc .  84 

Flintkote  Company,  Inc .  65 

General  Aluminum  Window  Co.,  Inc .  7 

Masco  jalousies .  9 

Hauck  Manufacturing  Co . 112-113 

Hibner  fir  Company .  58 

Hunter  Manufacturing  Corp .  29 

Ida  Products  Co . 31-32-33 

Ideal  Brass  Works,  Inc . ) .  77 

Illinois  Aluminum  Products  Co .  1-M 

Industrial  Bank  of  Commerce .  75 

Industrial  Steels  Mfg.  Co .  212 

Ingsrsoll  Products  Division .  21 

Institute  of  Industrial  Launderers .  6-M 

Insul  Wool  Insulation  Sales,  Inc .  34 

Jasco  Aluminum  Products  Corp .  50 

jerith  Manufacturing  Company . 56-57 

Johns- Manville  Sales  Corp . 85-86 
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Gager  and  a  panel  of  assistants 
will  answer  questions  on  efficient 
office  procedure  in  the  discussion 
period  following  his  lecture. 


Mario  V.  Petri 


In  view  of  the  special  impor¬ 
tance  of  building  specialty  products 
at  this  convention,  there  will  be 
an  individual  forum  devoted  en¬ 


tirely  to  building  specialties.  Rep¬ 
resentatives  of  manufacturers  will 
discuss  such  products  as  combina¬ 
tion  storm  windows  and  doors, 
metal  awnings,  jalousies  and  other 
items.  A  panel  of  dealers  and  con¬ 
tractors  experienced  in  these  lines 


Nelson  Blair 


J.  E.  Orchard 


will  provide  practical  an.swers  to 
your  problems  during  the  question 
and  answer  period.  Among  the 
iC<nitini(ed  0)1  Page  219) 


Numbers  at  the  Convention 


Exhibitor  Booth  No. 

Jones  fir  Brown,  Inc .  63 

Kaiser  Aluminum  &  Chemical  Sales,  Inc .  53 

K  &  Z  Manufacturing  Co.,  Inc .  97 

Keasbey  &  Mattison  Company .  115 

Kessler  Products  Company .  202 

Stephen  Laurie  Mfg.  Company . 27-28 

Labco,  Inc  .  43 

David  Levow .  103 

Liberty  Hardware  Mfg.  Co .  42 

Lifetime  Industries,  Inc .  119 

Lincoln  Products  Corp .  87 

Lisco  Products,  Inc .  213 

Lockwood  Hardware  Mfg.  Co .  2-M 

Ludman  Corporation  .  39 

Lumite  Division  (Chicopee) . 11-M 

Lyf-Alum,  Inc .  107 

Mahoning  Aluminum,  Inc .  41 

Maynard  Plastics,  Inc .  116 

Metal  Tile  Products,  Inc .  98 

Metal  Trims,  Inc .  4-M 

Miracle  Brick  Company .  214 

Nash  Manufacturing  Co . 45-46 

National  Gypsum  Company . 109-110 

National  Heather  Stone  Co.,  Inc .  70 

Nationwide  Aluminum  Products  Co .  108 

Newell  Manufacturing  Co .  8-M 

North  East  Metal  Products  Co .  102 

Oley  Products,  Inc . .’ . 94-95 

Orange  Storm  Enclosures .  4 

Orchard  Bros.,  Inc .  217 

Pearson,  O.  Mfg.  Co . 16-M 

Pecora  Paint  Company,  Inc .  206 

Perma  Paint  Company,  Inc .  6 

Permalum  Window  Company . 70-71 

Pittsburgh  Corning  Corp .  44 


Pre  Fab  Aluminum  Windows  of  Amer .  203 

Produx,  Inc .  18 

Re-Nu-lt  Corporation  . 92-93 

Reynolds  Metals  Co .  106 

Rogers  Distributing  Company .  5 

Royal  Factories .  215 

The  Ruberoid  Co .  62 

Scatton  Bros.  Mfg.  Co . 19-M 

Season-All  Sales  Corp .  2-3 

Security  Sash  &  Screen  Co .  64 

Shower  Door  Company  of  America . 78-79 

Silvercote  Products,  Inc .  68 

Snapawne,  Inc . 13-M 

Storm  Master  Corp.  of  New  York .  104 

Storm  Wizard  Manufacturing  Co .  89 

Sunmaster  Aluminum  Awning  Co .  90 

Sun  Sash  Company .  80 

Supradur  Corp.  of  New  York .  76 

Transportation  Sash  Company .  9-M 

Tren  Metal  Mfg . . 18-M 

Tru-Art  Aluminum  Grille  Co.,  Inc .  25 

Union  Machine  Company .  117 

U.  S.  Aluminum  Siding  Corp .  12 

United  States  Gypsum  Company .  51 

U.  S.  Mineral  Wool .  20 

Vee-Breeze  Aluminum  Awnings . 21 -M 

Venetian  Window  Mfg.  Corp .  204 

Vulcan  Metal  Products .  114 

Ware  Laboratories . 20- M 

Weather  Vane  Products,  Inc . 14-15 

Weatherpanel  Sidings,  Inc .  210 

Weather  Wizard  Aluminum  Company .  3-M 

Weather-Wise  Windows,  Inc . 24-M  &  27-M 

R.  D.  Werner  Co.,  Inc .  88 

Westmoreland  Metal  Mfg.  Co .  205 

Winstrom  Manufacturing  Corp .  17 

Winsulite  Manufacturing  Co .  81 

Wurdack  Chemical  Company  . 23-M 
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Left:  Officers  and  directors  of  NMAA  at  banquet  sponsored  by 
the  association.  Standing  (L  to  R)  Joe  Diffendol,  Jock  Mc¬ 
Cormack,  Robert  Lepper,  Clifford  Campbell,  Al  Belshaw,  Ed¬ 
ward  Meoney,  Lee  Miller,  Pleosant  E.  Boskett.  Seated  (L  to  R) 
D.  J.  Showalter,  Bernard  van  Duzer,  W.  H.  Wynne,  T.  J. 


Bottom,  James  Brennan,  Stanley  Hoffman  (exec,  sec'y  of 
NMAA),  George  Ferber.  Ladies  seated  in  front  are  wives  of 
NMAA  directors.  Right  hand  photo  (L  to  R)  Bernard  von 
Duzer,  T.  J.  Bottom  congratulating  W.  H.  Wynne,  Jr.,  (in 
white  suit)  on  his  election  as  NMAA  2nd  V.P.,  and  D.  J. 
Showalter. 


Florida  Convention  oi  National  Metal 


The  National  Metal  Awning  As- 
.sociation  Convention  held  in 
Jacksonville,  Florida,  January  18 
through  20  was  by  far  and  away 
the  most  successful  meeting  in  the 
history  of  the  association.  Well 
over  250  delegates  were  registered. 
The  program  of  events  was  not 
only  well  organized  and  planned, 
but  very  carefully  managed.  All 
the  panels,  clinics,  luncheons,  cock¬ 
tail  parties,  banquets,  etc.,  went 
off  without  a  hitch  and  on  time. 
The  members  of  the  a.ssociation 
obviously  enjoyed  and  appreciated 
the  program  prepared  by  NMMA 


officials.  Practically  all  the  panels 
and  clinics  were  well  attended. 

After  registration  period  on 
Monday,  January  18,  a  paint  clinic 
was  held  at  10  A.M.  P.  E.  Baskett, 
NMMA  Director,  was  moderator 
of  the  clinic.  Speakers  included: 
F.  P.  Spruance,  Jr.,  Asst.  Sales 
Manager  of  American  Chemical 
Paint  Co.,  Ambler,  Pa.  (Alodine 
Producers),  who  acted  as  Chair¬ 
man;  H.  S.  Klund,  Technical  Di¬ 
rector,  Jones  Blair  Paint  Co., 
Houston,  Texas;  and  0.  J.  Spawn, 
Technical  Supervi.sor,  Du  Pont  Co., 
Chicago,  Ill. 


Mr.  Spruance  spoke  about  the 
different  types  of  alodies  and  their 
use  in  the  treatment  of  aluminum 
strip  prior  to  painting.  The  alo¬ 
dine  method  was  compared  with 
anodizing,  Mr.  Spruance  pointing 
out  that  the  alodine  method  was 
essentially  chemical  and  required 
only  three  minutes  of  dip  opera¬ 
tions,  at  1/10  the  cost  of  the  elec¬ 
trolytic  anodizing  system. 

Mr.  Klund  discussed  organic 
protective  coatings  and  baking 
enamel,  and  pointed  to  the  excel¬ 
lent  performance  of  epon  esters, 
although  admitting  that  they  were 


Speakers  at  the  Ordnance  Clinic  (L  to  R)  Edward  Meoney, 
Kool-Vent  of  N.  J.,  moderator;  James  Brennan,  Kool-Vent  of 
Pittsburgh;  H.  C.  Wilson,  City  Attorney,  Greensboro,  N.  C.; 
E.  S.  Baughan,  Engineer,  S.  E.  Underwriters  Assoc.,  Jackson¬ 
ville,  Fla. 


Sales  and  Promotion  Panel  speakers  (L  to  R)  Clyde  Phillips, 
V.P.,  Elmer  Wheeler,  Soles  Training  Institute;  Julius  Dubin  of 
Dubin  &  Feldman,  Inc.;  Henry  Williams,  moderator,  of  Victor 
Awning  Co.;  Jay  Victor  of  Victor  Associates. 


mciiML  mriiiiiv  AddUUMWi 


Sylvan  Hoffman,  publisher  of  Building  Specialties,  (standing)  Photo  above  shows  a  part  of  the  huge  audience  at  the  banquet 

speaking  during  luncheon  sponsored  by  this  publication.  At  sponsored  by  the  National  Metal  Awning  Association  on  Tues* 

left  is  T.  J.  Bottom,  1st  V.P.  of  NMAA.  At  right  end  of  table  day  night,  January  19th.  In  addition  to  induction  of  officers,  j 

is  Arnold  B.  Romney,  editor  of  Building  Specialties.  members  and  guests  enjoyed  professional  entertainers.  j 

I 

i 

I 

! 

Awniiiff  Association  a  Huffo  Success 

! 

considerably  more  expensive  than  eluded  pictures  of  the  pre-coat  promotion  panel  at  2  P.M.  Speak- 
the  usual  bakinjf  enamel.  aluminum  strip  process  in  the  ers  included:  Julius  C.  Dubin, 

Last  speaker  on  the  paint  clinic  plants  of  Roll  Coater,  Pendleton,  Dubin  &  Feldman,  Pittsburgh,  Pa. ; 
was  O.  J.  Spawn,  who  discussed  Indiana,  Kool  Vent  of  Pittsburgh,  Jay  Victor  of  Victor  Associates, 
the  pre-coating  of  aluminum  strip  and  Tandem  Tone,  Youngstown,  Newark,  N.  J. ;  Clyde  Phillips,  Vice- 
and  its  advantages  to  manufactur-  Ohio.  The  automatic  machinery  in  President,  Elmer  Wheeler  Sales 
ers  of  metal  awnings.  Mr.  Spawn  the  various  plants  was  described  Training  Institute,  Houston,  Texas ; 
remarked  that  the  pre-coating  as  well  as  the  processing  method,  Henry  Williams  of  the  Victor 
method  has  been  in  use  for  a  con-  speed  at  which  strip  moved  and  Awning  Co.  Mr.  Dubin  predicted 
siderable  time  by  such  industries  final  results.  the  end  of  the  .soft  selling  market 

as  Venetian  blinds,  metal  tiles  and  The  paint  clinic  was  followed  by  in  which  .salesmen  have  merely 
others.  Only  recently,  however,  a  luncheon,  courte.sy  of  NMMA,  been  order  takers.  Now,  he  added, 
said  Mr.  Spawn,  have  .satisfactory  which  was  featured  by  a  speech  everything  depends  on  the  hard- 
paints  been  developed  for  outside  given  by  C.  N.  Nichols,  Executive  .selling  sale.sman.  He  saw  no  reason 
exposure.  Director  of  Nersica.  for  a  recession,  pointing  out  that 

Slides  .shown  by  Mr.  Spawn  in-  This  was  followed  by  a  .sales  and  {Continued  on  Page  237) 


Speakers  at  NMAA  Paint  Clinic.  L.  to  R.:  Orville  J.  Spawn  of  At  luncheon  sponsored  by  this  publication  are:  (L.  to  R.)  Len 

the  DuPont  Co.;  Pleasant  E.  Baskett,  moderator,  NMAA  di-  Preyss,  Ad  mgr..  Building  Specialties;  Mrs.  Sylvan  Hoffman; 

rector;  H.  S.  Klund,  Technical  Director,  Jones  Blair  Paint  Co.;  T.  J.  Bottom,  1st  V.P.  of  NMAA;  Sylvon  Hoffman,  publisher 

F.  P.  Spruance,  Jr.,  Assistant  Sales  Manager,  American  Chemi-  of  Building  Specialties;  Henry  Williams,  Victor  Awning  Co.; 

cal  Paint  Company.  Arnold  B.  Romney,  editor.  Building  Specialties. 


- NATIONAL - 

ETAL  AWNING  ASSOCIATION 


aT,  V  »V  .V 


M/MMjluhvk,  • — ^hat/onal-—  ' 

METAI/NTNING  ASSOCtinON 


Lock  Vent  Co.,  Ft. 
Worth,  Tex.,  and 
his  father,  D.  J. 
Showaiter,  Showal- 
ter  Mfg.  Co.,  Jack- 
son,  Miss. 


Jack  Guttman  — > 
of  Alleghany  Met¬ 
al  Prod.  Co.,  Pitts¬ 
burgh,  Pa.,  smiles 
for  the  camera. 


i  Below:  Les  Ballone  of  Alumatic  Co.  of  America,  Milwaukee, 
Wis.,  (second  from  left)  poses  with  Alumatic  dealers  (L  to  R) 
Bert  Pasquale,  Bob  Lepper,  and  P.  G.  Christake. 


t  Above:  (L  to  R)  Arnold  Mallins,  N.  Y.  Shieldall  distributor; 
Jonnie  King,  engineer  of  Youngstown  Industries,  holding 
Shieldall  News;  Grover  Richards,  sales  manager,  Youngstown 
Industries;  and  Lee  Meyers  of  Lee  Sales,  Shieldall  distributor 
in  Youngstown,  O. 


t  Above:  Lionel  Babin  (left)  and  Lionel  Babin,  Jr.,  of  B  &  M 
Corp.,  Houma,  La.  Both  flew  up  to  Jacksonville,  Fla.,  in  their 
own  Beechcraft  Bonanza  with  young  Babin  at  the  controls. 
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Convention 


«-  Lef  t :  1  r 

■ra 

ving 

Pike,  able  r 

epre- 

sentative  of  U 

nited 

Steel  Prod. 

Co., 

L.  A..  Calif. 

*-  Left:  Jack  Mc¬ 
Cormack  of  Four 
Way  Awning  Co., 
Pensacola,  Fta. 


Right:  Al  Bel-  —* 
shaw,  pres,  of  Roll 
Coater,  Pendleton, 
Ind.,  was  a  genial 
host  at  cocktail 
parties  sponsored 
by  his  company. 


&  Home  Improvement  Dealer 


t  Above:  (L  to  R)  Bob  Thompson,  advertising  director,  and 
"Si"  Rosenblum,  president  of  the  Rosenblum  Bros.  Co.,  which 
makes  Cool  Ray  awnings,  and  J.  D.  Propes  of  Aluminum 
Prod,  of  Virginia. 


«-Left:  Helen 
Swartz,  pres,  of 
Champion  Win- 
dews,  Inc.,  Boston, 
Mass.,  and  the 
only  woman  dis¬ 
tributor  of  motal 
awnings  (Aluma 
Kraft)  at  the  con¬ 
vention.  Very  at¬ 
tractive  as  well  as 
brainy. 


^Left:  Standing 
before  Arrow  Met¬ 
al  Prod.  Co.  dis¬ 
play  at  cocktail 
party  sponsored  by 
Arrow  are  (L  to  R) 
Arnold  Wasser- 
man,  sales  mgr.  of 
Arrow,  Carl  Pick, 
ad  man,  Al  Levine, 
pres,  of  Arrow,  and 
"Pinkie"  Mitchell 
of  Arrow. 


!  Below:  Shieldall  dealers  stage  get-together.  (L  to  R)  Bert 
Pasquale,  Erie,  Pa.;  Morris  Simon,  pres.,  Youngstown  Indus¬ 
tries,  Inc.;  L.  Meyers,  Youngstown,  O.;  Mr.  and  Mrs.  P.  G. 
Christake,  Springfield,  III. 


iO(^  Mheet^A,  /(£yiOC/( 
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SEE  THEM  AT  THE 

NERSICA  SHOW 

BOOTH  Nos.  94  &  95 

Main  Ballroom 


Factor's  Services  Can 

ProtectJYour  Sales  Opportunities 


by  WALTER  M.  KELLY.  Vice  Pres. 
Commercial  Factors  Corp. 


THF^  sales  opportunities  avail¬ 
able  to  manufacturers  and  dis¬ 
tributors  of  aluminum  storm  door, 
sash  and  screens  is  unquestioned. 
Eloquent  testimony  to  this  fact  is 
contained  in  the  “1952  Annual 
Survey  of  Manufactures”  released 
recently  by  the  Bureau  of  Census. 
This  report  has  recognized  the 
importance  of  your  indu.stry  by 
creating  a  new  classification  to 
tabulate  the  “value  of  products 
shipped”  at  the  manufacturing 
level.  These  figures  reveal,  with 
the  exception  of  1952  when  alloca¬ 
tion  of  raw  materials  cut  produc¬ 
tion,  a  spectacular  increase  in  sales 
of  27  million  dollars  in  1947  to  70 
million  dollars  in  1952.  Further¬ 
more,  private  sources  estimate 
1958’s  volume  at  100  millon 
dollars. 


Growth  Pattern 

Our  own  experience  with  your 
dynamic  industry  over  the  past 
few  years  confirms  this  healthy 
growth  pattern.  Starting  with  one 
client  in  195.3,  we  doubled  our 
volume  of  receivables  purcha.sed, 
and  confidently  expect  a  five-fold 
increa.se  during  the  present  year. 
This  increase  will  be  due  to: 

1.  Larger  dollar  sales  of  old 
and  well  established  clients. 

2.  A  larger  number  of  new 
clients. 

While  we  look  forward  to  the 
long  term  future  of  your  industry 
with  confidence  we  cannot  empha- 
.size  too  much  that  the  “lush  days 
of  the  .sellers  market  have  dis¬ 


appeared.”  In  our  opinion  1954 
will  be  remembered  as  a  year  when 
severe  competitive  conditions  pre¬ 
vailed.  To  survive  many  companies 
will  be  well  advised  to  re-examine 
their  policies,  and  re-align  their 
manufacturing,  .selling  and  finan¬ 
cial  plans  to  meet  changing  con¬ 
ditions. 


Check  the.se  points  to  determine 
whether  you  are  geared  to  meet 
competition  and  still  operate  your 
business  profitably  and  soundly. 
Ask  your.self  whether  your: 

1.  Product  Line  measures  up  to 
competition  in  design,  quality 
and  breadth. 

(Coutiuued  on  Page  220) 
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Accurate  miter  cuts  cart  be  made  with  low 
cost  cut-off  saw. 


Edge  of  wire  is  rolled  into  groove  with 
simple  hand  screen  roller. 


Cross  bracer  bar  for  large  screens  prevents 
bowing  of  frames. 


Tight  fitting  corner  pieces  assures  strong 


by  LLOYD  S.  WILSON 
L.  S.  Wilson  Mfg.  Co. 
Chicago,  Ill. 


YOU  are  hearing  and  reading  a 
lot  these  days  about  the  “do 
it  yourself”  trend.  The  trend  is 
.so  strong  that  the  latest  house 
designs  are  including  workshop 
areas.  Various  firms  are  merchan¬ 
dising  “do  it  yourself”  kits  for 
products  formerly  obtainable  only 
from  building  .specialties  dealers 
or  trained  craftsmen.  Among  the 
things  you  can  make  for  your.self 
are  aluminum  screens.  Go  to  your 
hardware  dealer  and  he  will  give 
you  a  four  page  pamphlet  telling 
you  with  pictures  how  ea.sy  it  is 
to  make  an  aluminum  .screen.  The 
appeal  is  hard  to  beat :  EASY  and 
CHEAP! 

The  specialties  dealer  has  reason 
to  worry  about  his  screen  business. 


screen  frame;  they  are  easily  assembled. 


Hut  there  is  a  way  out.  The  “do  it 
your.self”  trend  can  be  turned  to 
the  dealer’s  advantage. 

Even  with  his  four  pages  of  in¬ 
structions  and  pictures,  chances 
are  Mr.  Average  Householder  will 
end  up  with  a  sorry-looking  screen. 
Imperfect  frame,  poor  mitres; 
wire  so  taut  that  the  sides  are 
bowed  and  don’t  fit,  or  .so  loo.se 
that  it  hangs  like  a  dish-rag.  Net 
result :  one  set  of  poor  screens,  and 
a  lot  of  neighbors  w'ho  will  think 
twice  before  following  suit.  Though 
not  .so  “ea.sy”  now,  it’s  still 
CHEAP.  But  is  it? 

Check  the  co.st  of  .screen  wire  at 
that  hardware  store  and  the  cost 
of  the  frame  kit.  Compare  it  with 
the  co.st  of  material  purcha.sed  at 
factory  prices  from  a  supplier  of 
lineal  frame  stock.  Add  in  your 
labor  costs  and  profit  (more  about 
this  later)  and  you  will  find  that 
the  difference  in  price  between 
(Conthiued  on  Page  223) 


Accurate  measurements  will  eliminate  most 
of  installation  'headaches'. 
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Selling  the  Home  Owner 


The  Sales  Interview 


By  L  P.  KNIGHT 
Director  oi  Soles 

Cleorview  Louver  Window  Corp. 

UP  to  this  point,  this  series  of 
articles  has  been  concerned 
with  getting:  the  salesman  ready 
to  sell.  A  great  deal  of  considera¬ 
tion  has  been  given  the  salesman’s 
dress  and  attitude,  product  knowl¬ 
edge  and  to  methods  for  finding 
prospects.  And  in  last  month’s 
article  the  beginning  of  the  inter¬ 
view  known  as  the  approach  was 
covered.  All  of  these  subjects  are 
important  in  preparing  a  sales¬ 
man  to  face  prospects  and  sell  his 
product. 

Now  we  have  cro.ssed  the  thresh- 
hold  of  the  prospect’s  home  or  of¬ 
fice,  and  we  are  ready  to  sell.  This 
is  the  point  where  we  will  either 
win  or  lose.  This  is  the  interview, 
and  it’s  important.  Let’s  give  the 
interview’  the  careful  study  it  de¬ 
serves  : 

Parts  of  the  Interview' 

It  is  rather  difficult  to  break 
the  interview  into  different  steps, 
but  an  interview  that  results  in 
an  order  nearly  always  accom¬ 
plishes  the  following: 

1.  Gains  the  prospect’s  atten¬ 
tion. 

2.  Holds  the  prospect’s  atten¬ 
tion. 

.*).  (’reates  a  desire  in  the  mind 
of  the  prospect. 

4.  Convinces  the  prospect  the 
product  will  .satisfy  this 
desire. 

5.  Overcomes  the  prospect’s 
objection. 


Many  of  the  above  items  are 
accomplished  simultaneously  dur¬ 
ing  the  interview.  A  sale.sman  can 
hold  the  interest  of  his  prospect 
as  he  creates  a  desire  for  his 
product  in  the  prospect’s  mind. 
He  can  also  convince  the  prospect 
of  the  desirability  of  his  product 
and,  at  the  same  time,  overcome 
the  prospect’s  objections.  Even 
though  the  interview’  can’t  be 
broken  into  1-2-3  steps,  each  of 
the  requirements  of  a  good  inter¬ 
view  will  be  treated  separately. 


The  previous  article  in  this  .se¬ 
ries  pointed  out  the  importance 
of  a  salesman  gaining  the  un¬ 
divided  attention  of  a  prospect 
during  the  approach.  This  atten¬ 
tion  must  be  sustained  through¬ 
out  the  course  of  the  interview’. 
Since  sustained  attention  is  noth¬ 
ing  more  than  interest,  this  is  an¬ 
other  way  of  saying  that  a  .sales¬ 
man  must  hold  the  interest  of  his 
prospect  during  the  interview. 

Some  salesmen  are  more  adept 
(Continued  on  Page  225) 
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DESIGNED  TO  SELL  ON  DEMONSTRATION" 

EASY  TO  STOCK  . . .  EASY  TO  SELL 
EASY  TO  INSTALL 


•  THE  ONLY  JALOUSIE  with  the  built-  r 

in  patented  louver-lock  clip.  Insures  AV* 
rattle-free  installation,  permits  slip-^^*^' 
ping  glass  into  tray  without  splining%*  l| 
or  bending  of  tray  bottom.  No’ 
springs  to  wear  out  —  no  parts  to  i.  , 
lose.  J 

•  JOINED  TOGETHER  in  a  jiffy.  In-  T 
stall  a  continuous  wall  of  jalousies,  > 
unbroken  by  posts  with  the  Louv- 

Air  easy  mullion  system.  9, 

•  NO  EXTRA  CHARGES  for  extra 

features  on  the  Louv-Air.  ^jP| 

•  FULL  VENTILATION.  Louvers  may  be 
opened  all  the  way  or  adjusted  to  J 
let  air  in  while  keeping  rain  out. 

•  A  SCREW  DRIVER  is  all  you  need  to 
assemble  Louv-Air  KD  units. 

•  STOCK  SIZES  easily  adjusted  to  fitJ[^ftv 
most  window  openings. 


jr  INSTALIATIOK 
MAN'S  DREAM 
So  simple  to  insjall 
the  home-owner  can 
save  many  dojiars 
doing  it  himsel*. 


EXCLUSIVE  DEALER  AND  DISTRIBUTOR  TERRITORIES  NOW  GPEN 

N£W  FABULOUS  SCONIO  JALOUSIF. 


NO  TROUBLESOME  SERVICE 
CALLS  AFTER  INSTALLATION 

The  Craftsmanship,  Engineering  and 
reputation  of  the  Sconzo  organization 
are  reflected  in  the  ruggedness, 
beauty  and  life  time  trouble-free 
operation  of  the  Louv-Air  Jaloune 


Pre*fold  to  your  customers  through  national  magaiines  and  other  media. 


House  Beautiful.  House  &  Gardens, 
newspaper  advertising  thougtiout  the 
country,  colorama  brochures,  counter 
cards,  plus  a  complete  mall  ng 
program  tor  Deale/’S  and  Distributors, 


ALUMINUM  PRODUCTS  MFC.  CO. 
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'V Triple-Traill 
Stoim  lilVindow  ever  developed 


Look  at  these  "BUY-APPEAL”  Features! 


•  Permanent,  non-removable  tracks 

•  No  friction  springs,  wire  handles  or  gadgets  to 
get  out  of  order 

•  Unequalled  insulation 

•  Interlocking,  weathertight  sash 

•  Screen  interlocks — keeps  all  insects  out 

•  Overlap  or  inset  installation 

•  Automatic  locking  positions — burglar-proof 

•  Reinforced,  all-extruded  aluminum  construction 
throughout 

•  Year  Vound,  draft-free  ventilation 

•  Simple  to  install — service  free 

•  Maximum  ease  of  operation 

•  CAN  BE  STOCKED  BY  GLASS  SIZE  ONLY! 


Guaranteed  by  ^ 
.Good  Housekeeping 


Here's  a  product  you'll  really  be  proud  to  sell 
— the  new,  all-new  Season-all  Triple-Track 
Combination  Window.  Season-all  has  every  fea¬ 
ture  your  customers  want  and  need  in  a  com¬ 
bination  window!  In  fact,  it's  the  finest  com¬ 
bination  storm  window  on  the  market  today. 
Season-all  engineers  give  you  a  triple-track 
window  that  actually  works.  All  the  problems 
found  in  ordinary  types  have  been  eliminated. 
Here  is  a  storm  window  that  is  service-free  and 
guaranteed  to  give  customer  satisfaction. 
We'll  be  glad  to  send  you  complete  details  or 
arrange  a  demonstration  at  your  convenience. 


AVAILABLE  ASSEMBLED  OR  K  D! 


Vef  the  tost  to  you  is  amazingly  low! 


Engineered  for  simple  K-D  assembly.  No  invest¬ 
ment  in  expensive  equipment  necessary.  All  you 
need  is  a  mallet,  screwdriver  and  drill. 


;„.aH 

„  ComW"'’’"’" 


;  vjs  at 

Par\of 

oft'ab\e  ^ 

.Ttert  Siorm 
Accep'®° 


Nationally  distributed  by 
Season-cll  Sales  Corporation 

7027  Apple  Avenue,  Pittsburgh  6,  Pa. 
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f  ALUMINUM  AWNINGS 

jl  628  Huron  Street  Toledo  4,  Ohio  Phone:  ADoms  1 1 16 


DEALERS: 

Vee-Breeze  gives  you  an  unbeatable  K.D.  deal  on  custom  made  ventilated 
aluminum  awnings.  A  skillfully  engineered  design  provides  for  ease  of  assembly 
and  simplicity  of  installation.  AND  THE  PRICE  IS  RIGHT  enabling  you  to  sur¬ 
pass  all  competition.  14  DUPONT  Baked  Enamel  colors.  Take  on  the  Vee-Breeze 


Awning  line  for  the  Spring  rush.  The  profit  is  yours  for  the  asking. 

WRITE  TODAY  FOR  OUR  DEALER  SALES  PLAN  ! 


Your  Profit  Up  To 


250% 


Markup 


Vee-Breeze  interlocking  panel  design  provides  an  awning  roof  entirely  free  from 
any  possible  leakage.  A  unique  louvre  design  allows  an  abundance  of  air 
circulation  while  providing  maximum  protection  against  all  weather  conditions. 
With  these  qualities,  in  addition  to  the  enduring  beauty  of  the  high  gloss  baked 
enamel  finish,  Vee-Breeze  awnings  sell  themselves.  Inquire  about  our  sales 
program  for  dealers,  NOW! 


I  ^'aluminum"*aw^^ 

628  Huron  St.  Toledo  4,  Ohio  Phone:  ADams  1116 

Q  I  want  Dealership 


UNIQUE  VENTILATION 


ARLITES 


IS  HERE! 


THl  ALL  NEW  1954  AKUTE  COMBINATION  WINDOW 

It's  simple  KD! 

It's  enodized! 

It's  three  track! 

It's  all  extruded! 

It's  top  quality! 

Exclusive  statewide  distributorships  available  to  qualified 
organizations.  Write  for  full  details. 


ARLITf 


AT  BOOTH  83 
AT  NBRSICA  SHOW 

COMBMATKm  WINDOWS  < 


ARIITE  INDUSTRIES 

209  Parkhurst  St.,  Newark  5,  N.  J. 
Telephone:  Bigelow  2-2700 
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THE  COATED  COIL  CORPORATION 

543  W.  30fk  St.,  New  York  1,  LOngacre  5*3161 
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All  Welded  COMBINATION  WINDOWS 


TEN  OUTSTANDING  ADVANTAGES 


Finger-tip  control  —  raise  or  lower  with  ease.  Inserts 
do  not  stick,  swell  or  bind 

Healthy  ventilation  —  top  or  bottom,  glass  or  screen 
—  free  from  rain  and  drafts 

Winter  to  summer  changeover  in  seconds  —  just  raise 
glass  and  lower  screen 

Extra  burglar  protection  —  latches  on  each  panel  lock 
in  position  easily  but  securely 

Self-storing  —  nothing  to  change  —  stays  cleaner  — 
lasts  longer 

Sturdy  welded  construction  —  precision  engineered 
Triple  track  —  all  three  panels  easily  adjustable 
Conveniently  located  handles  —  easy  to  grasp 
Interlocked  weatherstripping  on  all  panels 
Remove-ezy  panels  —  no  gadgets  to  push  or  pull 


10. 


Both  Diamond  and  Triad  staggered  triple-track  windows 
feature  all  welded  construction,  with  glass  and  screen 
interlock,  stainless  steel  rollers,  stainless  steel  spring- 
loaded  handle.  They're  easy  to  operate,  easy  to  clean, 
easy  to  install— and  easy  to  sell. 

Nate  Brown,  president  of  Diamond  Building  Products  Corp.,  will  be  at  Booths  14  and  15  in 
Parlor  C  during  the  Nersica  Show  to  tell  you  how  you  can  get  a  Triad  or  Diamond  Franchise. 
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4  MANUFACTURER 
SALES  PROBLEMS  .w7/> 

profitable  solutions  provided  by  CFC  Factoring 


Any  one  of  these  four  cose  histories 
may  show  you,  os  a  manufacturer, 
how  factoring  can  build  your  profits! 


CASE 

HISTORY 


Building  a  Business 


himself.  Commercial  Factors  supplied  the  cash  and 
assumed  the  credit  risk. 


New  management  took  over  a  company  early  in  195.T. 
They  increased  sales  but  lacked  enough  cash  to  capital¬ 
ize  on  the  full  market  potential.  Commercial  Factors 
Corporation's  factoring  service  provided  the  money 
needed.  Result:  In  the  first  eight  months  of  1953,  the 
profits  before  taxes  increased  6(H)%. 

CASE 

HISTORY 

2  Handling  a  Big  Order 

One  medium-sized  storm  window  manufacturer  received 
a  S50,000  order.  Although  his  customer's  credit  was 
excellent,  the  manufacturer  hesitated  to  tie  up  so  much 
of  his  working  capital  in  receivables  and  inventory  for  a 
single  customer.  Commercial  Factors  Corporation  pro¬ 
vided  the  manufacturer  with  the  funds  necessary  to 
finance  the  order.  This  transaction  was  liquidated  the 
day  the  order  was  shipped  by  Commercial  Factors' 
purchase  of  the  sale.  Result:  The  manufacturer  handled 
a  very  sizeable  order  without  limiting  his  ability  to  go 
after  additional  profitable  business. 

CASE 

HISTORY  Working  Profitably  with 
Small  Customers 

Commercial  Factors  Corporation  was  asked  recently  to 
approve  a  manufacturer's  sale  to  a  distributor  with 
working  capital  of  SI0,0(X)  and  a  net  worth  of  SI3,0tX). 
When  CFC's  Credit  Department  had  completed  their 
credit  check,  analyzed  the  distributor's  ability  and  the 
potential  of  his  area,  they  were  able  to  approve  a  S2I,0(X) 
sale.  Result:  The  manufacturer  was  able  to  handle  profit¬ 
able  business  from  a  small  customer  with  no  risk  to 


CASE 

HISTORY 

4  Helping  Your  Distributors 

Another  manufacturer  was  handicapped  because  his 
distributors  were  under  heavy  financial  pressure.  The 
distributors  had  expanded  rapidly  and  their  capital  was 
tied  up  in  receivables  and  inventory.  The  distributors 
asked  the  manufacturer  for  relief  in  the  form  of  credit 
terms.  The  manufacturer  turned  to  Commercial  Factors 
Corporation.  We  approved  sales  on  30-60  day  terms. 
Result:  These  terms  enabled  the  distributors  to  stiwk  a 
fuller  line  and  make  more  sales.  This  involved  no  credit 
risks  for  the  manufacturer. 

PUT  FACTORING  TO  WORK 
IN  YOUR  BUSINESS 

Commercial  Factors  Corporation  is  ready  to  buy  your 
sales  for  cash  on  the  barrelhead  the  day  you  ship.  This 
lets  you  give  your  customers  credit  terms — allows  you 
to  compete  better  in  a  buyer's  market.  We  handle  all 
your  financial,  credit,  bookkeeping  and  collection  prob¬ 
lems.  This  gives  you  more  time  to  make  and  sell  your 
product — to  build  your  business. 

Costs  of  factoring?  In  every  case  where  we  have 
provided  factoring  in  your  field,  the  extra  profits  made 
possible  by  factoring  have  more  than  offset  the  costs  of 
factoring  itself.  But  why  not  get  the  story  at  first  hand? 
Get  in  touch  with  one  of  the  men  listed  below.  They 
know  your  field.  No  obligation,  of  course. 

Wire,  write  or  call  us  today  at  one  of  the  addresses 
below  for  information  on  how'  our  plan  can  benefit  your 
sales  and  reduce  your  clerical  costs. 


IN  THE  EAST 

IN  NEW  ENGLAND 

IN  THE  WEST 

IN  THE  SOUTH 

MR  G  D.  MORAN 

MR.  T.  HEASLIP 

MR.  J.  B.  BORST 

MR.  W.  GILLIAM 

2  Fork  Ave. 

106  Massasoil  St. 

534  Sheridan  Road 

3025  Hanson  Drive 

New  York  16,  N.  Y. 

MUrray  Hill  3-1200 

Waltham  54,  Mass. 
Waltham  5-8322 

Evanston,  Illinois 

Charlotte,  N.  C. 
Charlotte  5-5452 

Commercial  Factors  Corporation 


64 


MARCH  1954  BUILDING  SPECIALTIES 


Right:  Air-Lite  of  New  Jersey's  impressive 
aluminum  "Super  Market"  showroom  on 
Route  46  in  East  Paterson,  N.  J. 


New  Jersey  Dealer's  Alnminiim 
"Super  Market''  Showroom  Attracts  Trade 


By  ALBERT  S.  KESHEN 
Special  Correspondent 
Building  Specialties 


INSTEAD  of  jfoinpT  out  to  the 
customer  let  him  come  to  you 
is  the  basic  business  philosophy 
which  has  led  Air-Lite  of  New 
Jersey  to  open  an  imposinj?  super¬ 
market  showroom  on  Route  46  in 
East  Paterson,  N.  J.  It’s  all  in 
keeping  with  the  latest  merchan¬ 


dising  trend  to  make  it  convenient 
to  the  motorist  shopper,  avoiding 
pesky  parking  problems  and  above 
all  giving  him  an  opportunity  to 
look  over  a  vast  array  of  samples 
which  would  not  ordinarily  be 
feasible  under  the  typical  appoint¬ 
ment  at  the  home  arrangement. 

"We’ve  simply  taken  a  lesson 
from  the  shopping  center,  which 
is  becoming  a  familiar  part  of  the 
American  neighborhood  scene,” 
explains  George  V.  Kaminsky, 
owner.  “A  new  type  of  retail 


Left:  A  partial  view 
of  Air-Lite's  attrac¬ 
tive  floor  display.  The 
"Super  Market"  show¬ 
room  is  so  spacious 
that  a  vast  array  of 
samples  can  be  shown. 


marketing  facility  is  gr<»wing  up 
all  around  us  due  to  the  population 
movement  to  the  suburbs,  more 
widespread  use  of  automobiles  and 
con.sequent  opening  of  new  high¬ 
ways,  together  with  industrial  ex¬ 
pansion  outside  of  the  cities. 
Whatever  the  reason,  w'e  in  the 
building  specialty  trade  cannot 
afford  to  ignore  this  trend  and  I 
believe  the  highway  show  room  will 
become  even  more  important  in 
the  next  few'  years.” 

Air-Lite’s  headquarters  repre- 
.sents  an  investment  of  about 
$70,000  in  land  and  property  and 
was  constructed  only  after  an  in¬ 
tensive  survey  of  the  area’s  possi¬ 
bilities.  Since  strategic  location  is 
of  paramount  importance,  the  site 
cho.sen  is  on  a  much  traveled 
highway  which  is  the  main  link 
between  the  George  Washington 
Bridge  over  the  Hudson  to  Penn¬ 
sylvania.  About  the  middle  of  1954 
when  the  Garden  State  Parkway 
running  along  the  New'  Jersey 
coast  will  be  completed,  the  build¬ 
ing  will  be  at  the  interchange 
leading  to  Pater.son  and  thus  fur¬ 
ther  exposed  to  motorist  traffic. 

(Covtiriued  on  Page  245) 
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Schiraga 


Oppenheii 


Experience  shows  that  success  is  due  less  to  ability  than  to  zeal.  The 
winner  is  he  who  gives  himself  to  his  work,  body  and  soul." 

—Charles  Buxton 


though  he  has  any  more  ‘on  the 
ball’  than  I  have.” 

Well,  the  speaker  may  be  telling 
the  truth  to  a  certain  extent.  As 
far  as  ability  is  concerned,  the 
subject  may  not  be  much  more  — 
if  any  —  gifted  than  the  analyst. 
However,  the  latter  has  forgotten 
the  basic  factor  which  all  too  often 
is  not  obvious  at  first  glance — that 
driving  spirit  which  turns  a  $40- 
per  week  clerk  into  a  $100,000  per 
year  executive.  Indeed,  the  trans¬ 
formation  is  very  often  due  to  not 
inner  spark  —  of  that  inner  en-  much  more  than  the  use  of  this 
thusiasm  and  drive  can  overcome  drive  —  it  is  the  major  difference 
practically  any  handicap  and  will  between  men  struggling  along  to 
mould  the  key  to  success  for  him-  provide  a  bare  living  for  them¬ 
self.  Any  man  without  the  proper  selves  and  their  families,  and  men 
adjuncts  to  the  inner  mechanism  able  to  live  luxuriously  amidst 
is  doomed  to  be  a  nonentity  despite  splendor. 

the  fact  that  he  may  have  every  The  above,  of  course,  is  all  by 
surface  qualification  necessary  to  way  of  saying  that  ability  is  by 
make  the  grade.  no  means  uncommon.  Indeed,  most 

How  many  times  do  people  look  men  have  /nore  than  enough  ability 
at  a  top  executive  and  wonder  at  needed  for  great  success.  The  re- 
his  magic  formula  because  of  the  quired  drive  is  simply  the  channel- 
fact  that  he  looks  very  common-  ing  force. 

place  and  uninspiring?  “Why!”,  And  what  is  this  mysterious 
they  .say,  “He  must  be  very  lucky  force?  How  does  a  man  acquire 
—  he  certainly  doesn’t  look  as  it?  What  is  the  secret?  Well,  we 

believe  a  good  definition  to  be  “the 
possession  of  the  spirit  of  success 
at  all  times  —  whether  in  success 
or  temporary  defeat.”  It,  of  course, 
requires  a  sincere  belief  in  your- 
.self  at  all  times  —  a  belief  that 
you  can  do  your  job  despite  all 
obstacles  —  a  belief  that  there  is 
no  problem  which  cannot  be  solved 
if  attacked  logically. 

{Continued  on  Page  212) 


By  GEORGE  SCHIRAGA  and 
LLOYD  OPPENHEIM 
Stetson  Window  Co..  Belmont,  Mass. 


We're  going 
to  turn  the 

NERSICA  SHOW 
upside  down,  too! 


with  Big  News  about  new 
aluminum  combination 
storm  doors 


Lloyd  Oppenheim  and  George  Schi- 
rogo  are  the  principals  of  the  Stetson 
Window  Co.,  Belmont,  Mass.,  which 
sells  General  Bronze  Storm  Sash.  They 
have  done  an  outstanding  job  and 
have  kept  up  an  unusually  high  vol¬ 
ume  of  sales  without  price-cutting. 
This  is  the  first  of  a  series  of  columns 
dealing  with  the  problems  of  selling. 
The  material  for  these  columns  was 
originally  put  out  by  Stetson  to  en¬ 
courage  their  salesmen  and  point  the 
way  to  a  better  understanding  of 
selling  and  human  psychology. 
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SELLING 

A  full}  1/16"  THICK 

DOOR 


GETTING 

IMMEDIATE 


See  us  jl  the  Nersica  Show  Statler  Hotel. 
New  York,  March  22.  23.  24.  BOOTH  14M 
opposite  registration  desk.  Ask  about  our  new 
Triple  Track  KD  deal.  The  most  sensational  in 
the  country. 


SELLING  THE  EXCLUSIVE 

KEY  OPERATED 
KNOB  LOCK 


YOU  WON'T 
BELIEVE  IT... 

when  you  hear 
Air  Master's 
low  price! 

today! 

for  full  information  con* 
earning  Air  Master's  profit 
making  plans  for  you. 


SELLING  A  FULL  LENGTH 

PIANO  HINGE 


HERE’S 
WHAT  AN 
AIR  MASTER 
FRANCHISE 
MEANS 
TO  YOU ! 


Getting  the  fastest  selling,  finest  quality 


door  ever  to  hit  the  marhet! 


ir  MastW 


18th  and  LEHIGH  AVENUE.  PHILADELPHIA  32.  PA. 


AIR  MASTER.  ISth  and  Ltkigh  Avas..  Pbiladelphia.  Pa. 

Gonflarntn: 

I  am  interested  in  a 

Q  Distributorship  Q  Dealership 

Name . 


Monufacterers  of  Aluminum  Combination  Storm  Windows  •  Deers  | 
Screens  •  Casement  Windows  •  Slidieq  Ranch  Type  Wledews  | 


Address 
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What  You  Can  Accomplish  With 

Newspaper  Advertising 


By  CHARLES  J.  CAUDLE 
Charles  J.  Caudle  Associates 
New  York 

(This  is  the  fourth  in  a  series  of  articles 
on  the  problems  of  advertising  confront¬ 
ing  the  Home  Improvement  Dealer  and 
Manufacturer.  They  are  being  written 
by  Mr.  Charles  J.  Caudle,  head  of 
Charles  J.  Caudle  Associates,  a  New 
York  public  relations  and  advertising 
firm.) 

TN  THE  early  articles  in  this 
series  we  discussed  in  outline 
the  function  and  purpose  of  adver¬ 
tising,  and  some  of  the  basic 
advertising  tools.  In  last  month’s 
article  we  concentrated  on  news¬ 
paper  advertising,  setting  forth 
the  basic  foundation  of  a  sound 
local  newspaper  ad.  In  summary, 
we  .said  that  a  good  newspaper  ad 
was,  in  structure,  much  like  a 


good  selling  job  —  a  five-point  pro¬ 
gram  organized  in  these  pha.ses: 

1  —  Introduce  your.self 

2  —  Talk  about  your  prospect’.« 

problem  in  his  own  language 

4  —  Prove  to  him  why  you  are 

right 

5  —  Ask  for  the  order 

We  have  al.so  .said  previously 
that  your  ads  will  be  more  succe.ss- 
ful  if  they  follow  the  spirit  and 
format  of  the  newspaper  they  run 
in.  A  newspaper  is  essentially  the 
.source  of  local  news  and  informa¬ 
tion.  Local  ads  in  this  media 
should  fit  the  above  five-point  .sell¬ 
ing  effort  into  this  framework. 
This  is  not  difficult,  in  fact,  such 
a  clear  program  makes  the  job  of 
organizing  an  ad  much  simpler. 
(Note:  New'spapers  have  through 
the  years  worked  out  their  format 
for  pre.senting  material  through 


experimentation ;  it  is  basically  a 
succes.sful  format.  Editorial  and 
news  items  are  generally  better 
read  and  remembered  than  ads. 
The  ad  that  follows  this  type  pre¬ 
sentation,  therefore,  not  only  .stays 
in  keeping  with  the  newspaper  in 
order  to  gain  the  pre.stige  and 
credibility,  it  also  is  easier  to  read, 
and  therefore  more  likely  to  be 
read  and  therefore  to  sell.) 

Newspapers  have  become  the 
.source  of  news  and  information. 
becau.se  that’s  what  people  want 
to  read.  People  will  read  it  in  your 
ads  too.  So  let’s  talk  about  specific 
jobs  your  newspaper  ads  can  do, 
while  pre.senting  your  five  -  point 
.sales  story  in  a  framework  of  news 
and  information: 

1  —  ANNOUNCE  A  SALE.  A 
good  buy  is  always  news,  if  people 
(Continned  on  Page  248) 


Good  product  and  in¬ 
stitutional  newspaper 
advertising  can  lead 
Hie  way  to  increased 
sales  and  company 
prestige. 
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SAIE  PRICES  OF  CAPITOL'S  ALL-ALUMINUM  CC^B/NATfOl 


COMBINATION 


For  a  company  something  less  than  two  years 
old,  the  records,  both  broken  and  established, 
of  Capitol  all-aluminum  combination  storm  & 
screen  doors,  is  remarkable.  In  that  short  space 
of  time,  Capitol  entered  a  highly  competitive 
industry  which  was  at  best  unstable  and  at  worst 
uncertain — and  became,  almost  from  the  first,  its 
pacemaker  and  criterion. 

As  Capitol  announces  the  opening  of  its  new 
40,000  ft.  plant  at  Mechonicsbtirg,  Pa.  a  short 
glance  back  will  point  the  way  to  the  future. 
Capitol  went  into  the  business  of  storm-screen 
doors  with  a  single  philosophy:  to  be  best  and 
biggest  in  its  field.  That  meant  a  thorough  study 
of  market  potential,  product  design,  raw  mate¬ 
rials  sources,  cost  accounting  analyses  and 
engineering  processes  and  methods  of  manu¬ 
facturing.  One  of  the  first  certainties  Capitol 
had  was  the  need  to  specialize  ...  at  least  within 
the  some  plant  and  force. 

Before  Capitol  made  its  first  door,  almost  every 
facet  was  blueprinted  and  known  to  its  then 
small  staff  of  key  personnel.  Design,  methods, 
distribution  were  set.  Selling  price  was  estab¬ 
lished  and  held  although  it  was  a  good  deal 
lower  than  the  overage  of  the  industry  for  the 
door  offered  and  represented  considerable 
loss  to  the  compKiny  during  the  first  months  of 
production. 

When  the  first  Capitol  Door  came  off  the  line, 
in  the  Spring  of  1952,  an  era  new  (and  still  novel) 
to  the  storm-screen  industry  was  opened.  For 
here  was  a  product  made  under  planned  control 
in  the  best  tradition  of  American  Industry  and 
based  upon  a  "big  business"  approach  to  manu¬ 
facturing,  distribution  and  marketing. 

As  Capitol's  progress  leapt,  in  the  face  of  slack¬ 
ening  volume  among  many  competing  factories, 
changes  took  place  and  were  instituted  almost 
without  notice. 

Intensive  effort  by  its  design  engineers  incorpor¬ 
ated  improvements  in  the  door  as  fast  as  they 
were  made.  Without  fanfare  . . .  frecjuently  with¬ 
out  announcement  to  the  purchasers  .  .  .  ad¬ 
vancements  in  performance,  durability,  acces¬ 
sories  were  added.  Ail  without  immense  cost  to 
buyer  ...  for  Capitol  was  gearing  for  volume 
and  stabilization  .  .  .  could  and  would  absorb 
much  to  assure  achievement  of  its  ambition  to 
be  “biggest  and  best".  And  they  knew  that 
stability  in  costs-kept-low  and  quality  superior 
must  lead  to  its  goal. 

To  help  it  produce  the  necessary  volume,  new 
methods,  tools,  equipment  were  created  by  its 
hard-working  engineers.  To  this  gallant  crew 
goes  most  of  the  credit  for  making  Capitol  what 
it  is . . .  for  the  ingenuity,  applied  knowledge  and 
sheer  perseverance  which  hastened  its  touch¬ 
down  drive. 

Capitol's  widening  distribution  brought  with  it 
the  motor-carrier  fleet  that  today  covers  the 
entire  country  with  rapid  door-to-door  delivery 
direct  from  the  factory.  By  an  intricate  network 
of  route  systems,  C^itol  has  been  able  to 
eliminate  a  trouble-source  so  many  manufac¬ 
turers  accept  as  a  loss  item,  or  grive  up  the  idea 
of  serving  long  distance  areas  directly.  Tremen¬ 
dous  savings  ore  happily  realized  by  dealers 


during  a  year  by  Capitol's  unique  service. 
Cycles  have  a  way  of  gaining  momentum.  Better 
production,  more  efficient  methods,  larger  vol¬ 
ume  and  distribution  through  more  rapid  accept¬ 
ance,  kept  reducing  unit  costs  and  overhead 
which  were  passed  along  as  lower  prices  or  ad¬ 
vertising  and  selling  aids.  No  small  side-effect 
was  the  added  purchasing  power  of  basic  mate¬ 
rials  which  this  volume  permitted — resulting  in 
still  lower  cost  and  assurance  of  supply. 

With  orders  and  known  factors  pointing  to  a 
record  year  in  '54,  Capitol's  future  and  that  of 
its  outlets  seems  secure.  Plans  of  solidifying  its 
market  and  increasing  it  horizontally  where  it 
is  not  represented,  vertically  to  intensify  distrib¬ 
utors'  positions,  are  already  under  way.  Capitol 
is  surveying  the  66  acre  parcel  on  which  the 
new  plant  is  built — doubtful  that  40,000  ft.  will 
be  enough— and  is  laying  plans  for  expansion. 
How  Capitol  thinks  is  evident  from  the  way  it 
acts.  When  it  brought  out  a  good  quality  door 
to  wholesale  tor  $28,  the  "held"  was  paying  well 
above  that.  The  initial  skepticism  vanished  when 
doors  were  actually  delivered  at  that  price  with 
superb  quality  and  on  time.  Now,  Capitol,  al¬ 
ways  a  step  ahead,  startles  the  industry  once 
more  with  an  even  better  unit  .  .  .  at  a  cost 
(wholesale)  as  low  as  $23.50!  Supply  and  de¬ 
mand  made  it  possible  .  .  .  ingenuity  and  deter¬ 
mination  made  it  reality.  The  whole  combination 
industry  is  learning  much  from  the  newcomer. 
The  price  reduction  is  also  symbolic  of  the  con- 
serv^ion  with  which  Capitol  operates.  With  one 
of  industries'  best-designed  plants,  excellent 
labor-relations  and  working  conditions,  national 
distribution  of  a  well-accepted  door,  Capitol's 
costs  have  steadily  declined.  This  enables  Capi¬ 
tol  now  to  maintain  its  profit-percentage  at  lower 
wholesale  prices.  With  the  new  reduction  of 
nearly  15%,  Capitol  distributors  enjoy  a  whop¬ 
ping  discount  of  over  50%  off  recommended  list. 
Capitol  is  looking  for  constructive  use  in  sales 
effort  (advertising,  promotion,  commissions)  to 
be  forthcoming  as  a  result  of  the  slash,  plans  to 
spark  the  campaign  with  one  of  its  own  includ¬ 
ing  national  advertising,  selling  and  merchan¬ 
dising  kits,  cooperative  programs  and  free  aids 
to  dealers.  Close  supervision  and  guidance  is 
expected  to  kick  off  a  landslide  of  Capitol  door 
business  in  new  and  existing  areas. 

Where  new  territories  are  to  be  opened,  Capitol 
plans  on  selecting  top  distributors  who  think  as 
it  does  and  can  purchase  in  carload  (trailer) 
lots  to  serve  local  dealers.  In  some  instances, 
ambitious  dealers  will  be  considered,  as  suc¬ 
cessful  transitions  in  the  past  indicates.  A  thor¬ 
ough  and  efficient  assistance  program  for  new 
distributors  is  given  to  launch  new  market  cam¬ 
paigns. 

The  simple  philosophy  by  which  Capitol  began, 
has  and  is  paying  off.  "Simple"  in  theory,  vastly 
complex  in  realization,  Capitol's  new  plant  is 
evidence  of  its  achievement.  Today,  Capitol  pro¬ 
duces  more  doors  faster  and  better,  is  able  to 
offer  a  vastly  advanced  unit  at  lower  cost  to  its 
distributors  and  dealers  .  . .  and  has,  along  with 
the  plant  opening,  reduced  wholesale  prices 
even  hirther. 


We  make  doors  .  .  .  extruded  Alcoa 
63S-T-5  aluminum  combination  Storm 
and  screen  doors,  only.  One  complete 
plant,  devoted  exclusively  to  the  man¬ 
ufacture  of  combination  doors  by  as¬ 
sembly  line  techniques  .  .  .  molded  to 
the  needs  of  our  industry . . .  based  on 
research,  assure  quality  and  profit 
through  volume. 


CAPITOL  DEALBIS 
SELL  MORE  DOORS 

EASIER 
THAN  ANYBODY! 


Higher  than  full  markup  on  high  volume  adds  up  to  HIGH  PROFITS. 


CAPITOL  extruded  aluminum  combination 
storm  and  screen  door  features 


Aluminum  Hollow  Mullions 

Extra  heavy  cast  gussets  guarantee  no-sog 

Stainless  Steel  Screws 

Stainless  Steel  Semi-Concealed  Hinges 

Ideal  Finger  Tip  Latch 

Fully  Interchangeable  Glass  and  Screen  Inserts 
Extruded  Aluminum  Insert  Locking  Clips 
Aluminum  Wire  Cloth  18x14  mesh 
Extruded  Bottom  Expander  adjustable  to  door  sill 
Heavy  gauge  Aluminum  Kick  Plate,  Rattle  Proofed 
Perfectly  Mitred  Comers 

Glass  Inserts,  constructed  to  permit  easy  repair 

Total  Weight  Installed 
about  36  lbs. 

Full  Gauge  Heavyweight 
Aluminum  Throughout. 


March  21-24 


W«  invito  you  to  visit  us  thore  and  hoar  more  of  Hi#  oxciting 
(and  profitablo)  Gipitol  story... or/and  moko  it  a  point  to 
visit  our  boautiful  modol-of-a-plant  at  Modionicsburg,  Po. 


Capitol  Products,  Inc. 
Mechanicsburg,  Pa. 

Gentlemen:  Send  me  complete  detclls. 


APliWL  PfoductSj,  Incl^ 


□  DISTRIBUTOR 


□  DEALER 


□  OTHER 


Name. 


Address. 


1 

1 

1 

*- 

=? 
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REALLY  POWERFUL  SALES  HELPS! 


Profit-making  companion 

to  the  WYNNFLO  Aluminum  line! 


The  new  kolokay  translucent  fiber  gla^s  awniii" 
rounds  out  a  full  line  of  fast-scllinp  wy.N.NCO  product: 
Now,  you  can  fill  orders  to  meet  any  demand  either 
aluminum,  or  fiber  "lass  ...  all  from  one  dependable 
source.  KOLOKAY  awniiifrs  are  manufactured  with  the 
same  eye  for  w()rkmanshi|)  and  quality  that  have 
iTKuked  all  of  our  products  for  the  past  16  vears. 


KOLOKAY  awiiinps  are  made  of  sturdy  fiber  plass  with 
aluminutn  frame  construction.  There  is  a  wide  range  of 
soft,  decorator  colors,  koi.okay  awnings  arc  of  long 
lasting,  shatterproof  construction,  and  won't  rot,  rust, 
buckle  or  warp,  (lustom  built  to  fit  anv  type  architecture 
.  .  .  ^  our  sales  potential  is  utdimited  w  ith  this  brand 
new  line. 


Other  features  include  a  special  louvre  construction  for 
controlled  ventilation  .  .  .  Long-lasting  colors  of  the  highest 
({ualit\  .  .  .  absolutely  Jio  glare.  The  soft,  diffused  light 
which  filters  through  kolokay  awnings  provides  light 
all  vear  round  .  .  .  gives  brightness  to  vour  rooms,  vet 
procides  fade-proof  protection  to  draperies  and  furniture. 


There's  a  big  dealer  discount  .  .  .  for  big  profits  in  ’54. 
Make  sure  \ou  get  vours.  He  prepared  for  the  profitable 
selling  season  just  starting.  \\  rite  or  phone  non 
for  full  inf(»rmation. 


KOLOKAY  fiber  glass  awnings  are  easy  to  install  .  .  .  once  up 
vou  can  forget  them. 

Complete  instructions  furni>ihed  to  guarantee  complete 
customer  satisfaction. 

Start  making  your  quick,  easy  profit  from  the  KOLOKAY 
line  .  .  .  NOW!  Send  in  your  order  today  for  any  quantity 
.  .  .  any  size  .  .  .  any  color  combination.  You  can  be  sure 
of  prompt  delivery. 

I’.  S.  Don't  forget  the  big  profits  vou  can  make  from  th< 
proved  WY.N.NFLO  Aluminum  .Awning  .  .  .  with  baketl  or 
enamel  color'-  .  .  .  high  <|ualit\  .  .  .  easy  installation 


To:  WYNNCC  Products  Corporation,  Dept.-  X-7 
344  Luckie  St.,  N  W..  Atlanta.  Ca. 
n  I  am  interested  in  a  KOLORAY  Fiberglass  Awning  ‘dealership. 
□  .  am  interested  in  WYNNFLO  Aluminum  Awning  dealership. 


'Name. 


Address 


Please  RUSH  complete  information  to  me. 


&  Home  Improvement  Dealer 


Photo  courtesy  Hess  Mfg.  Co. 

Above:  jalousie-enclosed  porch  mokes  on  attractive  exterior, 
gives  homes  a  modern  touch. 


Photo  courtesy  North-East  Metal  Produets  Corp, 

Above:  here  obscure  glass  jalousies  provide  ideal  means  of  dim¬ 
ming  room  for  perfect  TV  reception. 


Glass  Jalousies  are  a  Versatile 


The  jalousie  business  which 
began  in  Florida  as  a  novelty 
window  suited  only  to  the  tropics 
has  now  become  a  full  fledged 
building  specialty  product  with  an 
assured  future  in  the  cold  weather 
areas  of  the  country.  Although  the 
conservative  construction  industry 
has  been  slow'  to  accept  this  ex¬ 
tremely  useful  type  of  window,  the 


home  improvement  industry  real¬ 
ized  its  potential  immediately  and 
has  accepted  it  whole-heartedly. 
Building  specialty  dealers  have 
been  very  successful  in  selling 
glass  jalousies  for  porch  enclosures, 
and  manufacturers  confronted  with 
the  problem  of  adopting  this  type 
of  window'  to  cold  weather  use 
have  been  doing  an  excellent  job 


of  refining  and  improving  the 
product  so  that  today  there  can 
be  no  question  about  the  value  of 
jalousies  even  in  those  parts  of  the 
country  where  winters  are  severe. 
Superior  types  of  weather  strip¬ 
ping  and  various  changes  of  de¬ 
sign  have  made  this  type  of  win¬ 
dow  increasingly  weather  tight. 
Frames  have  become  heavier,  more 
rigid,  clips  have  been  improved  to 
eliminate  rattling  of  glass,  and 
hold  louvers  more  firmly,  operat¬ 
ing  equipment  has  become  moie 
efficient  and  in  general,  the  glass 
jalousie  of  today  may  be  said  to 
be  a  fine  engineering  job  and  a 
superior  product. 

Like  the  aluminum  storm  win¬ 
dow  business  of  a  few  years  ago 
there  are  still  new  firms  entering 
the  jalousie  field.  As  is  true  of 
the  storm  window  field,  there  are 
various  philosophies  about  manu¬ 
facturing  methods  and  distribu¬ 
tion.  Some  manufacturers  are 
convinced  that  it  is  best  to  make 
custom  built  windows  to  order 


Left:  Jalousies  help 
keep  this  long  ex¬ 
posed  rom  warm  in 
winter,  cool  in  sum¬ 
mer. 

Photo  courtesy 
Ludman  Corp. 
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Photo  courtesy  Sun-Sash  Co.  Photo  courtesy  Clearview  Louver  Window  CorP. 

Above:  Novel  use  of  jalousies  is  shown  in  this  window  treatment  Above:  Here  long  narrow  windows  achieve  a  unified  shortened 

facing  sunporch.  look  with  use  of  jalousies. 


Money-Maker 


which  are  completely  assembled 
and  ready  for  installation  except 
for  the  glass  louvers  which  are 
inserted  on  the  job.  They  argue 
that  although  it  takes  a  little 
longer  to  get  a  custom  built  win¬ 
dow  to  the  customer  and  it  costs 


a  little  more,  the  dealer  spends 
less  on  building  the  surrounds  and 
saves  on  labor  costs.  Other  manu¬ 
facturers  feel  that  the  only  way 
to  produce  windows  at  a  reason¬ 
able  price  is  to  have  long  produc¬ 
tion  runs  in  a  limited  number  of 
stock  sizes.  This  means  lower  cost 
per  unit  which  the  manufacturer 
can  pass  on  to  the  distributor  and 
dealer.  It  also  permits  a  distribu¬ 
tor  to  carry  an  inventory  composed 
of  a  limited  number  of  stock  sizes. 

Still  other  manufacturers  feel 
that  a  flexible  KD  operation  is  best 
both  for  them  and  their  distribu¬ 
tors  and  dealers.  Their  method  is 


to  make  the  sides,  head  rails  and 
sills  in  specified  long  lengths,  some¬ 
times  16  to  20  feet,  and  whatever 
hardware  is  necessary.  The  ex¬ 
truded  lengths  are  stored  as  part 
of  the  KD  operator’s  inventory  and 
windows  can  be  made  up  to  almost 
any  size  by  cutting  the  various 
lengths  to  fit.  If  this  type  of 
jalousie  window  has  been  carefully 
engineered  the  various  parts  can 
easily  and  quickly  be  assembled  in 
the  KD  operator’s  shop  or  alter¬ 
nately,  the  KD  operator  may  send 
the  dealer  a  package  with  all  the 
necessary  parts  so  that  he  can 
(Continued  on  Page  234) 


Below:  Clear  full  view  of  landscape  is  provided  through  wall-to-  Below:  Even  small  rooms  benefit  from  jolousies  which  provide 

wall  installation  of  jolousies.  maximum  light,  full  ventilation. 


Photo  courtesy  Pro  Tect-V  Jalousie  Corp. 


Photo  courtesy  V-Seal  Corp. 


Increasingly  popular  folding  door  is  made  of  bamboo  mafchsfick.  above.  This  door  can  also  be  used  for  closets  where  ventilation 

Two  installotions  of  this  type  door  are  shown  in  the  illustrations  is  desirable,  and  as  window  drapes. 


Sell  Folding  Doors  for  Added  Profits 


it  is  not  uncommon  to  find  people 
moving  from  smaller  new  homes 
into  larger  Init  older  homes.  In 
fact,  for  every  new  home  that  is 
.sold,  approximately  two  old  homes 
are  sold.  Naturally  the  process  of 
making  the  older  home  liveable 
involves  considerable  moderniza¬ 
tion  in  many  ca.ses.  Walls  may  be 
torn  out  and  folding  doors  sub¬ 
stituted  as  room  dividers,  so  that 
the  living  space  thus  produced  can 
be  divided  or  expanded  at  will. 
Awkward  or  inconvenient  swing- 
(ContiniK’d  on  Page  258) 


.saved  the  space  through  which  the 
door  had  to  swing  when  it  was 
opened.  In  addition,  the  folding 
door  could  be  put  to  use  as  a  room 

Folding  doors  have  recently  divider,  which  in  many  modern 
become  one  of  the  very  useful  homes  is  an  absolute  necessity  and 
items  in  the  building  specialties  is  often  the  only  way  of  shutting 
dealer’s  line  of  products.  Because  off  a  kitchen  from  a  dining  room, 

space  is  at  a  premium  in  the  or  a  dining  room  from  a  living 

smaller  homes  being  built  today,  room. 

folding  rather  than  swinging  doors  In  older  homes  the  folding  dooi- 
have  come  to  be  the  accepted  finds  many  uses  during  moderniza- 
product  for  closing  or  covering  a  tion.  Since  there  is  insufficient 

doorway  or  recess  such  as  a  closet,  room  for  growing  families  in  so 

Elimination  of  the  swinging  door  many  of  the  new  smaller  homes. 


From  Data  Supplied  By 
American  Bamboo  Corp. 


Vinyl  plastic  covered  accordion  folding  doors  are  also  among  the 
most  popular,  and  easiest  for  dealers  to  sell.  In  the  illustrations 


below,  this  type  of  door  is  shown  (left)  installed  as  an  attractive 
closet  door,  and  (right)  as  a  modern  room  divider. 

IHusf rations  conrtrsy  .^morican  Hamhoo  Corp, 
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com-smm 

m  OVER  ifloo  umuE  cornmnoNS 


Awnings 

Shutters 

Door-hoods 


Poreh  Covers 

Walks 

Patios 


WHAT  IS  DURO  COLORSTYLING? 


Duro  ABC  Beauty  Panels  Colorstyle  the  outside  of 
a  home,  os  rich  furnishings  and  drapes  do  inside. 
Duro  Color-Balances  and  Personalizes  witih  Valen¬ 
cia  Awnings  for  front  and  sun  windows,  and  Mono¬ 
gram  and  Colonial  design  Blinds  for  the  others. 
'Drain-to-side  Hoods  for  frontdoor,  Valencia  Cano¬ 
pies  for  side  door  and  Porch  or  Patio  covering. 


HOW  IS  IT  SOLD  IN  VOLUME? 


Duro  sells  complete  Awning-Blind-Canopy  jobs 
eliminating  the  small-unit  sales  that  plague  the 
metal  awning  industry. 

Strict  adherence  to  Duro's  selective  sales  plan  elim¬ 
inates  door-to-door  canvassing  and  costly  adver¬ 
tising.  This  selective  program  is  now  producing  a 
steody  volume  averaging  $600.00  per  week,  per 
salesman. 


DEALERS  ARE  SELECTED  ON  ABILITY  TO  EXECUTE  OUR  VOLUME  SALES  PLAN 


Investigate  a  DURO 
franchise  today - 


DURO,  Box  316  Gardiner,  Maine 
Send  me  full  details. 


PERSONALIZED  h6mES,  INC. 
Gardiner,  Maine 


COMPANY 
ADDRESS  . 


K.  D.  Distributor 


□  Dealer 


&  Home  Improvement  Dealer 
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Facts  and  Foncy; 


Better  Business  Bureau  Booklet  Warns  Public  Against 
''Tricky  Selling  Devices''  and  "Bait"  Advertising 


Another  important  step  for¬ 
ward  in  the  battle  against  the 
bait  advertiser  was  taken  recently 
with  the  publication  of  a  new 
booklet  for  the  consumer  entitled 
“Things  You  Should  Know’  About 
Combination  Storm  Windows  and 
Doors.”  The  12-page  illustrated 
brochure  w’as  prepared  and  issued 
by  the  Better  Business  Bureau  of 


New  York  City  with  the  coopera¬ 
tion  of  the  National  Combination 
Storm  Window  and  Door  Institute, 
Inc.  It  contains  detailed  informa¬ 
tion  that  seeks  to  educate  the  pub¬ 
lic  concerning  the  basic  facts  about 
combination  storm  windows  and 
doors,  and  in  simple,  clear  lan¬ 
guage  explains,  among  other 
things,  the  differences  between 


Left:  booklet  issued 
by  the  Better  Business 
Bureau  of  New  York 
City  in  its  effort  to 
warn  the  public 
against  "bait"  adver¬ 
tising. 


toiitmu'o* 

s,o«» 
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single  and  multi-track  windows; 
how  to  insure  proper  installation; 
what  to  expect  in  the  way  of  guar¬ 
antees  and  service ;  and  how  to 
avoid  being  caught  by  the  tricky 
devices  of  the  “fringe”  element  of 
the  industry. 

The  need  for  the  booklet  was 
made  evident  because  the  Better 
Business  Bureau’s  receipt  of  ap¬ 
proximately  1,500  consumer  com¬ 
plaints  during  1953  about  unsatis¬ 
factory  purchases  of  storm  win¬ 
dows  and  doors.  The  chief  cause 
of  complaint,  according  to  the 
Bureau,  was  the  “bait”  advertising 
engaged  in  by  a  small  minority  of 
storm  window  and  door  dealers. 
The  booklet  defines  such  advertis¬ 
ing  as  “simply  an  alluring  offer 
which  is  made  insincerely,  not  for 
the  purpose  of  selling  the  adver¬ 
tised  item,  but  of  gaining  contact 
with  the  customer  for  the  purpose 
of  selling  him  something  else,”  us¬ 
ually  much  more  expensive  win¬ 
dows  and  doors. 

Deceptive  and  Unfair 

The  booklet  condemns  this  type 
of  advertising  as  “deceptive  and 
unfair,”  and  warns  the  consumer 
that  he  would  be  “well  advised  not 
to  engage  in  business  tran.sactions 
with  any  company  that  uses  bait 
practices  because  a  company  that 
uses  such  advertising  tactics  is 
likely  to  be  equally  unreliable  in 
its  other  dealings  w’ith  its  cus¬ 
tomers.” 

Not  all  low-price  advertising  is 
necessarily  bait  advertising,  how¬ 
ever,  and  the  booklet  makes  this 
{Continued  on  Page  259) 
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Although  television 
has  proven  the  most 
productive  medium 
for  Kansas  City  Sun- 
co,  Inc.,  its  video 
programs  are  support* 
ed  by  a  strong  news¬ 
paper  campaign. 
Type  of  newspaper 
ads  used  are  shown 
at  the  right. 


CombiMtion 


fTilHB"* 
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Sincerity  and  Know-how:  A  Profitable 
Combination  for  this  Missouri  Dealer 


By  E.  WRIGHT 
Specicd  Correspondent 
Building  Specicdties 


OLD-FASHIONED  sincerity  in 
public  relations  and  new- 
fashioned  know-how  in  advertis¬ 
ing  are  a  money-making  combina¬ 
tion.  Kansas  City  Sunco,  Inc., 
2330  Harrison  St.,  Kansas  City, 
Mo.,  aluminum  screen  and  window 
company,  has  proved  it. 

Alvin  Seiss,  owner  started  the 
business  in  1945  as  a  one-man 
operation.  A  few  years  later  Gil¬ 
bert  A.  Feder,  now  office  manager, 
joined  him,  and  at  the  present  time 
the  firm’s  total  operation  requires 
about  100  employees.  Each  year 
since  the  company  began,  it  has 
doubled  its  profits  and  last  year 
grossed  a  million  and  a  half. 

What  is  the  promoitional  and 
customer-relations  program  that 
has  made  this  success  possible? 


1.  What  kind  of  advertising 
puts  over  Bunco’s  message  to 
homeowners,  w’ho  are  being  satu¬ 
rated  with  all  types  of  promotions 
on  other  products  that  will  make 
their  houses  comfortable? 

The  company  has  found  that  the 
most  productive  medium  for  its 
business  is  television  supported  by 
newspaper  promotions  and  dealer 
aids.  A  video  commercial  reaches 
more  potential  customers  than  any 
other  type  of  advertising  and  car¬ 
ries  its  message  directly  into  the 
homes  where  the  products  could 
be  used.  This  means  that  televi¬ 
sion  advertising  not  only  produces 
immediate  responses  but  also  es¬ 
tablishes  the  firm’s  name  for  long- 
range  results. 

Television  also  ties  in  very 
effectively  with  other  types  of 
advertising.  A  person  w'ho  reads 
a  Sunco  ad  or  hears  a  recommen¬ 
dation  of  the  firm  from  an  ac¬ 
quaintance  naturally  thinks,  “Why. 


that’s  the  company  that  sponsors 
the  program  on  channel  4,”  or 
“I’ve  seen  that  name  on  TV.’’  This 
kind  of  identification  is  also  a  big 
assist  to  dealers  whose  trade  ter¬ 
ritories  coincide  with  the  range  of 
the  television  station. 

Appeal  for  Women 

2.  What  type  of  program  is 
selected  to  represent  the  company’s 
products? 

In  considering  a  program  to 
sponsor,  Mr.  Seiss  wants  to  know 
if  it  is  the  kind  of  presentation 
that  w'ill  be  welcome  in  homes,  if 
it  has  a  strong  appeal  for  women 
and  if  it  will  be  presented  at  an 
hour  when  the  adults  of  the  family 
can  give  it  their  complete  atten¬ 
tion. 

Recently  Sunco  spon.sored  the 
Liberace  show’  from  10  to  10:30  on 
Monday  evenings.  This  is  a  night 
(Cotifinued  oti  Page  256) 
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Radial  Saw  Blades  Booklet 
Issued  By  Delta 

A  three-color  illustrated  folder 
descrihinp  a  new  line  of  low-cost 
carbide-tipped  blades  desiKned  for 
use  with  radial  saws  has  been 
issued  by  the  Delta  Power  Tool 
Division  of  Rockwell  Manufactur¬ 
ing  Company. 

In  addition  to  pictures  and  full 
descriptions  of  the  blades  them¬ 
selves,  the  booklet  features  fully 
captioned  inset  photos  of  typical 
operations  in  which  the  new  blades 
are  .said  to  excel  —  such  as  makinjr 
ditlicult  compound  miter  cuts,  cut¬ 
ting  plywood  panels  to  size,  rip¬ 
ping  solid  stock  at  speeds  up  to 
9d  feet  per  minute,  making  intri¬ 
cate  cuts  in  hardwoods  and  cuttinjr 
heavy  aluminum  channel  and  plas¬ 
tics.  Other  recommended  u.ses  for 
the  new  blades  are  also  outlined. 

Delta  Power  Tool  Division, 
Rockwell  Manufacturinjr  Com¬ 
pany,  Dept.  BS,  400  North  Lexing¬ 
ton  Avenue,  Pittsburgh  8,  Pa. 

♦  *  * 

New  Horizontal  Sliding 
Primary  Window 

The  new  horizontal  sliding 
primary  window  now  being  manu¬ 
factured  by  The  Weather  Wizard 
Aluminum  Manufacturing  Corp., 
50  Tulip  Place,  Garden  City  Park, 
Long  Island,  incorporates  many 
new  and  many  improved  features 
that  establish  it  as  one  of  the  finest 
primary  windows  on  the  market 
today.  In  its  construction.  Jack 
Kamlet,  President  of  Weather 
Wizard  —  has  included  the  fine.st 
stainless  steel  weather  stripping 
and  sturdy  zinc  channel  track.  The 
heliarc  welded  corners  and  water¬ 
proof  coating,  added  to  the  much 
improved  rain  drip,  assures  com¬ 
plete  rain  resistance.  In  addition 
this  fully  guaranteed  window  fea¬ 
tures  a  burglar  proof  lock,  a  virgin 
vinyl  channel  for  glass  panels,  and 


a  precision  engineered  ribbed  face 
for  durability  and  strength. 

For  the  benefit  of  KD  operators 

—  The  Weather  VV'izard  —  hori¬ 
zontal  sliding  primary  window  re¬ 
quires  only  eight  screws  and  can 
be  completely  a.ssembled  in  five 
minutes.  Distributorships  now 
available — windows  shipped  KD  or 
assembled.  You’ll  sell  the  window 
once  —  after  that  it  sells  it.self.  .  .  . 
On  display  at  the  NERSICA  show 

—  March  22-24,  at  the  Statler 
Hotel  —  Booth  3M. 

*  *  * 

Low-Cost  Shatterproof 
Tub  Enclosure 

Planned  for  across-the-counter 
sales  as  well  as  for  dealer  installa¬ 
tion,  the  Bonnie-Maid  Tub  Enclo¬ 
sures  ju.st  introduced  by  American 
Shower  Door  Co.  are  priced  far 
lower  than  any  other  enclosure 
ever  offered,  according  to  Robert 
Gildred  the  company’s  president. 


Bonnie-Maid  is  shipped  knocked- 
down,  with  all  parts  and  materials 
needed  for  a.ssembly  contained  in 
a  single  ea.sy-to-handle  carton.  In 
half  hour  or  less  the  home  owner 
can  install  the  tub  enclosure  him- 
.self  without  special  tools.  Or  if 
the  dealer  is  set  up  to  give  installa¬ 
tion  he  can  take  an  extra  profit 
from  that  service. 

The  unit  when  assembled  con¬ 
sists  of  two  sliding  doors,  put  to¬ 
gether  from  shatterproof  plastic 
panels  supplied.  The  doors  run  in 


upper  and  lower  tracks,  so  that 
access  to  the  tub  can  be  had  from 
either  end.  The  enclosure  adjusts 
to  fit  standard  recessed  tubs  of  5' 
to  5  t  v  in  length. 

The  Styron  pla.stic  panels  and 
fittings  are  shatterproof  —  a  de¬ 
cided  safety  feature.  Available  in 
Coral,  Sky  Blue,  Sea  Green  or 
Pearl  Gray,  the  translucent  plastic 
adds  to  the  decorative  aspect  of 
the  bathroom. 

*  *  * 

Duralum  Increases 
Window  Production 

Duralum  Products  Co.,  Inc.  has 
stepped  up  production  on  its  new 
heavyweight  aluminum  triple  track 
window,  designed  to  sell  on  an 
average  as  low  as  $9.53  K.D. 
Heavy  sales  activity  on  the  item, 
it  is  reported,  has  prompted  the 
expansion. 

The  window,  which  will  be  on 
display  in  booth  #216  at  the 
NERSICA  show’,  offers  an  unusual 
locking  device  and  several  other 
new  features  which  are  credited 
with  increasing  volume  on  both 
trade  and  consumer  levels. 

With  dealers  more  cost-conscious 
than  ever  before,  the  new  Duralum 
window  has  been  designed  for  sim¬ 
plicity  and  speed  of  installation. 

The  window’s  locking  device  is 
made  of  heat-hardened  aluminum 
and  is  activated  by  a  stainless  steel 
spring.  It  is  installed  for  both  top 
and  bottom  inserts.  The  company 
guarantees  it  as  “slip-proof.”  Made 
of  63-ST-5  heat-hardened  extruded 
aluminum,  the  new  window  con¬ 
tains  no  sheet  or  rolled  materials. 
It  is  fashioned  for  use  as  a  blind 
stop  or  overlap  window’  and  will 
fit  Eastern  or  Western  style 
frames. 

The  new’  window’  (Model 
#DU50)  is  .sold  either  assembled, 
knocked  dow  n  or  in  linear  lengths. 
Larger  sizes  are  available  at  prices 
that  compare  proportionately  with 
the  basic  unit  at  $9.53,  K.D.  com¬ 
plete  with  acces.sories.  Plans  are 
now  being  outlined  for  a  full  scale 
national  promotion  program  to 
back  up  dealers  selling  the  item. 

(Continued  from  Page  86) 
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H  ‘'^ace  better” 

c4merica^  JCpweAt 

Combination  g41u 
Storm  TlJinJi 
Packed  with 


ricCi 


24x24 

FuHy  Assembled 
Ready  to  install 


- FEATURES - 

Made  of  63ST5  Aluminum 
Extruded  and  Heat*treated 
Trouble-free  —  gadget-free 
Precision  Engineered 
One  over  One  —  Simple  Operation 
Aluminum  Screen 


AN  ALL  ALUMINUM  STORM 
WINDOW  AT  A  WOOD  PRICE 

Distributor  ond  Dealer 

Inquiries  Solicited 

MAHONING  ALUMINUM  INC.  \in 

376  East  Midlothian  a  ■ 

Struthers,  Ohio 

Phone  Youngstown  —  PLaza  5-9837 
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Vitrified  Pre-Coated  Coil 
Stock  By  United  Steel  Prod. 

PRE-KOTE,  a  vitrified  pre¬ 
coated  coil  stock  aluminum  for  the 
use  of  aluminum  awning  manu¬ 
facturers,  is  announced  by  the 
United  Steel  Products  Corp.  After 
several  months  of  extensive  re¬ 
search  they  have  perfected  the 
only  Pre-Coated  painted  coil  alum¬ 
inum  product  that  can  be  used 
successfully  on  hand  breakers,  hy¬ 
draulic  breakers  and  punch  presses 
with  the  same  results  obtainable 
with  a  roll  former. 

“The  manufacturer  of  aluminum 
awnings  will  readily  see  the  ad¬ 
vantages  of  a  material  such  as 
Pre-Kote,  His  finished  products 
are  often  subjected  in  fabrication 
to  critical  bends  and  forming  and 
more  often  than  not,  his  equip¬ 
ment  is  inadequate  to  permit  his 
use  of  Pre-Coated  aluminum”,  says 
Irving  B.  Pike,  Sales  Manager  of 
the  United  Steel  Products  Corp. 
“Pre-Kote  places  him  in  a  position 
where  a  bare  minimum  of  redesign 
of  existing  equipment  he  can  se¬ 
cure  the  tremendous  advantages  of 
using  a  pre-coated  coil  aluminum 
stock.” 

Technically,  Pre-Kote  receives 
two  distinct  and  separate  “fires” 
in  its  processing  in  addition  to  its 
primary  surfacing.  The  first 
baking  is  an  exclusive  process  in 
which  strontium  chromate  is  ad- 
hesed  under  heat  and  pressure  un¬ 
til  it  is  an  integral  part  of  the 
metal.  The  second  baking  is  the 
application  of  the  enamel  surface. 
Applied  under  an  exclusive  proc¬ 
ess,  this  double  application  is  simi¬ 
lar  to  the  vitrification  of  heavy 
duty  China  which  must  withstand 
hard  usage  in  restaurants  and 
hotels,  and  is  manufactured  in  this 
way  only  by  the  United  Steel  Prod¬ 
ucts  Corp.,  through  it’s  Pre-Kote 
Division. 


Many  Fireplace  Models 
Ready  to  Install 

Readybuilt  Fireplaces  are  the 
modern  fireplaces  that  fulfill  all 
modern  day  requirements.  They 
afford  the  opportunity  to  add  the 
beauty,  cheer,  and  comfort  of  a 
fireplace  to  both  old  and  new 
homes  in  a  new  and  inexpensive 
way. 


Readybuilt  Fireplaces  are  color¬ 
ful,  beautiful  full  size  fireplace 
units  of  cast  brick,  stone,  and 
wood,  and  come  in  a  variety  of 
attractive  models  to  suit  any  style 
home  and  individual  taste.  They 
are  ideal  for  auxiliary  heat,  for 
use  with  gas  or  electrical  logs. 

They  are  easy  to  install,  with 
no  cutting  of  walls,  floors,  or  ceil¬ 
ing,  and  are  built  to  last  a  life 
time.  They  are  furnished  to  dealer 
COMPLETE,  ready  to  be  installed, 
and  are  shipped  everywhere. 

Readybuilt  Products  Co.,  Dept. 
BS,  Baltimore  23,  Md. 

*  *  * 

Closeable  Sash  Featured 
In  Seli-Storing  Comb.  Door 

Mr.  Murray  Hitzig,  General 
Manager  of  Elmont  Manufacturing 


Company,  Inc.,  announces  the  first 
completely  self  storing  all  alumi¬ 
num  combination  door  in  the  in¬ 
dustry.  This  door  consists  of  two 
glass  panels  and  a  full  screen. 
Ventilation  may  be  had  top  or  bot¬ 
tom  by  a  simple  means  of  raising 
or  lowering  the  sash.  The  chief 
advantage  this  door  has  over  pres¬ 
ent  day  aluminum  storm  doors,  is 
the  ability  to  close  the  sash  in  the 
event  of  rain.  Another  feature  of 
this  door  is  the  extra  heavy  Sar- 
geant  door  closer  provided  by  the 
manufacturer.  Protected  distribu¬ 
torships  are  being  allocated  on  a 
strict  first  come  first  serve  basis 
with  present  Elmont  distributors 
being  given  preference.  This  door 
is  being  merchandised  only  as  a 
completely  assembled  unit.  Elmont 
Manufacturing  Co.,  Inc.,  Dept.  BS, 
575  Hempstead  Turnpike,  Elmont, 
Long  Island,  New  York. 

*  *  * 

More  Radiation  Provided 
By  New  1550- Watt  Lamp 

A  new,  powerful  1550-watt 
infrared  heat  lamp  with  a  built-in 
gold  reflector  was  one  of  the  new 
products  introduced  by  Sylvania 
Electric  Products  Inc.  at  the  Plant 
Maintenance  Show  held  in  January 
at  the  International  Amphitheatre. 


The  lamp,  which  delivers  three 
times  as  much  radiation  per  square 
inch  as  the  conventional  375-watt 
infrared  lamp,  “will  provide  a  safe, 
effective  source  of  infrared  heat 
for  widely  diverse  applications,” 
according  to  W.  P.  Lowell,  Jr., 
Manager  of  Commercial  Engineer¬ 
ing,  Sylvania  Lighting  Division, 
Dept.  BS,  1740  Broadway,  New 
York  19. 

{Continued  on  Page  90) 
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A  small  patio  application  of  iron  posts  and 
metal  awning.  Here  the  base  of  the  posts 
are  ornamented  very  simply. 


Boost  Proiits  with  Related-Produet  Selling 

Combine 

Ornamental  Iron 

and 

Metal  Awnings 


From  Data  Furnished  By 
Dallas  Iron  &  Wire  Works,  Inc. 


The  dealer  who  carries  orna¬ 
mental  iron  and  devotes  to  it 
a  fair  share  of  his  total  advertis¬ 
ing  and  promotional  effort,  is  soon 
rewarded  with  growing  business. 
The  item  is  very  popular  with 
homeowners,  the  demand  for  it  is 
increasing  every  day,  and  the 
dealer  who  spends  just  a  little  ex¬ 


tra  time  and  thought  in  an  effort 
to  reach  customers  and  show  them 
something  of  the  beauty  and  ver¬ 
satility  of  this  fine  home  improve¬ 
ment  product,  is  w'ell  on  his  way 
to  extra  profit.  Probably  no  other 
specialty  item  affords  so  many 
different  application  possibilities 
and  con.sequently  so  many  oppor¬ 
tunities  for  the  dealer  to  .sell. 

Although  ornamental  iron  can 
be  used  in  the  interior  of  homes 
as  modern  room  dividers  or  to 


create  unit-space  areas  (for  din¬ 
ing,  for  example,  or  to  emphasize 
split  floor  levels)  its  most  popular 
applications  have  been  on  home  ex¬ 
teriors  where  its  versatility  really 
pays  off. 

Used  as  columns,  ornamental 
iron  can  be  .sold  as  attractive 
supports  for  canopies,  balconies, 
arbors,  porches,  car  ports,  breeze- 
ways  and  entrance  ways.  As  rail¬ 
ings,  the  product  —  in  a  variety  of 
styles  that  blend  with  any  type  of 


Illustrations  courtesy  Dallas  Iron  Sr  Wire  Works,  Ine. 


Right:  first  illustra¬ 
tion  shows  a  stoop 
application  of  an  iron 
post  with  base  orna¬ 
mentation  of  pickets 
and  scrolls  at  the  bot¬ 
tom  and  attractive 
brackets  at  the  top. 
Second  illustration 
shows  how  the  utility 
and  beouty  of  a  metal 
awning  door  hood  is 
considerably  enhanced 
with  an  application  of 
flat  ornamental  iron 
columns  and  railing. 
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Here  corner  orna¬ 
mental  iron  columns 
support  a  patio  awn¬ 
ing,  adding  charm  and 
grace  to  the  structure. 


ajehitecture  —  can  be  used  on 
porches,  .stairs,  patios,  gardens, 
balconies,  terraces  and  sun 
porches.  Additional  u.ses  include 
its  application  for  sijjns,  shelves, 
mail  boxes,  columns  and  canopy 
brackets,  door  hoods,  flower  pots, 
window  boxes  and  picture  win¬ 
dows. 

f)f  particular  value  .sale.s-wise 
is  the  fact  that  in  most  of  the 
above  applications,  interchanpre- 


able  units  pei'mit  an  almost  limit- 
le.ss  choice  of  designs  to  suit  the 
customer’s  taste  and  budget.  In 
addition,  any  single  application 
can  be  added  to  later  on,  or  re¬ 
arranged  as  the  homeowner  de¬ 
sires. 

In  this  way,  repeat  or  additional 
.sales  are  more  the  rule  than  the 
exception.  If,  for  example,  a  cus¬ 
tomer  supports  a  metal  porch  awn¬ 
ing  with  ornamental  columns,  it  is 


I’hoto  and  illustrations  courtesy  Dallas  Iron  &  Wire  H^'orks,  Inc. 


Posts  can  be  orna¬ 
mented  in  a  variety  of 
ways,  simple  or  or¬ 
nate,  and  to  suit  the 
customer's  taste  and 
budget.  Flanges,  as 
shown,  are  filled  with 
scrolls  and/or  pickets 
in  any  design  desired. 
Brackets  can  be  added 
at  the  top. 


very  likely  that  at  a  later  time  she 
will  want  to  add  porch  railings  or 
perhaps  an  ornamental  iron  mail 
box  to  enhance  the  total  effect.  It 
is  indeed  a  fact  that  once  cus¬ 
tomers  apply  ornamental  iron  to 
their  homes,  enjoyed  its  beauty 
and  usefulness  and,  it  might  be 
added,  receive  the  compliments  of 
their  friends,  the  desire  to  apply 
more  can  be  expected. 

Ornamental  iron  in  all  its  vari¬ 
ous  applications  now'  has  a  natural 
market  that  is  steadily  increasing. 


This  car  port  would  have  been  much  too 
plain  and  severe  with  unornamented  iron 
posts.  Flanges  and  a  few  graceful  scrolls 
top  and  bottom  add  the  right  touch. 


Those  dealers,  however,  who  want 
to  add  to  their  earnings  by  selling 
even  more  ornamental  iron,  can  do 
so  with  intelligent  planning  and 
related  product  selling. 

Probably  some  of  the  most  at¬ 
tractive  and  u.seful  home  improve¬ 
ments  available  today  are  combi¬ 
nations  of  metal  awnings,  door 
hoods  or  car  ports  with  ornamen¬ 
tal  iron  supports. 

In  going  after  this  business, 
dealer-salesmen  should  certainly 
stress  the  value  of  the  combina¬ 
tion.  If  a  customer  buys  a  door 
hood,  metal  awning  or  car  port 
which  requires  corner  supports, 
ornamental  columns  or  posts  can 
be  supplied  at  a  modest  additional 
cost.  And  once  customers  see  how 
well  the  combination  will  blend,  a 
{Continued  on  Page  260) 
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•  sales  tested  mats. 

•  Free  booklets. 

•  Prepared  publicity  releases. 

•  Cooperative  advertising 
allowance. 


A  healthy  profit  margin, 
#  Weathertrol,  despite  its  advan¬ 
tages,  is  competitively  priced 


Prefab  Aluminum  Windows  of  America,  Inc. 

P.  O.  Box  #126,  Woodside  77,  N.  Y. 

Pam 'interested  in  your  Weathertrol  window.  Please  send  me  full 
details.  I  understand  I  am  under  no  obligation. 


FIRM  NAME. 

ADDRESS . 

CITY . 


STATE 


r 
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Sunmoster  Awnings  In 
House  and  Garden  Colors 

For  the  first  time,  a  member  of 
the  aluminum  awning  industry  has 
had  its  color  approved  by  House 
and  Garden.  The  editors  of  this 
leading  magazine  in  the  field  of 
home  decorating  have  chosen  Sun- 
master,  made  by  the  Sunmaster 
Aluminum  Awning  Co.,  Haskell, 
N.  J.,  for  this  recognition,  accord¬ 
ing  to  Arnold  Wasserman,  general 
sales  manager  of  Sunmaster. 


Mr.  Wasserman  stated  that 
Sunmaster  Aluminum  Awnings 
are  decorator  designed  in  fashion- 
right  colors  by  leading  styli.sts  to 
fit  the  decorating  trends  of  the 
day.  The  editors  of  House  and 
Garden  featured  Sunmaster  in 
their  color  show  at  the  Merchan¬ 
dise  Mart  in  Chicago.  New  ideas 
for  interior  use  of  the  awning,  as 
well  as  standard  exterior  u.ses  were 
displayed  at  the  show  with  par¬ 
ticular  emphasis  on  House  and 
Garden  colors. 

Among  the  unique  features  of 
the  Sunmaster  is  the  fact  that  its 
design  is  clean  and  unencumbered. 
Even  on  the  underside,  this  alum¬ 
inum  awning  becomes  a  part  of 
any  interior  decor,  as  it  blends 
with  the  interior  motif  when 
looked  at  from  the  inside  of  the 
house.  Colors  can  be  custom 
chosen  is  contemporary  shades, 
either  standard  colors,  pastels,  or 
subtle  darker  hues. 


House  and  Garden  experts  are 
particularly  interested  in  using  the 
Sunmaster  in  decorator  colors  as 
a  focal  point  of  unusual  and  at¬ 
tractive  interior  decoration.  Kitch¬ 
ens  are  planned  around  the  Sun¬ 
master  utilized  as  a  stove  hood.  A 
child’s  room  is  made  festive  by 
using  gaily  striped  Sunmasters 
instead  of  curtains.  Imaginative 
u.sage  like  this  makes  a  charming 
and  colorful  departure  from  the 
ordinary. 

*  *  * 

New  Oley  Keylock  For 
Combination  Doors 

Duncan  Shaw,  general  sales 
manager  of  Oley  Products,  Inc., 
Inwood,  L.  I.,  N.  Y.,  announces  a 
new’  line  of  Keylocks  designed  ex¬ 
pressly  for  combination  doors. 
With  the  descriptive  name  of 
Lok-O’-Latch,  the  new’  keylock  is 
easily  and  quickly  interchangeable 
with  the  latch  since  the  complete 
assembly  of  knob,  locking  mecha¬ 
nism  and  spindle  fit  the  .same  hole. 
The  inside  lever  handle  .screw’s  on 
to  the  spindle  and  the  a.s.sembly  is 
complete. 


No  re-boring  or  extra  parts  are 
needed,  a  decided  advantage  for 
changeovers  in  pre-a.ssembly  and 
in.stalling  time,  and  w’here  home- 
ow’ners  decided  to  make  the  change 
later.  Only  two  and  one  '/o" 
holes  are  needed  on  the  same  cen¬ 
ter  line  —  no  oversize  *  holes  to 
weaken  the  stile.  Through-and- 
through  studs  fit  the  i/i."  holes, 
eliminating  the  troublesome  metal 


screws  on  the  stile  itself  that  usu¬ 
ally  wear  the  hole  edges  and  work 
loose.  A  stainless  steel  strike  is 
surface  applied,  no  mortising  re¬ 
quired. 

With  the  introduction  of  this 
new  line,  Oley  also  introduces  two 
additional  innovations.  First,  by 
eliminating  the  inside  slide  lock, 
an  important  “panic  feature”  is 
highlighted  in  recognition  of  the 
strong  move  by  safety  groups  to 
protect  children  and  invalids  from 
locking  themselves  in.  Second,  the 
new  method  of  decimal  packing,  in 
multiples  of  10  units,  makes  stock¬ 
ing  easier  and  simplifies  re-ship¬ 
ping  to  KD  operators  and  dealers. 
The  Oley  Lok-O’-Latch  line  will  be 
exhibited  at  the  NERSICA  Show 
and  Convention  in  the  Main  Ball¬ 
room. 

«  ♦  « 


Jerith  To  Unveil 
New  Storm  Sash 

A  completely  new’  three-track 
lip  type  storm  window',  with  high 
sales  appeal  and  profit  potential¬ 
ities,  has  just  been  put  into  pro¬ 
duction  and  will  be  ready  for 
formal  introduction  to  the  trade 
at  the  forthcoming  Nersica  show 
in  New  York  by  the  Jerith  Manu¬ 
facturing  Co.,  Inc.,  Dept.  BS,  2025 
E.  Boston  Street,  Philadelphia  25, 
Pa. 

To  be  known  as  the  Cadillac 
Standard,  it  will  be  a  companion 
item  to  the  new’  Cadillac  Casement 
Storm  Window;  the  Cadillac  De¬ 
luxe  three  track  window ;  the 
Cadillac  Sliding  Casement  Window 
for  ranch  type  homes,  and  the 
Storm  Craft  economy  storm  .sash. 

As  in  their  other  products, 
Jerith  has  gone  to  great  expense 
and  trouble  in  designing  and  tool¬ 
ing  for  this  new’  addition,  so  that 
their  various  distributors  and 
dealers  w’ill  have  available  a  com¬ 
plete  range  of  all-aluminum  .storm 
sash  for  every  conceivable  type 
installation,  as  well  as  to  enable 
each  Jerith  dealer  and  their  sales¬ 
men  to  meet  local  market  require¬ 
ments. 
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Excelum  Announces  New  Full 
Color  Consumer  Brochure 

Jamaica  Sash  &  Door  Company, 
New  Hyde  Park,  L.  I.,  manufac¬ 
turers  of  Excelum  aluminum  com¬ 
bination  storm  windows  and  doors, 
has  just  completed  a  striking  new 
full  color  brochure  of  the  Excelum 
Three-Track  Window.  The  bro¬ 
chure,  which  is  unusually  designed, 
has  five  folds  and  opens  into  a 
large  16"  x  17"  size.  All  the 
Excelum  windows  and  doors  are 
shown  in  their  true  aluminum 
color. 

An  outstanding  aspect  of  this 
new  consumer  piece  is  the  section 
dealing  with  ventilation  control. 
Excelum  points  out  the  fact  that 
with  the  use  of  their  windows  and 
doors  efficient  heating,  ventilating 
and  air  conditioning  is  possible. 
Since  air  conditioning  promotion 
is  expected  to  reach  an  all-time 
high  in  the  coming  summer  months, 
the  tie-in  of  this  feature  of  Excelum 
products  is  especially  wise. 

This  new  brochure  is  being 
offered  to  Excelum  dealers  and 
according  to  Armand  Knopf,  Pres¬ 
ident  of  Jamaica  Sash  &  Door  Co., 
it  will  be  “an  invaluable  aid  to 
retail  salesmen."  They  will  use  it 
to  demonstrate  Excelum  products 
to  customers.  The  brochure  was 
prepared  by  Jamaica  Sash  &  Door 
Company’s  advertising  agency, 
Lloyd  S.  Howard  Associates,  Inc. 

*  ♦  ♦ 

Free  Literature  Offered 
By  Storm  Wizard 

Free  literature  on  the  line  of 
“Storm  Wizard”  products  is  avail¬ 
able,  upon  request,  from  B  &  G 
Sales  Company,  6905  Susquehanna 
Street,  Pittsburgh,  Pa. 

All-aluminum  products  included 
in  the  “Storm  Wizard"  line  are 
the  combination  storm  and  screen 
door,  the  self-storing  storm  win¬ 
dow,  the  “floating"  triple-track 
storm  window,  “Magic  Hinge" 
ca.sements,  roto  casement  screens, 
utility  combination  basement  win¬ 
dows,  and  jalousie  doors. 

“Storm  Wizard"  has  gained  a 
national  reputation  for  quality 
products  for  a  quarter  of  a  cen¬ 


tury.  All  items  in  the  line  are 
made  of  highest  quality  architec¬ 
tural  aluminum,  completely  extrud¬ 
ed,  and  with  a  silver-satin  finish 
that  lasts  a  lifetime. 

The  combination  storm  and 
screen  door  comes  in  one,  one-and- 
a-half,  two,  and  three  lite  models, 
all  with  generous  kick-panels.  Cor¬ 
ners  are  strongly  re-inforced,  and 
the  frame  is  sag-proof,  rattle- 
proof,  and  burglar-proof. 

The  “floating”  triple-track  win¬ 
dow  has  the  unusual  feature  of 
easily-removeable  inserts  while  the 
tracks  themselves  stay  in  place. 
The  screen  stores  on  the  inside, 
making  it  readily  available  for  use. 

The  “Magic  Hinge"  casement 
window  gets  its  name  from  the 
exclusive,  patented  hinge  which 
always  keeps  panels  within  arm’s 
reach.  Housewives,  especially,  ap¬ 
preciate  this  aid  to  cleaning. 

“Storm  Wizard"  screens  are 
self-splining,  locked  into  place  by  a 
mechanical  grip  which  keeps  them 
taut  at  all  times.  They  are  made 
of  finest  aluminum  mesh. 

Dealers  franchised  to  handle  the 
“Storm  Wizard”  line  are  given 
complete  merchandising  support 
from  B  G,  including  sales  train¬ 
ing,  installation  instruction,  pro¬ 
motion  meetings,  manufacturer’s 
warranties,  and  a  strong  selling 
advertising  program. 

Home  improvement  dealers  who 
are  interested  in  the  “Storm  VV'iz- 
ard"  products  may  secure  full  in¬ 
formation  and  prices  by  writing 
B  &  G,  or  by  visiting  Booth  No. 
209  at  the  NERSICA  SHOW. 

«  *  » 

Fiber  Glass  Awnings 

Made  of  fiber  glass  reinforced 
plastic  with  an  all  aluminum  under 
structure,  these  awnings  are  prac¬ 
tically  indistructible.  The  plastic  is 
the  best  polyester  resin  reinforced 
with  Owens-Corning  “Fiberglas.” 
Plastic  is  translucent  and  available 
in  nine  colors  and  will  provide 
ample  light  in  both  winter  and 
summer.  In  addition,  this  plastic 
is  very  light  yePis  strong  as  steel. 
It  is  unaffected  by  extremes  of 
heat  and  cold  and  is  waterproof. 


It  can  be  made  into  any  size. 
Manufacturer  .says  that  the  trans¬ 
lucent  colors  will  never  need  re¬ 
touching  or  painting  and  that  pla.s- 
tic  will  not  chip,  dent,  break  or 
crack.  Special  patented  head  fas¬ 
tening  allows  for  ease  in  taking 
down  the  awnings  when  painting 
the  house.  Stainless  steel  lag  bolts 
and  screws  to  avoid  rusting. 

Dickey  Mfg.  Co.,  115  Ontario 
Street,  Toledo,  Ohio. 

*  * 

Ventaire  Offers  Awnings 
Without  Franchise  Cost 

The  building  specialty  and  home 
improvement  dealer  is  being  offered 
the  opportunity  of  securing  a  deal¬ 
er  franchise  from  the  Ventaire 


Company  of  TuLsa,  Oklahoma  — 
manufacturers  of  Ventaire  Alum¬ 
inum  Awnings  and  Door  Hoods. 
Dealers  do  not  have  to  purcha.se  a 
franchise  or  buy  a  lot  of  expensive 
machinery. 

In  most  cases,  dealers  can  fabri¬ 
cate  and  .sell  a  large  and  profitable 
volume  of  awnings  and  door  hoods 
without  increasing  their  present 
staffs.  There  is  a  large  and  grow¬ 
ing  demand  for  aluminum  awnings 
and  door  hoods  and  Ventaire  offers 
a  patented  product  that  protects 
dealers  from  infringement  upon 
his  territory,  by  competitors. 

Ventaire  awnings  are  in  use 
from  coast  to  coast  and  from  Can¬ 
ada  to  Mexico.  They  protect  win¬ 
dows,  doors  and  patios  from  sun, 
rain,  hail  and  snow.  The  company 
offers  every  dealer  help  to  increase 
his  busine.ss  including  instructions 
on  how  to  fabricate  and  sell  as  well 
as  local  advertising  and  promotion 
help.  All  leads  received  from  na¬ 
tional  advertising  are  turned  over 
to  the  local  dealer  for  follow  up 
and  sales.  * 

{Continued  on  Page  92) 
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New  Quality  Door 
Made  By  Winstrom 

Winstrom  Mfp.  ('orp.  now  has 
available  for  its  dealers  an  alum¬ 
inum  combination  storm  door  of 
unusual  hi^h  quality.  Now  in 
(luantity  j)roduction,  the  Winstrom 
combination  door  incorporates 
many  of  the  exclusive  features 
that  have  made  the  company’s 
combination  windows  .so  hiprhly 
successful.  The.se  include  double 
lockinjr  bolts,  metal  to  prlass  in.serts 
and  .sajr  proof  corner  construction. 
The  frame  is  a  full  1”  thick  ex¬ 
truded  63  ST  5  aluminum,  with 
four  yn"  diameter  solid  aluminum 
horizontal  tie-bar  reinforcements 
(snup  fit)  for  added  rigidity  and 
.strength  throughout  the  entire 
unit. 


The  Winstrom  door  also  features 
exclusive  triple  shield  hinges  with 
stainless  steel  bearings.  Top  grade 
hardware  includes  key  and  lock 
door  knob.  Other  features  include 
rattle-free  in.serts  of  tubular  con- 
.struction,  extra  heavy  gauge  alum¬ 
inum  kick  panel  with  leather  grain 
finish  on  both  sides,  completely 
draft  free  con.struction  with  pat¬ 
ented  fin  type  weather  .stripping 
on  all  four  sides  and  a  .self-ad ju.st- 
ing  door  sweep.  Satin  finish  is 
optional.  The  Winstrom  door  is 
available  in  a  1  or  2  lite  set-up, 
or  completely  .self-storing. 


Only  authorized  Winstom  deal¬ 
ers  will  be  permitted  to  handle  the 
new  product.  The  new  door  is 
competitively  priced  in  order  to 
give  the  dealer  a  complete  Win- 
strom  promotional  package  for  his 
dealers  including  all  other  prod¬ 
ucts  made  by  the  company,  such  as 
double  hung  pivot  controlled  win¬ 
dows,  casements,  ranch  push  outs, 
and  picture  windows.  The  Win¬ 
strom  doors  can  be  delivered  by 
the  manufacturers’  own  trucks  to 
11  Ea.stern  .states.  The  doors  are 
individually  enca.sed  in  protective 
|)ackages  of  cardboard  with  steel 
banding. 

Win.strom  Manufacturing  Co., 
15-40  127  St.  College  Point  56, 
X.  Y. 

*  *  * 

Duo  Vent  Oilers  Top 
Ventilated  Window 

Aluminum  Window  Division, 
Volcano  Burner  Corporation,  an¬ 
nounces  Automatic  Top  Ventila¬ 
tion  in  its  Duo-Vent  Storm  and 
Screen  Window. 

Incorporated  into  a  complete 
fully  extruded  three  track  window, 
the  specially  designed  Duo- Vent 
Top  Screen  automatically  vents  or 
stores  itself  by  raising  or  lowering 
the  storm  sash.  No  extra  track  is 
used,  nor  is  it  neces.sary  for  the 
purcha.ser  to  by  an  extra  screen. 

The  Unique  Duo- Vent  design  is 
the  result  of  extensive  marketing 
re.search  by  Mr.  Camerin,  President 
of  Volcano  Burner  Corporation. 
This  proved  the  great  demand  for 
a  Top  Ventilated  Window.  Patent 
has  been  applied  for. 

In  conjunction  with  its  dealer 
sales  program,  Duo-Vent  also 
offers  an  enCrely  new  type  of  in¬ 
expensive,  yet  attractive  and  func¬ 
tional  awning  as  an  added  j^les 
feature.  ^ 

The  manufacturer.  Volcano 
Burner  Corporation  has  a  Main 
Office,  and  plant  at  8612  Ea.st  Tre- 


mont  Avenue,  New  York  City. 
Dealers  are  invited  to  write  in,  re¬ 
garding  prices,  .samples,  and  de¬ 
tails  on  Franchi.sed  Dealerships. 
Exclusive  territories  are  open  for 
aggressive  dealers. 

Mr.  Joseph  Vigorito  is  assistant 
Vice  President  in  charge  of  sales 
and  advertising  of  the  Aluminum 
Window  Division  of  the  Volcano 
Burner  Corp. 

*  ♦  * 

Aluminum  Or  Fiberglass 
Awnings  Oiiered 

Numerous  opportunities  are 
open  to  dealers  to  make  profits  in 
the  awning  business,  if  they  take 
the  time  to  investigate  .sources  of 
supply,  according  to  executives  of 
Allegheny  Metal  Products  Corpo¬ 
ration,  Pittsburgh,  Pa. 

Dealers  who  are  alert  to  busi¬ 
ness  trends  will  notice  the  grow¬ 
ing  consumer  demand  for  awn¬ 
ings,  both  in  the  residential  and 
retail  fields,  it  w'as  pointed  out. 

Accordingly,  Allegheny  Metal 
Products  offers  merchandi.se  in 
both  aluminum  and  fiberglass  ma¬ 
terials,  to  give  purcha.sers  the  de¬ 
sired  installation  for  their  indi¬ 
vidual  needs. 

In  aluminum,  Allegheny  Metal 
produces  the  famous  “Superior” 
Awning,  in  a  wide  selection  of  de¬ 
signs  and  color  combinations. 

In  fiberglass,  Allegheny  offers 
the  “Staz-Lite”  Awning,  a  light- 
admitting,  heat-resisting  in.stalla- 
tion  w’hich  comes  in  a  rainbow 
variety  of  .soft,  natural  colors. 

Both  the  “Staz-Lite”  and  the 
“Superior”  Awnings  are  perman¬ 
ent  installations  needing  no  main¬ 
tenance,  such  as  painting  or  re¬ 
pair,  and  both  are  absolutely  com¬ 
petitively  priced  for  ev^ery  selling 
area  in  the  United  States. 

Authorized  dealers  are  given 
full  a.ssistance  in  .selling  and  in¬ 
stallation,  as  well  as  merchandis¬ 
ing  plans  and  a  complete,  effective 
advertising  campaign.  Exclusive 
territories  are  still  open,  w’rite  Al¬ 
legheny  Metal  Products  Corpora¬ 
tion,  Dept.  BS,  5007  Lytle  Street, 
Pitt.sburgh,  Pa. 

{Continued  on  Page  94) 
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on  all  venfs. 


More  exclusive  fea¬ 
tures  than  any  other 
awning  window 

^  New  more  practical  9"  vents. 

^  All  aluminum  3"  heavy  extrusions. 

^  Nylon  bearings  used  throughout. 

^  SECUR-LOCK  operator  for  fool 
proof  simple  easy  operation. 

1^  Vents  lock  automatically  when 
closed.  No  lever  to  pull. 

^  Smaller  vents  are  PROWLER 
PROOF  even  when  in  open 
position. 

^  No  opening  at  top  vent  even 
when  in  open  position. 

^  One  piece  drip  cap  design. 

^  Open  to  full  ventilation  and 
positive  weothertight  closing 


K-D  Installation. 


'  ^  he  Vent  Vue  Louver  Awning  Window  is  the  result  of  years  of  experi¬ 

ment,  development  and  experience.  Different,  New  and  Beautiful,  a 
modern  economical  prime  window  design  for  homes,  offices,  hotels, 
schools  and  hospitals.  You  won’t  find  the  Vent  Vue  features . . .  not 
even  by  another  name  ...  on  any  other  window. 


Some  Dealerships  are  still  available. 

Write  for  complete  information  on  Vent 
Vue  Jalousies  and  Louver  Awning  Win¬ 
dows  with  descriptive  literature,  prices  and 
full  details. 


See  our  booth  8  and  9  at  the 
"Nersica  Show"  March  22-23-24. 


ue 


90  Beacom  Boulevard  Miami,  Flo 
Phone  4-2531 
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Aluminum  Jalousie  Unit 
For  Direct  Public  Sale 

On  January  5,  1954,  North  East 
Metal  Products,  Corp.  announced 
on  TV  their  introduction  of  a  com¬ 
pletely  new,  low-cost,  all  alumi¬ 
num,  knock-down  jalousie  unit,  to 
be  packaged  and  sold  direct  to 
the  public.  Mr.  John  Lowell,  long 
as.sociated  with  .several  of  Nassau 
County’s  outstanding  consumer 
product  organizations,  will  head 
the  national  .sales  program.  Mr. 
Lowell  also  announced  that  North 
East  Metal  Products,  Corp.  has 
retained  the  Duncan-Brooks,  Inc., 
Advertising  Agency,  which  recent¬ 
ly  moved  their  main  offices  to 
Mineola,  L.  I.,  to  coordinate  the 
company’s  national  advertising 
and  .sales  program. 

*  *  * 

Unique  New  Metal  Awning 
Made  By  Cleveland  Co. 

A  new  and  surprisingly  versa¬ 
tile  aluminum  awning  has  been 
made  available  to  dealers  by  the 
Cleveland  Metal  Awning  Co.  It 
is  a  completely  adju.stable  awning 
which  can  be  changed  into  a  dec¬ 
orative  blind  or  metal  jalousie  in 
a  matter  of  .seconds.  Called  the 
“Floridian,”  this  awning  may  be 
locked  fast  in  any  position  as  a 
protective  jalousie  or  as  a  decora¬ 
tive  shutter  blind  on  either  side  of 
the  window. 


The  Floridian  is  made  of  52  S 
half-hard  aluminum  which  is  real 
airplane  aluminum  and  is  finished 
in  baked  enamel  colors.  The  awn¬ 
ing  can  be  packaged  and  easily 
as.sembled.  The  manufacturer  .says 
that  they  have  been  tested  in  the 
tornado  area  during  the  recent 
Cleveland  tornado  and  survived 
without  damage.  The  Floridian  is 
an  adaptation  of  the  well  known 
American  Beauty  Adju.stable  awn¬ 
ing  which  has  been  thoroughly 
te.sted  by  thousands  of  installa¬ 
tions  .since  1941. 

*  *  * 

Ace  Announces  New 
Combination  Door 

Mr.  David  S.  Norris,  A.s.st.  Vice 
President  of  Ace  Industries  Co., 
Young.stown,  Ohio,  announces  that 
the  company  has  recently  devel¬ 
oped  a  new  extruded  combination 
screen-storm  door  to  be  known  as 
the  “Mity-Fine”  line. 

The  “Mity-Fine”  is  an  especially 
con.structed  door  of  extremely 
heavy  28  pound  aluminum.  It  will 
be  available  in  either  one  inch  or 
one-half  inch  measurements  and  is 
equipped  with  the  finest  hinge  con- 
.struction  one-half  butt. 

Mr.  Norris  states  this  new  door 
will  embody  several  new  features 
in  construction,  details  of  which 
will  be  announced  when  the  door 
is  placed  on  the  market.  Several 


refinements,  Mr.  Norris  continued, 
have  been  added  to  the  3  Channel 
Storm  Window  line.  The  upper 
window  is  firmly  held  again.st 
frame  by  precision  fitted  aluminum 
guides.  All  screws  and  bolts  have 
been  eliminated  leaving  a  smooth 
satinized  finish. 

Ace  Industries  manufactures 
both  the  Western  Window  with  a 
flush  style  frame  surface  and  the 
Eastern  Window  which  has  a 
stepped-back  frame  edge  for  win¬ 
dows  that  have  no  parting  bead. 
The  Ea.stern  Window  is  especially 
recommended  for  brick,  stone  or 
cement  construction. 

*  *  * 

Parmco  Offers  New  Alum. 

Screen  Door  For 

"Do  It  Yourself"  Market 

Parmco  Inc.,  Ontario,  California, 
announces  an  all  NEW,  All  Ex¬ 
truded  Aluminum  Screen  Door. 
The  “Tropic’ere”,  designed  to  sell 
over  the  counter  for  the  fast  grow¬ 
ing  “Do  It  Yourself”  market.  Each 
door  comes  completely  packaged 
together  with  the  easy  to  read 
instructions  for  home  installation. 

Complete  advertising  aids,  in¬ 
cluding  colorful  Point-of-Purchase 
display  cards  are  offered  with  each 
dealer  set-up.  Most  important,  the 
“Tropic’ere”  Screen  Door  is  de¬ 
signed  to  sell  well  within  the  means 
of  the  average  home  owner’s 
pocket  book. 

Of  general  intere.st  to  the  trade, 
is  the  fact  that  Parmco,  Inc.  is 
one  of  the  many  “Coast  to  Coast” 
Enterpri.ses,  headed  by  Mr.  Wm. 
Graef,  a  well-known  figure  for  the 
past  16  years,  in  the  Aluminum 
Products  Industry  and  the  Home 
Improvement  Field. 

Parmco  offers  a  vast  technical 
“know  how”  in  the  design,  manu¬ 
facturing  and  di.stribution  of  such 
Aluminum  Products  as  combina¬ 
tion  Storm  Doors,  Louvre  Doors 
and  Tropic’ere  Screen  Door. 

The  New  Tropic’ere  Screen  Door 
is  manufactured  at  the  Parmco 
Plant  in  Ontario,  Calif. 
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New  2-Track  And  Triple 
Track  Combinations 

According  to  Jerome  J.  Meyers, 
President  of  the  Anodie  Aluminum 
Manufacturing  Co.,  Inc.,  his  com¬ 
pany  has  now  added  to  their  line 
two  new  windows.  A  two  track 
window  and  a  three  track  window, 
both  made  of  all  extruded  alumi¬ 
num. 

Both  of  these  windows  will  be 
the  easiest  operating  windows  on 
the  market,  also  the  lowest  priced. 
They  will  be  on  display  in  Booth 
16-M  at  the  NERSICA  Convention 
on  March  22,  23  and  24. 

Anodie  Aluminum  Mfg.  Co., 
Inc.,  Dept.  BS,  85-09  Northern 
Blvd.,  Jackson  Heights,  Long  Is¬ 
land,  New  York. 

*  *  * 

Royal  Factories  Puts 
Out  New  6"  Door  Grille 

A  new  6"  grille  for  the  price  of 
a  4"  is  now  being  offered  by  Royal 
Factories,  manufacturers  of  alum¬ 
inum  grilles.  Known  as  the  Royal 
“M-6,”  the  new  grille  has  already 
been  acclaimed  by  home-owners  in 
the  Philadelphia  area  as  having  a 
“vastly  improved  appearance  over 
regular  models.” 


The  Royal  “M-6”  is  one  model 
of  a  new  and  complete  line  of 
aluminum  door  grilles  developed 
by  Royal  Factories  and  now  being 
promoted  on  a  nation-wide  basis. 

All  Royal  Grilles  feature  a  new 
method  of  tab  formation  which 
makes  it  unnecessary  to  stock  both 
291/2"  and  331/2"  sizes.  Long  a 
severe  inventory  problem  for  win¬ 
dow  and  door  dealers,  the  use  of 
two  sizes  of  grilles  is  made  obso¬ 
lete  by  the  Royal  method.  Now  a 
single  grille  will  fit  any  26"  to  36" 
door. 

Other  features  of  these  grilles 
include  heavy  rails  on  all  models, 
additional  “twist-stock”  for  added 


rigidity,  and  the  exclusive  Royal 
“Chrome-Brite”  finishing  process. 

The  grilles  will  be  on  exhibit  in 
booth  215  at  the  1954  NERSICA 
show.  An  interesting  catalog  de¬ 
scribing  Royal’s  complete  line  is 
available  by  writing  Royal  Fac¬ 
tories,  3746  Chancellor  St.,  Phila¬ 
delphia  4,  Pa. 

«  *  ♦ 

New  Sky  view  Line  Made  For 
Volume  Sales  At  Low  Cost 

For  the  first  time,  a  quality 
aluminum  awning  line  is  now 
offered  to  compete  with  canvas  .  .  . 
perhaps  the  most  far-reaching  an¬ 
nouncement  since  the  first  alum¬ 
inum  awning  was  advertised. 

Capitalizing  on  the  tremendous 
impact  of  the  “do  it  yourself” 
boom,  the  new  Skyview  line  has 
been  specifically  aimed  at  this  rich 
untapped  market.  From  the  earli¬ 
est  blueprint  stage  —  and  before 
a  single  awning  was  built  —  the 
Skyview  design  stressed  simplicity 
and  ease  of  installation.  Today, 
the  awning  is  a  reality  .  .  .  and 
so  is  the  down-to-earth  price, 
which  promises  to  have  far-flung 
repercussions  in  the  industry. 

In.stead  of  the  conventional 
screws,  the  Skyview  Awning  uses 
an  ingenious  slotted  runner  and  a 
crimping  arrangement  to  hold  the 
pans  securely.  This  device  saves 
time  and  work  in  installation.  It 
is  claimed  that  the  Skyview  can  be 
put  up  for  a  lifetime  in  about  30 
minutes.  It  is  .so  simple  that  any¬ 
one  can  do  it  ...  a  pair  of  pliers 
and  a  screwdriver  are  all  that  is 
required. 

It  was  styled  by  one  of  Ameri¬ 
ca’s  top  designers,  Don  Mortrude 
of  Detroit,  who  al.so  has  to  his 
credit  such  luxurious  items  as 
Chris  Craft  cruisers,  motor  cars, 
etc.  True  to  its  name,  the  Skyview 
does  not  block  vision :  it  permits 
you  to  see  out,  allows  summer 
breezes  to  blow  through,  but 
blocks  the  direct  rays  of  the  hot 
sun,  as  well  as  rain,  sleet  and 
snow.  The  Skyview  door  canopy — 
using  the  same  basic  structural 


pieces  —  is  completely  watertight 
and  weatherproof,  thanks  to  a  dif¬ 
ferent  manner  of  assembly. 

Quality  materials  and  workman¬ 
ship  feature  the  new  line.  Roll 
Coater  coiled  aluminum  strip  is 
used  throughout.  The  pans  are 
.031  guage,  and  the  structural 
members  1040  and  .050  guage. 
Dupont  Dulux  baked  enamel  colors 
assure  maximum  resistance  to 
weathering,  and  all  brackets  and 
accessories  are  al.so  non-rusting 
metal. 


The  Skyview  is  designed  to  sell 
itself.  A  compact  store  display  — 
showing  an  actual  awning  model 
on  one  side  and  a  canopy  model 
on  the  other  —  is  available  for  the 
dealers’  showrooms.  Every  awn¬ 
ing  and  canopy  is  individually 
packaged  in  a  carton  only  2'/)" 
by  6"  by  40",  and  is  a  complete 
unit  ready  for  assembly,  including 
wall  brackets  and  instruction 
sheet. 


The  .same  ease  of  installation  that 
features  the  residential  line  makes 
the  Skyview  a  “natural”  for  cus¬ 
tom  installations  in  the  commercial 
field.  Because  the  awning  or  can¬ 
opy  will  follow  any  contour  that 
canvas  will  —  and  just  as  econom¬ 
ically —  the  Skyview  opens  a  tre¬ 
mendous  market  in  business  and 
industry.  Illustrated  is  one  of  the 
fir.st  commercial  in.stallations  in 
Detroit  —  a  sidewalk  canopy  for  a 
local  night  club.  It  is  even  possible 
to  use  the  same  framework  of  a 
(Continued  on  Page  142) 
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New  Harvey  aluminum 


alloy 


will  reduce  your  costs 


high  -  strength  -  low-  cost-  ratio 


means  that  Harvey  metallurgists  have 
combined  the  essential  qualities  of 
many  ideal  structural  alloys  into  a 
single  new  aluminum  alloy— 66S.  1  his 
general  purpose  alloy  is  bringing  real 
economy  to  many  industries.  It  com¬ 
bines  the  high  strength  of  24S  and 
the  good  corrosion  resistance,  weld¬ 
ability  and  economy  of  6 IS.  Alert 


aluminum  fabricators  can  now  use 
66S  to  reduce  material  costs,  cut 
weight  without  sacrificing  strength, 
and  lower  fabricating  costs.  You  can 
reduce  your  costs  at  Harvey  Alumi¬ 
num  .  .  .  tooling  service  charges  are 
nominal,  and  Harvey  prepays  the 
freight  to  your  dock.  Send 
for  a  66S  Bulletin  today. 


The  high  yield  strength  of  66S 
permits  you  to  reduce  the  cross 
section  of  structural  members. 
This  means  real  dollar  savings 
in  material  costs.  The  extrusion 
at  rig^t  was  made  of  61S.  By 
using  the  high  yield  strength  of 
66S  its  cross  section  is  reduced 
as  shown.  The  saving  in  mate¬ 
rial  amounts  to  approximately 
26%.  Saving  in  cost,  21%. 


MAKINO  INI  MOST  OS  AUlMtNUM . . .  POI  iVIKYONf 


RVEY 


luminum 


The  shaded  area 
indicates  the  saving 
in  material  made 
possible  by  66S. 


NAmr  ALUMINUM  SAtCS.  INC. 
TOUANCi—lOS  ANGiUS,  CALtFOKNIA 
MAKCff  OFFfCfJ  IN  NUNCIPAl  CITIiS 


The  men  at  Harvey  Ahmi- 
num  MB  dedicated  to  dm 
idea  of  improving  your 
ptndnct  while  redncing 
your  costs.  And  taniemler, 
we  pr^y  the  .trei^t  to 
your  plant.  : 


here’s 
how  you  save 


An  independent  producer  of  aluminum  extrusions  in  all  alloys  and  all  sizes;  special  extrusions^  press  forgings, 
bar  stock,  forging  stock,  tubes,  impact  extrusions,  aluminum  screw  machine  products  and  related  products. 


On  the  House 

{Continued  from  Page  14) 

“Storm  windows  are  a  one-shot 
.sale — properly  installed  they’ll  last 
as  long  as  the  house — so  the  good¬ 
will  factor  is  minimum  for  those 
who  w’ant  to  ignore  it.  That  is  what 
has  led  to  advertising  abuses  and 
so  many  dissatisfied  customers.  The 
few  w'ho  use  ‘bait’  advertising  have 
lowered  the  prestige  of  the  entire 
industry.’’ 

“Col.  Giblin  and  Hugh  R.  Jack- 
;  son,  president  of  the  bureau,  said 
they  were  launching  a  ‘stronger 
effort’  to  protect  home  owners 
from  ‘bait’  ads  and  high-pressure 
tactics. 

“The  bureau  received  1480  in¬ 
quiries  about  storm  window  com¬ 
panies  last  year  and  1495  com¬ 
plaints.  A  complaint  that  some  of 
the  windows  didn’t  “open  freely’’ 
brought  a  reply  from  the  seller: 
“Don’t  open  the  {xiorly  constructed 
ones  very  often.’’ 

*  *  * 

So  much  for  the  quotation  from 
the  World-Telegram  &  Sun.  As 
might  be  expected  there  is  a  grow¬ 
ing  reaction  on  the  part  of  dealers 
who  see  their  livelihood  menaced  by 
the  actions  of  a  minority  of  phonies. 
As  one  dealer  said  in  an  angry  let¬ 
ter  to  this  department,  “It  is  no 
longer  a  question  of  survival  of  the 
fittest.  It  has  become  survival  of 
I  the  dirtiest.  The  dealers  conducting 
a  clean  and  honest  business  now 
find  themselves  .struggling  for  sur¬ 
vival.” 

*  *  * 

I 

The  letter  continue.s,  “I  have 
.spoken  to  a  number  of  them 
( manufacturers)  and  their  attitude 
I  seems  to  be  that  the  problem  does 
not  concern  them.  Naturally,  some 
of  them  are  making  windows  or 
doors  for  the  “switch  men”  .so  they 
I  are  not  overly  concerned  with  our 
gripes.  However,  I  for  one  will  not 
buy  a » dollar’s  worth  of  supplies 
from  any  manufacturer  who  know¬ 
ingly  sells  windows  or  doors  to  the 
bait  advertisers.” 
j  {Continued  on  Page  104) 
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NAME 


CITY 


The  Biaaest 


itffiinj  Value 
0  Today's  Market! 


Designed  for  both  casement  and  con¬ 
ventional  type  windows  on  homes 
and  buildings. 


Hastings  doorhoods  offer 
a  profitable  year  'round 
market.  Made  right, 
priced  right. 


HASTINGS  aluminum  awnings  invite  comparison  with  all 
other  makes.  They  offer  the  dealer  a  complete  line  with 
national  acceptance.  HASTINflS  awnings  have  .served  as  a 
guide  for  the  entire  metal  awning  industry,  pionttering  many 
important  features.  First  in  popular  conservative  design,  sturdy 
construction  and  enduring  paint  finish. 


BIG  DIVIDENDS  in  Customer 
Satisfaction  and  Liberal  Dealer  Profits 


NOTh'  these  strong  sales  features:  11  beautiful  colors  and 
attractive  combinations  .  .  .  lustrous  enamel  finish  firmly 
bonded  to  metal  to  make  it  weatherproof ...  all  bracing  roll- 
formed  .  .  .  underside  of  awning  coatt'd  with  white,  non-glare 
lacquer  finish  .  .  .  awning  segments  crowned  for  added  strength 
and  beauty  ...  3  thicknesses  of  metal  where  slats  interhx’k, 
for  extra  rigidity  .  .  .  air  vents  in  side  for  proper  ventilation. 
Easy  to  install,  easy  to  remove  at  house  painting  time. 

Sub-manufacturing  units  throughout  II. S.  and  Canada  fa¬ 
cilitate  lower  shipping  costs  and  prompt  delivery.  Backed  by 
national  advertising  and  powerful  dealer  aids,  including  dy¬ 
namic  TV  spots.  Don’t  be  satisfied  to  sell  a  “second-bt*st” 
awning.  Line  up  with  HA.STINdS  alumi-AWNINGS  and  watch 
your  profits  grow.  WRITE  TODAY! 


METAL  TILE  PRODUCTS,  INC.,  D«pt.  307,  HASTINGS,  MICH. 

Send  complete  information  6n  Hastings  alumi-awnings.  I  am  Q  dealer 
P  distributor  Q  contractor  Q  architect.  '« 


ADDRESS 


ZONE _ STATE. 


HASTINGS  axhibif  et  N«w  York  NLRSICA  Show,  Hovol 
Stollor,  March  22-23-24. 


THE  AWNING  THAT  SELLS  ITSELF 


Endorsi'd  by  architects,  builders,  owners  .  .  .  laboratory  tested 
to  meet  the  highest  quality  standards,  yet  modestly  priced. 
In  tests  made  by  Case  Institute  of  Technolofty,  a  standard 
HASTINGS  aluminum  awning  was  subjected  to  the  weight 
of  a  220  lb.  man,  who  stood  and  bounced  on  it.  HASTINGS 
extra-strong  .040  aircraft  aluminum  construction  withstood 
the  strain  without  visible  distortion. 


Hastings  alumi-awnings  and  canopies  are  in  growing  demand 
for  porches,  patios,  store  fronts.  Cash  in  now. 


Showing  smart,  economical 
Windo-lume  model  with 
open  sides,  and  Hastings 
ornamental  shutters. 
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J  &  B  Launches  New 
Siding  Promotion 

Earl  Littman,  Director  of  Ad¬ 
vertising  of  Jones  &  Brown,  Inc., 
Pittsburgh,  Pa.,  launched  the  most 
extensive  advertising  program 
ever  undertaken  in  the  firm’s  20 
years,  at  the  annual  salesmeeting 
held  at  the  Hotel  William  Penn, 
Pittsburgh,  Pa. 

Many  of  America’s  most  power¬ 
ful  and  best-known  national  and 
trade  magazines  have  been  in¬ 
cluded  on  the  J  &  B  schedule,  in 
addition  to  a  concentrated  effort 
at  the  local  dealer  level  with  news¬ 
paper,  radio,  TV  and  newspaper 
supplements.  Jones  &  Brown,  Inc. 
distributes  nationally  all  Inselbric 
Insulating  Siding  Products  and 
Pittsburgh  Interlock  Plastic  Wall 
Tile. 

Mr.  Littman  in  his  “Get  On  The 
Brand-Wagon”  talk  related  an  inci¬ 


dent  which  all  national  advertisers 
should  find  of  interest.  For  20 
years  J  &  B  has  built  the  name 
“Inselbric”  through  national  pro¬ 
motion  to  the  point  where  it  is 
generally  accepted  as  a  generic 
description  of  all  insulating  siding 
products. 

As  a  test,  for  a  few  weeks,  J  &  B 
tried  eliminating  the  Inselbric 
trade  name  identification  from  the 
backs  of  a  line  of  their  siding  to 
see  if  there  would  be  any  consumer 
reaction.  It  is  reported  that  hun¬ 
dreds  of  telegrams,  phone  calls  and 
letters  poured  into  the  home  office 
requesting  a  guarantee  that  the 
product  sold  was  the  genuine  In- 
.selbric,  as  nationally  advertised. 

The  1954  advertising  budget  for 
Jones  &  Brown  is  reported  to  be 
well  in  excess  of  $300,000.  The 
advertising  agency  for  both  the 
insulating  siding  and  plastic  wall 


tile  divisions  of  Jones  &  Brown 
is  Dubin  &  Feldman  of  Bigelow 
Square,  Pittsburgh. 

*  *  m 

Topsales  Co.  Appointed 
Mfrs.  Rep  For  Maynard 

Mr.  Harry  E.  Peters,  President 
of  Topsales  Co.,  has  announced 


Harry  E.  Peters 


that  his  firm  has  been  appointed 
manufacturer’s  representative  in 
the  eastern  seaboard  area  for  May¬ 
nard  Plastics  Corp.,  manufactur¬ 
ers  of  flexible  plastic  splines  and 
gasketing. 

Well  known  in  the  storm  window 
trade,  Mr.  Peters  spends  a  good 
deal  of  his  time  in  the  field  and  is 
acquainted  with  many  of  the  pro¬ 
duction  and  .sales  problems  facing 
the  home  improvement  industry. 

Mr.  I.  Wein.stock,  merchandis¬ 
ing  consultant  and  field  repre.sen- 
tative  for  Topsales  Co.,  at  303 
Fifth  Ave.,  New  York  16,  N.  Y., 
is  po  stranger  to  the  trade  either. 
The  firm  represents  Westmoreland 
Mfg.  Co.  of  Philadelphia,  Pa. ; 
Security  Hardware  &  Lock  Corp. 
of  Brooklyn,  N.  Y. ;  L.  S.  Wilson 
Mfg.  Co.,  Chicago,  Ill. ;  in  addition 
to  Maynard  Plastics  Corp. 


Earl  Littman,  director  of  advertising  for  Jones  &  Brown,  Inc.  shown  before  the  company's 
new  od  program  slogan  "Get  On  The  Brand  Wagon." 
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Above:  L  to  R,  Clyde  Phillips  of  the  Elmer  Wheeler  Training  School  of  Salesmanship,  J.  E. 
Orchard,  president.  Orchard  Bros.  Inc.,  Robert  W.  Lepper,  Super-Seal  Co.,  Milwaukee,  Wis., 
and  Luis  Midence,  Orchard  Bros.  Co. 


Aluma-roll  Convention  Held 
in  Florida  Jan.  15-17 

Orchard  Bros.,  Inc.  held  its 
Franchise  Holder  and  Dealer  Con¬ 
vention  at  the  George  Washington 
Hotel  in  Jacksonville,  Florida  on 
January  15,  16  and  17.  After  a 
preliminary  franchise  holder’s  ad¬ 
visory  meeting  on  Friday  January 
convention  were  welcomed  on  Sat¬ 
urday  January  16,  10  A.  M.,  by 
J.  E.  Orchard,  President  of  Or¬ 
chard  Bros.,  Inc.  At  10 :30  A.  M. 
there  was  a  discussion  on  field 
service  by  Luis  Midence,  Director 
of  Sales  of  Orchard  Bros.  This  was 
followed  by  a  speech  called  “Sink 
or  Sell”  given  by  Clyde  Phillips, 
Houston,  Texas,  co-owner  of  the 
Elmer  Wheeler  Sales  Training  In¬ 
stitute. 

Mr.  Phillips  ob.served  that  the 
past  few  years  had  been  like  the 
lush  era  of  1929  and  that  now, 
things  were  different  since  we  are 
entering  one  of  the  bigge.st  and 
hardest  selling  periods  for  the 
next  three  years.  The  emphasis 
will  be  on  quality  from  now  on, 
said  Mr.  Philips.  He  urged  that 
dealers  get  people  that  can  be 
trained  or  who  will  accept  train¬ 
ing.  He  suggested  that  dealers 
keep  ads  in  papers  for  salesmen 
and  to  keep  looking  for  them 
rather  than  simply  wait  for  any¬ 
one  to  come  along. 


A  color  film  was  shown  with  El¬ 
mer  Wheeler  of  the  Elmer  Wheeler 
Sales  Training  Institute  as  the 
principal  actor.  In  the  film  Mr. 
Wheeler  demonstrated  basic  points 
of  selling.  A  technical  session  was 
also  held  on  Saturday  at  2  P.  M. 
Members  of  the  panel  included 
William  Glassnof,  D.  E.  Rosen- 
berry,  R.  W.  Lepper,  H.  P.  Mail- 
hot.  A.  E.  Monson,  Director  of 


Julius  Dubin  of  Dubin  and  Feldman,  PittS' 
burgh  advertising  agency. 


production,  acted  as  moderator, 
during  the  question  and  answer 
period.  Don  Rosenberry  discussed 
door  canopies.  R.  W.  Lepper, 
Superseal  Company,  Milwaukee, 
Wis.  gave  a  talk  on  residential 
awnings,  covering  such  topics  as 
how  to  determine  correct  size  on 
an  awning  or  a  window,  when  off 
set  awning  should  ’  be  specified, 
when  awnings  should  be  double 
corded  and  types  of  cord  to  be 
used.  He  also  gave  a  step  by  step 
review  of  the  installation  of  a 


home  awning  mentioning  the  spec¬ 
ial  installation  equipment  used. 

Don  Rosenberry,  the  next  speak¬ 
er,  discussed  commercial  awnings 
and  terrace  covers  covering  such 
topics  as :  pipe,  outrigger  and  tubi- 
lateral  arms,  recessed  box  jobs  and 
special  installation  material.  This 
was  followed  by  an  extensive  ques¬ 
tion  and  answer  period,  with  many 
helpful  suggestions  from  the  floor. 

Sunday  morning,  January  17th, 
there  was  a  session  at  11  A.  M.  de¬ 
voted  to  the  company’s  extensive 
merchandising  and  advertising 
plans.  Julius  Dubin,  Orchard  Bros. 
Advertising  Manager,  outlined  the 
company’s  merchandising  plans, 
showed  the  numerous  sales  aids, 
brochures,  mailing  pieces,  and  lit¬ 
erature,  explaining  the  value  and 
purpose  of  each  piece.  Mr.  Dubin 
aroused  great  enthusiasm  among 
the  assembled  dealers  and  fran¬ 
chise  owners  and  wound  up  his 
talk  with  a  very  exciting  feat  of 
magic. 

*  * 


Sterling  Electro  Named 
Chambers  Distributor 

Appointment  of  Sterling  Electro 
Distributing  Company,  829  N.  19th 
St.,  Birmingham,  as  Alabama  dis¬ 
tributor  for  Chambers  gas  console 
ranges  was  announced  recently  by 
A.  H.  Scheffer,  sales  manager  for 
the  Indianapolis,  Ind.,  range  firm. 

The  new  distributor  will  service 
the  entire  state  of  Alabama  with 
the  possible  exception  of  two  coun¬ 
ties,  Scheffer  said.  Their  territory 
will  also  include  10  counties  in 
northwe.stern  Florida. 

They  will  have  selling  privileges 
on  the  firm’s  line  of  “built-in”  gas 
cooking  equipment,  as  well  as  con¬ 
sole  ranges. 

President  of  the  company  is 
Russel  D.  Lanier.  Vice  presidents 
are  Roy  S.  Gallagher  and  Robert 
E.  McAlister.  John  T.  Brennan  is 
secretary  and  treasurer.  Chambers 
factory  repre.sentative  serving  the 
new  distributor  is  Guy  T.  Gunter, 
Jr.,  of  Atlanta,  Ga. 

{Continued  on  Page  101) 
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FIRST  TO  COMBINE  All  THE  FEATURES  CUSTOMERS  LOOK  FOR  IN  A  JALOUSIE! 

■“■llolco 


U-ALCO 


/ 


v 


UNION  ALUMINUM  COMPANY 
ftOUTMCRN  SASM  SALES  A  SUPPLY  CO. 
SHEFFIELD  ALABAMA 

rush  terhnlcjil  data  and  prlcea  4 

IMt'atse  hav«*  Salea  Reiircsc'ntative  call  4 

Pit'ahC  send  l^alco  Jaiouale  Display-  Bill  my 
account  $1  4.2.%  which  will  t>c  de«iucted  from 
my  initial  tiders  < 

Please  send  Colorful  Sales  Literature  4 


^440 


*^44Co 


*eo/ 


MAIL  THIS  COUPON  NOWI 

UNION  ALUMINUM  CO..  INC. 
SOUTHERN  SASH  SALES  & 
SUPPLY  CO. 

SHEFFIELD.  ALABAMA 


C/  Tlr^L 
On  ftr 


THE  WORLD'S  LARGEST  MANUFACTURER  OF  ALUMINUM  WINDOWS 
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Charles  Co.  Holds  Party 
For  Dealers.  Distributors 

The  4th  quarter  of  1953,  a 
period  in  which  the  Charles  Co. 
had  opened  up  a  highly  unexpected 
number  of  distributorships  for 
their  new  triple  track  extruded 
aluminum  combination  storm  win¬ 
dow  was  climaxed  with  a  hujre  and 
elaborate  “Year-end”  party  in  the 
Rose  Room  of  the  Tabu,  Philadel¬ 
phia’s  smartest  supper  club. 

Over  200  distributors  and  deal¬ 
ers  jrathered  at  the  party,  ho.sted 
by  The  Charles  Co.’s  president, 
Charles  Sussman  and  sales-man- 
aj?er.  Harry  Klein.  Tri-Seal  men 
came  from  more  than  20  states  of 
the  union,  as  far  north  as  New 
Hampshire,  from  Virginia  in  the 
South  and  from  Mi.ssouri  in  the 
West. 

Good  fellowship  was  dispensed 
with  food  par  excellence  and 
“spirits”  of  the  season. 

*  *  * 

Elmont  Starts  New  Quality 
Control  Production  Program 

Mr.  Murray  Hitzig,  new  partner 
and  general  manager  of  the  Elmont 
Manufacturing  Company,  Inc.,  575 
Hempstead  Turnpike,  Elmont, 
Long  Island,  is  highly  pleased  with 
the  results  of  the  past  three  months 
production.  Emphasis  has  been 
placed  upon  quality  of  workman¬ 
ship  and  accuracy  of  filling  orders. 
While  volume  has  increa.sed  about 
300%  over  the  previous  three 
months,  business  complaints  have 
dropped  to  an  absolute  minimum. 
All  Elmont  distributors  agree  that 
delivery  is  amazingly  fa.st  enabling 
them  to  reship  the  doors  to  their 
dealers  equally  fast.  Finally,  the 
homeowner  is  receiving  a  door 
manufactured  in  Elmont  and  in¬ 
stalled  in  Illinois  in  ten  days  time. 
This  fast  delivery  has  been  true 
at  the  height  of  the  season. 


All  suppliers  to  Elmont  Manu¬ 
facturing  Company,  Inc.,  had  been 
notified  that  this  quality  program 
was  being  put  into  effect,  and  were 
also  advised  to  make  certain  that 
only  top  quality  merchandi.se  was 
shipped  to  Elmont  Manufacturing 
Company,  Inc. 

Pre.sent  plans  of  the  Elmont 
Manufacturing  Company,  Inc.,  call 
for  a  distributor  .set  up,  who  in 
turn  will  have  room  for  resale  to 
dealers  at  a  handsome  profit. 
Working  towards  this  goal  is  Mr. 
Pollard,  President,  who  is  con¬ 
stantly  on  the  road  contracting 
prospective  accounts.  Once  a  dis¬ 
tributor  has  been  e.stablished  in  a 
territory,  that  territory  is  protect¬ 
ed,  with  all  inquiries  by  door  users 
being  referred  to  that  distributor. 

He  *  * 

Childers  Distributor  Receives 
1st  Carload  Awnings  Shipment 

F.  B.  Skiff,  Inc.,  Hartford,  the 
new  Childers  Di.stributor  for  the 
State  of  Connecticut,  recently  re¬ 
ceived  the  first  carload  shipment 
of  aluminum  awnings  from  Child¬ 
ers’  plant  in  Houston,  Texas. 

Mr.  J.  A.  Murphy,  President, 
F.  B.  Skiff  Co.,  .stated  that  his  com¬ 


plete  warehou.se  stock  in  Hartford 
would  permit  him  to  provide  over¬ 
night  service  to  any  point  in  Con¬ 
necticut.  “Becau.se  Childers  Awn¬ 
ings  are  a  completely  packaged 
product  we  can  handle  them  eco¬ 
nomically  and  profitably  with  a 
minimum  of  space  and  labor.”  said 
Mr.  Murphy. 

One  of  the  oldest  canvas  awning 
manufacturers  in  Connecticut,  the 
F.  B.  Skiff  Co.  is  now  expanding 
into  the  Aluminum  Awning  field 
with  (’hilders  All-Aluminum  Awn¬ 
ings. 

♦  *  * 

Roll  Coater  Stocks  Over 
1  Million  Lbs.  Coated  Coil 

Albert  Belshaw,  president  of 
Roll  Coater,  Inc.,  Pendleton,  Ind., 
coaters  of  aluminum  coil  for  metal 
awnings,  announces  an  increa.se  of 
12,000  .square  feet  of  factory  floor 
space  to  provide  for  added  produc¬ 
tion  facilities  and  improved  and 
modernized  equipment.  Roll  Coater, 
Mr.  Belshaw  .said,  now  has  avail¬ 
able  a  stockpile  of  coated  aluminum 
coil  of  over  1  million  pounds,  in¬ 
suring  immediate  delivery  to  all 
customers  under  any  and  all 
circumstances.  This  is  the  first 
time  in  the  hi.story  of  the  awning 
business,  Mr.  Belshaw'  added,  that 
any  company  in  the  field  has  made 
available  to  the  industry  so  large 
a  .stock  of  coated  coil. 

{Continued  on  Page  102) 
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F.  D.  Parsons  Named  By 
Ideal  Brass  Works 

F.  Douglas  Parsons,  1647 — 106 
St.  S.Pl,  Believe,  Washington,  has 
been  appointed  sales  representa¬ 
tive  for  Ideal  Brass  Works,  Inc., 
Wm.  H.  March,  Sales  Manager, 
announced  this  week.  Mr.  Parsons 
will  repre.sent  the  Ideal  line  of 
builders’  hardware  in  Washington, 
Oregon  and  Idaho. 

4c  4c  4c 

Sunmaster  Appoints 
New  Ad  Agency 

The  Sunmaster  Aluminum  Awn¬ 
ing  Company,  Haskell,  N.  J.,  has 
appointed  Colman  Prentis  and 
Varley,  Inc.,  New  York,  as  its 
advertising  agency.  Sunmaster,  a 
division  of  Arrow  Metal  Products 
Corp.,  makers  of  the  well-known 
Porcenamel  finish,  is  one  of  the 
leading  suppliers  of  prefabricated 
aluminum  awning  parts.  Sun¬ 
master  national  distribution  is  well 
under  way,  and  plans  for  overseas 
sales  have  been  completed,  com¬ 
pany  officials  state. 

Sunmaster  is  the  first  all  alumi¬ 
num  awning  designed  in  colors 
endorsed  by  HOUSE  AND  GAR¬ 
DEN  magazine.  It  combines  smart 
simplicity  of  line  and  color  with 
a  moderate  price. 

Colman  Prentis  and  Varley,  Inc., 
the  world-wide  advertising  agency 
with  offices  in  London,  Paris,  Milan 
and  Caracas,  has  established  a  new 
creative  staff  in  New  York  headed 
by  Carl  Pick,  executive  vice  presi¬ 
dent,  and  Ted  Anson,  vice  presi¬ 
dent  in  charge  of  marketing.  Mr. 
Anson  will  serve  as  account  execu¬ 
tive  for  Sunmaster  with  the  assist¬ 
ance  of  Chic  Lewis.  New  national 
and  local  advertising  and  selling 
aids  are  being  developed  by  the 
agency  for  the  expanding  distribu¬ 
tion  of  Sunmaster  in  1954.  Arrow 
Metal  Products  Corp.  has  also  re¬ 


tained  Colman  Prentis  and  Varley, 
Inc.  for  the  Porcenamel  pre-coat¬ 
ing,  with  the  .same  account  per¬ 
sonnel. 

«  *  « 

Ludman  Corporation  Holds 
National  Sales  Conference 

“Ludman  Corporation’s  first  an¬ 
nual  national  sales  conference  was 
a  tremendous  succe.ss,’’  reports 
President  Max  Hoffman. 

More  than  35  Ludman  Sales 
Repre.sentatives  from  all  sections 
of  the  nation  recently  spent  a  busy 
three  weeks  in  Miami,  at  Lud- 
man’s  huge  new  three  quarter 
million  dollar  plant  at  141st  Street 
and  Bi.scayne  Boulevard. 

New  and  improved  selling  and 
distribution  methods  plus  all  phases 
of  manufacture  were  thoroughly 
covered.  During  the  convention 
Ludman’s  .sales  promotion  and  ad¬ 
vertising  program  for  1954  was 
presented  to  its  representatives. 

Fortune  Magazine  in  its  Novem¬ 
ber  issue  cited  Ludman  Corpora¬ 
tion’s  remarkable  growth  and  their 
leadership  in  the  field. 

Ludman’s  new  plant  —  an  ex¬ 
cellent  example  of  an  Auto-Lok 
commercial  installation  designed 
by  their  own  staff  of  window  engi¬ 
neers — has  been  inspected  by  .some 


of  the  nation’s  leading  engineers 
and  manufacturing  firms. 

*  *  * 

B.  R.  Oster  Corp.  Announces 
New  Line  Of  12  Products 

The  B.  R.  Oster  Corp.  of  1305 
Dorchester  Ave.,  Boston  22,  Mass., 
manufacturers  of  aluminum  prod¬ 
ucts,  announces  the  Oster-bilt  1954 
All  America  “Big  Twelve’’  —  a 
scintillating  array  of  quality  alum¬ 
inum  home  improvement  products 
assembled  under  one  banner. 

Oster-bilt  aluminum  products 
are  manufactured  in  a  large,  mod¬ 
ern,  up-to-date  plant.  All  products 
can  be  seen  in  the  process  of  being 
manufactured,  as  well  as  in  actual 
working  operation  as  a  finished 
product,  at  the  plant  and  show¬ 
room. 

The  “Big  Twelve’’  consists  of  the 
following  items: 

1.  An  interchangeable  window 

2.  Self-storing  window 

3.  Three  channel  window 

4.  Basement  window 

5.  Inside  casement  window 

6.  Outside  casement  window 

7.  Jalousie  window 

8.  Picture  window 

9.  Jalousie  porch  enclosure 

10.  Jalousie  door 

11.  I  Vi.  wood  and  IVk  alumi¬ 
num  door 

12.  li/a  aluminum  storm  door. 

Bernard  R.  Oster,  President  of 

the  B.  R.  Oster  Corp.  also  wishes 
to  announce  to  the  entire  trade, 
the  appointment  of  Mr.  John  Fort- 
gang  as  Sales  Manager  of  the 
VVhole.sale  Division. 


Sales  representatives  attending  Ludman's  National  Sales  Conference.  Pictured  in  the 
center  of  the  group  is  Max  Hoffman,  president.  Carl  Schilke,  Ass't.  to  the  president  and 
Hank  Tavs,  General  Sales  Manager  ore  standing  to  the  left  and  right  of  Mr.  Hoffman. 
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Above:  Two  views  of  Youngstown  Industries  new  division  for  pre-pointing  aluminum  coil, 
nomed  Tondem-Tone.  Company's  cleaning,  alodixing,  roller-coating  and  baking  equip¬ 
ment  assures  consistently  uniform  high  quality. 


New  Coated  Coil  Producer 
Called  Tandem  Tone,  Inc. 

Youngstown  Industries,  Inc., 
Girard,  Ohio,  has  recently  an¬ 
nounced  a  new  division  for  pre¬ 
painting  aluminum  coil.  This  new 
self  contained  division  has  been 
named  Tandem-Tone  because  a 
large  part  of  the  production  is 
used  by  awning  division  that  re¬ 
quires  panels  that  are  coated  white 
on  one  side  with  color  on  the  other 
side.  The  balance  of  the  produc¬ 
tion  is  the  same  color  on  both  sides 
or  has  enamel  on  just  one  side. 

The  Tandem-Tone  cleaning,  alo- 
dizing,  roller-coating  and  baking 
equipment  is  absolutely  the  best 
available  and  therefore  assures  a 
consistently  uniform  high  quality 
enamel  finish.  Tandem-Tone  is  de¬ 
signed  for  aluminum  products  that 
can  be  fabricated  from  continuous 
ribbons  of  aluminum  in  widths  up 
to  16"  and  as  thick  as  1  ^16".  Awn¬ 
ings,  wall  tile,  siding,  roofing,  gut¬ 
ters,  shutters,  trellises  and  numer¬ 
ous  other  items  are  being  made  of 
this  material. 

Tandem-Tone  Inc.  is  capable  of 
supplying  both  large  and  small 
users  promptly  at  surprisingly  low 
prices.  Customers  may  provide 
their  own  raw  stock  for  coating 
or  purchase  it  from  Tandem-Tone 
at  mill  prices. 

Tandem  Tone,  Inc.,  Dept  BS,  37 
James  St.,  Girard,  Ohio.  ’ 

I|C  Hi  I|[ 

M.  W.  Zack  On  Board 
Of  Wisco  Aluminam  Corp. 

The  election  of  Morris  W.  Zack 
to  the  board  of  Wisco  Aluminum 


Corporation  of  Detroit,  Michigan, 
is  announced  by  president  Robert 
Wisok.  Mr.  Zack  is  president  of 
W.  W.  Zack  Metal  Company  of 
Detroit  and  has  been  active  in  the 
metal  industry  for  over  thirty 
years. 

*  ♦  » 

Tennessee  Fab.  Co.  Adds 
Salesmen  To  Staff 

To  meet  the  increased  demand 
for  ornamental  iron,  the  Tennessee 
Fabricating  Co.,  Memphis,  has  em¬ 
ployed  additional  representatives 
to  complete  its  national  sales  or¬ 
ganization  with  representation  now 
in  48  states. 

Salesmen  who  have  joined  the 
T.F.C.  organization  include  Glenn 
L.  Bishop,  1831  N.  Fourth  St., 
Columbus,  Ohio ;  W.  Erdman  Love, 
622  Moravian  Lane,  Charlotte, 
N.  C. ;  Harry  Scranton,  Manito, 
Ill.  Anthony  Sybicki,  319  Elliot 
St.,  Newton  Upper  Falls,  Mass. ; 
Horance  M.  Vines,  Jr.,  Box  2052, 
Birmingham,  Ala. ;  H.  C.  "Tex” 
Williams,  2306  Swift  Ave.,  North 
Kansas  City,  Mo.,  and  H.  Lewis 
Pierce,  Dalton,  Pa. 

The  company  recently  completed 
a  11,000  square  foot  addition  to  its 
Memphis  plant  and  new  loading 
docks  along  its  railroad  siding. 
New  production  facilities  also  were 
installed. 

According  to  Abe  Sauer,  presi¬ 
dent,  T.F.C.  is’ currently  reviewing 
the  possibility  of  meeting  the  de- 
rnar^d  for  export  of  ornamental 
iron  now  that  its  new  facilhies 
permit  shipment  of  domestic  re¬ 
quirements. 


Coxmeaut  Moves  Sales 
Offices  To  Coxmeaut  O. 

Mr.  Robert  Hunter,  Vice-Presi¬ 
dent  and  General  Manager  of  The 
Conneaut  Rubber  and  Plastics 
Company  has  announced  that  ef¬ 
fective  February  1st,  the  company 
sales  offices  will  be  moved  from 
Tallmadge,  Ohio,  to  the  plant  site 
in  Conneaut,  Ohio.  Conneaut  Rub¬ 
ber  and  Plastics  Company  are 
specialists  in  custom  extrusions 
of  polyethylene  and  vinyls.  Mr. 
Robert  Morris  is  the  Sales  Man¬ 
ager  of  the  company. 

*  *  * 

S.  O.  Hopson  Named  Ad 
Mgr.  By  Cleorview 

Appointment  of  S.  O.  Hopson 
as  Advertising  Manager  for  the 
Clearview  Louver  Window  Corpo¬ 
ration,  2625  Elm  Street,  Dallas 
26,  Texas  has  been  announced  by 
Louis  P.  Knight,  Sales  Promotion 
Manager  of  the  firm. 

Mr.  Hopson  was  formerly  Ad¬ 
vertising  Manager  for  the  Albrit¬ 
ton  Engineering  Corporation  of 
Houston,  Texas,  and  has  worked 
in  the  advertising  departments  of 
the  Beaumont  (Tex.)  Enterprise 
&  Journal  and  the  Corpus  Christi 
(Tex.)  Caller-Times. 


S.  O.  Hopson 


Mr.  Hop.son,  a  native  of  Texas, 
is  28.  He  was  graduated  from  the 
University  of  Missouri  with  an 
A.B.  and  B.J.  degree  in  1950. 

The  Clearview  Louver  Window 
Corporation  manufactures,  and 
distributes  nationally,  glass  jalou¬ 
sies,  outside  blinds,  awnings  and 
storm  sash. 

(Continued  on  Page  106) 
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Would  you  like  to  be 

Ws  DEALER  __ 


Nationally  Famous 

STORM  WINDOWS 
and  DOORS 


M 


COMPLETE  LINE 

America’s  #1  self-storing  TRIPLE  TRACK 
plus  a  “COMPANION”  Double  Track  for 
“budget  buyers”  plus  a  performance-proved 
COMBINATION  DOOR  to  round  out 
complete  home  installation. 

PRICED  RIGHT 

— in  addition  to  generous  markup,  you 
“make  more  profit  with  STO-A-CO”  because 
precision  construction  reduces  your 
operating  cost  by  simplifying  installation 
and  eliminating  costly  call-backs. 

QUALITY  PLUS 

-—manufacturer’s  written  Bond  of  Protection 
guarantees  quality  of  design,  materials 
and  workmanship  .  .  .  for  you  and  users. 

SALES  HELPS 

— assembly  plants  from  coast  to  coast  to 
better  serve  you — newspaper  mats — home 
demonstrator — handout  literature  and 
direct  mail. 

There  are  a  limited  number  of  Exclusive 
Franchises  Available  for  Action  NOW  — 
Phone  or  Mail  Coupon  TODAY! 


STORM  WINDOWS  Of  AilIMfNUM,  INC. 

Post  Office  fox  97,  A/tto,  Ohio 
PIcMC  send  me  the  complete  “STO-A-CO  %| 
Story”  for 

Name 


Address^ 

City 

n  rn 


1 

On  the  House 

(Coritimied  from  Page  96) 

Fllsewhere  in  his  letter  this  deal¬ 
er  says  he  and  other  dealers  are 
preparinjy^  to  present  their  problem 
to  the  Federal  Trade  Commission. 

Every  wise  manufacturer  must  rec¬ 
ognize  that  a  storm  is  brewing 
among  legitimate  dealers  and  that 
they  need  and  deserve  the  help  of 
the  manufacturers  who  supply 
them. 

’K  ♦  * 

The  bait  advertiser  is  all  too 
I  frequently  a  “hot  shot”  who  at  first 
seems  like  a  wonderful  mover  of 
windows  and  doors,  but  many  a 
small  manufacturer  has  discovered 
that  they  drive  hard  bargains  and 
are  just  as  crooked  in  their  deal¬ 
ings  with  businessmen  as  they  are 
with  the  public.  Larger  manufac¬ 
turers  will  find  that  the  bait  adver¬ 
tisers  is  rarely  a  permanent  or  re¬ 
liable  customer  because  these  men 
like  lush  fields  and  depend  on  mis¬ 
representation  and  deceit  rather 
than  hard  work  and  honest 
dealings. 

*  *  • 

The  easy  days  are  over  and  only 
hard  work  and  honesty  are  going 
to  pay  in  the  days  to  come.  The  bait 
advertisers  will  swin  leave  the 
storm  window  field  for  other 
rackets  but  in  the  meantime  they  ' 

are  doing  untold  damage  both  to 
legitimate  dealers  and  all  manufac¬ 
turers  by  destroying  the  confidence  ' 

of  the  public  in  the  aluminum  com¬ 
bination  window  and  door.  The  con¬ 
fidence  of  the  public  in  any  product 
and  the  profit  derived  from  selling 
that  pn»duct  is  the  “cream”  on 
which  any  legitimate  industry 
thrives.  Can  the  aluminum  com¬ 
bination  window  industry  really 
afford  to  allow  a  few  racketeers  to 
skim  the  cream  of  the  rich  metro¬ 
politan  districts  of  the  country  and 
then  flit  happily  to  new  pastures 
leaving  behind  the  watery  milk  for 
discouraged  honest  dealers  in  a 
played-out  market? 
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U.  S.  Defers  Action 
On  Aluminum  Expansion 

Another  postponement — this  one 
of  at  least  three  months  —  was 
indicated  today  for  the  Govern¬ 
ment’s  decision  on  whether  to  com¬ 
plete  the  “third  round”  of  alumi¬ 
num  expansion. 

The  question  has  been  hanging 
fire  at  the  Office  of  Defense 
Mobilization,  which  approves  Fed¬ 
eral  assistance  for  defense  plant 
expansion,  pending  a  study  of 
future  military  requirements  for 
the  light  metal, 

A  200,000,000-pound  expansion 
in  domestic  capacity  to  produce 
primary  aluminum  was  recom¬ 
mended  by  Defense  Production 
officials  more  than  a  year  ago.  Two 
of  the  three  companies  interested 
need  greater  support  than  the  tax 
benefits  which  the  0,  D.  M.  ap¬ 
proved  to  assist  in  the  financing. 

The  O.  D.  M.  announced  today 
that  a  check  of  the  aircraft  indus¬ 
try,  made  by  the  Defense  Depart¬ 
ment  and  military  contractors,  has 
shown  “a  sufficient  number  of 
undetermined  factors”  to  necessi¬ 
tate  a  review  of  “the  entire  mili¬ 
tary  requirements  for  aluminum.” 

The  O.  D.  M.  said  the  Defense 
Department  has  asked  the  Air 
Force  and  the  Navy  to  begin  their 
reappraisal  of  future  aluminum 
needs  immediately,  and  has  fixed 
May  15  as  a  target  date  for  the 
submission  of  revised  estimates. 

New  Survey  Shows  Use  For 
Home  Improvement  Loans 

According  to  a  new  survey  of 
26,500  borrowers  by  the  Home 
Federal  Savings  and  Loan  A.s.socia- 
tion  of  Chicago,  exterior  repairs 
and  face  lifting  accounts  for  more 
than  a  third  of  the  money  u.sed 
for  home  improvements.  Other  ex¬ 
penditure  breakdDwns:  21%  to  re¬ 
place  heating  equipment,  17%  for 
interior  modernization,  14%  for 
adding  basement  or  attic  apart¬ 
ment,  9%  for  insulation  and  5% 
for  plumbing. 


W»u  VOO  Ito  » 

this  OISTWBUTO 


Nationally  Famous 

STORM  WINDOWS 
and  DOORS 


COMPLETE  LINE 

America’s  #1  self-storing  TRIPLE  TRACK 
plus  a  “COMPANION”  DOUBLE 
TRACK  for  “budget  buyers”  plus  a 
performance-proved  COMBINATION  DOOR. 

YOUR  CHOICE  OF 
PLANS  &  PROFITS 

Two  Assembly  Plans — maximum  profits  plus 
factory  help  with  Dealer  Development 
(including  product  clinics)  and  direct  sales. 

QUALITY  PLUS 

— manufacturer’s  written  Bond  of  Protection 
guarantees  quality  of  design,  materials  and 
workmanship  .  .  .  for  you,  your  dealers 
and  users. 

FACTORY  BACKING 

Engineering  department  insures  advanced 
design  and  performance — factory-owned 
extrusion  and  fabricating  plants — 
co-operative  advertising  and  sales  promotion. 

There  are  a  limited  number  of  Exclusive 
Franchises  Available  for  Action  NOW  — 
Phone  or  Mail  Coupon  TODAYI 


STORM  WINDOWS  Of  ALUNNIUM,  INC, 
Rm#  CMIce  tox  f  7,  Aj^z  Ohio  • 
Plcue  eend  me  the  complete  “STO-A-CO 
for  Dietributon. 


APCO,  OHIO  ‘ 
Wayland  (Ohio)  2481 


Zone 

Stttt 
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Clearview  Distributor  Sees 
Big  Jalousie  Season 

The  growing  acceptance  of  louver 
windows  and  doors  for  new  con¬ 
struction  in  the  north  is  one  cause 
of  William  W.  Kubiak’s  pleased 
anticipation  of  the  1954  selling 
season.  In  February  the  Clearview 
Louver  Window  Corp.  of  346  Sun¬ 
rise  Highway,  Rockville  Centre, 
L.  I.,  had  over  half  a  dozen  con¬ 
tracts  for  buildings  going  up,  with 
indications  that  a  swing  of  empha¬ 
sis  from  porch  enclosures  and 
home  improvement  to  using  jalou¬ 
sies  as  prime  windows  was  in  the 
making. 


William  W.  Kubiak 


Factory  representative  of  the 
Clearview  organization  of  Dallas, 
Texas,  and  Fort  Lauderdale,  Fla., 
Kubiak  came  north  from  the 
Miami  headquarters  in  1952  to 
reorganize  Clearview  operations  in 
the  northeastern  territory.  The 
Rockville  Centre  branch,  opened 
two  years  before,  was  .servicing  the 
entire  territory  directly,  but  the 
time  had  gone  when  customers 
were  willing  to  call  up  from  over 
100  miles  to  arrange  an  installa¬ 
tion.  Jalousies  w^ere  growing  into 
a  ready  customer  acceptance,  and 
competitors  were  moving  in. 

Kubiak’s  first  job  w’as  to  pull  in 
horns,  so  to  speak.  He  limited  the 
Rockville  Centre  branch's  activity 
to  metropolitan  New  York,  and 
traveled  from  Virginia  to  Maine 
setting  up  local  dealerships.  These 
dealers  order  directly  from  the 


Dallas  factory,  and  Kubiak’s  su¬ 
pervisory  job  consists  of  interpret¬ 
ing  engineering  innovations,  help¬ 
ing  with  sales  aids,  and,  in  a  pinch, 
supplying  merchandise  needed  in 
a  great  hurry,  from  his  full  selec¬ 
tion  on  hand  on  Long  Island. 

Clearview  first  came  north  in 
1949,  setting  up  an  office  in  the 
architects  building,  101  Park  Ave., 
to  introduce  and  propagandize  the 
use  of  louver  windows  and  doors. 
Since  then  jalousies  have  grown 
into  an  important  segment  of  the 
building  specialties  market.  Kubiak 
has  increa.sed  dealerships  500% 
since  September  of  1952,  and  his 
direct  operations  out  of  Rockville 
Centre  now  equal  the  entire  north¬ 
east  territory  sales  of  that  month. 

As  for  primary  construction, 
Kubiak  has  this  to  say: 

“It’s  not  simply  a  matter  of  con¬ 
vincing  a  builder  or  an  architect 
that  a  louver  window  is  practical 
as  well  as  attractive.  Most  people 
in  the  construction  field  know  this 
already.  We  have  to  work  from 
the  other  direction,  to  create  an 
appreciation  of  the  product  among 
the  buying  public,  so  that  the 
builder  will  no  longer  hesitate  to 
add  a  couple  of  hundred  dollars  to 


his  cost  and  to  his  price.  That 
acceptance  is  coming,  and  the  spec¬ 
ulative  builder  will  soon  regard 
louver  windows  as  an  item  to  in¬ 
sure  sales,  rather  than  a  possible 
handicap  because  of  slightly  in¬ 
creased  price.’’ 

*  ♦  * 

TV  Spots  Promote 
Hastings  Aluminum  Awnings 

Metal  Tile  Products,  Inc.,  of 
Hastings,  Mich.,  is  now  offering 
dealers  through  their  various  dis¬ 
tributors  and  sub-manufacturing 
units,  a  cooperative  TV  program 
for  promoting  the  complete,  na¬ 
tionally  adverti.sed  line  of  Hastings 
aluminum  awnings,  in  local  trade 
areas. 

Four  TV  one-minute  spots  and 
four  20-second  spots  are  supplied 
on  16  mm.  sound  film,  produced 
in  color  and  black  and  white,  by 
a  well  known  Chicago  studio. 
These  new  TV  commercials  which 
dramatize  the  advantages  of 
Hastings  .040  aircraft  aluminum 
awnings  on  homes  and  buildings 
have  open  ends  for  dealer  tie-ins, 
and  have  been  well  received  by  the 
trade  and  the  public. 

Mr.  Albert  Silvers,  president  of 
Metal  Tile  Products,  Inc.,  reports 
continued  expansion  of  sales  out¬ 
lets,  including  many  additional 
sub-manufacturing  units  in  stra¬ 
tegic  locations. 


The  photo  \hown  above  appeared  in  the  B.  S.  Reporter  section  of  the  Januory  Building 
Specialties  and  was  erroneously  referred  to  as  the  Feather-Lite  Manufacturing  Co.'s  execu¬ 
tive  offices.  The  editors  regret  the  mistake.  Actually,  the  photo  shows  Feotherlite's  plant 
in  Detroit  where  a  complete  line  of  aluminum  and  wood  combination  windows  and  doors 
are  manufactured. 
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Above:  One  of  Federal  Screen  and  Sash  Co.'s  fleet  of  specially  constructed  heavy-duty 
long-distance  carriers — part  of  the  company's  new  policy  of  shipping  its  products  on  a 
prompt  door-to-door  basis. 


New  Delivery  Policy 
Via  Fedco  Truck  Fleet 

A  new  policy  of  shipping  storm 
and  screen  windows  and  doors  on 
a  prompt  door  to  door  basis  has 
been  announced  by  the  Federal 
Screen  and  Sash  Co.  of  Valley 
Stream,  Long  Island. 

This  new  system,  using  a  fleet 
of  specially  constructed  heavy 
duty,  long  distance  carriers,  will 
eliminate  the  old  pick-up  arrange¬ 
ment. 

The  advantages  of  the  new  pol¬ 
icy  were  pointed  out  as  reducing 
pick-up  costs  and  the  retention  of 
confidential  information  concern¬ 
ing  sources. 

The  18'  truck  body  has  an  all 
aluminum  exterior  bearing  actual 
three  dimensional  models  of  Fedco 
windows  and  doors.  The  interior 
has  been  engineered  for  jar  and 
jolt-free,  damage-proof  transpor¬ 
tation.  The  first  unit  is  shown. 
Additional  units  will  be  put  into 
service  as  soon  as  the  bodies  are 
completed. 

«  «  ♦ 

Union  Machine  Company 
Opens  New  Plant  and  Offices 

January  9th  was  the  day  when 
the  Union  Machine  Company,  man¬ 
ufacturers  of  Silver  Line  Jalousie 
Windows  and  Storm  Doors  opened 
its  modern  new  plant  and  offices 
at  708  Colfax  Avenue  in  Kenil¬ 
worth,  New  Jersey. 


To  celebrate  the  occasion,  Arthur 
Silverman,  President  of  Union 
Machine  Company  threw  a  grand 
opening  party  that  will  be  talked 
about  for  years.  Beautifully  catered 
and  carefully  planned  to  insure 
everybody  of  plenty  to  eat  and 
plenty  more  to  drink,  it  certainly 
impressed  the  several  hundred 
well-wishers  who  attended.  Deal¬ 
ers,  distributors,  magazine  editors, 
advertising  agents,  the  whole  staff 
and  their  families  took  part. 

During  the  afternoon,  Arthur 
Silverman  and  his  sales  manager, 
Edwin  Degoff,  took  the  visiting 
dignitaries  for  a  tour  of  the  10,000 
square  foot,  meticulously  planned 
factory.  “Modern  machinery,  ad¬ 
vanced  dies  and  carefully  executed 
assembly  areas  wdll  add  up  to  at 
least  a  50%  increase  in  production 
capacity,”  states  James  Maddaugh, 
Plant  Manager,  “and  this  is  going 


Right:  Arthur  Silverman,  president  of  Union 
Machine  Company. 


to  mean  even  lower  production 
costs  than  we  have  already  enjoyed 
—  and  lower  costs  to  our  custom¬ 
ers,  plus  faster  delivery  to  our 
dealers  and  distributors  every¬ 
where.” 

Mr.  Silverman,  besides  showing 
the  group  the  new  machinery  and 
assembly  areas,  proudly  pointed 
out  the  loading  platforms  which 
allow  trucks  to  pull  right  up  to  the 
doors  of  the  plant  for  quick,  effi¬ 
cient  loading.  Then  Bob  Ashkene, 
Office  Manager,  showed  guests  the 
executive  offices  which,  because  of 
their  brightfullness  and  cheerful¬ 
ness,  will,  it  is  hoped,  be  conducive 
to  even  more  productive  work  on 
the  part  of  the  “brains”  of  the 
organization. 

From  the  outside.  Union  Machine 
Company’s  new  plant  sits  on  a 
40,000  square  foot  plot  of  ground 
and  makes  an  impressive  sight  in 
a  neighborhood  where  new,  mod¬ 
ern  plants  abound. 

The  new  home  of  the  Silver  Line 
is  in  full  production  and  dealers 
are  reported  very  pleased  over  the 
fast  fulfillment  of  orders  and  the 
better  product  now  coming  off  the 
lines  so  quickly  and  efficiently. 

{Continued  on  Page  108) 


Below:  Union  Machine  Company's  modern 
new  plant  and  offices  at  708  Colfax  Ave¬ 
nue,  Kenilworth,  New  Jersey. 


&  Home  Improvement  Dealer 


107 


B.  S.  Reporter... 

{Contitmcfl  from  Page  107) 


Jalousie  Mirs.  Form 
Association  In  New  York 

Manufacturers  who  fabricate 
jalousies  in  the  North  and  those 
who  make  them  in  Florida  and  sell 
them  in  the  North  met  on  Feb. 
1st  at  the  Hotel  Commodore  in 
New  York  City  to  form  the 
National  As.sociation  of  .Jalousie 
Manufacturers,  Pre.sent  at  the 
informal  dinner  were  the  follow¬ 
ing :  Arthur  Silverman  of  the 
Union  Machine  Co.,  Kenilworth, 
N.  .1. ;  Arthur  Houtz  of  Venetian 
Window  Mfp.  Corp.,  Elizabeth, 
N.  J. ;  Morris  Rubin  of  North  Ea,st 
Metal  Products  Corp.,  Merrick, 
N.  Y. ;  Anthony  and  Benjamin 
Catania  and  Mario  V.  Petri,  all  of 
Nationwide  Aluminum  Products, 
Freeport,  N.  Y. ;  William  J.  Mat¬ 
thews  of  the  Pro-Tect-U  Jalousie 
Corp.,  Hacken.sack,  N.  J.,  and 
Coral  Gables,  Florida ;  Otto  N. 
Ha.ssold,  Adams  Engineering  Co., 
Inc.,  South  Hackensack,  N.  J.,  and 
Miami,  Florida;  Stanley  Kermish, 
Leonard  Prey.ss,  Harry  Hearst 
and  Arnold  Romney  of  Building 
Specialties  magazine;  and  C.  N. 
Nichols  of  Nersica,  New  York. 

After  some  preliminary  discu.s- 
sion,  the  name  cho.sen  for  the  new 
as.sociation  was  Jalousie  Manufac¬ 
turers  As.sociation. 

A  committee  on  by-laws  was 
formed  with  William  J.  Matthews, 


Arthur  Houtz  and  Anthony  Catania 
as  members.  Otto  Has.sold  was 
appointed  chairman  of  this  com¬ 
mittee.  A  two  man  nominating 
committee  was  formed  consisting 
of  Arthur  Silverman  and  Benja¬ 
min  Catania.  The  members  agreed 
to  meet  again  on  Monday,  Febru¬ 
ary  1.5  at  the  Hotel  Statler,  N.Y.C. 
To  finance  immediate  activities,  it 
was  agreed  by  all  those  pre.sent 
that  an  as.sessment  of  $100  for  all 
those  present  would  be  made  pay¬ 
able  to  Otto  Ha.s.sold,  Chairman  of 
JMA.  Mario  V.  Petri  of  Nation 
Wide  Aluminum  Products  was  ap¬ 
pointed  to  speak  on  Jalousies  for 
JMA  at  the  Nersica  Convention. 
Efforts  will  be  made  to  induce  all 
jalousie  manufacturers  to  join  the 
new  As.sociation  with  particular 
emphasis  on  those  in  Florida, 
where  the  majority  of  jalousie 
manufacturers  are  located. 

*  *  *  ' 

Horry  Gordon  Named  Gen. 
Sales  Mgr.  By  Arrow  Metal 

The  Sunmaster  Division  of 
Arrow  Metal  Products,  Inc.,  an¬ 
nounces  the  appointment  of  Harry 
Gordon  as  General  Sales  Manager 
to  a.ssi.st  in  the  admini.stration  of 
the  company,  and  to  further  the 
.sales  and  merchandising  effort. 

The  growth  of  Sunmaster  has 
been  .so  rapid  that  the  need  for  a 
man  like  Harry  Gordon  with  su¬ 


perior  know-how,  experience  and 
background  was  of  prime  impor¬ 
tance,  He  will  .sell  Sunmaster  to 
distributors,  and  help  distributors 
expand  their  operation  to  the  point 
where  they  gain  maximum  value 
and  profits  from  the  aluminum 
awning  business. 


Harry  Gordon 

Mr,  Gordon  has  been  active  in 
all  phases  of  the  Venetian  Blind 
business  since  1930 — manufactur¬ 
ing,  sales  and  supply.  In  1938  he 
formed  W'estern  Grade,  where  he 
was  Vice  President  and  General 
Sales  Manager  until  1950.  We.stern 
Grade  has  warehouses  in  North 
Bergen,  N.  J.,  Atlanta,  Chicago, 
Dallas,  Los  Angeles,  St.  Louis. 

W’^hen  W'^e.stern  Grade  was  suc¬ 
ceeded  by  Western  Associates  he 
formed  a  partnership  with  Mal¬ 
colm  Nordstrom  in  the  wholesale 
lumber  business.  For  the  past  two 
years  he  has  been  General  Sales 
Manager  of  the  International  Braid 
Company,  Fall  River,  Mass,,  which 
produces  and  supplies  Venetian 
blind  tape  and  cord  to  the  industry. 

Mr.  Gordon  majored  in  business 
admini.stration  at  New  York  Uni¬ 
versity. 

(Continaed  on  Page  114) 


Jalousie  Mfrs.  meet  to  form  ossociotion  in  New  York.  (L  to  R) 
Mario  V.  Petri  of  Notionwide  Aluminum  Prod.  Co.;  Wm.  J. 
MoHiews  of  Pro-Tect-U;  Len  Preyss  of  Bldg.  Specialties;  Otto 
Hossold  of  Adorns  Engineering;  C.  N.  Nichols  of  Nersica.  Right 
hand  photo  shows  (L  to  R)  Morris  Rubin  of  North  East  Metal 


Prod.  Co.;  Arthur  Houtz  of  Venetian  Window  Mfg.  Co.;  Arthur 
Silverman  of  Union  Machine  Co.;  Stanley  R.  Kermish  of 
Building  Specialties;  ond  Anthony  Cotonio  of  Nationwide 
Aluminum  Products. 
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NOTE  THESE 
FEATURES!! 


/  on  the 

LOW  PRICE 


OUTSTANDING 


POSTAGE  WILL  BE  PAID  BY 

FEATHER-LITE  MFC.  CO. 
15889  SCHAEFER  RD. 
DETROIT  27,  MICH. 


FEATHER-LITE  MANUFACTURING  CO. 
15889  SCHAEFER  RD. 

DETROIT  27,  MICH. 

Please  send  me  more  information  on: 


Q  The  di'sfribuforship  plan  CD  ^^e  dealer  plan. 

Firm  Nam* - - - — 

Address -  ...  -  - 


Information  will  be  sent  without  cost  or  obligation. 


1  1 


W  n  \ 


(fUJb 


o  u 


Visit  &  Inspect 
Our  Complete 
New  Line 
For  1954 

• 

Nersico  Show 
Hotel  Stotler 
March  22-24 
Booths  66-67 

• 

Manufacturing  Company 
15889  Schaefer 
Detroit  27,  Mich. 

VErmont  6-2005 

Manufacturers  of  Aluminum 
&  Redwood  Combination  Doors, 
Windows,  Casements  &  Basements. 


Old  Mortgages  Can  Be 
Open-Ended  Through 
Simple  Bank  Agreement 

Many  mortgage  lenders  would 
be  surprised  to  learn  that  all  the 
mortgages  in  their  portfolio  could 
be  open-ended  to  permit  additional 
advances  for  such  things  as  home 
improvements  by  means  of  a 
simple  modification  agreement, 
HOUSE  &  HOME  reports  in  a  re¬ 
cent  current  issue. 

This  means  that  owners  of  about 
4.5  million  hou.ses  with  mortgages 
paid  down  50%  or  more  —  houses 
which  need  repairs,  additions  or 
improvements  —  should  be  able  to 
get  modernization  loans. 

Modification 

The  Dime  Savings  Bank  of 
Brooklyn,  N.  Y.  open-ends  its  old 
mortgages  with  a  simple  modifica¬ 
tion  agreement  with  a  standard 
additional-advance  clause  included. 
When  the  modification  agreement 
is  signed  by  mortgagor  and  mort¬ 


gagee  and  recorded,  it  serves  notice 
to  the  world  that  such  advances 
have  prior  lien  status.  Many  other 
banks  are  following  Dime’s  lead. 

This  is  important  to  the  bor¬ 
rower  as  today  the  modernization 
credit  tool  most  widely  u.sed  is  an 
FHA  Title  1  loan,  which  gives  a 
borrower  only  short  term  credit. 
A  $1,000  loan  must  be  paid  back 
in  3  years  at  a  rate  of  over  $30 
per  month.  Add  the  $60  a  typical 
home  owner  might  be  paying  on 
a  $7,000  mortgage  and  this  would 
bring  total  monthly  mortgage  pay¬ 
ments  to  almost  $90,  clearly  out  of 
the  reach  of  many.  The  result  is 
that  many  home  owners  either  over 
extend  them.selves  with  short  term 
credit  or  cut  down  on  much  needed 
improvements. 

“In  the  long  run  lenders  will  find 
the  .safest  and  most  profitable  loan 
is  one  best  suited  to  a  family’s 
needs  through  the  whole  term  of 
the  mortgage,’’  .says  Horace  Ru.s- 
.sell,  U.  S.  Savings  «&  Loan  League 
general  counsel  and  legal  authority 
on  open-end  mortgages. 


Watch  for  announcement  of  revolutionary  Two  Track.  —  Watch  for  announcement  of  revolutionary  Two  Track. 

DEALERS  WANTED 


By  far  —  The  best  Triple  Track 
All  Aluminum  Combination 
Windows  and  Doors 

Superior  in  its  class,  the  StorMaster 
has  every  sellable  feature  wanted 
by  home  owners.  Quality  made  — 
priced  to  beat  competition. 


Featuring  the  NEW  IMPROVED  "TRIPLE  TRACK"  with  Interlocking  Meeting  Rails 
Dealers  write,  wire  or  phone  for  details 

EMERALD  ALUMINUM  PRODUCTS  COMPANY 

1935  East  Hagert  Street  Garfield  6-5818  Philadelphia  25,  Pa. 


&  Home  Improvement  Dealer 


III 


WARNER  WEATHER-MASTER'S 
NEW  BLOOMFIELD.  N.  J. 
PLANT  NOW  OPEN 


Moving  and  setting  up  an  entire  plant  is  intricate  at  best.  The  fact  that  WARNER 
WEATHER-MASTER  did  it  with  hardly  a  ripple  of  interruption  in  production, 
is  (to  permit  a  justified  pot-on-the-back)  mute  testimony  to  the  efficiency  of 
WARNER  personnel.  More  than  just  new  housing  space  marks  the  new  plant. 
New  facilities,  methods  and  systems  being  inaugurated  will  do  much  toward 
rendering  better  service  faster  and  at  lower  cost  than  ever  before.  Our  new 
extriision  press,  too,  opens  a  new  era  in  Warner's  history  that  will  have  far- 
reaching  effect  all  along  the  line.  Yes,  if  WARNER  WEATHER-MASTER  has  ever 
made  history  in  the  aluminum  combination  window  and  door  business,  there 
is  but  one  conclusive  remark  to  be  made:  "You  ain't  seen  nothin'  yet!" 


WARNER  MANUFACTURING  CORP 

265  Watsessing  Avenue*  Bloomfield*  New  Jersey 


Ueother-mofter 
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B.  S.  Reporter . . . 

(Continued  from  Page  108) 


Winstrom  Launches  Program 
To  Promote  Products 

Jim  Shodell,  General  Manaprer 
of  the  Winstrom  Mfpr.  Co.  in  New 
York  announces  a  national  adver- 
tisinjr  campaign  to  aid  Win.strom 
dealers  in  .sellinjr  the  company’s 
products  to  the  consumer.  The 
campaign  will  include  newspaper 
mat  .service,  direct  mail  advertis- 
injr  material,  demon.st ration  sam¬ 
ples,  counter  cards  and  streamers 
and  trained  field  crews  to  assist 
in  installations.  Particular  empha¬ 
sis  will  be  paid  to  the  new  Win¬ 
strom  combination  door  of  which 
the  company  is  especially  proud. 
Mr.  Shodell  says  that  Winstrom 


entered  the  door  field  with  .some 
reluctance  and  only  becau.se  Win¬ 
.strom  dealers  demanded  a  door 
that  could  ^o  with  the  rest  of  the 
company’s  products  .so  they  could 
offer  cu.stomers  a  complete  Win¬ 
strom  package.  After  more  than 
100  retailers  at  various  times  called 
upon  the  company  to  add  a  com¬ 
bination  door  to  its  line,  Win.strom 
bepran  preparations  for  desippiinpr 
the  best  possible  door  it  could 
make.  Initial  re.search  bepran  as 
far  back  as  1946  with  an  intensive 
survey  of  competitive  doors.  Prob¬ 
lems  such  as  hinpfe  and  frame  .sapr, 
bindinpT,  rackinpr  and  warpinpr  had 
to  be  overcome.  Effective  weather- 


.stripping  of  the  door  (on  both 
sides)  had  to  be  considered.  Finally 
after  years  of  research  and  experi¬ 
mentation,  the  new  Winstrom 
aluminum  .storm  and  .screen  door 
was  ready  to  hit  the  market. 

The  Win.strom  Mfg.  Corp.  is  a 
division  of  Suburban  Bronze  Corp. 
the  world’s  large.st  organization  of 
its  type,  with  more  than  50  years 
of  experience  in  the  manufacture 
of  quality  window  and  door  prod¬ 
ucts  for  industry  and  the  home. 
Some  of  Suburban’s  more  promi¬ 
nent  installations  include  the  Em¬ 
pire  State  Bldg.,  Grand  Central 
Station  in  New  York,  the  Mellon 
Bank  in  Pittsburgh,  New  York’s 
Penn.sylvania  Station  and  the  Kan¬ 
sas  City  Terminal. 

Guiding  genius  of  Suburban  is 
energetic  Milton  Alexander,  the 
company’s  President,  now  cele¬ 
brating  his  50th  year  in  the  busi- 
ne.ss  and  .still  going  strong.  Mr. 
Alexander  is  especially  proud  of 
the  company’s  new  door  and  likes 
to  join  any  two  skeptical  visitors 
in  a  practical  demonstration  of  his 
product.  This  is  done  by  having 
three  good  size  humans  (close  to 
600  pounds)  perch  on  the  cross 
bar  of  a  Winstrom  Combination 
door  while  the  latter  is  hinged  in 
position.  Mr.  Alexander  likes  to 
point  out  that  his  door  does  not 
sag  under  this  .severe  test. 

*  *  * 

Kritz  And  Whitney  Named 
By  Ben  Corson  Mig.  Co. 

Two  new  additions  to  the  staff 
at  Ben  Corson  Mfg.  Co.,  1228  Bel¬ 
mont  Ave.,  Philadelphia,  are 
George  Kritz  and  William  Whit¬ 
ney. 

Both  are  native  Young.stowners 
and  have  taken  over  engineering 
duties  for  Cor.son  after  leaving 
Aluminum  Air  Seal  Mfg.  Co., 
Youngstown,  Ohio. 

Kritz,  a  fighter  pilot  during 
M'orld  War  II,  trained  in  engin¬ 
eering  at  the  Aeronautical  Uni- 
vfei-sity  of  Chicago.  For  the  past 
three  years  he  worked  at  die  design 
and  correction  for  Air  Seal. 

(Continued  on  Page  116) 


Left  to  right  in  Winstrom  Mfg.  Co.'s  planning  room:  Myron  J.  Wolfson,  Roy  Feudtner, 
Jim  Shodell,  Peter  J.  Comp,  Francis  Griss,  Miss  C.  Alexander.  Below;  Engineering  depart¬ 
ment  of  Winstrom.  On  left  (near  door)  is  Mr.  Milton  Alexander  talking  to  Joseph  R.  Brush 
(right),  head  of  estimating  department. 
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St*  •  -VXk  y.  iS-l 
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m>  SSmPM-  ClAi 

SiccLm  FEATURES  and  REAI  FACTS 
with  ABC  JALOUSIE  WINDOWS! 


PATENTED  SPRING-CLIP 


Makes  installation  easy,  foolproof,  chip- 
proof... glass  is  held  firmly  in  “knee-action'’ 
assembly  that  cannot  rattle! 


ALL  BALANCED  CONTROL 


Full  NATIONAL 

ADVERTISING  SUPPORT 

and  COMPlCTf  SALES  HELPS'. 


BS-3 


about  th«  jalousi*  window  that  giv** 
FACTS  and  FEATURES  to  toll  with  I 

(There  will  be  some  wonderful  news 
and  surprises  soon  for  dealers  on 
our  mailing  lists  —  be  sure  .  • 
we  have  your  name  and  ‘ 
address.) 


ADAMS  ENGINEERING  CO*,  Inc. 

P.  0.  Box  936,  Little  River  Branch,  Miami  38,  Florida 


Name. 

Firm_ 


Address. 
City _ 


.State. 


Perfectly  suspended  jalousies  are  smooth- 
operating.  ..never  a  strain  on  moving  parts 
...you  can  eliminate  unnecessary  operators 
because  there  is  no  weight  to  lift! 


ABC  Jalousies  have  acceptance.,  .national 
advertising  makes  sales  for  you...and  full 
sales  aids  and  installation  manuals  make 
your  job  easy ! 

...and  remember,  Adams  Engineering 
Company  manufactures  just  one  grade 
of  jalousies! 


WRITE  NOW  FOR  FULL  INFORMATION 


MIAMI,  Florido  HACKENSACK,  Now  Jortoy 


B.  S.  Reporter . . . 


{Continued  from  Page  114) 


Chief  of  the  extrusion  press  at 
Corson  will  be  Bill  Whitney.  His 
extensive  experience  in  the  alumi¬ 
num  held  includes  five  years  at 
Vounjrstown  Mfj?.  Co.,  where  he 
operated  an  early  model  extrusion 
pre.ss.  He  ran  a  pre.ss  for  General 
Extrusions,  VounRstown,  for  two 
years  before  joining  Aluminum  Air 
Seal  as  jreneral  foreman  in  charge 
of  the  extrusion  department.  Whit¬ 
ney’s  duties  at  Ben  Cor.son  Mfjr. 
Co.  will  include  supervision  of 
their  extrusion  department.  He’ll 
be  responsible  for  operation,  main¬ 
tenance  and  repair  of  the  1250  ton 
press. 

The  new  extrusion  pre.ss  will 
extrude  .sections  for  the  company’s 
line  of  anodized  storm  windows, 
storm  doors,  and  casement  storm 
windows.  A  number  of  franchised 
manufacturers  in  other  localities 
will  al.so  be  supplied  with  extru¬ 
sions  from  the  pre.ss. 

4c  *  « 

Ace  Industries  Company  To 
Enter  Prime  Window  Field 

President  Fii.senhower,  in  his 
recent  report  to  Congress,  .stressed 
the  importance  of  low  cost  housing 
as  a  bol.stering  force  in  keeping 
the  National  economy  expanding. 


The  President  stated  that  the  va¬ 
cancy  rate  in  many  areas  is  still 
behind  what  a  “healthy  competi¬ 
tive  market’’  would  call  for.  In  a 
separate  message,  the  President 
asked  Congress  to  enact  legislation 
to  support  the  building  of  one 
million  new  homes  a  year.  A  .si)e- 
cial  program  designed  to  produce 
homes  for  .sale  or  rent  to  low  in¬ 
come  families  was  propo.sed,  and 
in  addition  the  President  asked 
Congre.ss  to  continue  the  public 
housing  program  at  85,000  new 
units  a  year. 

The  President’s  recommendation 
for  broadening  and  liberalizing 
mortgage  terms,  if  accepted,  would 
result  in  an  increa.se  in  the  maxi¬ 
mum  repair  and  modernization 
loan  from  $2500  to  $8000  and 
lengthen  the  term  from  three  years 
to  five. 

On  the  basis  of  the  President’s 
recommendations,  Mr.  E .  E . 
Swartswelter,  Jr.,  president  of 
Ace  Industries  Company,  Youngs¬ 
town,  Ohio,  has,  this  week,  an¬ 
nounced  that  his  company  is  going 
into  production  within  the  next 
three  weeks  on  a  Primary  window, 
a  lost  cost  unit  especially  designed 
to  meet  the  demand  for  this  type 
of  window  in  the  low  cost  housing 


Left;  Upper  photo 
shows  some  of  the 
huge  trailer  trucks 
used  by  Ace  In¬ 
dustries  to  deliver 
storm  windows. 
Lower  picture 
shows  view  of  the 
compony's  giant 
plant  in  Butler, 
Pa. 


held.  The  new  window,  Mr.  Swarts¬ 
welter  stated,  will  be  carefully 
engineered  in  line  with  all  Ace 
products  and  will  slide  on  special 
zinc  tracks,  .so  constructed  as  to 
be  virtually  friction  free.  It  is 
anticipated  that  the  majority  of 
the.se  new  units  will  be  manufac¬ 
tured  in  the  Ace  Industries  large 
plant  located  at  Butler,  Pa. 

*  !):  * 

Jasco  Names  Lawton 
General  Manager 

Jasco  Aluminum  Products  Corp., 
New  Hyde  Park,  L.  I.,  has  ap¬ 
pointed  William  Lawton  General 
Manager,  it  was  announced  by 
Arthur  Skodnek.  President.  Mr. 
Lawton,  who  formerly  held  a  sim¬ 
ilar  position  with  Storm  Wizard 
Door  Corp.,  subsidiary  of  Jasco, 
will  be  responsible  for  i)roduction, 
.sales  and  distribution  of  Ja.sco’s 
complete  line  of  storm  windows 
and  doors. 


William  Lawton 


Mr.  Skodnek  also  announced  the 
appointment  of  Sol  Bayes  as  Di¬ 
rector  of  Sales.  Mr.  Bayes  was 
formally  Sales  Manager  of  Jasco- 
Permalum  Window  Co.,  di.stribu- 
tion  division  of  Ja.sco  Corp. 

4c  :|C  * 

Cliff  Webster  Named  VP 
By  Ben  Corson  Mfg.  Co. 

Ben  Cor.son  Mfg.  Co.,  Philadel¬ 
phia,  has  recently  appointed  Clif¬ 
ford  L.  Web.ster  Vice  -  President 
and  General  Manager  in  charge 
of  operations.  Mr.  Web.ster,  for 
over  six  years  General  Manager 
of  Aluminum  Air  Seal  Mfg.  Co., 
Young.stown,  Ohio,  has  joined  the 
progressive  Corson  company  to 
{Continued  on  Page  120) 
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CASEMENT  WINDOW 


DOOR  CANOPY 


COMMERCIAl  CANOPY 


•  Pre-Painted  Parts 

•  Simpler  Assembly 

•  Minimum  Equipment 

•  Minimum  Space 

•  Small  Investment 

•  Lower  Cost,  and 

•  MORE  PROFIT 

when  you  sell 


NOW  INCLUDE... 


AWNINGS 


—  in  addition  to  those  which 
hare  always  made  Ron-del 
Awnings  preferred  — 


LOWERED  ADJUSTABLE  RAISED 

For  (omplete  protection  to  ony  position,  from  inside  for  moximum  light  in  winter, 
winter  and  summer  olike.  or  outside  the  building.  on  cloudy  days  year  'round. 


Lon-delinc. 


•Registered 


Pat.  No.  2378139 


Penthouse,  Reserve  Loan  Life  Building, 
Dallas,  Texas.  Tel.:  PR  5104 


But  that  is  JUST  ONE  of  the  features  which  make  it  easy  for 
Ron-del  dealers  to  close  more  sales  ...  in  less  time  .  .  .  extra 
sales  .  .  .  and  extra  PROFITS! 


COMPLETE  LINE 

for  both  residentiol 
ond  commercioi  insloilatio 


Yes,  It  takes  SALES  to  put  money  in  your  pocket .  .  .  and  It  takes 
FEATURES  to  close  the  sale! 


Ron-del’s  exclusive  FOLDING  feature,  alone.  Is  enough  to  keep 
the  Ron-del  dealer  out  In  front  .  .  .  ahead  of  competition  .  .  . 
when  the  going  gets  rough. 


If  you  are  a  well-established,  aggressive  dealer  .  .  .  interested  in 
making  more  money  .  .  .  real  money  .  .  .  this  year  —  and  if 
you  can  sell  a  well-known,  nationally  accepted  product  that 
Is  attractively  designed  .  .  .  accurately  engineered  .  .  .  care¬ 
fully  built ...  and  PRICED  TO  SELL  .  .  . 


Then  .  .  .  write  us  on  your  letterhead  today  .  .  .  for  facts  about  a 
Ron-del*  distributorship  in  your  city.  Get  started  NOW  in  this 
rapidly  growing,  highly  profitable  field. 


DISTRIBUTORS: 

A  few  jfcy  cities  still  open 
for  active  distributorships. 
WRITE  TODAY 
for  con’plete  details. 


&  Home  Improvement  Dealer 
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TAKETHL4J^Wtc 

PATHWAY  TO  PROFITS! 


A  FUU  3  CHANNEL  QUAUTY  UNIT  FOR 
YOUR  PRICE-CONSCIOUS  CUSTOMER! 


ALUMINUM  COMBINATION  WINDOW 

NO  combination  wincJow  on  the  market 
can  compete  with  this  beauty  at  the  price! 

•  THREE  FULL  CHANNELS ...  FULL  SELF-STORAGE 

•  TRIM,  MODERN,  STREAMLINED  BEAUTY 

•  RUGGED,  STURDY,  FREE  FROM  TROUBLE 

•  SO  NEW!  SO  LOW  PRICEDI 

•  EXCLUSIVE  "ROLL-EASY"  ACTION 

•  EASY  TO  INSTALL...ONE  PIECE  "PERMALOK"  FRAME! 


TNI  COMBIHATIOM  DOOR  OP  THE  VBARl 


ROYAL 


AAVniNIIII 

COMSINATIOH 


ONE 

FULL 

INCH 

THICK 


HEAVIER,  STURDIER,  STRONGER  THROUGHOUT! 

NOW  .  ,  .  Storm  and  screen  easily  interchanged! 

NOW  .  .  .  Knob-type  latch  for  added  beauty! 


Concealed  hinges  —  locked  in  to  stay  put 


Shock-proof  corner  construction 


AMERICA’S  FASTEST  SELLING  DOOR 


now  even  better  for  '54! 


THE  FINEST  COMBINATION 
IN  THE  WORLD! 


3  TRACK 


18 
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CANOPIES 


AWNINOS 


loaded 


W*  availaWa  fer  bnmMlIalw  Mivary  -> 
rtmhr  *•  imtall,  ar  te  CMivwiiMit  Iwiflfcsl 


"T23C 

VlUMATIC  corporation  of  AMERICA 

2081  S.  56th  Str**t  •  Milwoukt*  14,  Witcontin 


Pitot*  ttnd  I 
Alwmetic  lint! 


mort  informotion  on 


&  Home  Improvement  Dealer 


B.  S.  Reporter... 


(Continued  from  Page  116) 


Ben  Corson  (left)  wel¬ 
comes  Cliff  Webster 
os  Vice-President  and 
General  Manager  of 
Ben  Corson  Mfg.  Co. 


Kuide  the  factory  set-up  division 
and  their  extrusion  sales  depart¬ 
ment. 

During  the  immediate  post-war 
period  from  1945  to  1947  he 
pioneered  the  aluminum  storm 
window  and  door  business  by  help¬ 
ing?  develop  and  market  the  “first 
and  wor.st”  rolled  form  storm 
products.  The  window  was  manu¬ 
factured  by  Galnot  Products  Co., 
Alliance,  Ohio  (now  Buffalo  Weav¬ 


ing  &  Belting  Co.)  By  1946  a 
handful  of  other  companies  includ¬ 
ing  Alsco  and  Hunter  had  also  de¬ 
veloped  a  rolled  form  window  and 
the  aluminum  storm  window  in¬ 
dustry  was  born. 

At  Aluminum  Air  Seal,  Cliff,  as 
he  is  called  by  most  of  his  friends 
in  the  industry,  again  led  the 
pioneering  parade  with  the  first 
anodized  window.  He  revolution¬ 
ized  the  industry  by  developing  the 


North  East  Metal  Products  Corp.  Kicks  Oil  1954  Sales  Program! 


(L  to  R)  Don  Dragon,  account  supervisor  of  Duncan-Brooks  Inc.,  Advertising  Ag’.-icy; 
John  Lowell,  national  sales  manager.  North  East  Metal  Products  Corp.;  Morris  Rubin, 
secretary.  North  East  Metal  Products  Corp.;  John  Keyser,  vice-president.  North  East  Metal 
Products  Corp.;  George  Kovocs,  account  executive  of  Duncan-Brooks  Inc.  shown  discus¬ 
sing  the  company's  sales  program  which  includes  the  introduction  of  a  new  low-cost 
all-aluminum  jalousie  unit  to  be  sold  directly  to  the  public. 


concept  of  the  KD  window,  which 
has  been  adopted  by  practically 
every  major  manufacturer.  To 
combat  shipping  problems  he  de¬ 
vised  a  lineal  length  system  of 
manufacturing  window's  locally. 

Cliff  brings  with  him  to  Corson 
a  great  deal  of  marketing  know¬ 
how  and  years  of  important  ex¬ 
perience  in  the  window’  field.  His 
skill  in  the  development  of  new 
processes  and  products  should 
mean  success  to  products  planned 
for  the  future.  They’ll  include 
jalousies,  porch  enclosures,  awn¬ 
ings,  and  prime  window’s. 

The  Ben  Corson  Mfg.  Co.  is 
located  at  1228  Belmont  Ave., 
Philadelphia,  Pa. 


♦ 


♦ 


♦ 


Sto-A-Co  Distributors' 
Conference  Held  In  Akron 

Sto-A-Co  representatives  from 
all  parts  of  the  nation  participated 
in  the  Spring  Distributors’  Con¬ 
ference  of  Storm  Window’s  of 
Aluminum,  Inc.,  at  the  Mayflower 
Hotel  in  Akron,  Ohio. 


STO-A-CO  Sales  Promotion  Manager  Doug 
Taylor  MC'd  the  two-day  National  Sales 
Conference  at  the  Mayflower  Hotel,  Akron. 


Latest  developments  in  Sto-A-Co 
engineering  include  a  new’  positive 
prowler-proof  lock  on  the  Sto-A-Co 
Triple  Track  Window,  which  pre¬ 
vents  low’ering  the  top  panel  from 
the  outside,  and  new  spring-loaded 
handles  on  the  screen  panel  to 
further  increase  the  ease  of  oper¬ 
ation.  In  addition  to  the  Triple 
(Cfoitinned  on  Page  122) 


120 


MARCH  1954  BUILDING  SPECIALTIES 


Still  America’s  (owesf-pwerf  2-color  enameled  strip 


PROMPT  SHIPMENT  IN  AU  SIZES.  W*  corry 

ail  pofNiior  sizos  in  ztock.  For  tpociai 
sizos,  wo  can  tlH  to  any  dosirod  dimon* 
tion.  right  horo  in  our  plant.  Your  ordor 
fitlod  immodiotoly! 

IS  RICH  DUPONT  COLORS.  Gorgoout  {owoi- 
tono  “DULUX”  colors  by  Dupont.  Solid 
color  on  ono  sido.  gloaming  whifo  on  tho 
othor.  Colors  woathor>tostod  for  durobility 
and  long  woor. 


NO  FINER  PRODUCT  MADE.  ROLLCOAT 

aluminum  strip  has  rich  lustrous  color  ond 
gloss  .  .  .  can  bo  oasiiy  formod  into  any 
dosirod  awning  shapo  without  marring 
tho  finish. 

NO  HIDDEN  COSTS.  Thoro  aro  no  spociol 
chargos— no  “extras”  in  ROLICOAT’S 
prico.  6^  all  the  facts— and  you’ll  find 
ROLLCOAT  costs  you  loss  than  any  othor 
coil  strip  you  con  buy. 


OYER  ONE  MILLION  POUNDS 


ot  Roll  Coated  Awning  Ma¬ 
terials  in  Stock  for  Immedi¬ 
ate  Delivery  in  any  Quantities. 


I  'fou  c 
/  Name 

J  AOOSfss 
U  CITY 


‘°'^ple 


ROLL  COATER,  INCORPORATED 
PENDLETON,  INDIANA 
Phon«  Pendleton  521 


B.  S.  Reporter... 


(Continued  from  Page  120) 


Ar  their  National  Spring  Sales  Conference  in  Akron,  STO-A-CO  Distributors  from  all  parts 
of  the  country  get  their  first  look  at  '*the  new  look"  in  Home  Demonstrators  —  incorpo¬ 
rating  in  one  compact  and  easy  to  carry  kit,  both  the  STO-A-CO  Triple  Trock  and  "Com¬ 
panion"  Double  Track  Combination  Window. 


'Frack  Storm  Window  and  Screen, 
the  line  includes  a  “Companion” 
Double  Track  Window  and  a  com¬ 
bination  all-aluminum  door. 

Distributors  also  visited  Sto-A- 
Co’s  new  extrusion  plant  at  Kent, 
where  they  watched  the  transform¬ 
ation  of  aluminum  billets  into 
.satin  -  finished  extruded  shapes 
ready  for  assembly  into  windows 
and  doors  at  the  company’s  Apco 
plant.  Aluminum-wise,  both  Sto- 
A-Co  windows  feature  the  exclu¬ 
sive  “no  ^rlare  French  roll  frame” 
to  accentuate  the  architectural 
beauty  of  the  homes  on  w'hich 
they’re  installed. 

Business  speakers  for  the  shirt 
sleeves  .sessions  included  Sto-A-Co 
Field  Repre.sentatives  W.  R.  Som¬ 
mer  (ea.st)  and  .1.  C.  John.son 
(we.st)  and  Plant  Enprineer  T.  H. 
HiKPrins. 

R.  S.  Saalfield,  president  of 


Storm  Windows  of  Aluminum,  Inc., 
outlined  a  “solid  business  outlook 
for  1954  in  the  home  improvement 
field;”  and  Sto-A-Co  Sales  Promo¬ 
tion  Manager  D.  L.  Taylor  pre- 
.sented  the  1954  intensified  sales 
traininpr  and  merchandi.sing  pro- 
jrrams,  toprether  with  expanded 
national  and  cooperative  advertis- 
inpr  campaiprns  and  di.stributor- 
dealer  plans. 

,J.  P.  Seiberlinjf,  president  and 
chairman  of  the  board  of  the 
Seiberlinpr  Tire  Rubber  Co.,  Akron, 
was  the  pue.st  speaker  at  the  con¬ 
ference  banquet.  Mr.  Seiberlinp 
offered  the  “.sellinp;  indu.stry  a  1954 
formula  for  results  ba.sed  on 
W-O-R-K”— (1)  Will  to  win,  or 
.sales  enthusiasm;  (2)  On  the  ball, 
or  .sales  aprpressivene.ss ;  (3)  Ride 
herd  on  performance,  or  .sales 
achievement,  and  (4)  Know  your 
product,  or  .sales  ammunition. 


Speaker's  Table,  left  to  right:  C.  A.  Jones,  Kans'is  City,  Mo.;  STO-A-CO  President  R.  S. 
Saalfield;  Archie  Morton,  Philadelphia;  Guest  Speaker  J.  P.  Seiberling,  president  and  chair¬ 
man  of  the  board  of  the  Seiberling  Tire  &  Rubber  Co.,  Akron;  Phil  Goodman,  Boston;  Parker 
Clark,  Wheeling,  W.  Vo. 


Tricuigle  Aluminum  Prod.  Co. 
Gets  B  &  G  Door  Frcmchise 

The  Storm  Wizard  Door  fran- 
chi.se  has  been  given  exclusively 
to  Triangle  Aluminum  Products 
Company,  Inc.,  of  771-73-75  West 
Merrick  Road,  Valley  Stream, 
Long  Island,  New'  York,  for  the 
territory  comprising  the  Counties 
of  Queens,  Kings,  Bronx,  Manhat¬ 
tan,  Richmond,  Nassau  and  Suffolk 
and  Westchester  in  New  York  and 
Southern  Connecticut. 

The  principals  of  Triangle 
Aluminum  Products  Company,  E. 
C.  Voss,  its  President,  and  Henry 
R.  Pomerant,  its  Vice  President, 
are  w'ell  known  in  the  industry. 
Voss,  one  of  the  pioneers  of  the 
.storm  door  and  w'indow  business, 
has  been  located  at  the  Merrick 
Road  addre.ss  since  1930.  In  the 
fall  of  1946,  Voss  joined  Lisco 
Products,  Inc.,  which  moved  its 
factory  and  offices  to  the  Voss 
property  in  Valley  Stream.  The 
company  prospered  and  Vo.ss  re¬ 
tired  in  1951.  However,  the  novelty 
of  retirement  wore  off  in  three 
months  and  in  1952  Triangle  was 
formed.  The  name  signified  three 
partners,  Vo.ss  and  two  Philadel¬ 
phians.  Shortly  before  the  new 
company  was  in  operation  the 
Philadelphians  decided  to  remain 
in  Philadelphia  and  Voss  carried 
on  alone  until  March  of  1953  when 
he  was  joined  by  Henry  R.  Pom¬ 
erant. 

For  twenty  years,  Pomerant  was 
a  partner  in  the  firm  of  Con¬ 
sumers  Home  Equipment  Com¬ 
pany  of  Elmont,  Long  Island, 
and  a  Director  on  the  Board  of 
Consumer  Development  Corpora¬ 
tion  and  Consumers  Sash  &  Door 
Corporation.  After  the  death  of 
one  of  his  partners  in  1952, 
Pomerant  .soloed  until  he  joined 
Triangle. 

The  new  partnership  was 
immediately  put  to  a  severe  test. 
Voss’  only  son  was  killed  in  Korea 
on  March  28,  1953,  about  a  month 
after  Pomerant  came  into  Tri¬ 
angle.  Voss  left  for  Europe  and 
during  his  six  months’  absence 
(Continued  on  Page  124) 
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dealer  acceptance  ^ 

) 

customer  acCeptanCe 


has  more... 


luxAi  si:..  .  Sunmaster  is  the  only  truly 
modern  all-aluminum  awning . . . 

•  Scientifically  engineered,  and  manufactured 
Pre-fab . . . 

•  In  House  and  Garden  approved  colors  . . . 

•  With  the  famous  Porcenamel  beauty-finish 
—  toughest  by  test... 

•  At  a  wholesale  cost  of  materials  of  less  than 

per  square  foot . . . 


WRITE  TODAY  FOR  THE  FULL  STORY-THE 
EXCITING  SUNMASTI[R  PI^E-FAB  PLAN! 


See  the  Sunmaster  exhibit  at  the  Nersica  Convention, 


•  With  the  biggest  new  merchandising  plan 
in  the  industry  . . . 

And  the  price  is  right! 


For  the  dealer... minimum  investment,  mini¬ 
mum  floor  space,  minimum  inventory 

For  the  consumer. . .  no  seasonal  installations, 
no  repairs  —  easy  FHA  payments 


n 


Sunmaster  Aluminum  Awning  Company 
Haskell,  New  Jersey 

Please  rush  me  “The  Sunmaster  Story." 


B  s  M 


NAME__ 
STREET. 
CITY _ 


-STATE- 


n 


March  22-24,  Hotel  Statler,  New  York  City,  Booth  #90.  _ ^ 


&  Home  Improvement  Decder 
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Fomerant  did  a  tremendous  busi¬ 
ness  on  an  expensive  door  that  was 
manufactured  in  Triangle’s  plant 
until  October  of  1953. 

A  few  months  later,  in  January 
of  1954,  the  B  &  G  Manufacturing 
Company  of  Pittsburgh,  the  manu¬ 
facturer  of  Storm  Wizard  products, 
began  looking  for  a  new  eastern 
outlet.  It  sent  a  representative  to 
Triangle  who  reported  the  Long 
Island  firm  an  ideal  set-up  for  the 
distributorship  and  negotiations 
were  begun.  The  franchise  was 
transferred  to  Triangle  Aluminum 
Products  Company,  Inc.  on  Febru¬ 
ary  l.st  of  this  year. 

>ii  « 

Rosenblum  Bros.  Co. 

Installs  New  Equipment 
In  Metal  Awning  Plant 

New,  expanded  facilities  and 
revolutionary  new  operational 
methods  have  enabled  Rosenblum 
Brothers  Company  of  Youngstown, 
Ohio,  to  boast  one  of  the  finest 


The  new  machinery  embodies 
the  very  late.st  in  technical  knowl¬ 
edge.  Called  the  Met-L-Rol-Cold 
Roll  Forming  machine,  it  was  de¬ 
signed  to  eliminate  a  number  of 
manual  operations  which  kept 
production  regular  —  but  volume 
low.  Cool-Ray  engineers  now  esti¬ 
mate  that  they  can  ship  completed 
orders,  even  at  the  height  of  the 
peak  sea.son,  in  times  which  were 
undreamed  of  heretofore.  Test 
runs  of  one  of  the  now  installed 
units  have  backed  this  up. 


In  painting,  Cool-Ray  has  al¬ 
ways  boasted  of  applying  the  most 
attractive  and  durable  finish  in  the 
field.  This  has  been  substantiated 
by  independent  laboratories  and 
the  awning  has  even  passed  the 
most  rigid  standards  of  the  Dis¬ 
trict  of  Columbia  Building  Depart¬ 
ment  in  Washington.  This,  of 
course,  was  only  accomplished  by 
the  maintenance  of  a  paint  shop 
which  achieved  perfection  only 
through  careful  and  constant  in¬ 
spection  and  testing.  A  Cool-Ray 
engineer  was  sent  to  paint  schools 
and  he  established  new  and  better 
methods  upon  returning  from  each 
trip. 

Naturally,  therefore,  it  became 
imperative  that,  since  the  new 
(Continued  on  Page  130) 


On  the  left  is  David  Rosenblum,  secretary  of  Rosenblum  Bros. 
Co.  Seated  on  the  right  is  S.  M.  "Si"  Rosenblum,  president. 


aluminum  awning  plants  in  the 
nation. 

Changes  introduced  in  the  pro¬ 
duction  department  during  the 
last  quarter  of  ’53,  coupled  with 
the  purchase  of  .some  custom  built 
equipment  were  necessitated  by 
the  .step-up  in  Cool-Ray  awning 
sales  through  di.stributors  and 
dealers  in  most  parts  of  the  coun¬ 
try.  An  unprecedented  increa.se  in 
winter  awning  .sales,  this  season, 
is  being  attributed  to  the  introduc¬ 
tion  of  two  completely  packaged- 
assembled  door  canopies. 


Above:  Cool-Ray  engineering  staff.  (L  to  R)  Henry  M.  Rosen- 
blum,  chief  engineer,  J.  Witkowski,  and  J.  D.  Dcmenic.  Below 
Diagram  of  Cool-Ray's  new  production  equipment. 


LMHCHBs  ne  Bie$esT 


Guaranteed  by  ^ 
ood  Housekeeping y 

4Dy»TlStO  ^^^$****'^i 


Mmvsm  cAiUPMOH  /at  ns  Hismsi 


in  1954  everybody,  but  everybody,  will  be  reading  about, 
hearing  about,  seeing  and  wanting  Jasco  windows  and  doors. 
For  Jasco  has  scheduled  the  biggest  advertising  program  in  its  history 
—  and  possibly,  in  the  history  of  aluminum  windows  and  doors. 

Leading  national  magazines  will  carry  the  Jasco  story 
and  television  and  radio  spots  will  pre-sell  Jasco  to  every  home  owner; 
local  tie-ins  will  be  making  YOUR  customers  more  and  more  Jasco  conscious. 


Cash  in  on  the  surge  of  requests  you'll  be  getting  for 
Jasco  all-weather  windows  and  doors.  This  sensational  line 
of  Jasco's  profit-proven  products,  as  well  as  many  new 
numbers,  will  be  seen  at  the  Nersica  Show.  It's  the  line 
with  eye-appeal  and  sales-appeal. 

Our  extrusion  press  and  four  modern  plants  will  supply 
franchise  manufacturers,  distributors  and  dealers  with  the 
finest  extruded  aluminum  combination  storm  and  screen 
windows  and  doors  you  have  even  seen. 

Exclusive  franchise  manufacturers 
in  the  following  territories:  Balti- 
more  *  Chicago  •  Montreal  •  Omaha 
*  Philadelphia  •  Everett,  Mass. 


at 

Mersttv- 


Sam  Fenton,  President, 
Quality  Awning  Company, 
Detroit,  Michigan 


Great  strength  of  neW  Childers  Ajax  Retractable  Awning 
is  tested  by  Sam  Fenton  of  Quality  Awning  Co., 
Detroit,  by  hanging  from  arms  of  awning.  Watching  is 
Juergen  Koetter,  new  Assistant  Sales  Manager  for 
Childers  Ajax. 


"This  new  Childers  Ajax  Awning  will  open  up 
an  entirely  new  market  for  aluminum  awnings 
in  th^ommercial  field,  ’’said  Fenton  after  his 
recent  visit  to  the  Childers  plant  in  Houston, 
Texas. 

"My  expectations  were  more  than  fulfilled  by 
this  new  awning.  I  believe  that  the  Childers 
Ajax  Retractable  awning  will  expand  my  busi¬ 
ness  30%  or  more  in  1954,”  Fenton  continued. 
His  company.  Quality  Awning,  has  distributed 
Childers  awnings  in  Detroit  since  early  in  1952. 


1.  Spring  tension  balances  the  weight  and  provides 
smooth  operation.  Simple  adjustment  changes  awning 
pitch.  2.  Gearless  operation  eliminates  costly  main¬ 
tenance.  3.  Detachable  operating  handle  provides 
fingertip  control  for  projecting  or  retracting  awning. 
4.  Pantographic  arms  are  galvanized  steel  for  strength 
and  long  life.  5.  Patented  aluminum  panels,  protected 
with  beautiful  Alumilite  finish,  interlock  for  complete 
water  proofness. 


CHILDERS 


NOTE  TO  DISTRIBUTORS:  Write  Bob  Childers,  President, 
before  April  15th  for  information  on  exclusive  distrib- 
tor  franchise. 
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Evmry  tforeowner  in  America  is  a  prospect  for  on  awning  os  beautiful  and  practical  as  this  new  Childers-Ajax 
Retractable.  Read  complete  story  on  how  this  awning  can  expand  your  business  10%  to  60%  in  1954. 


First  time  in  America:  New  Kind  of 
Retractable  Aluminum  Awning 


Once-In-A-Life-Time  Opportunity 
Now  Open  To  Every  Building 
Specialties  Dealer  in  America 

For  a  limited  time  only,  you  can  get  in  on  the 
ground  floor  of  one  of  the  most  profitable  and 
substantial  new  fields  of  business  today.  We 
know  that's  a  big  promise.  But  we  bet  we  can 
prove  to  you  in  the  next  15  sentences  that  this 
opportunity  is  worth  at  least  a  3p  stamp  to 
inquire.  Here’s  why  this  amazing  new  oppor¬ 
tunity  is  something  you  should  investigate: 

1.  An  outstanding  South  American  engineer. 
Dr.  Salvador  Mathias  Zveibil  of  Sao  Paulo, 
has  combined  inter-locking  aluminum  panels 
with  the  familiar  crossed-arm  principle  to 
develop  a  revolutionary  commercial  awning 
for  stores  and  businesses. 

2.  This  revolutionary  new  awning  has  been  so 
successful  that  in  a  few  short  years  it  has  made 
other  types  of  awnings  old-fashioned  in  design 
conscious  Brazil.  Now  Childers  has  exclusive 
American  rights  to  this  new  awning  which  is 
protected  by  international  patents.  It  can’t 
be  copied. 

3.  For  the  first  time,  a  store-owner  can  get  the 
durability  and  beauty  of  an  aluminum  awning 

6t  Home  Improvement  Dealer 


with  an  operating  mechanism  even  simpler 
than  that  of  a  canvas  awning. 

4.  And,  it's  fast,  easy  for  you  to  get  into  this 
commercial  awning  business.  Get  complete 
facts  from  Childers  on  how  you  can  start 
selling  these  awnings  in  30  days  or  less. 

This  new  awning  can  soon  sweep  America. 
Take  advantage  now  of  this  first  announce¬ 
ment  for  dealers  and  distributors.  Your 
business  can  share  in  this  growth! 

Fill  out  the  coupon  below  and  send  it  to 
Childers  for  more  information.  Get  in  on  the 
ground  floor  now! 


CHILDERS  MANUFACTURING  CO. 

3620  W.  11th  Street 
Houston  8,  Texas 

Please  send  me  complete  information  about  CHILDERS  AJAX 
RETRACTABLE  AWNINGS  and  tell  me  how  I  can  expand  my 
business  up  to  60%. 

Name:  _  _  _  _ 

Firm: _ ; _  _  _ _ 


Address: 
City:  _ 


State:. 
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mTMTBd 


ALUMINUM  AWNINGS 


Fastest  Selling  Awnings! 
Ten  Beautiful  Colors! 


•  All-Weather  Protection! 


New,  Improved  Construction  and  Design! 
Big  Sales  Potential! 


%'■■■  r,  ,  \  ' 


WANTED: 

DISTRIBUTORS  and  DEALERS! 


Franchise  territories  open 
for  qualified  dealers! 

Visit  us  at  Booth  No.  19M, 
NERSICA  Convention,  Statler 
Hotel,  March  22,  23,  24,  7954. 


IFriBe,  phone  or  wire 

SCAnON  BROS.  MFG.  CO 

447-449  West  Queen  Lone  Philadelphia,  Pa. 
Phone:  Tennessee  9-4601-4602 


<S  Home  Improvement  Dealer 


129 


B.  S.  Repoitei . . . 


any  criterion,  his  slogan  of  “Sell 
more  in  ’54”  will  exceed  his  expec¬ 
tations. 

♦  ♦  * 


{Continued  from  Page  124) 


machinery  required  the  use  of  pre¬ 
painted  or  roll  coated  stock,  Cool- 
Ray  made  a  careful  study  of  avail¬ 
able  suppliers  before  making  a 
change.  The  firm  did  not  wish  to 
.sacrifice  quality  to  increase  pro¬ 
duction.  Hence,  exhaustive  studies 
and  laboratory  analyses  were  made 
of  samples  of  pre-coated  stock  and 
President  S.  M.  Rosenblum  an¬ 
nounced  last  month  that  United 
Steel  Products  in  far  off  California 
had  been  given  the  order  because 
of  an  unique  and  effective  method 
of  pre-proce.ssing  the  aluminum 
before  coating. 

In  keeping  with  the  streamlined 
('ool-Ray  production  facilities,  the 
firm  has  been  sending  to  its  dealers 
and  distributors  a  new  comprehen¬ 
sive  price  booklet.  This  booklet, 
the  result  of  many  months  of  re- 
.search  and  experimentation,  gives 
complete  prices  at  a  glance  and 
eliminates  many  of  the  multiply¬ 
ing  and  other  time  consuming 
lx)ttlenecks. 

President  of  the  Cool-Ray  firm, 
S.  M.  Rosenblum,  known  through¬ 
out  the  industry  as  “Si”,  also  an¬ 
nounced  during  the  N.M.A.A.  con¬ 
vention  in  Jacksonville,  Fla.,  last 
month,  that  not  only  were  K.D. 
plants  available,  but  actually  on 
the  drawing  boards  over  six 
months  ago.  These  operations  re¬ 
quire  a  minimum  of  equipment  — 
roughly  less  than  five  hundred 
dollars  plus  stock.  Negotiations 
have  been  underway  with  several 
prominent  Cool-Ray  distributors 
and,  in  a  few  instances,  are  in  the 
final  stages. 

Rosenblum  Brothers  Company, 
now’  in  its  55th  year  in  Youngs¬ 
town,  is  proud  of  its  staff  of  grad¬ 
uate  engineers.  In  addition  to  their 
p>ant  and  product  development 
duties,  this  staff  headed  by  Henry 
Ro.senblum,  a  Carnegie  Tech  alum¬ 
nus,  is  made  available  to  distribu¬ 


tors  and  frequently  a  member  is 
sent  to  conduct  sales  and  installa¬ 
tion  clinics  in  the  field. 

Complementing  this  unique  fac- 
tory-di.stributor-dealer  cooperation 
is  Cool-Ray’s  advertising  and  sales 
promotion  staff.  Working  closely 
w’ith  the  firm  is  Simon,  William  & 
Roberts  Advertising  Agency.  This 
agency  produces  numerous  and 
invaluable  advertising  and  .selling 
aids  for  the  u.se  of  its  great  dis¬ 
tributor-dealer  family.  Recently 
the  firm  announced  the  availability 
of  radio  transcriptions  and  TV 
.scripts  in  keeping  with  the  grow¬ 
ing  demand  for  better  dealer  aids. 

In  all,  S.  M.  Rosenblum  has 
predicted  a  banner  year  for  alum¬ 
inum  awnings  in  ’54  with  naturally 
a  fair  share  of  the  trade  going  to 
Cool-Ray.  If  his  firm’s  optimism 
and  sound  business  premises  of 
fair  dealing  all  along  the  line  are 


Veneticm  Window  Mfg.  Co.  To 
Show  Jcdousie  At  Nersica 

The  Venetian  Window  Manu¬ 
facturing  Corporation  with  .sales 
offices  and  w’arehou.se  at  1007 
South  Elmora  Avenue,  Elizabeth, 
New’  Jersey,  and  factory  at  8-14 — 
37th  Avenue,  Long  Island  City, 
New  York  announce  the  premiere 
showing  of  the  latest  in  Jalousies 
at  the  Nersica  Convention. 

The  Venetian  Window  which  is 
the  de.scriptive  name  of  the  louvred 
window’  is  the  LATEST  to  enter 
the  Jalousie  field. 

Among  the  personnel  who  will 
guide  the  manufacture  and  promo¬ 
tion  of  the.se  Jalousies  called 
“Venetian  Windows”  are  Joseph 
L.  Lee,  in  charge  of  the  plant  — 
Morris  J.  Hertz,  Sales,  and  Arthur 
R.  Houtz,  General  Manager.  Dis¬ 
tributors  and  Dealers  will  be  ap¬ 
pointed  throughout  the  U.  S. 

According  to  Arthur  R.  Houtz, 
the  Venetian  Window  presents  a 
wonderful  opportunity  for  w’indow 
{Continued  on  Page  136) 


Left:  ArHiur  R.  Houtz,  general  manager  of 
Venetian  Window  Mfg.  Co.,  (seated)  ex¬ 
plains  a  problem  to  Morris  J.  Hertz,  sales 
manager.  Below:  Offices,  left,  and  ware¬ 
house,  right,  of  the  company  in  Long  Island 
City,  N.  Y. 
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TRIPLE 

TRACK 

WINDOW 


These  are  some  of  the  most  outstanding  quality  features 
ever  seen  in  a  competitively  priced  aluminum  combination 
windo>v.  Exact  fit  is  assured  by  the  most  modern  methods 
of  manufacture  .  .  .  with  new  precision  equipment  in  our 
large  plant. 


Summer  position  .  .  .  screen  down, 
storm  sash  up. 


•  Side  and  Bottom  Expanders  — 
Expanders  under  tension 

•  Three  Tracks  —  Self- Storing 
Screen 

•  Full  Screen  Optional 


•  Stainless  Steel  Hardware  — 
Stainless  Steel  Locking  Bolts  on 
Inserts  and  Screen 

•  Geon  Glaring  —  Glass  Inserts 
Weathersealed  ond  Insulated 

•  Insect  Proof,  Finger  Tip  Control, 
Top  Ventilation,  Draft-free  .  .  . 
and  many  more  features 


AND 

ALUMINUM 

COMBINATION 

DOOR 


63ST-5  Extruded  Aluminum  Construction 


TRMSPORTATION  $«SH  CO.,  IRC. 

Manufacthrers  of  Extruded  Aluminum  Sash  for  15  Years 


TOPTON,  PENNA. 


Phone:  Toptoii  84 
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SCHLEGEL  CERTIHED 
WOOL  PILE  LINING 

Is  the  perfect  weatherstrip 

IN  BORG -WARNER’S  KOOLSHADE 

TRADEMARK 

Combination  Windows 


Schlegel  and  Borg -Warner  engineers 
have  developed  a  new  method  of 
installation  which  makes  the  weather¬ 
strip  an  integral  part  of  the  window! 

It’s  a  "first”  in  the  combination  storm 
window  industry  ...  a  deluxe  feature  at 
no  premium  in  price.  The  same  weather- 
stripping  material  that  keeps  the  windows 
in  millions  of  vehicles  weather  tight  and 
friction  free  is  now  used  in  the  Koolshade 
window.  Schlegel  pile  lining  has  been 
proven  by  the  automotive  industry  for 
more  than  25  years  .  .  .  used  in  over 
59,000,000  automobiles. 

When  properly  designed  for  a  partic¬ 
ular  application,  Schlegel  wool  pile  lining 
will  resist  an  incredible  amount  of  wear. 


It  has  been  tested  by  the  leading  testing 
laboratories.  On  one  test  of  a  double  hung 
window,  the  window  was  subjected  to 
1,000,000  cycles  of  opening  and  closing. 
Examination  showed  virtually  no  visible 
signs  of  wear,  air  infiltration  remained 
well  below  the  established  minimum,  and 
the  window  continued  to  oi>erate  freely. 

Twenty-five  years  of  weatherstripping 
experience  proves  the  stability  of  Schlegel 
pile  lining  under  all  types  of  weather  con¬ 
ditions.  Today,  it  is  used  in  many  indus¬ 
tries  as  the  preferred  weather-strip. 

Schlegel  offers  the  window  industry  a 
complete  engineering  service  against 
weather.  To  learn  "How  Schlegel  Can 
Help  You  Build  a  Better  Window”, 
write  to  Dept.  B: 


6c  Home  Improvement  Dealer 


133 


K«ts  Manufacturing  Ca. 

Quincy,  Pennsylvania 
Please  send  me  the  whole  Quincy  Story. 


I  Compony 
{  Address  . 


THE  HEAD 
IS  DRAWN 
TO  A 

TRUE  HALF  CIRCLE 
FROM  ONE 
CONTINUOUS 

EXTRUSION 


Quincy  is  the  first  to  offer  a 
single-light  aluminum  circle 
head  door.  The  head  is  drawn 
to  a  true  half  circle  from  one 
continuous  extrusion.  This  ar¬ 
chitecturally  correct  design  pro¬ 
vides  in  this  new  door  all  the 
qualities — rigid  strength,  classic 
beauty  and  lifetime  durability — 
that  have  made  Quincy  Clean 
Face  doors  the  favorite  of  home- 
owners  everywhere. 


Quincy  CIRCLE  HEAD  ^ 


HESS 


MANUFACTURING 

COMPANY 


QUINCY,  PINNSTLVANIA 


STAINLESS 
STEEL  SCREWS 


HEAT  TREAT  HARDENED 

SHEET  METAL  SCREWS 


T 

I 


Ti 


Will  Not  Rust 
No  Thread  Stripping 
Heads  Won't  Snap  Off 
Low  In  Cost 

Economical  to  Use  •  Attractive 
in  Appearance  •  Foolproof 

Immediate  Delivery  Without  Priorities 


Expressly  Adapted  to  KD  Installations  as  Well 
as  Fabricating  All  Windows  and  Doors 


Mode  of  Type  410  Sfoinless  Steel  specially 
heot  treoted  and  polished  for  extreme  thread 
cutting  strength  and  maximum  corrosion  re¬ 
sistance. 

Eliminates  the  rusting  experienced  with 
cadmium  or  cfirome  plated  screws. 

Special  heat  treatment  insures  toughness 
ond  hardness  necessary  to  resist  stripping  of 


threads,  head  breakage,  damage  to  slots,  etc. 

Stocked  in  Round  Head,  Binder  Head,  and 
Oval  Cts'k  Heod  styles,  in  diameters  4-6-8-10 
and  12  and  in  lengths  14"/  %"/  Vi"/  */4"  o"d 
14"-  Made  to  your  order  in  other  sizes  and 
head  stvles.  Also  available  to  order  in  Phillips 
recessed  head,  quantity  permitting. 

Let  us  quote  you  on  your  requirements. 


TO  OUR  CUSTOMERS: 

We  wish  to  thank  you  for  your  past  support  and  appreciate  your  repeated  patronage.  You  have  given  us  a 
chance  to  prove  our  claims  concerning  the  stainless  steel  sheet  screws.  We  are  pleased  to  advise  that 
we  are  shipping  this  material  coast  to  coast  and  from  Minnesota  to  Texas. 

TO  OUR  FUTURE  CUSTOMERS: 

The  obove  statements  speak  for  our  services.  Won't  you  give  us  a  try? 

A  LOOK  INTO  THE  FUTURE 

Call  it  wishful  crystal  gazing  if  you  like,  but  we  are  looking  forward  to  the  day  when  we  can  serve  the  building 
industries  to  fullest  advantage.  We  are  proud  to  be  doing  our  utmost  for  the  defense  effort  and  conserving  the 
vital  chrome-nickel  stainless  steels  for  urgent  government  contracts.  When  these  needs  are  completely  satisfied 
we  will  be  able  to  offer  some  of  the  following  for  civilian  use:  sheets  of  stainless  steel  for  kick-plates;  nuts, 
bolts,  and  screws  of  all  types;  and  many  other  specialties. 

STAINLESS  STEEL  WOOD  SCREWS 

AVAILABLE  IN  TYPE  430  STAINLESS  NOT  HARDENED 

Ideally  suited  for  metal  to  wood  installations.  Round,  flat,  oval,  and  truss  heads  giving  a  full  range  of  head 
sfyles.  Economically  priced.  No  priorities  required.  Prompt  mill  delivery.  Stainless  steel  wood  screws  have  been 
added  to  our  inventories  of  priority-free  materials  to  round  out  our  supplies  available  to  the  civilian  building 
trades. 

Prices  on  request.  We  urge  you  to  send  us  your  inquiries  which  will  be  handled  in  a  prompt  and  efficient 


\Mi 


.STR'iAL  STEEL'S, 'li>€k 

250  ^ent  ^tre\t,  Cambridge  41,  Mass.  ^ 


Telephone  EL  iof  4-7650 — 18  Consecutive  Lines 

New  York  Office,  270  Madison  Ave.,  New  York  16.  N.  Y. 


Teletype  Cambridge  547 

Telephone:  MU  rray  Hill  S-4SSI 
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B.  S.  Reportei . . . 

{Continued  from  Page  130) 


manufacturers  and  distributors  to 
add  a  lucrative  product  to  their 
line  for  distribution.  Door  manu¬ 
facturers  will  find  this  Jalousie 
suitable  for  in.stallation  in  their 
door. 

Mr.  Hertz,  Sales  Manajrer,  is  in 
total  agreement  with  the  predic¬ 
tion  that  new  items  will  create  new 
and  increa.sed  business  volumes. 

*  ♦  * 

Tom  Jones  Named  Gen. 

Mgr.  By  Parmco.  Inc. 

Mr.  William  Graef,  President, 
of  Parmco  Inc.,  has  appointed  Mr. 
Tom  Jones,  former  General  Man¬ 
ager  of  Rusco  Prime  Window  Co. 
of  Santa  Ana,  California,  to  Vice 


Tom  H.  Jones 


President.  Mr.  Tom  H.  Jones  will 
be  in  complete  charge  of  all  sales 
and  promotion  of  the  company’s 
new  "Tropic’ere”  Screen  Door. 

*  ♦  * 

Albert  Felder  Named 
Sales  Mgr.  By  Season-All 

Albert  Felder  has  been  named  as 
Sales  Manager  of  Season-all  Sales 
Corporation,  Pittsburgh,  Pa.  by 
Frank  Gorell,  President.  Mr.  Feld¬ 
er’s  background  includes  eight 
years  of  varied  sales  experience  in 
the  appliance  and  home  improve¬ 
ment  field.  He  was  formerly  on  the 
home  sales  office  staff  of  the  Mur¬ 
ray  Corporation  of  America,  and 
more  recently  with  J.  A.  Williams 


Company  of  Pittsburgh.  Earlier, 
he  served  as  National  Sales  Agent 
for  a  home  improvement  line. 

Mr.  Felder  will  work  clo.sely 
with  the  current  Season-all  dis¬ 
tributor  organization  and  will  be 
responsible  for  the  sales  and  mer¬ 
chandising  program. 


Albert  Felder 


A  native  of  Pittsburgh,  Pa.,  Mr. 
Felder  is  a  graduate  mechanical 
engineer  of  the  University  of  Pitts¬ 
burgh,  and  worked  in  the  profes¬ 
sion  five  years  before  entering  the 
sales  field. 

*  *  ♦ 

H.  D.  Jolley  Named 
Sales  Mgr.  By  Ceco 

Harold  D.  Jolley,  senior  vice 
president  of  Ceco  Steel  Products 
Corporation,  national  manufactur¬ 
er  of  metal  building  products  with 
general  offices  in  Chicago,  has  been 
appointed  to  the  newly  created  po¬ 
sition  of  .senior  vice  president  and 
manager  of  .sales,  it  was  announced 
by  Ned  A.  Ochiltree,  president. 
Elmer  T.  Gustafson  of  Washing¬ 
ton,  1).  C.,  vice  president  formerly 
in  charge  of  Ceco’s  Eastern  sea¬ 
board  operations,  will  a.ssume  Mr. 
Jolley’s  former  duties  as  vice  pre.s- 
ident  of  the  structural  products 
division. 

C.  Fo.ster  Brown,  Jr.,  former 


vice  president  of  the  company’s 
Sterling  aluminum  window  divi¬ 
sion,  has  been  appointed  vice  pres¬ 
ident  and  a.ssistant  to  the  presi¬ 
dent.  N.  H.  Bell,  aluminum  window 
.sales  manager,  has  been  promoted 
to  manager  of  the  aluminum  win¬ 
dow  department. 

{Continued  on  Page  266) 


Ned  Krasny  of  Alumafic  Corp.  of  America 
demonstrates  the  company's  new  line  af 
products  at  the  Park  Sheraton  ffotel.  New 
York,  during  the  company's  huge  gathering 
for  dealers  and  would-be  dealers  Feb.  15- 
16. 


Irving  Moss,  general  manager  of  Alumatic 
Corp.  of  America,  Milwaukee,  Wis.,  out¬ 
lines  company  program  for  '54  to  interested 
dealers.  Note  small  model  of  new  Alumatic 
aluminum  awning.  In  background  (L  to  R) 
are  Joseph  Zitomer,  pres,  of  Alumatic,  and 
A.  Zitomer,  vice  president. 


Leonord  Preyss  (left),  advertising  manager, 
of  this  publication  ond  Les  Ballone  of  Alu¬ 
matic  Corp.  of  Americo.  Mr.  Preyss  spoke 
on  the  problems  of  selling  before  an  audi¬ 
ence  of  Alumatic  dealers  at  the  Park  Sher- 
atan  Hotel  in  New  York,  February  15th. 
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K.  D.  PLANT  OPERATORS  TO  MAKE 


STAYLITE  FIBERGLASS  AWNINGS 


SMALL  INVESTMENT  .  .  . 

Yes,  a  small  investment  makes  you  an  awning 
manufacturer.  Here's  a  profitable  companion 
product  that  offers  exceptional  profit  both 
on  the  retail  level  and  for  your  dealer- 
organization.  Many  successful  K.D. 
plants  (names  on  request)  now  in 
operation.  Simple  to  fabricate  — 
easy  to  install.  A  big  sales 
builder  because  no  other 
awning  offers  these  ex¬ 
clusive  advantages  .  .  . 


LOOK  AT  THESE 

SELLING  POINTS 


\ 


•  Rugged  Fiberglass,  also  used  for  boats, 
cor  bodies,  fishing  rods,  etc. 

•  Shuts  out  glare  but  lets  soft  light  filter  through. 

•  Impregnated  colors  cannot  chip  or  peel. 

•  Nothing  to  deteriorate,  nothing  to  rust. 

•  For  windows,  patios,  door  shelters,  etc. 

•  Lighter  than  aluminum  .  .  .  stronger  than  steel. 


EXCLUSIVE  TERRITORIES 

Due  to  our  recently  expanded  facilities,  we  can 
now  offer  addifional  plants.  But,  new  territories 
are  limited  and  you  must  act  at  once  to  be  in 
operation  by  spring. 


WRITE  OR  CALL 


Dealers  —  Write  for  Address  of  Your  Nearest  Supplier 


STAHL  INDUSTRIES,  Inc 

PRIME  MANUFACTURERS  OP  FIBERGLAS^  PANELS 

807  MARKET  ST.,  YOUNGSTOWN,  OHIO  -  PHONE  Rl.  6-7687 
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FOR  THE  BEST  SALES 

SELL 


THE  BEST... 


KEYSTONE 


INSECT  WIRE  SCREENING 


FINEST  MATERIALS  and  manufacturing  perfection! 
Maximum  strength  and  longest  life!  The  Keystone  line  of 
Insect  Wire  Screening  enables  you  to  give  today’s  biggest 
value  for  everv’  screening  dollar . . .  and  the  best  buy  is 
always  your  best  bet  for  sales  and  profits. 

Kevsto)ie  Insect  Wire  Screening  comes  in  aluminum, 

^  bronze  and  galvanized  steel,  and 

in  all  standard  widths.  It 
meets  U.  St  Department 
of  Commerce  Commer¬ 
cial  Standard  138-49. 
Write  for  catalog  giving 
full  information  and 
start  cashing  in  on  this 
proven  sales  leader. 

H-3 


KEYSTONE 


WIRE  CLOTH  COMPANY\ 


HANOVER,  PA. 


FOSTORIA,  OHIO 


Open-End  Mortgage  Offers 
Inexpensive  Way  to  Borrow 

The  open-end  mortpajsre  is  one 
of  the  most  inexpensive  ways  to 
borrow  money  for  home  modern¬ 
ization. 

An  open-end  mortgage  is  one 
which  enables  the  home  owner, 
after  he  has  repaid  part  of  the 
principal  of  the  mortgage  on  his 
house,  to  borrow  more  money 
from  the  mortgage  holder  and  have 
this  additional  advance  made  part 
of  the  original  mortgage  at  the 
original  interest  rate. 

Study 

According  to  a  study  by  the 
United  States  Savings  &  Loan 
League,  in  32  states  a  lending  in¬ 
stitution  can  safely  make  an  ad¬ 
ditional  advance  under  an  open- 
end  mortgage  without  requiring  a 
new  title  search.  This  reduces  the 
amount  that  the  home-owner  must 
pay. 

The  32  states  are  Alabama,  Cali¬ 
fornia,  Colorado,  Connecticut, 
Florida,  Georgia,  Indiana,  Iowa, 
Kentucky,  Louisiana,  Maine,  Mary¬ 
land,  Massachusetts,  Minne.sota, 
Mississippi,  Missouri,  Montana, 
Nebraska,  Nevada,  New  Hamp¬ 
shire,  New  Jersey,  New  York, 
North  Dakota,  Oregon,  Rhode  Ls- 
land.  South  Carolina,  Texas,  Ver¬ 
mont,  Virginia,  Washington,  We.st 
Virginia,  and  Wisconsin. 

In  four  states — Illinois,  Mich¬ 
igan,  Ohio,  and  Pennsylvania — a 
new  title  search,  or  new  title  in¬ 
surance,  is  required.  Additional 
advances  can  still  be  made,  how¬ 
ever. 

In  the  remaining  12  states,  a 
new  title  search  probably  is  not 
necessary.  In  these  states,  existing 
court  decisions  are  generally  in 
favor  of  giving  an  additional  ad¬ 
vance  the  status  of  a  first  lien  and 
thus  protecting  the  lending  insti¬ 
tution,  but  the  legal  issue  has  not 
been  finally  defined. 

The  interest  rate  on  an  open- 
end  mortgage  is  often  lower  than 
{Continned  on  Page  140) 
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mM  EVERY  PART  OF  THE  NAT/OH- 

DEALERS  ARE  COMING  TO  SEE  THE  COMPLETE 
AL4om  DISPLAY  AT  THE  NERSICA  SHOW! 

MARCH  22-23-24 


COMPLETE  LINE  OF 
DOORS,  WINDOWS 
AND 

CASEMENTS 
K.D.  OR  ASSEMBLED! 


TRADE  MARK 


BOOTH  7-M,  STATLER  HOTEL,  NEW  YORK 
DON'T  MISS  IT! 

fWk  SEE  THE  KUiom  SPECMU 

K.D.  PARTS  FOR  FRAME  SIZE 

29"  X  55"  ^99 

ASSEMBLED  FRAME  SIZE 
V  IMMEDIATE  DELIVERY! 


EXCLUSIVE 

FRANCHISES 

EXTRUDED 

HEAT  AVAILABLE! 

TREATED 

ALUMINUM  CONTACT  US  NOW  ! 


ALUMINUM  HOME  PRODUCTS,  INC. 
BLOOM  AND  ARTHUR  STREETS 
LOUISVILLE,  KENTUCKY 


^  is 


^.orv  coot- 

ycce**  -Qinoto**  °*  .  beo*»*^'  „  stone,  **“  bufoinS* 


WHERE 


has^hmJJhie^ 


L".rr',.'“"' ■"  ^°"°"' •"  ••"-  o^" 

.“IL  7°”"'":  ">'"“«•  <■"■'  -"»  •»  Americ.-,  Icdi., 

.  ..  .  _**  '"®"*'®"  •“**  ®  *«*“:  U-S.  Army  Engineers;  Civil  Aeronautics 

of  lT  standard  Oil  .,  Cali.ernia;  Westinghanse  Carp.;  Aleminam  C. 
of  America;  U.S.  Navy. 


fgaJus&ta^' 


WHO 


,„„.res .  ...-e  -  -  ^ 


WHY 


w  ^ke  c/anees? 


Gon-re*  i,  a  PROVEN  TECHNICAL  SUCCESS 

elosmg  the  sale,  right  down  to  preporotion  lls  '  '  r®"’  ®*^‘'"‘'»'"9  «  job  a. 
up  o  frouble-free  procedure.  Gun-^e,  is  o  PROVED  H!*:"'  »*«  *« 

*op  the  tremendous  existina  dom«  .1  <  ^^OVEN  SALES  SUCCESS  1 
*oles  for  every  deoler-opplicotor  with  on^aljr^’t  osiure 

Pogrom.  YOU  can  start  gunning  for  bigger  JroHnJrWTex*'.''!'''*'"' 


CUN-TE 


Monufoctured  by 
Hart  &  Bums,  Inc. 
Riverside,  California 


write  to 

Simon  R.  Perlmufter 

2300  Bronx  Park  East 
New  York  67,  N.  Y. 


Manufactured  by 
Gun>Tex  Corporation 
Baltimore,  Maryland 


Open-End  Mortgage 

{Continued  from  Page  138) 

the  interest  rate  on  any  other  type 
of  home  modernization  loan.  Usu¬ 
ally,  the  life  of  the  loan  is  longer, 
too,  keeping  monthly  payments 
low. 

For  e.xample,  if  a  home  owner 
who  originally  had  a  $10,000  open- 
end  mortgage  to  run  for  15  years 
at  4Vi>  percent  interest  has  paid 
back  $2,000  of  the  principal  after 
five  years  time,  he  is  free  to  go 
to  the  mortgagor  and  ask  to  bor¬ 
row  the  $2,000,  on  any  part  of  it, 
back  again.  If  the  mortgagor 
agrees,  this  additional  advance  is 
simply  added  to  the  $8,000  the 
home  owner  still  owes.  The  mort¬ 
gage  .still  has  ten  years  to  run. 
The  interest  rate  .stays  at  4'-_> 
[)ercent. 

Any  kind  of  home  moderniza¬ 
tion  can  be  carried  out  under 
an  additional  advance.  Reroofing 
with  asphalt  shingles  is  one  of  the 
most  frequent  improvements.  The 
additional  advance  will  cover  the 
cost  of  application  as  well  as  the 
cost  of  the  new  material.  Asphalt 
shingles  can  be  applied  on  top  of 
mo.st  old  roofings,  giving  greater 
economy  becau.se  the  expense  of 
removing  the  old  material  is  elim¬ 
inated. 


Tax  Exemption  Proposed 
On  Home  Purchases 

Payments  on  homes  bought  for 
owner  occupancy  would  be  deduct¬ 
ible  from  taxable  income  up  to 
$6,000  if  a  proposal  by  the  Na¬ 
tional  Association  of  Real  Estate 
i  Boards  is  accepted  by  the  Govern- 
!  ment. 

Herbert  Nelson,  executive  vice 
president  of  the  Association  pro- 
j  poses  such  deduction  could  be 
I  taken  at  the  taxpayer’s  option  over 
:  1-12  years.  “Stop  penalizing  the 
^  family  that  saves  to  create  it  own 
social  security  through  home  own¬ 
ership’’,  Nelson  states.  “A  home  is 
better  social  security  than  any¬ 
thing  the  government  offers.’’ 
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3n  iWEinoriani 


Come,  sit  with  me  on  the  mourners'  bench 
As  clods  and  clay  rattle  in  the  trench; 

Let's  shed  a  tear  for  old  Adam  Sale, 

And  find  the  moral  in  Adam's  tale! 

Old  Adam  Sale  was  especially  dumb: 

He  ran  his  business  by  rule  of  thumb. 

He  bought  and  sold  in  the  same  old  ways 
Until  the  end  of  his  business  days. 

He  could  have  made  a  nice  pot  of  dough 
Like  other  dealers  in  town.  But  no  — 

Old  Adam  had  a  besetting  sin: 

He  wouldn’t  let  a  new  item  in! 


A  tub  enclosure  to  him,  you  see, 

Should  be  hand-made,  like  in  ’3.L 
Though  Bonnie-Maid  costs  a  third  the  price 
And  lasts  as  long,  he  would  not  look  twice. 

His  customers  made  old  Adam  squeal 
By  rushing  elsewhere  to  make  their  deal; 
Thus  competition  kicked  in  his  head 
And,  sad  to  tell  you,  A,  Sale  is  dead. 

The  moral's  written  in  neon  light 
So  you'll  avoid  poor  old  Adam's  plight: 
Send  in  your  order,  don't  be  delayed. 

And  strike  it  rich  selling  Bonnie-Maid! 


BONNIE-MAID 
TUB  ENCLOSURE 

The  lowest  priced  enclosure  ever  offered! 
Retails  at  only  S5-f.95  with  full  discounts. 
Complete  unit  in  one  carton  ...  no  extra  parts 
needed.  Install  it  in  !  2  hour.  Mirror-finish  alu¬ 
minum  frame,  shatterproof  Dow  Styron  plastic 
panels.  Never  rusts,  discolors  or  corrodes.  Choice 
of  i  decorator  colors.  Fits  any  recessed  tub.  Na¬ 
tionally  advertised;  display  models  available. 

lor  dealerships  or  distributorships  write  or  wire 

AMERICAN  SHOWER  DOOR  CO.,  INC. 

936  N.  Cahuenga  Blvd.,  Hollywood  38,  Calif. 

WORLD’S  LARGEST  MANUFACTURERS  OF  SHATTERPROOF  TUB  ENCLOSURES 

Rcpresei/latloii  —  Ridgewood  Sen  ice  Corporation,  6SI9  Decarie  Blvd.,  Montreal 
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HEW  Products— Ideas— Methods 

{Continued  from  Page  95) 


previous  canvas  awning  —  pro¬ 
vided  it  is  structurally  sound  —  to 
hang  the  new  Skyview  awning  or 
canopy. 

A1  Belshaw,  president  of  Sky- 
view,  is  following  a  strong  promo¬ 
tional  program  based  on  small 
inventory,  rapid  turnover  and  low 
sales  cost.  He  stresses  the  fact 
that  just  3  stock  awning  sizes  will 
take  care  of  any  average  hou.se. 
This  means  that  a  dealer  can  .stock 
a  small  inventory  with  a  relatively 
small  cash  outlay  and  do  large 
volume.  A  few  hundred  dollars 
puts  him  in  business.  He  can  sell 
the  awning  either  K.D.  or  in.stalled. 
Becau.se  of  its  ease  of  as.sembly, 
he  needs  no  big  installation  crew 
and  has  no  costly  man-hours  of 
labor. 


"Phantom  Latch"  Is  Feature  of 
New  Convertible  Screen  Door 

The  Yancey  Company  of  Sacra¬ 
mento,  California,  recently  added  a 
most  outstanding  feature  to  their 
new  Convertible  Screen  Door  — 
“Phantom  Latch”  glass  in.serts. 
“Phantom  Latch”  perfectly  de- 
.scribes  the  locking  action  of  the 
Yancey  in.sert  hardware  becau.se  it 
is  built  into  the  rail  of  the  panel, 
eliminating  unsightly  hardware 
riding  on  the  door  surfaces.  In.serts 
lock  firmly  into  place  right  over 
the  permanent  screening  with  a 
quarter  turn  of  a  small  coin,  mak¬ 
ing  unnece.s.sary  the  use  of  any 
tools.  While  mode.stly  adverti.sed 
as  a  two  minute  operation,  these 
in.serts  actually  take  40  seconds  to 
install  or  remove.  Screen  in.serts 
can  be  had  in  place  of  permanent 
.screening. 


This  door  when  sold  without 
glass  inserts  is  a  .screen  door  ex¬ 
clusively.  However,  it  becomes  a 
storm  door  in.stantly,  with  abso¬ 
lutely  no  alterations,  by  the  mere 
addition  of  two  double-.strength 
glass  panels  of  equal  size. 

The  Yancey  Convertible  Screen 
Door  owes  much  of  its  beauty  to 
the  slim  lines  and  clean  face  de¬ 
rived  from  a  complete  absence  of 
hardware  riding  on  its  surfaces. 
The  framework  is  constructed  of 
lightweight,  extruded  63-ST-5 
aluminum.  And,  for  extra  .strength 
employs  .solid  aluminum  push  bars, 
and  an  extra  heavy,  extra  low  kick 
panel  of  ribbed  aluminum.  In  spite 
of  its  outstanding  beauty,  this  door 
is  as  rugged  as  they  come. 

Another  Yancey  extra  is  the 
famous  Half-Panel  model,  which 
opens  new’  potentials  in  farming, 
indu.stry  and  institutions. 

For  additional  information, 
write  or  wire  Yancey  Company, 
P.O.  Box  1377,  Dept.  BS  2,  Sacra¬ 
mento,  California. 

{Continued  on  Page  150) 


“ONE  OF 
BILL  GRAEF'S" 
COAST-TO-COAST 
ENTERPRISES 


\ 


HERE'S  A  REAL  DEAL  —  WE  DARE  ANYONE  TO  MATCH 

From  the  vast  sources  of  the  GRAEF  Enterprises,  we  ore  pleased  to  announce 
these  startling  price  cut  backs  for  '54. 

We  ore  volume  buyers  of  Aluminum  ond  wont  to  pass  on  to  our  dealers 
ond  distributors  these  price  advantages — so  that  YOU,  TOO,  may  enjoy  a 
higher  profit  in  the  ever-growing  Aluminum  Products  field.  Check  in  todoy 
— with  the  Groef  Enterprise  nearest  you  .  .  .  take  odvontoge  of  this  Big 
Profit-Looded  deal  ond  find  out  how  soon  you  con  be  one  of  the  many 
componies  doing  business  with  Groef — ond  his  Coost-to-Coost  Enterprises. 


OHTMIO'  •  ‘ 

CAXtf. 


ALUMINUM 

COMBINATION 

WINDOWS 

IN  LENIAL  LENGTHS 
24“ X  24“ 


$4*45 


ALUMINUM 
COMBINATION 
DOORS  KNOCK 

DOWN 


Up  to 


CREDIT  TERMS 

90 


days 


MANUFACTURERS 

LOUVRE 

AND 

SCREEN  DOORS 


PARMCO  INC  ,  ONTARIO,  CALIF 


MFCS  OF  combination  aluminum  STORm  doors  screen  doors  214  W  MAIN  _ _  PH  YUkon  6  5824 

ond  LOUVRE  DOORS 
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WAKE  UP 
SUEPY  SALES! 


America's  fastest  moving  line  of 
combination  windows  and  doors 


It’s  time  to  get  going.  The  big 
spring  selling  season  is  almost  here. 
Alwintite  dealers  are  already  on  the 
move  to  bigger  sales  volume. 

Alwintite’s  big  10-point  sales  stimu¬ 
lating  program,  with  its  dramatic  sales 
aids,  is  working  wonders  in  develop¬ 
ing  enthusiasm  in  dealer  salesmen  as 
well  as  in  prospects. 

If  you  are  interested  in  bigger  sales,  it  will  pay  you  to  inves¬ 
tigate  Alwintite  today.  Remember,  only  Alwintite  can 
offer  you  a  top  quality  line,  backed  by  the  40-year  reputa¬ 
tion  of  a  nationally  famous  manufacturer.  For  the  complete 
story,  phone  (GArden  City  3-4400),  wire  or  write  today. 
Address  Dept.  BS-543. 


WINDOWS  AND  DOORS » ^  I 


0 


bf 

f*  GnorantMd  by  ^ 

^Good  HooMkctpii^ 


GENERAL  BRONZE  CORPORANON 

AlWINTITE  DIVISION  •  OAIIDEN  CITY,  N.  Y. 
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NEW,  EASY  WAY  FOR  DEALER 
TO  START  JALOUSIE  BUSINESS 

NO  EXCESSIVE  STOCK  TO  BUY 
NO  LARGE  SPACE  OR  BIG 
OUTLAY  NECESSARY 

,  DEALERS  WANTED 


Shutter  &  Jalousie  Co.,  Inc. 


A  NEW 

”K  D”  lOUVERQ) 

JALOUSIE 

THAT  WILL 

AMAZE  YOU 

WITH  ITS 

SIAAPLICITY 

and 

ECONOAAY 


Anyone  with  a  screw  driver 
can  install  this  jalousie.  Rea¬ 
sonable  in  cost,  versatile  in  use 
and  perfect  in  operation,  this 
jalousie  comes  to  you  in  a  small 
package  and  needs  no  pre¬ 
assembly  before  installing. 
Any  combination  of  glass, 
wood  or  metal  louvers  may  be 
used  In  the  same  louver  clips. 

WE  HAVE  LICKED  THE 
PROBLEM  OF  HIGH 
COST  IN  JALOUSIES 


dealership 


without  obligation,  literature  and  complete  details  on 


Manu^actv.^red  by 


o. 


7140  N  W  7th  AVENUE,  MIAMI,  FLORIDA 
PHONES  8944586-7-2996 


17  Years  Manufacturing  Louvered  Jalousies 


,tr'iW>ng 


Amazingly 
low  priced 


MARKEE  CORPORATION 


One  dealer  reports,  "The  first  time  I  advertised  j 

the  American  K~D  Carport  I  was  flooded  with  - 

leads,  inquiries,  and  sales."  You’ll  get  the  some 

response  because  you're  supplied  with  high-  ^  ®oo*ts  sq 

powered  advertising,  mats  and  sales  kits — 

absolutely  FREE.  Get  the  facts! 

FEATURES 

•  A  Big,  Beautiful  10  x  20  ft.  Shelter  •  Requires  No  Upkeep 

•  Modernistically-Styled  Steel  Pilasters  Anchored  in  Concreta 

•  Infra-Red,  Baked  Enamel  Finish  •  Quick,  Simple  Installation 

•  All-Aluminum,  Custom-Designed  Marquee  Roof  14. 

F.H.A.  APPROVED  IS 


»o»'den 

^yoround. 


SOME 

EXCLUSIVE  TERRITORIES  OPEN 

Write',  wire  or  phone  Dept.  BS-3,  for  full  details 


Morkee  Corp.  of  America — Dept.  BS-3 
404 r  N.W.  29th  Street,  Miami,  Flo. 

Gentlemen:  Please  sene'  me  complete  information  about 
the  American  K-D  Carport. 


Nome 


Address 
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FACTUAL  PROOF  OF 


SUPERIOR  ACCEPTANCE 


STORMASTER  FULLY  EXTRUDED  ALUMINUM 


Combination  windows  and  doors  were  intro¬ 
duced  to  the  trade  late  in  1952.  At  that 
time  we  knew  we  hod  o  superior  product. 
We  knew,  too,  that  it  would  sell,  but  we 
never  dreamed  that  STORMASTERS  would 
sell  the  way  the  records  show. 

Alert  dealers  and  distributors  know  what 
the  public  wants  and  needs.  Our  dealers 
and  distributors  are  proving  that  every  day 
of  the  year  everywhere. 


OUR  PRODUCTION  EXPANSION 


has  substantially  increased.  STORMASTERS 
are  under  rigid  quality  control  from  the 
smelting  of  aluminum  to  the  ftnished  extru¬ 
sion.  Our  sales  policies  are  liberal.  We  are 
definitely  interested  in  putting  on  new  deal¬ 
ers  —  and  distributors  all  over  the  country. 
Your  inquiries  are  invited  and  will  receive 
prompt  attention. 


Dept.  B.  STORM  SASH,  Inc.  *  706  South  State  St.,  Girard^  Ohio 
Q  I  wouid  like  to  visit  your  plant  Q  I  am  a  dealer  Q  I  am  a  distributor 

Name  . 

Address  . 

City  . Zone  . State  . 


CLIP  and  MAIL 
WRITE,  WIRE 
or  PHONE 
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ATLANTA 


about 


Th«  only  Aluminum  Awning  fhof  ftOUS 


"WE  ADDED  ALUMAROLL  FOR 
A  COMPLETE  METAL  AWNING  LINE! 


look  extremely  bright  for 


Almost  fifteen  years  ago 
Breezy  Wynne  invested  in  imliS 
one  of  the  original  Kool- 
vent  Franchises!  Over  the 
years,  with  sweat,  blood  and 
an  occasional  tear,  he  pyra- 
mided  his  investment  into 
the  world’s  first  really  sue-  HB 
cessful  metal  awning  com- 
pany,  one  of  the  largest  in  the  industry 
—covering  the  entire  Southeast! 

But  people’s  needs  and  tastes  differ. 
So  Breezy  looked  for  a  companion 
product  and  found  it  in  Alumaroll. 

In  Breezy’s  own  words,  "Some  like 
stationary  and  some  like  roll  -  up! 
We’ve  got  the  best  of  the  first  in 
Koolvent — and  the  only  one  of  its 
kind  in  Alumaroll!  And  sales  on  both 


"Actually,  horizontal 
^  stripes  don’t  compete  with 

vertical  —  and  roll-up 
doesn’t  compete  with  sta- 
tionary.  That’s  why  we  feel 
Alumaroll  is  the  perfect 
ynne  non  -  competitive  compan¬ 

ion  product  to  Koolvent!’’ 

By  adding  the  new  product.  Breezy 
completed  his  line,  increased  his  vol¬ 
ume  potential,  and  effected  substantial 
savings  in  overhead  and  fixed  instal¬ 
lation  costs! 

To  quote  him  further,  "You  can’t 
miss  when  you  have  both  the  big 
ones!  And  that’s  what  we  have  since 
we  took  on  Alumaroll!" 


ON  MACY'S  SINCE  1935 


PATIO  COVERS 


DOOR  CANOPIES 


ORCHARD  BROTHERS 

Meadow  Rood,  Rutherford,  New  Jersey 

If  Alumaroll  is  good  enough  for  Creezy  Wynn: 
we'd  like  to  know  more  about  it. 


ORCHARD  BROS.,  INC 

73  Meadow  Road  •  Rutherford,  N.  J. 


Address 


Phone 


<S  Home  Improvement  Dealer 
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)|^44l  SLA  Lockset 
with  cylinder 

jf441 6A  latch  set 
without  cylinder 


iPafenfs  Pending) 


ILCO’  S  new  Streamlined  Door  Closers 
for  every  requirement,  every  price 

Here’s  a  full  line  of  door  closers  for  use  on  metal  doors.  Whatever  your  door  size 
.  .  .  whatever  your  price  bracket  .  .  .  ILCO  can  meet  your  requirements. 


No.  3002  “DILUXI" 

Tube:  Seomleit  steel.  IVk*  in  diameter.  Spring: 
Extra  powerful.  Enclosed  for  protection,  appear- 
otKe.  Bumper  spring  prevents  damage  from  slam¬ 
ming  open.  Hand:  Either  hand  without  reversing 
ratchet.  Regulation:  SimpliRed  valve  gives  precise 
closing  speed  over  wide  range.  Finish:  Attractive, 
weather-resisting  Silver  Bronze.  Size:  16'/z  in. 
overall. 


No.  3001  “SINiOR" 

Tube:  Seamless  steel.  1  %  in.  diameter.  Spring: 
Heavy  duty,  special  tempered,  adjustable  tension. 
Also  has  bumper  spring  to  prevent  damage  from 
slamming  open.  Hand:  Reversible,  for  right  or  left 
hand  doors.  Regulation:  Closing  speed  adjustable 
by  means  of  valve.  Finish:  Attractive,  weather- 
resisting  Silver  Bronze.  Size:  1 6  in.  overall. 


No.  2001 A  “JUNIOr* 

Tube:  Seamless  steel.  1  !4  in.  diameter. 
Spring:  Heavy,  concealed,  compression 
type.  Hand:  Universal,  for  either  right  or 
left  hand  doors.  Regulation:  Closing  speed 
adjustable  by  means  of  valve.  Finish:  At¬ 
tractive,  weather-resisting  Silver  Bronze. 
Size  1 4  in.  overall. 
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Now  available... 

FINEST  HARDWARE  EVER 


ll-CO’s  NEW 

^4415LA  Lockset 

•  Latch  bolt  positively  staked 
in  tube 

•  Latch  tube  rigidly  retained 
in  stile 


Here  is  the  one  lockset  that  answers  every 
problem  for  metal  combination  doors.  No  more 
trouble  with  a  loose  latch  bolt,  for  it  is  perma¬ 
nently  and  positively  staked  in  the  latch  tube 
...  no  more  worries  about  the  latch  tube,  either. 
The  exclusive  ILCO  latch  case  support* 
rigidly  retains  the  tube  in  the  door  stile. 


Compare  these  ILCO  features  with  any  other 
metal  combination  door  lockse  backset; 

full  cylinder  lock  security;  no  screws  or  rivets 
in  outer  knob  which  is  firmly  retained  by  ex¬ 
clusive  ILCO  adjustable  internal  spindle 
key*;  reversible  for  right  or  left  hand  doors; 
quick  field  installation. 

*Patent  applied  for 


FOOL-PROOF  FIELD  INSTALLATION  IN  A  MATTER  OF  MINUTES 


&  Home  Improvement  Dealer 


INDEPENDENT  LOCK  CO. 

INDUSTRIAL  MODUCTS  DIVISION  •  SITCHSURO,  MASSACHUSITTS 


1.  Mark  center  line  on  stile,  spot  at  desired  height  2.  Using  metal  template  —  tap  sharply  on  both 
and  drill  hole  with  j^4 1  drill.  sides  for  accurate  hole  markings. 


3.  Drill  tube  hole,  spindle  holes  and  screw  holes  for 
latch  set  (jfl4416A).  For  lockset  (j^441 5LA),  also  < 
drill  cylinder  holes.  Stile  is  now  ready  for  mounting. 


ILCO’S  Ingenious  New  Template  and  Installation  Kit 
Insure  Perfect  Accuracy  for  Square  or  Channel-edged  Doors 


Write  for  new  brochure  oa  ILCO's  complete  line  of  hardware  for  wood  and  metal  combination  doors. 


Here  at  last  is  the  answer  to 
field  installation  problems. 
This  all-metal  template  is  ad¬ 
justable  to  door  thicknesses 
from  %  "  to  1  ",  outside  di¬ 

mension,  and  will  serve  for 
hundreds  of  installations. 
Pointed  steel  studs  are  set  in 
exact  position  to  provide  ab¬ 
solutely  accurate  markings  far 
hole-drilling.  (Paper  template 
is  also  packed  in  each  box.) 


In  addition  to  template,  kit  includes  ^41  drill,  hole  saw,  Vt"  hole 
saw  with  shanks  to  fit  standard  V*"  chuck.  With  this  kit  the  job  is  done  in 
record  time  without  error.  Drill  and  saws  are  top  quality,  smooth-cutting, 
fast,  accurate. 


DON’T  MISS 

seeing  these  ILCO  headliners 
at  NERSICA  CONVENTION 
Booth  No.  2M 

Hotel  Statler,  New  York,  March  22-24 


FOR  METAL  COMBINATION  DOORS 


New  Products 

{^Continued  from  Page  142) 

New  Calking  Gun! 

The  need  for  a  sturdy,  yet  light¬ 
weight  calking  gun  has  prompted 
the  introduction  of  the  new  CG-4 
Speed  Loader  manufactured  by 
Macklanburg-Duncan  Company. 

One  of  the  features  of  the  new 
gun  is  its  removable  nozzle  which 
permits  using  M-D’s  famous  Nu- 
Calk  Calking  Compound  in  Speed 
Load  tubes  that  come  with  or  with¬ 
out  a  plastic  nozzle.  The  gun  is 
built  to  receive  and  use  standard 
loads  of  other  brand  calking  com¬ 
pound,  too! 


TRIPLE^^ 

TRACK 


Presents  a  KD  Plan 

that’s  More 
Profitable 

FOR  YOU!  ^ 


'  THIS-  > 

you’ve  gotta 

I  SEE.../  ; 


As  shown  above  the  new  CG-4 
Speed  Loader  calking  gun  has  a 
ratchet-type  plunger  rod  and  has 
easy  trigger  action  that  provides 
a  smooth,  even  flow. 

The  CG-4  Speed  Loader  calking 
gun  is  now  available  through 
hardware  and  lumber  dealers,  or 
further  information  may  be 
obtained  by  writing  Macklanburg- 
Duncan  Company,  Box  1197,  Okla¬ 
homa  City,  Oklahoma. 


-  because  it's  the 

SET-UP  YOU'VE 
BEEN  LOOKING  FOR! 


The  JUNIPER  TRIPLE  TRACK 

all  aluminum  cambination 

STORM  &  SCREEN  WINDOW 
fEATURiS: 

•  63ST-5  extruded  aluminum. 

•  U-Shape  telescoping  expander  tides  and  sill. 

•  Tubular  construction  —  Forming  Insulated  area. 

•  Automatic  adjustment  to  any  prime  frame 
— simplifying  efficient  installation. 

•  Automatic  weatherlock  tongue-in-groove  TRACK  de¬ 
sign  .  .  .  not  channel. 

•  Self-storing  inserts.  •  All  aluminum  screening. 

•  Absolute  ventilation  control  from  top  or  bottom. 

•  Inserts  raise  or  lower  to  any  position  .  .  .  and 

STAYI  } 

•  Gadget-Free,  Nothing  to  go  out  of  order. 

•  FREE  from  UNNECESSARY  call  backs. 


Star  Stainless  Screw  Co. 
Issues  New  Catalog 

To  facilitate  greater  speed  in 
ordering  stainless  steel  fastenings. 
Star  Stainless  Screw  Company  has 
recently  relea.sed  a  new  catalog 
itemizing  their  large,  varied  inven¬ 
tory  in  a  manner  that  assures  split 
second  checking. 

The  new  Star  Stainless  catalog 
includes  their  in-stock  inventory  of 
cap  screws,  nuts,  washers,  machine 
screws,  sheet  metal  screws,  wood 
screws,  set  screws,  etc. 

{Continued  on  Page  154) 


it  ALSO  AVAILABLE  IN  ASSEMBLED  UNITS 


ALUMINUM  PRODUCTS,  INC. 

G»n»ral  Offico:  71A  Glenmora  Av«.,  Brooklyn,  N.  Y. 
focTory;  322-324  Elton  St.,  Brooklyn  S,  N.  Y. 
TELEPHONE:  TAylor  7-3519 


Prompt 

Dependabla 

Deliveries. 
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The  demand  for  Aluma  Kraft  all-aluminum  awnings  has 
necessitated  the  fourth  enlargement  of  the  St.  Louis  plant 
in  the  last  four  years.  The  plant  is  now  over  five  times  as 
large  as  when  it  was  built  in  1950. 


The  newest  addition  houses  the  engineering  office,  which 
will  constantly  stress  research  and  development  so  that  the 
quality,  appearance  and  usefulness  of  Aluma  Kraft  awnings 
will  continue  to  be  ahead  of  the  field.  Aluma  Kraft  engineer¬ 
ing  and  research  skill  is  your  guarantee  that  when  you  buy 
Aluma  Kraft  you  truly  buy  the  finest. 


Aluma  Kraft  Manufacturing  Company  not  only  provides  its 
distributors  and  dealers  with  the  finest  aluminum  awnings 
manufactured,  but  assists  them  in  their  sales  efforts  with  a 
complete  advertising  campaign  in  all  nationally  distributed 
consumer  magazines  that  are  directed  to  home  improvement. 


If  you  are  interested  in  obtaining  a  distributorship  for 
Aluma  Kraft  awnings  send  complete  information  about  your 
company.  Then,  if  you  qualify,  you  will  want  to  visit  the 
worlds  most  modem  aluminum  awning  plant  at  NO 
EXPENSE  TO  YOU. 


&  Home  Improvement  Dealer 


ALUMA  KRAFT  MANUFACTURING  CO. 

1330  NORTH  ROCK  Hill  RD.,  ST.  lOUIS  17,  MO. 


Rrg.  U.  S.  Pal.  Off.  principal  cities  of  the  U.S.A.  and  Canada. 


Rve  Ways  to  Pay  for 
Modernization 

Now  that  home  modernization 
activity  is  at  an  all-time  high  and 
promises  to  go  even  higher  in  1954, 
the  Insulating  Siding  Association 
offers  a  brief  review  of  the  basic 
methods  available  for  financing 
home  modernization.  These  are 
the  plans  that  have  been  used  suc¬ 
cessfully  by  the  —  million  home 
owners  who  have  modernized  their 
homes  with  insulating  siding.  They 
can  be  used  just  as  conveniently 
for  other  types  of  home  moderniza¬ 
tion. 

1.  Rf(/i(lar  hank  loan  —  Most 
banks  consider  home  improvement 
loans  as  good  risks.  They  have 
plans  already  arranged  to  fit  the 
home  owners  pocketbook.  Most 
banks  offer  the  additional  protec¬ 
tion  of  safeguarding  the  owner’s 
interest  by  giving  advice  on  ma¬ 
terials  and  the  credit  rating  of  the 
contractor  doing  the  job. 

2.  F.  H.  T.  Title  I  modernization 
loans  —  As  with  bank  loans,  the 
term  of  the  loan  is  fairly  short. 


It’s  never  more  than  three  years 
under  F.  H.  A.  so  the  monthly 
pa>Tnents  may  be  large.  It’s  best 
to  get  an  F.  H.  A.  loan  through 
your  regular  lending  institution. 
There  you  can  obtain  a  full  ex¬ 
planation  of  the  terms. 

3.  Open  end  mortgage  —  This 
method  has  become  increasingly 
popular  during  recent  years.  The 
cost  of  the  improvements  simply 
are  added  to  the  principal  of  the 
mortgage.  Monthly  i)ayments  are 
kept  at  the  present  level,  but  the 
term  of  the  mortgage  is  extended. 
For  families  with  tight  budgets, 
this  undoubtedly  is  the  best  plan. 

Dealer  Financing 

4.  Dealer  Financing — The  dealer 
sells  the  plumbing,  siding,  or  lum¬ 
ber,  the  labor  and  the  financing 
all  in  one  package.  The  home  owmer 
deals  only  with  the  dealer  or  a 
contractor  who  supplies  materials, 
labor  and  financing.  Make  sure 
he’s  reputable  and  you  understand 
the  terms  thoroughly. 

5.  Mortgage  refinancing — If  much 


of  the  original  mortgage  is  paid 
off,  it  may  be  that  the  best  terms 
can  be  arranged  by  refinancing  the 
mortgage  to  include  the  amount  of 
the  improvement  project.  This  re¬ 
sults  in  an  entirely  new  mortgage 
whereas  the  open  end  loan  is  an 
addition  to  the  existing  mortgage. 

The  Insulating  Siding  Associa¬ 
tion  points  out  that  there  are  nu¬ 
merous  variations  of  these  plans. 
It  warns  the  home  owner  to  select 
the  financing  be.st  suited  to  his 
means  and  do  select  just  as  care¬ 
fully  as  he  picks  materials. 


Hall  oi  Nation's  Population 
Changed  Homes  in  Four  Years 

Nearly  78  million  Americans — 
half  the  non-farm  population — 
changed  home  addresses  in  four 
years  Home  &  Home  reports  in 
its  current  issue.  Recent  shifts,  ac¬ 
cording  to  the  Census  Bureau, 
show  that  20.37'“  of  the  nation’s 
non-farm  population  moved  in  the 
space  of  one  year. 


INTRODUCING 


TROUBLE  FREE 


pARKCHESTER 

•*"  ^^400”  ^  DESIGNED  AND  PRICED  FOR  VOLUME  SALES 
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Factory; 

PAMCO  WINDOW  MF6.  CO..  INC 
1651  E.  233rd  Street 
New  York  66.  N.  Y. 
FAirhanks  4-7233 


Factory  Branch: 

TRENTON  STORM  WINDOW  CO., 
128  South  Warren  Street 
Trenton,  N.  J. 
TRenton  4-3940 


Factory  Branch: 
PARKCHESTER  OF  LODI,  INC. 
Route  17,  off  Essex  Street 
Lodi,  N.  J. 
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For  the  best  looking,  most  efficient  job  of 
siding  choose  KEYSTONE  Aluminum 
Siding.  Ideal  for  either  new  construction 
or  when,  used  over  wood,  shingles,  stucco 
or  brick.  Once  applied  it  seldom  needs 
any  further  attention.  Its  durability 
and  superb  insulating  quality  is  well  known 
throughout  the  industry.  The  finish  is 
roller  coated  to  an  even,  uniform  finish 
and  then  baked.  No  chipping  and 
no  ripple  to  hold  the  soil  and 
dirt  ...  a  beautiful  finish 
that  defies  the  years  ahead. 


A  BETTER  JOB  IN  LESS  TIME 


•  •  • 

Only  Keystone  has  the  self-leveling  bead  ,  .  . 
the  feature  that  tends  to  seal  the  interlock. 
Keystone  Siding  with  its  “seal-lcick”  is  so  easy 
to  apply  ...  it  is  practically  self-leveling  once 
the  starter  strip  has  been  set.  Sturdy,  eluent 
accessories  to  complete  a  perfect  installation 
include  individual  comets,  back-up  tabs,  ex¬ 
truded  inside  and  outside  comers,  window 
and  door  trim.  It's  your  most  emntmiieal  sid¬ 
ing  and  you'll  have  a  better  job  when  you 
install  Keystone.  Better  still,  it  doesn't  take 
an  expert  to  do  the  work!  On  many  installa¬ 
tions  one  man  does  the  complete  Job. 


Choice  of  COLORS: 


WHITE 

GREEN 


CRAY 


^  Guaranteed  by 
.Good  Housekeeping 


For  Exclusive  Territories  Available,  write 


A  Product  of  KEYSTONE  ALLOYS  COMPANY  •  DERRY,  PA. 

Manufacturers  of 

NER5ICA  SHOW  —  Booth  97  STORM-SCREEN  DOORS  A  WINDOWS  •  EXTRUSIONS  •  ALUMINUM  SIDING  •  METAL  STAMPINGS 


&  Home  Improvement  Dealer 
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Pride  of  Possession 


*  A  little  girl  has  a  favorite  doll,  and  she 
dresses  it  in  frilly  clothes  and  ties  ribbons  in 
its  hair  for  all  to  see  .  .  . 

*  A  high  school  boy  gets  his  first  jalopy,  and 
he  does  odd  jobs  after  class  so  that  he  can  buy 
colorful  gadgets  and  bright  chrome  accessories, 
in  order  to  make  his  car  distinctive,  and  “spe* 
cial”  and  something  uniquely  his  .  .  . 

<  A  mother  treasures  the  first,  laboriously 
s  ritten  words  of  her  youngest  child,  and  hangs 
the  smudged  little  note  in  a  place  of  honor  so 
that  all  visitors  may  see  and  marvel  .  .  . 


Pride  in  the  very  special  things  that  are  yours  .  . .  the  things  that 
mean  so  very  much  to  you  .  .  .  are  the  things  that  receive  your 
extra  care,  your  very  special  attention. 

The  family  that  is  proud  of  its  home,  shows  its  pride  of  posses¬ 
sion  by  the  little,  extra,  thoughtful  touches  it  brings  to  that  home. 

A  decorative  aluminum  door  grille  on  the  front  door  of  a  home 
is  an  example  of  one  of  these  special  touches. 

It  betokens  a  family  whose  members  are  proud  of  their  home  and 
want  everyone  to  know  it. 

We,  at  Dec-O-Grilles,  Inc.,  take  pride  in  our  workmanship. 

And  when  we  design  and  manufacture  our  aluminum  door  grilles, 
we  keep  especially  in  mind  those  people  who  take  pride  in  their 
homes. 

In  short,  Dec-O-Grilles  are  made  for  those  discriminating  persons 
who  take  deep  pride  in  their  homes,  and  who  demand  the  very 
finest. 

Visit  our  exhibit  at  the  NERSICA  Show,  and  you’ll  see  what 
we  mean.  (Or,  if  you  can’t  make  it,  write  for  our  free  catalog 
and  price  list.) 

i 


P.S.  —  You'll  find  us  at 
Booth  No.  1 

At  the  NERSICA  Show  > 

Hotel  Statler  ^  9  A.M.-5  P.M. 


Dec-O-Grilles,  Inc.,  502  Park  Place,  Long  Beach,  i  V. 


New  Products 

{Cimtinued  from  Page  150) 

A  special  page  in  the  front  of 
the  catalog  is  devoted  to  suggested 
short  cuts  in  ordering  that  keep 
costs  down.  The  back  cover  has  a 
chart  that  explains  AN  specifica¬ 
tions  and  a  decimal  equivalent 
chart. 

To  obtain  the  new  catalog,  write 
to  Star  Stainless  Screw  Co.,  Dept. 
RS,  190-196  Union  Ave.,  Paterson 
2.  N.  J. 

*  *  * 

Republic  Kitchen  Cabinets 
Adjusted  To  Women's  Height 

Height  of  kitchen  cabinets  is  a 
problem  which  has  been  vexing 
housewives  for  many  years ;  a 
problem  which  was  tackled  during 
research  and  engineering  stages  by 
Republic  Steel  Kitchens. 


A  pre-market  survey  by  Repub¬ 
lic  determined  that  practically  all 
pre-built  wall  cabinet  assemblies 
on  the  market  were  installed  at 
84-inch  height,  which  was  fine  for 
the  theoretical  “average  woman.’’ 
j  It  was  realized,  however,  that 
I  this  “average’’  was  reached  by 
j  combining  physical  characteristics 
!  of  all  woman  —  short,  tall  and 
I  medium.  And  when  it  came  to 
I  getting  at  items  tucked  away  in 
!  top  shelves,  Mrs.  Shorty  lost  out 
j  even  though  she  had  figured  in  all 
I  computations  leading  to  Mrs. 

;  Average. 

As  a  result,  Mrs.  Shorty  either 
i  teetered  precariously  on  a  stool  or 
bent  drawers  of  her  base  cabinets 
j  out  of  line  by  standing  on  them  to 
j  reach  her  top  kitchen  shelves.  Or 
f  perhaps  she  just  ignored  the  upper 
(Conthiued  on  Page  156) 
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«e  NEW  nP  IMPROVED 


JALOUSIES 


NORTH-EAST  OFFERS  MORE 

SALES  AID  — Factory  trained  sales  consultants,  to  advise  and  help  train 
your  sales  personnel. 

ADVERTISING  SUPPORT  — Top  flight  advertising  agency  guidance,  lor 
more  dollar  efficiency  end  effectiveness. 

ADVERTISING  AIDS  — Latest  3-D,  full  color,  stereo  views.  Newspaper 
mat  service.  Smart,  multi-colored,  self-selling  consumer  mailing  pieces 
ond  brochures. 

INSTALLATION  AIDS  — Comprehensive,  easily  understood  Installation 
forms.  Factory  trained  installation  aid  — where  required. 

MODERN  PACK  AGING  — Streamlined  packaging  enables  one  hundred, 
overage  KD  units  to  be  efficiently  stored  in  less  than  50  cubic  feet. 


North-east  Metal  Products  Corporation,  long  a  pioneer  in 
Jalousie  design  and  manufacture,  now  brings  to  you  the  most 
beautiful,  easy  to  operate,  strong,  KD  (knocked-down)  jalousie 
ever  built.  With  the  North-east  KD  jalousie  you  save  on  stor¬ 
age  space,  stock  requirements  and  shipping  costs.  You  can 
supply  any  size  window  with  a  simple  saw  cut.  Now  with 
North-east's  KD  unit,  you  can  be  sure  that  you  sell  the  very 
finest  all-aluminum  jalousie,  at  the  lowest,  most  competi¬ 
tive  cost. 

NORTH-EASrS  KD  FEATURES 

NEWEST,  MOST  ADVANCED  "100%  STAINLESS  STEEL 
WEATHERSTRIPPED";  guarantees  positive  draft-free,  all 
weather  protective  seal. 

Improved,  "Spring-Tite"  tension  clips,  insure  easy,  one 
motion  glass  louver  installation. 

63  STS  aluminum,  heavy  gauge,  100%  extruded,  positively 
no  finer  made. 

Latest  sloping  sill  design. 

Magnificently  ground  and  polished  4"  louvers. 

Finest  precision  made,  worm-gear,  roto  operator;  locks  in 
any  position. 

Quickly  interchanged,  flush-fit,  screen  or  storm  panel. 


< 

—— — - ^ 

North-east 

JALOUSIES 

_ _ 

METAL  PRODUCTS!  CORPO^TION 

M e r  r  i ck ,  L . 1 1 .  N  .  Y.  \ 

■  - - 

- . - ^ 

North-east  Metal  Products  Corporhtion 

FREEPORT  1-4577 

Satedge  Building 

Merrick,  L.  1.,  N.  Y. 

Please  send  me  full  information  on  your 

NEW  and  IMPROVED  KD 

jalousies. 

State 

Manufacturing  Distributor 

See  our  Booth  No.  102,  at  the  "Nersica  Show,"  Hotel  Statler,  March  22-23-24. 


F 


and  nowhere  can  you  puli  a  better  window  out  of  a  hat.  Working  from  LINEAL 
FEET  saves  you  $$$  and  gives  you  a  top  quality  window  designed  on  a  new 
principle  in  divided  tracks.  New  track  design  insures  window  operating  ease 
without  sacrificing  strength  or  durobility.  No  large  inventories  required.  Working 
margin  of  200%  insures  additional  profit  on  every  window  you  manufacture 
and  distribute. 


For  complete  information,  write: 


ALUMA  SEAL  INDUSTRIES 


1123  Milwaukee  Ave. 

Dickens  2-1224 


Chicago  22,  III. 


New  Products 

{Continued  from  Page  154) 
reaches  of  her  kitcheij.  A  bit  of 
slide-rule  figuring  based  on  avail¬ 
able  statistics  brought  Republic 
the  right  answer ;  it  was  all  a  mat¬ 
ter  of  inches,  three  inches  to  be 
exact. 

If  the  84-inch  height  of  wall 
cabinet  as.semblies  were  reduced  to 
81  inches,  Mrs.  Shorty  would  be 
made  happy.  And  if  wall  cabinet 


shelves  were  adjustable,  even  a 
short  Mrs.  Shorty  would  find  them 
accessible. 

This  presented  another  problem, 
however.  If  wall  cabinets  were 
hung  at  81-inch  height,  a  tall 
woman  would  find  they  interfered 
with  work  surfaces  beneath  them. 
Republic  Steel  Kitchens  were  de¬ 
signed  to  provide  the  answer  — 
“Tailored  height”  for  taller  or 
shorter  women.  An  ingenious  three- 


inch  collar  made  the  difference. 

This  collar  was  built  for  inser¬ 
tion  between  upper  and  lower 
sections  of  the  utility  cabinet, 
which  is  the  key  to  all  kitchen 
assemblies.  Tops  of  wall  cabinets 
are  lined  up  with  the  top  of  the 
utility  cabinet,  which  in  most  cases 
before  Republic  Steel  Kitchens 
were  84  inches  off  the  floor. 

If  a  taller  woman  desired  to 
retain  this  height,  she  merely  used 
the  removable  collar  and  had  an 
84-inch  assembly.  But  Mrs.  Shorty 
could  remove  the  collar  and  cut 
her  kitchen  assembly  down  to  size. 

*  *  * 

Sliding  Gloss  Doors 

A  recent  installation  of  Miller 
Sliding  Glass  Doors,  a  product  of 
the  Frank  B.  Miller  Manufactur¬ 
ing  Company,  Burbank,  California, 
figures  prominently  in  the  design 
of  the  Roy  Maypole  Apartments  in 
Hollywood,  California.  This  build¬ 
ing,  designed  by  Craig  Ellwood, 
Los  Angeles  designer,  received 
first  prize,  apartment  building  de¬ 
sign  at  the  International  Exposi¬ 
tion  of  Architecture  at  Sao  Paulo, 
Brazil  in  January,  1954.  This  com¬ 
petition  included  designs  submitted 
by  architects  and  designers  from 
all  parts  of  the  world. 


As  pictured,  the  use  of  Miller 
sliding  glass  doors  in  this  out¬ 
standing  design  enables  the  archi¬ 
tect  to  create  the  illusion  of  free¬ 
dom  and  space  in  a  relatively  small 
area.  Increasing  use  of  sliding 
glass  doors  in  all  types  of  archi¬ 
tecture  is  indicative  of  the  home 
builders  trend  toward  the  use  of 
glass  as  a  standard  wall  material. 

Miller  sliding  glass  doors’  stand¬ 
ard  features  include  solid  brass, 
{Continued  on  Page  158) 
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SALES  DOUBLED! 

Record-breaking  demand  for  Kaiser  Aluminum  Shade  Screening-plus  55%  average  mark-up-insures  big  profits! 


/America  is  learning  a  revolutionary  new  way  to  beat 
the  heat— Kaiser  Aluminum  Shade  Screening!  This 
amazingly  effective  product  cuts  room  temp>eratures  as 
much  as  15°  and  is  making  thousands  of  homes  and 
buildings  cooler  and  more  comfortable. 

Last  summer,  Shade  Screening  broke  all  sales  records 
with  a  whopping  206%  increase— more  than  double  the 
previous  year! 

Profitable  Addition  to  Your  Line! 

No  matter  what  house  items  you  sell,  Shade  Screening 
is  a  perfect  addition  to  your  line  for  extra  profits.  A  nat¬ 
ural  combination  sale  item  with  doors  and  windows. 
Carries  the  highest  markup  of  any  screening  product. 
Dealer  average— 55%.'  Cash-in  on  the  demand  of  homes, 
offices,  stores,  factories  in  your  area! 

Extra  Profits  from  Air  Conditioning  Boom! 

Shade  Screening  goes  hand  in  hand  with  air  condition¬ 
ing  sales  — frequently  can  be  sold  in  combination. 


TEST  HOUSE  WALL  section  with  Kaiser  Aluminum  Shade  Screening 
(right)  blocks  sun  outside  window,  shades  room.  Note  absence  of 
hot  sun  spots  on  floor,  which  flood  through  ordinary  screening 
(left)  causing  buildup  of  high  inside  temperatures.  Interior  shades 
not  satisfactory  because  once  heat  gets  in  room  it  is  trapped! 


because  Shade  Screening  reduces  f>eak  load.  Where  air 
conditioning  is  not  affordable,  Kaiser  Aluminum  Shade 
Screening  gives  dramatic  relief  at  low  cost.  Even  where 
air  conditioning  already  exists.  Shade  Screening  is  a 
smart  buy  for  your  customers,  because  it  makes  units 
operate  at  lower  cost! 

Ideal  for  House-to-House  Sales! 

This  low-cost  cooling  device  gets  immediate  attention 
from  sweltering  home-owners.  You  are  furnished  with 
promotional  material  that  helps  you  make  a  high  per¬ 
centage  of  sales!  You  can  make  quick,  on-the-spot  esti¬ 
mates  and  easily  install  Shade  Screening  in  any  typ>e 
frame. 

Check  all  the  unique  selling  features  of  Kaiser  Aluminum  Shade  Screening; 

Keep  rooms  up  to  15°  cooler  in  hottest  sun!  Tiny  louvers  are 
set  at  an  angle  to  block  hot  sun  rays  before  they  hit  window. 
This  eliminates  a  major  cause  of  high  room  temperatures. 

Cuts  harsh  light  glare!  Admits  plenty  of  soft  light.  Air  circu¬ 
lates  freely. 

Protects  against  sun-fading!  Keeps  sun  from  fading  draperies, 
other  furnishings. 

Protects  against  insects  like  any  standard  screening. 

Gives  daytime  privacy  — But  you  can  see  out  easily! 

Maintenance-free!  Precision-produced  from  tough,  high-grade 
aluminum.  Can’t  cause  ugly  red  rust  stains  on  sills  and  siding. 
Never  needs  paint.  Corrosion  resistant. 

Easy  to  install  in  any  type  frame. 


Write  for  free  sample  and  catalog  page.  For  name  of  your 
nearest  manufacturer  or  jobber  contact  the  Kaiser  Alumi¬ 
num  sales  office  listed  in  your  telephone  directory.  Kaiser 
Aluminum  &  Chemical  Sales,  Inc.,  Oakland  12,  California. 

Order  adequate  stocks  of  Kaiser  Aluminum  Shade 
Screening  now.  Available  in  regular  or  tension 
frames  from  sash  and  screen  manufacturers,  and  in 
convenient  rolls  from  jobbers. 


PATENTED 


SHADE  SCREENING 


Your  sales  will  be  backed  up  with 
full  page  ads  in  LIFE  magazine  at 
the  peak  of  the  selling-season  — 
plus  ads  in  American  Home  and 
Better  Homes  &  Gardens! 


&  Home  Improvement  Dealer 
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COMPARE 


FEATURES 


EXCLUSIVE  . . .  4-tvay  adjustable  expansion  frames. 
Makes  custom-fit  installations  profitable/ 


•  63  ST-5  Extruded  aluminum 

•  Self-storing 

•  3  Sliding  Inserts 

•  Alclad  screening 


#  Stainless  steel  springs 

#  Finger-tip  Control 

#  Weatherstripped  sills 

#  All  Hardware  Included 


For  Further 
Information, 
including 
p  rice  list, 
call  or  write: 


NT 

BENART  Windows  are 
^  FULLY  WARRANTED 
for  parts  and  mechanical  defects. 

EXCLUSIVE  TERRITORIES  AVAILABLE 
Vy  for  DISTRIBUTORS  and  K-D  OPERATORS 


ALUMINUM  PRODUCTS  Co  Jnc. 

EVANS  TERMINAL.  HtLLSIOE.  N.  J. 
Elizabeth  4-2333 


New  Products 

(Cojitiniied  from  Page  156) 
full  grip  handle  in  attractive  con¬ 
temporary  styling,  heavy  fourteen 
gauge  welded  steel  construction, 
bottom  roller  design  with  adjust¬ 
able  ball-bearing,  grooved  brass 
rollers  on  stainless  steel  roller 
track. 

New'  product  design  features 
stress  durability  and  ease  of  opera¬ 
tion,  with  enlargement  of  clearance 
in  the  screen  guides  at  header  and 
jambs  to  allow  smoother  sliding  of 
screens  and  eliminate  sticking  or 
dragging.  Also,  screens  are  now 
equipped  with  cadmium  plated, 
steel  ball  bearing  rollers  which 
permit  still  freer  sliding  screens. 

Frank  B.  Miller  Manufacturing 
Company,  Dept.  BS,  3216  Valhalla 
Drive,  Burbank,  California. 


New  Speedril  for 
Cylinder  Lock  Holes 

Inaccuracies  in  boring  holes  for 
lockset  installation  can  make  the 
difference  between  proper  func¬ 
tioning  and  failure  of  the  lockset. 
On  jobs  where  labor  costs  make 
speed  an  important  factor,  it  is 
often  difficult  to  control  such  re¬ 
quirements  as  exact  measurements 
and  the  straightness  and  concen¬ 
tricity  of  bored  holes. 


The  new  Speedril,  however,  a 
combination  jig  and  boring  tool, 
developed  by  Lockwood  Hardware 
Manufacturing  Company,  of  Fitch¬ 
burg,  Mass.,  is  said  to  enable  even 
inexperienced  workmen  to  make 
cleancut  holes  in  perfect  alignment 
every  time.  It  also  cuts  the  effort 
and  time  required  for  boring. 

{Continued  on  Page  160) 
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PRE-KOTE  Features 
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I  O  COLORS 
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5311  Avalon  Blvd.,  Los  Angeles  11,  California  I* 


--“'.fa"* 


flRW  NANn^' 

i  dWi - 


•  PRE-KOTE 


•  ROLLING 


•  ENAMELING 


Ansel 


New  Products 

I  {Continued  from  Page  158) 

Speedril  is  simply  clamped  to  a 
door  so  that  the  flanges  of  the  edge 
hole  jig  rest  flat  against  the  edge 
of  the  door.  This  automatically 
establishes  the  correct  center  for 
the  large  stile  hole.  The  cutter  for 
this  hole,  instead  of  being  pro¬ 
pelled  by  a  hand-held  brace,  is 
attached  to  a  threaded  shaft 
mounted  in  a  split,  feeder  bushing 
built  into  one  arm  of  the  jig. 

;  Firmly  held  and  guided  by  the 
I  feeder  bushing,  the  bit  automati¬ 
cally  bores  straight  because  it  can¬ 
not  wobble.  A  winding  handle 
attached  to  the  other  end  of  the 
bit  shank  gives  sufficient  leverage 
'  so  that  the  bit  cuts  easily  into  the 
;  wood,  taking  a  steady,  uniform 
j  chip  as  it  goes.  A  breakthrough 
I  ring  in  the  other  arm  of  the  jig 
'  prevents  splintering  and  ensures 
j  cleancut  edges  at  the  end  of  the 
bore. 


i  New  PER-HT  Slider  Window 
j  With  Two  Frame  Choices 

I  PER-FIT  Products  Corporation, 
j  manufacturers  of  aluminum  win¬ 
dows,  announces  a  new  slider 
,  window  available  with  two  frames 
I  both  of  which  have  etched  .satin- 
:  dip  lacquered  finish.  The  basic 


r  EXCLUSIVE  TERRITORIES  AVAILABLE  for  K-D  OPERATORS 
I  Please  send  me  complete  information. 

[  NAME _ 

[  COMPANY _ 

I  ADDRESS _ ; _ 


i  details  of  the  operating  and  weath- 
!  ering  parts  are  identical  in  both 
the  #300  exterior  trim  frame  and 
I  the  #500  job  condition  frame.  The 
j  #300  frame  permits  the  details  of 
I  the  interior  returns  to  be  left  to 
'  the  choice  of  the  architect,  builder 
or  owner.  The  #500  frame  pro- 

(Continued  on  Page  162) 


ALUHfllNUM 

COMBINATION 

DOOR 


mum 

for  You 


2  PANEL  MITRED 

'  ^  ALL  EXTRUDED  63ST5 
ALUMINUM 


REINFORCED  CORNERS 
WEATHERPROOF  ALUMINUM  SCREENING 
STAINLESS  STEEL  HINGES 
INTERCHANGEABLE  SCREEN  &  GLASS  INSERTS 
PERFECT-FIT  SURROUND 
EXTRA-STRONG  MITERED  FRAME 
DRAFT-FREE  VINYL  PLASTIC  SEAL 


available  assembled 
or  KD.  Prompt  delivery. 

Choice  territories  available. 
Write,  wire,  or  phone: 

Ansel 

1008  E.  49  ST.,  BKLYN.,  N.  Y 
INgersoll  2-8950 
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FOUvINFOR^MATlON  — WRITE,  WIRE  OR  PHONE 


2525  HART  AVENUE 
DETROIT  14,  MICHIGAN 
PHONE  VALLEY  2-3554 


The  Kelleher  Company 


fmUyyi^lN  I  bO  I  Ulr  IN  COLD  NORTHERN 
INMATES— WEATHER  TIGHT  AS  OTHER  PRIMARY  WINDOWS 


REASONS  WHY  KELCO 
QUALITY  JALOUSIES  GIVE 
MORE  WINTER  PROTECTION 


Pat.  PanOins 


1  Stainless  Steel  Head 
Weather  Strip  for  Positive 
Seal.  At  Top  Water  Table 
provides  added  protection. 


2  “Triple-Action"  Stainless 
Steel  Weatherstrip  Cre¬ 
ates  a  Tight  Interlock  Seal 
Along  the  Jamb. 


3  Stainless  Steel  Cushion 
is  Self- Compensating  for 
Tight  Closing  Throughout. 
Seals  Glass  Ends. 


A  Stainless  Steel  Sill 
Weother  Strip  for  Positive 
Seal  at  bottom. 


Extruded  Aluminum  Picture  Windows  With  Jalousies 
of  Exceptional  Design  and  Engineering  Are  Winning 
Wide  Popularity  Wherever  Windows  Are  Used 

Large  Building  Projects  Are  Now  FEATURING  KELCO 
QUALITY  JALOUSIES 

A  Profitable  Window  For  You  To  Offer  In  Your  Territory 


JALOUSIE  DOORS 


Neat  Weather 
Tight  Triple  Pur¬ 
pose  Doors — 
Storm,  Screen, 
and  Primary 
All  in  One. 


1  Va"  Thick  Pon- 
deroso  Pine 
Warp  Proof 
Treated  Shells. 


EASY  TO  INSTALL  “DO  IT  YOURSELF"  HARDWARE  KITS 

'  JALOUSIE  strip  hardware  with  KELCO 

quality  features.  Excellent  for  conversions 
'  ^  of  old  windows  and  inexpensive  porch 

inclosure.  Lever  operated. 


&  Home  Improvement  Decder 


a  masterpiece 


CONVERTS  FROM  SUMMER 
TO  WINTER  IN  2  MINUTES' 


New  Products 

{Continued  from  Page  160) 
vides  means  of  using  a  beautiful 
satin-finish  extruded  interior  re¬ 
turn  and  casing. 

In  addition,  the  #500  job  con¬ 
dition  package  is  complete  with 
extruded  aluminum  interior  trim. 
Both  frames  have  integral  exterior 
trim. 

The  new  PER-FIT  slider  is 
simply  installed  in  a  rough  open¬ 
ing  by  nailing  through  continuous 
perimeter  installation  fins. 


op«rtt«s 

qwjytly 


IT'S  ALL  ALUMINUM 

Dcakn  •vcrywhar*  afrM  —  tlw 
YANCEY  Convertible  Deer  b  truly 
a  masterpiece  in  engineering,  utility 
and  beautyl  And  whan  yeu  tee  the 
double  sales  peaaibilitiet  ^b  deer  of¬ 
fers  your  salM  force  you'll  agree  tool 
Sell  it  as  a  acreen  deer  and  anioy 
extra  salea  later .  with  the  double 
atrength  snap-bi  glaaa  bnerts 
The  YANCIV  NAIF  PANEl  model 
•pew  new  mailceta  in  farminf  mMI 
Indwiry  ane  inatitutiew 


New  Formica  Colors 
Styled  By  Loewy 

Mindful  of  the  demands  created 
by  modern  decorating  and  the 
trend  to  greater  use  of  high-styled 
colors,  The  Formica  Company  has 
introduced  their  New  Sunrise 
Color  Line. 


fhm  Conv«rtibl«  Door  with 
tho  built-in  solos  appoal 

PRICED  TO  MEET  ALL  COMPETITION 

•  Fracbien  engineered 

•  All  aluminum  construction 

•  Fully  assembled 

•  Seedy  for  installatinn  — 


,  CkClUSIVff^ 
YANCEY  "Fhintmn 
Latch".  F^Ugly^ 
hardware- Bingen 
the  deiK  —  it's  all 


••  Hm  •xdvthf* 
Yanesy  Doer  Distrttnitor 
hi  yoorsros. 

Oof  cemplelo  informstioii  now. 
WRITE  OR  WIRE  TODAYI 


ALSO  AVAILAiLE  IN 
HALP  PANEL  MODELS 


The  new  line,  styled  by  Ray¬ 
mond  Loewy  Associates,  consists 
of  65  colors  and  patterns,  32  of 
them  completely  new,  including  18 
solid  colors  and  two  new  patterns. 
It  was  officially  unveiled  January 
17th  at  the  National  Association 
of  Home  Builders  Annual  Conven¬ 
tion  and  Exposition  at  Chicago. 

The  internationally  known  Ray¬ 
mond  Loewy  organization  made  an 
intensive  study  of  the  laminated 
plastics  market.  The  most  popular 
of  the  old  colors  and  patterns  were 
retained  and  many  new  ones 
added.  Formica  is  now  being  of¬ 
fered  in  white  and  an  entirely  new 
range  of  durable,  stain  resisting, 

{Continued  on  Page  166) 


designed  especially  for  the  Window  and  Door 


Manufacturing  Industries 


BETTER  AT  LOWEST  COST  BECAUSE 

•  exclusive  extrusion  process  £ 

•  all  virgin  pure  materials  D  | 

•  uniform  quality  1 1 

•  dimensional  uniformity  f| 


KREIDEL  PLASTICS,  INC 


Gunurol  Office; 

5476  Stefe  Reed 
Clevelend  29,  Ohio 
SHedytide  1-3636 


W«$t  of  Ohio: 
711  West  Lake  St. 
Chicege  6,  Illinois 
DEerbem  2-7380 


Complete  Information 
and  Samples  Available 
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ONE  LITE 
ONE  INCH  THICK 


Visit  Our 
Display 
NERSICA 
SHOW 
BOOTHS 
31  •32-33 


UNCTIONAL 


Construction 


SEAl  MASTER 
•  Casement 


APPEARAilCE 


Concealer^inge 


IDA-WISE 
•  Self  Storing 


iluminum 


‘Y’"--  baseminI"' 

,LwRITE,  wire  or  PHONE 
for  EXCLUSIVE  TERRITORIES 


HEAVY 


Embossed 


&  Home  Improvement  Dealer 


Manuiacturers'  Sales 
Reach  All-Time  High 

Sales  of  manufacturers  last  year 
reached  a  record  $303,000,000,000, 
or  10  per  cent  higher  than  in  1952, 
the  Department  of  Commerce’s 
Office  of  Business  Economics  re¬ 
ported  recently.  December’s  sales 
of  $23,900,000,000  dipped  slightly 
from  the  $24,100,000,000  in  the 
1952  month. 

The  1953  .sales  for  the  durable- 
goods  manufacturing  industries 
were  $152,700,000,000,  or  14  per 
cent  higher  than  those  of  1952. 
Producers  in  all  hard  goods  in¬ 
dustries,  except  furniture,  reported 
.sales  increases  compared  with  the 
previous  year.  The  motor  vehicle 
and  equipment  indu.stries  accord¬ 
ing  to  the  report,  show'ed  the  most 
substantial  ri.se  —  about  30  per 
cent. 

Shipments  of  the  non-durable 
goods  industries  in  1953  were 
$150,700,000,000,  a  gain  of  6  per 
cent  compared  with  1952.  Percent¬ 
age-wise  the  largest  increases  were 


registered  by  the  beverage  and 
food  groups.  Moderate  advances 
occurred  in  the  sales  of  other 
major  non-durable  goods  groups, 
except  tobacco,  textiles  and  apparel 
where  1953  sales  were  under  those 
of  1952. 

In  analyzing  the  December 
trends,  the  agency  said  that  on 
a  seasonally  adjusted  basis  ship¬ 
ments  declined  slightly  compared 
with  November. 

The  durable  goods  groups  reg¬ 
istered  a  3  per  cent  drop  from 
November’s  levels  in  the  closing 
month  of  last  year  with  primary 
metals  and  nonelectrical  machinery 
accounting  for  most  of  the  change. 
The  fractional  rise  in  December  in 
the  non-durable  lines  resulted  from 
advances  in  food,  apparel  and  pe¬ 
troleum. 

New  Orders 

New  orders  w'ere  slightly  high¬ 
er,  on  a  seasonally  adjusted  basis, 
than  in  November,  with  the  in¬ 


crease  occurring  in  non-durable 
goods.  Unfilled  orders  declined 
$2,500,000,000  during  December, 
mostly  in  the  durable  goods  indus¬ 
tries. 

Backlogs  at  the  close  of  the  year 
amounted  to  $58,000,000,000,  a  de¬ 
cline  of  $17,000,000,000  from  the 
total  at  the  end  of  1952,  with  the 
hard  goods  industries  accounting 
for  all  but  $1,000,000,000  of  the 
decline. 

Manufacturers’  stock  declined 
slightly  in  December,  to  continue 
the  liquidation  which  began  in  the 
late  fall.  The  December  reduction 
of  $200,000,000  centered  in  durable 
goods.  At  the  close  of  last  year, 
the  report  showed,  inventories  held 
by  manufacturers  were  valued  at 
about  $46,900,000,000,  an  advance 
of  $2,500,000,000  for  the  year. 

The  rise  occurred  almost  entire¬ 
ly  in  the  durable  goods  industries 
where  book  values  rose  $2,400,- 
000,000  to  a  year-end  total  of  $26,- 
700,000,000.  Non-durable  goods  in¬ 
ventories  were  up  $100,000,000  to 
$20,200,000,000. 


NEW  WAYS 
TO  ADDED  PROFITS! 


laioii 

Dual  Line  of  BATH  ENCLOSURES 


TRADE 


FEATURES 


qll-aluminum  qxtru- 
eated,  pelithad, 


1.  Heavy-gauge, 

•iont— heat-tr 
anodized. 

2.  Free-rolling,  rust -proofed  Nylon 
ball-bearing  rollers. 

3.  Vinyl  plastic  gaskets  provide  a  per¬ 
fect  cushion  on''  glass  —  will  not. 
deteriorate,  rot  or  crumble. 


COMPETITIVILY  PRICED 

Shower  Magic  Both  Enclosures  ore  priced  much 
lower  then  most  others  on  the  market.  Cost  but  a 
few  cents  o  day  —  last  a  lifetime. 


DK  0  KITS  Engineered  for  7/32"  glass.  Stock  only  the  aluminum 
extrusions  (complete  with  all  hardware)  .  .  .  purchase  your  glass 
locally  when  you  need  it.  Easy  to  assemble  and  install . . .  less  than 
30  minutes  on  the  average  bath.  Over  26  different  type  both 
enclosures  can  be  made  with  the  Shower  Magic  K  0  Kits. 

BHj  ASSEMBLED  UNITS  shipped  complete.  Polished  and  anodized 
K^E  everlasting  beauty,  /available  in  five  different  colors  of  l.ght 
weight,  shatterproof  fiberglass  .  .  .  seafoam  green,  icy  blue 
sunshine  yellow,  primrose  pink,  and  frost  white. 

FOR  COMPLETE  DETAILS,  SPECIFICATIONS,  DRAWINGS,  AND 
PRICE  LIST,  WRITE: 


DARYL  PRODUCTS  CORP. 

965  S.  W  8th  Street  •  Miami,  Florida  •  Phones  82-8877,  3-5835 
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AVON 


WO  A  TON 

Builders  are  quick  to  see  that 
GRAHAM  doors  give  their  homes 
that  all-important  ’’eye  appeal”. 

Why  don’t  yo//  sell  the  door  that  has 
more  "sales  appeal”. 

Your  customers  will  agree  .  .  . 

"YOU  GET  SO  MUCH  MORE 
WITH  A  GRAHAM  DOOR" 


&  Home  Improvement  Dealer 


It’s  true  .  .  .  Everyone  wants  sectional 
overhead  doors  that  harmonize  with 
today’s  homes. 


GRAHAM  doors  do  exactly  that! 


Your  customers  can  have  beautiful  and 
distinctive  flush  doors  at  prices  comparable 
to  ordinary  panel  doors. 


NOm  OMA/ERS.... 


LANCASTIR 


...theyll  all  welcome 

the  man  who  sells  llRlHllIf  | 
“Custom  Design”  sectional  overhead  doors!  1 


Some  distributorships 
available.  Write  or 
call  TODAY  for  illus¬ 
trated  catalog  and 
complete  information. 


^  DOOR  < 

HEnderson  i 


CO 


6901 


200 


rneg 


KEYSTONE 


CLEVELAND  3,  OHIO 


SPECIALTIES  OORP 


New  Products 

{Continued  from  Page  162) 

solid  colors  —  colors  compatible 
with  each  other  and  with  modern 
ideas  in  home  decorating.  Formica 
Co.,  Dept.  BS,  Cincinnati,  Ohio. 

*  *  * 

Lightweight  Aluminum 
For  Industrial  Roofing 

In  answer  to  the  growing  de¬ 
mand  in  industry  for  a  mainten¬ 
ance-free  metal  roofiing  material 
of  thinner  gauge.  Aluminum  Com¬ 
pany  of  America  is  enlarging  its 
line  of  industrial  roofing  materials 
with  the  addition  of  a  new,  light¬ 
weight  corrugated  aluminum 
sheet.  Made  of  the  same  durable 
high-strength  alloy  as  the  stand¬ 
ard  .032  in.  material,  the  new  Al¬ 
coa  Aluminum  Corrugated  Indus¬ 
trial  Roofiing  and  Siding  product 
is  only  .024  in.  thick. 


Here's  o  deal  that  makes 

KD  OBSOLETE! 


Why  knock  yourself  out  with 
knocked-down  windows  when 
you  con  get  these  famous  SCOTT 
PIONEER  all  extruded,  non¬ 
storing  windows  fully  and  com¬ 
pletely  assembled  and  screened 
at  the  factory  by  experts.  All  you 
do  is  glaze  —  nothing  more! 
Absolutely  no  tools  needed. 


CUTS  WORK  99% 

SCOTT  puts  you  in  SELLING 
not  costly,  specialized 
manufacturing! 


Manufacturers  of  SCOTT-PIONEIR  Windows  and  Doors 

EMERALD  &  BOSTON  STREETS  •  PHILADELPHIA  25,  PA. 


WIDE  6"  LOUVRES... 

Increases  the  area  of  clear 
vision,  are  easier  to  clean,  and 
offer  less  possible  points  for 
air  leakage. 


BRONZE  BEARINGS... 

Large  bronze  bearings  that  insure 
trouble-free  easy  operation.  No  further 
maintenance  required. 

4  AUTOMATIC  LOCK... 

A  simple  and  foolproof  lock  which  auto¬ 
matically  lucks  itself  in  the  closed  posi¬ 
tion. 


EMBOSSED  LOUVRE 
POCKETS . . . 

The  ridge  on  the  louvre  poc¬ 
kets  meshes  with  new  “Side- 
Sear  ridge  on  the  channel  to 
form  a  tight  weather  seal. 


DUAL  OPERATING  RODS  .  . . 

Concealed  dual  operating  rods  that  give 
easier  operation  and  eliminates  possible 
failures. 


SPRING  GRIP 
LOUVRE  POCKETS... 

A  positive,  reliable  spring  clip 
that  firmly  holds  each  louvre  in 
position  to  insure  freedom  from 
rattling  in  any  weather. 


OPERATING  HANDLE... 

A  sufficiently  long,  lever  type 
handle  that  provides  the  necessary 
leverage  for  easy  operation.  No 
gears  to  strip  or  pins  to  break 
with  SUN-SASH. 


SIZES  TO  FIT  ANY  OPENING . . . 

SUN-SASH  comes  in  sizes  to  fit  any 
opening  and  can  be  laslalled  vertically 
or  horizontally.  It  can  also  be  mounted 
one  on  top  of  the  other  or  mullioned 
directly  together. 


SIDE-SEALING  . .  . 

A  built  in  “Side-SeaC  that  meshes 
with  the  ridge  on  the  louvre 
pocket  to  form  a  tight  weather 
seal. 


Deolers  .  .  .  get  the  complete  story  before  you  buy  any 
louvred  window.  Write  today  for  more  informotion 
on  the  new  SUN -SASH  "Side-Seal"  hardware. 
America's  largest  selling  lowest  cost  louvred  window  I 
KNOWN  AS  NACO  ON  MOST  EXPORT  MARKETS! 


MULLION  CLIPS... 

The  exclusive  SUN-SASH 
mullion  clip,  attached  to 
head  and  sill,  provides  a 
secure  slender  self-mullicn 
of  girder  strength  that  eli¬ 
minates  wooder  mullions 
and  saves  time  .ind  labor. 


COM  PAIN  Y 

38  Park  How  IN'ew  York  38,  IV.  Y. 


6f  Home  Improvement  Dealer 


SUN-SASH  COMPANY 
3t  PARK  ROW.  N.  Y.  3t.  N.  Y. 


Please  send  me  full  information  on  the  new 
"Side-Seal"  window  hardware. 


ADDRESS _ 


..STATE. 


Proper  Handling  of  Saw  Blades 
Cuts  Production  Expense 

Circular  saw  blades  are  widely 
used  by  manufacturers,  distribu¬ 
tors,  KD  operators,  and  many  deal¬ 
ers  to  cut  aluminum  extrusions  to 
size.  Proper  handling  of  these 
blades  will  prolong  their  useful 
life,  prevent  excessive  breakage, 
and  thus  reduce  production  costs, 
the  following  helpful  questions  and 
answers  on  saw  blades  were  com¬ 
piled  by  Charles  Juliano  of  the 
Juliano  Saw  Co.,  Valley  Stream, 
N.  Y.,  an  expert  in  the  field  with 
many  years  of  experience, 

Q.  “What  type  blade  is  best  suited 
for  cutting  aluminum?” 

A.  A  hollow-ground  blade;  high¬ 
speed  or  semi-high  speed. 

Q.  “How  long  should  a  blade  last 
between  sharpenings?” 

A.  With  proper  handling  and  lu¬ 
brication  the  maximum  cutting 
time  will  be  obtained. 

Q.  “Is  there  a  know-how  in  cutting 
aluminum?” 

A.  An  operator  must  first  give  the 


blade  a  chance  to  penetrate  the 
surface  of  the  stock  he  is  cut¬ 
ting  and  then  continue  faster. 

Q.  “How  can  aluminum  be  cut 
without  leaving  an  excessive 
burr?” 

A.  By  constant  use  of  a  lubricant 
and  a  grease  stick. 

Q.  “Why  use  both  a  lubricant  and 
a  grease  stick?” 

A.  A  lubricant  keeps  the  stock  and 
the  blade  cool.  A  grease  stick 
helps  the  blade  penetrate  the 
stock  and  prevents  the  gullets 
and  sides  of  the  teeth  from  be¬ 
coming  fused  with  aluminum, 
therefore  eliminating  a  burr  as 
long  as  the  blade  is  sharp. 

Q.  “How'  should  a  lubricant  and  a 
grease  stick  be  used?” 

A.  Be  sure  the  lubricant  is  being 
used  in  proper  coordination 
with  the  instructions  provided 
for  your  particular  machine.  A 
grea.se  .stick  should  be  u.sed  fre¬ 
quently  on  both  sides  of  the 
blade  near  the  teeth.  If  your 
machine  does  not  have  a  lubri¬ 


cating  system  the  grease-stick 
is  a  very  important  factor  in 
cutting. 

Q.  “How  can  you  prevent  break¬ 
age  of  blade?” 

A.  Handling  a  blade  carefully  is 
the  most  important  factor.  Be 
sure  your  stock  is  secure  before 
attempting  to  make  you  cut. 
The  bench  should  be  cleared  of 
cut-off  pieces  of  stock  at  all 
times. 

«  «  « 

85%  Aluminum 
Expansion  Under  Way 

The  aluminum  industry’s  capac¬ 
ity  has  climbed  from  1,454,250,000 
pounds  annually  at  the  beginning 
of  the  Korean  war  in  mid-1950  to 
around  2,686,000,000  pounds  at  the 
beginning  of  this  year.  The  ex¬ 
pansion  program  planned  during 
the  Korean  emergency  is  about  85 
per  cent  complete  and  is  expected 
to  be  finished  this  year.  The  na¬ 
tion’s  annual  aluminum  capacity 
will  then  be  about  3,100,000,000 
pounds. 


Visit  Us  At  The  1954  NERSICA  Show  —  Statler  Hotel,  New  York 
March  22,  23,  and  24  —  and  see  for  yourself 


BOOTHS  56  and  57 


'^ALL-ALUMINUM 

and  SPECIAL  EXTRUDED  KOROSEAL 

WEATHER  STRIP  CHANNEL 

AVAILABLE  FOR  IMMEDIATE  DELIVERY 


Inquiries  for  Franchise  privi¬ 
leges  are  invited  from  well¬ 
rated  and  fullyt  established 
storm  sash  dealers  and  dis¬ 
tributors. 

MANUFACTURED  BY 
JIRITH  MANUFACTURING  CO.,  Inc. 


NATIONALLY  DISTRIBUTED  BY 

JERITH  SALES  CO 

2025  E.  BOSTON  STREET 
PHILADELPHIA  25.  PA. 
TELEPHONE;  GArfielO  3-1407 


THE  LAST  WORD  IN 
ALL-WEATHER  PROTECTION 

•  Engineered  for  trouble-free 
operation. 

•  Heavy  duty  extrusions  throughout 

•  Permanent  outside  installation. 

•  Nothing  to  remove  when  cleaning 
glass. 


THE  SALES  LEADER 
ACROSS  THE  NATION 


ALL 

NEW 


CADILLAC 

TRIPLE  TRACK 

ALUMINUM  COMBINATION 
STORM  WINDOWS 
AND  SCREENS 

The  Monarch  of  Them  All" 


TRADE  MARK  REG 
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High  Profits  and  Pleased 
Customers...  Report 
JIeehco  Jalousie  Dealers 


CHECK  THESE  ALENCO 
JALOUSIE  FEATURES: 

•  Sturdy  extruded  aluminum 
frame 

*  Easily  and  quickly  adjusted 
in  width 


by  GEORGE  W.  ALBRITTON 
Vice  President 
Albritton  Engineering  Corp. 

The  QUALITY  glass  jalousies 
— Alenco  Jalousies — have 
been  sales  engineered  to  produce 
these  two  important  results  for 
you — high  profits  and  happy  cus¬ 
tomers.  Every  step  in  their  manu¬ 
facture  was  planned  and  tested  to 
make  both  the  selling  and  installa¬ 
tion  of  Alenco  Jalousies  easier  and 
more  profitable  for  you,  the  dealer. 
And  each  installation  means  cus¬ 
tomers  who  are  proud  and  pass 
the  word  along.  It’s  time  you  be¬ 
came  an  Alenco  Jalousie  dealer. 

If  you  had  sold  the  Alenco  Jalou¬ 
sies  shown  in  the  illustration  your 
profit  on  the  four  windows  would 
be  $69.17.  They  were  easily  and 
quickly  assembled  with  only  8 
screws.  And  don’t  overlook  the 
additional  profit  you  would  make 
on  related  materials  and  installa¬ 
tion  you  sell  the  home  owner. 


The  jalousie  market  is  tremen¬ 
dous!  More  builders  are  realizing 
the  buyer’s  desire  for  the  more 
complete  ventilation  in  kitchen 
and  bath  gained  by  using  jalou¬ 
sies.  And  every  house,  new  and 
old  with  a  porch  is  a  prospect 
because  you  give  them  more  use¬ 
ful  and  livable  room  during  every 
month  of  the  year  at  low  cost 
with  Alenco  Jalousies. 


•  Easily  assembled  with  only  8 
screws 

*  Storm-proof  construction 

•  Installed  by  conventional 
methods 

*  Easily  removable  screen 

•  Trouble-free  operation 

*  Available  in  36  stock  sizes 


Check  the  ALENCO  selling  price,  of  trouble-free  service.  You  need 
and  your  cost;  check  the  Alenco  carry  no  stock  —  our  production 
Jalousie  features  —  its  uncondi-  schedule  allows  shipment  within 
tional  guarantee  as  to  materials  24  hours  after  your  order  is  re- 
and  workmanship ;  and  its  lifetime  ceived  on  any  of  the  36  stock  sizes. 

MAIL  THE  COUPON  TODAY 


BS.  10 


Please  send  me  more  information  on  the  Alenco  proven  dealer 
soles  plan.  I  understand  that  this  information  will  be  sent  to  me  without  | 
cost  or  obligation.  | 

NAME  .  .’I 

FIRM  NAME  | 

Address .  . ’■ .  I 

CITY .  STATE .  [ 


EEHCi 


Dept. 


ALBRinON  ENGINEERING  CORPORATION 
2501  Wroxton  Road,  Houston  5,  Texas. 


<S  Home  Improvement  Dealer 
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The  Best  Storm  and  Screen  Hardware 

BOOTH  77  NERSICA 


tdealox  and 
Idealatches 

With  or  without  key  locking:.  Sim¬ 
ple,  fast  installation  .  .  .  Just  drill 
three  holes. 


“ONE  BORE”' 

PUSH-PULL  LATCH 

Guaranteed  quality  .  .  .  Beauty. 
Simple,  fast  installation  .  .  .  drill 
one  1"  hole.  Easy  latching  spring 
strike. 


New!  Bronze  Oilite  Bearing  Hinges 


Available  on  plated  steel  or  stain¬ 
less  steel  hinges.  Two  Bronze  Oilite 
Bearingrs  fastened  to  two  knuckle 
leaf  proven  superior  in  “100  year” 
wear  test.  Full  surface,  half  sur¬ 
face,  full  mortise. 


K 

®  i 

■ 

-  A 

i® 

1  ■ 

I 

(D  i 

....  J 

■j 

All  items  are  available  individually 
or  in  complete  kits  including  latch,  closer,  chain  and  hinges. 


NO.  90  DOOR  CLOSER 

SELF-LUBRICATED  WITH  ENCLOSED  SHOCK 
ABSORBER  SPRING. 


HINGES 

Plated  or  stainless. 
Engineered  to  your 
requirements. 


NO.  80  DOOR  CLOSER 


WITH  CHAIN  HOLD-UP  SPRING.  SELF- 
LUBRICATED  10  YEAR  GUARANTEE. 


IDEAL  BRASS  WORKS,  Inc.  •  250E.5thST.,sT.PAULi,MiNN. 


New  Products 

{Continued  from  Page  166) 
are  equally  applicable  to  the  .024 
in.  product. 

Aluminum  Company  of  America, 
Dept.  BS,  805  Alcoa  Building, 
Pittsburgh  19,  Pa. 

*  *  e 

New  Liquid  Rubber  Cement 

Adhesive  Products  Corporation, 
1660  Boone  Avenue,  New  York  60, 
New  York,  announces  the  develop¬ 


ment  of  a  new  liquid  synthetic 
rubber,  Apco,  which  is  designed 
for  home  and  industrial  repairs. 

Apco  spreads  easily  like  paint 
and  rubberizes  quickly  at  normal 
temperature.  It  has  been  devel¬ 
oped  from  DuPont’s  synthetic  rub¬ 
ber,  Neoprene.  Unlike  most  coat¬ 
ings  or  adhesives,  it  forms  a  tough 
flexible  film  that  will  adhere  to 
plastic,  metal,  wood,  fabric,  glass, 
leather,  cork,  plywood,  sponge 
rubber,  tinfoil,  etc.  Apco  will  not 


crack  or  chip  and  has  excellent 
resistance  to  weathering. 

Apco  is  excellent  for  repairing 
and  coating  roofs,  leaking  gutters, 
outdoor  furniture,  athletic  equip¬ 
ment,  garbage  cans  and  many 
other  household  items,  as  well  as 
for  installing  rubber,  vinyl  or 
ceramic  floor  tiles.  Apco  is  avail¬ 
able  in  neutral,  black,  and  colors. 
Apco  is  also  available  in  mastic 

grades  for  marine  use. 

*  *  * 


Year-Round  Storm  Sash 
For  Offices,  Factories 

Air-Tec  Metal  Products  Com¬ 
pany  announces  the  development 
of  a  new  storm  sash  specifically 
designed  to  eliminate  the  four 
major  problems  of  metal  windows : 
washing,  storage  of  sash,  lack  of 
ventilation  and  failure  to  seal  the 
ventilator. 


Mr.  C.  A.  Wines,  Air-Tec  Presi¬ 
dent,  says  this  new  aluminum 
sash,  perfected  by  their  own  en¬ 
gineers,  and  created  for  offices, 
factories,  hospitals,  etc.  is  made 
for  year-round  use  and  conforms 
to  the  same  architectuarl  lines  as 
the  projected  windows. 

Each  section  is  hinged  for  easy 
washing,  each  section  stays  on 
throughout  the  year,  ventilation  is 
in  conjunction  with  the  regular 
window,  and  all  ventilator  sections 
are  weather  stripped  to  assure  a 
minimum  leakage  of  air. 

In  addition,  the  Air-Tec  sash 
reduces  maintenance  costs,  elimi¬ 
nates  drafty  windows  and  soiled 
draperies,  and  insulates  against 
winter  cold  and  summer  heat. 

Air-Tec  Metal  Products  Com¬ 
pany,  Dept.  BS,  640  E.  Seven  Mile, 
Detroit,  Michigan. 

{Continued  on  Page  178) 
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SPEED  UP  PRODUCTION 


•  SAFELY 

•  UNIFORMLY 

•  ACCURATELY 


SecufUt^ 

SCREEN  SPLINER 

Fabrication  costs  are  cut 
drastically  by  the  use  of 
this  Screen  Spline  machine. 
You  need  no  skilled  operator 
to  run  the  machine.  Your 
screen  splines  will  come 
out  uniformly  and  accurate 
giving  constant  quality 
control.  I  ’  1 


security  Scr««n  Sip/uM 
Itollktg  MacMW* 

SecunUt^ 

MIGHTY  MITRE 

•  SAVfS  300%  \H  LABOR  COSTS 

•  GAIN  GREATER  SAW  CAPACITY 

•  SAVES  MATERIAL 

•  3  TIMES  FASTER  THAN  SINGLE 
BLADE  SAWS 

Two  saw  blades  cut  two  per¬ 
fectly  mitered  corners  simultane¬ 
ously  with  one  vertical  drop  of 
the  blades.  Your  eight  foot  rule 
has  adjustable  stop. 

SPECIFICATIONS: 

2-SV^  to  12'  Circular  Sow  Blodai 
2-114  H.P.  Electric  Melort  (3750  r.p.m.) 
t'  rule  with  adjuttobl*  step 
Ferm  blocks  tor  typo  of  mouldings 
Gray-Mills  pumping  system 


ip 


Stcuriiy  Dual  fMru  Cut-Off  Saw 


IMMEDIATE  DELIVERY 


FIELD  MEN  AVAILABLE  FOR  CONSULTATION. 


COMPANY  '  * 


385  MIDLAND  AVE.  DETROIT  3,  MICHIGAN 


&  Home  Improvement  Dealer 


Ford  Economist  Sees  Slump 
As  "Mostly"  Over 

A  Ford  Motor  Company  econ¬ 
omist  recently  told  the  Congres¬ 
sional  Joint  Economic  Committee 
that  “most”  of  the  adjustment  in 
business  activity  has  been  com¬ 
pleted  and  the  ground  work  now 
is  being  laid  for  a  reversal  of  the 
recent  downward  movements  in 
production  and  employment. 

George  P,  Hitchings,  manager 
of  the  Ford  economic  analysis  de¬ 
partment,  offered  this  generally 
optimism,  however,  by  predicting 
that  consumers  will  spend  five  to 
ten  per  cent  less  for  durable  goods 
this  year  than  they  did  in  1953. 

Mr.  Hitchings  testified  as  a 
member  of  a  six-man  panel  that 
had  been  brought  together  by  the 
committee  to  di.scuss  the  consumer 
spending  outlook.  None  of  the  six 
suggested  that  there  will  be  a 
sharp  upsurge  in  consumer  spend¬ 
ing  or  even  that  an  increase  in 
consumer  outlays  will  offset  ex¬ 
pected  declines  in  government 


spending  and  business  investment. 

Gordon  B.  Hattersley,  vice  presi¬ 
dent  of  Sears,  Roebuck  and  Co., 
said  it  is  unlikely  that  the  economy 
will  rebound  as  rapidly  or  as 
sharply  as  it  did  from  the  1948-49 
inventory  recession.  He  said  1954 
activity  can  be  high  —  though  be¬ 
low  the  1953  peak  —  if  industry 
focuses  “maximum  attention”  on 
cutting  costs. 

Recent  Trend 

The  Sears,  Roebuck  executive 
said  a  recent  trend  toward  diver¬ 
sion  of  consumer  spending  from 
soft  goods  to  durable  goods  prob¬ 
ably  will  be  reversed  in  1954.  Mod¬ 
est  increases  in  soft  goods  sales 
are  possible  this  spring  and  normal 
fall  weather  in  1954  could  result 
in  “quite  favorable”  year  to  year 
comparisons,  he  testified. 

The  most  sanguine  witness 
heard  by  the  committee  was  A.  W. 
Zelomek,  president  of  the  Inter¬ 
national  Statistical  Bureau,  Inc., 
of  New  York. 


Mr.  Zelomek  predicted  that  con¬ 
sumer  outlays  for  soft  goods  in 
1954  will  equal  the  1953  total  but 
that  the  physical  sales  volume  will 
be  higher  because  of  lower  prices. 
He  forecast  a  “steady  improve¬ 
ment”  in  the  consumer  soft  goods 
industries  beginning  in  February 
or  March  or  “the  second  quarter 
at  the  latest.” 

Consumer  spending  for  durable 
goods  will  be  lower  than  in  1953, 
but  outlays  in  the  second  half  of 
1954  will  be  larger  than  in  the  last 
six  months  of  1953,  he  said. 

Aryness  Joy  Wickens,  Deputy 
Commissioner  of  Labor  Statistics, 
told  the  committee  the  take-home 
pay  of  the  average  factory  worker 
with  three  dependents  was  “virtu¬ 
ally  unchanged”  as  the  result  of  a 
10  per  cent  individual  income  tax 
reduction  and  one-half  of  1  per 
cent  Social  Security  tax  increase 
on  Jan.  1.  The  average  worker 
earns  about  $72,  Mrs.  Wickens 
said. 

(CoHtivufd  on  Page  174) 


THE 


K.D.  LOUVER  WINDOW 


1—  A  natural  to  assemble  (8  screws) 

2—  Reduces  freight  costs 

3—  Reduces  installation  costs 

4—  Reduces  storage  area 

5—  Fits  any  masonry  opening 

6—  Fits  any  height— 1%  increments 

7—  Completely  weatherstripped 

8—  Interchangeable  screen  and  storm 
sash 

9— 4”  louver  blades 

10—  Extra  heavy  duty  clips 

11—  Lowest  price  in  the  history  of 
jalousies 

ALL  711  LOUVER  WINDOWS  ARE  STAINLESS-STEEL  WEATHERSTRIPPED 

DNCONDmONAUY  GUARANTEED 

EXCLUSIVE  territories  open  to  LIVE-WIRE 
dealers  and  distributors.  Write  for  full  par¬ 


ticulars  to: — 


The  ONLY  window  with  a 

5 -YEAR 


Unconditional  Guarantee  against  any 
defects  in  workmanship  or  materials. 


AIR-VUE  PRODUCTS  CORP. 

3  649  N.  W.  50th  STREET,  MIAMI,  FLORIDA 

DEP'T  B'6 

TELEPHONE:  65-4425 
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nowin  screen  cloth  to  help  you 


7fir!^*  Always  in  windows 
sell  more  combination  storm  units,  jalousies  and  prime  windows 


FLEXIBLE  •  CAN'T  BURN  •  SO  EASY  TO  WORK  WITH 


Jalouti** 


Dowbl«>hung 

Windows 


Combination  Storm 
Windows  and  scroons 


Combination  Storm 
doors  and  scroons 


CosomoiiMypo 

Windows 


Awning-typo 

Windows 


Come  and  see  us  at  the  NERSICA  Show  —  Booth  11 -M 


LUMITE  DIVISION,  Chicopee  Mills,  Inc.,  47  Worth  Street,  New  York  13,  N.  Y. 


&  Home  Improvement  Dealer 


0+4- 


AlUNiWUlA  SCRttw 


J  il  l  M 


ri\Hm 


ES 


TWO  big  improvements 
NO  increase  in  price 


NtW  BAKiD^ON  FINISH 

Special  bakfd-on  protective  coating  retains  a  "like  new”  soft 
brushed  satin  appearance  for  years.  This  new  finish,  not  a 
lacquer,  eliminates  tarnishing  oxidation,  won’t  scratch  or 
peel.  Clear  natural  finish  or  in  color  on  special  order 

40%  ORtATtR  STRtNOTH 

Specifications  of  a  new  aluminum  alloy  result  in  screen 
frames  that  test  40%  stronger  than  the  average  aluminum 
frames  now  available! 

YOU  CAN  PROm  MORt  BY  GIVING  MORt  IN  '541 

This  is  big  news  in  the  aluminum  screen  industry — welcome 
news  for  your  customers.  Never  before  has  a  fabricator  of 
aluminum  screen  frames  offered  so  much  for  so  little! 

Be  the  first  to  offer  more,  sell  more,  profit  more  in  your 
trade  area.  Remember,  you’ll  profit  more  by  giving  more 
in  ’.S4! 


3  SIZES 

FROM  WHICH 
TO  CHOOSE 


L.  S.  WILSON  MFC.  CO. 

7421  S.  LOOMIS  •  CHICAGO  36,  ILLINOIS 

Please  send  full  details  on  your  low  cost  Wilson  Aluminum  Screens. 


.dealer. 


.distributor 


NAME- 


COMPANY. 
ADDKESS— 
CITY - 


-ZONE. 


All  frames  are  made  of 
new  40%  stronger  alumi¬ 
num  alloy  stock.  Note  ex¬ 
tra  large  core  size,  which 
gives  added  strength  and 
rigidity.  Frames  are  so 
stable  that  no  crossbar  is 
needed  for  screens  up  to 
40''x72'. 


JALOUSIE  GLASS 

All  Types  of  Louvered  Glass 

MIRRORS -GLASS  FOR  ALL  PURPOSES 
AJAX  MIRROR  CORP. 

Manufacturers 

481  EAST  19fh  STREET  PATERSOH,  N.  J. 

Tel.  LOngacre  3-0762  SHerwood  2-8286 


Ford  Economist 

{Continued  from  Page  172) 

“The  average  worker  with  no 
dependents  will  have  a  slight  in¬ 
crease  in  weekly  take-home  pay  of 
somewhat  under  $1  a  week,”  she 
continued. 

Mrs.  Wickens  told  the  commit¬ 
tee,  however,  that  no  great  change 
in  the  over-all  pattern  of  family 
buying  should  be  looked  for  this 
I  year  unless  a  major  change  in  the 
economic  climate  is  anticipated. 

nA* 

Smaller  Plants  Using 
Mirs/  Agents  to  Up  ^les 

The  return  of  vigorous  competi¬ 
tion  in  metal-working  indu.stries 
I  and  many  other  lines  is  giving  rise 
to  a  significant  increase  in  the  use 
of  manufacturers’  agents  in  this 
country. 

!  These  independent  sales  repre¬ 
sentatives  are  being  counted  on, 
particularly  by  smaller  manufac¬ 
turers,  to  do  an  intensive  selling 
job. 

'  Many  producers  that  rank  in  size 
below  the  industrial  giants  say  that 
they  can  get  much  better  results 
from  the  “manufacturers’  rep” 
than  they  could  from  their  own 
sales  force.  Advantages  claimed  in¬ 
clude  the  following: 

Advantages 

1.  The  manufacturers’  repre¬ 
sentative  is  often  a  higher  caliber 
salesman  than  the  type  a  smaller 
manufacturer  would  have  to  em¬ 
ploy. 

2.  The  cost  of  .selling  is  usually 
lower  with  manufacturers’  repre¬ 
sentatives  than  it  is  when  a  com¬ 
pany  employs  its  own  salesmen. 

3.  Manufacturers’  representa¬ 
tives  can  introduce  a  new  line  suc¬ 
cessfully,  by  limiting  direct  .selling 
and  overhead  costs  of  branch  sales 
offices. 

Manufactuirers’  repre.sentatives 
did  a  sales  volume  of  about  $4 
billion  la.st  year. 
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DOOR 
ANY  SIZE 


Now.  for  the  first  time,  A<l 


inirul  Aiuniinuni  Products. 


Inc,,  located  riaht  in  the 


heart  of  the  Midwest,  makes 


available  to  Midwest  distrib¬ 


utors  and  dealers  prompt, 
fiuaranteed  service  with  the 


finest  combination  storm  win¬ 


dows  and  doors  realistically 
pricetl. 


American  has  the  manufactiiriii: 


plant  and  warehouse  facilities  to  stock 
and  assemble  doors  an<l  win<lows  of  all  sizes  to  back 


up  any  and  all  sales.  The  American  Window  and  Doiir  arc 
unconditionally  <iuaranteed,  and  are  huilt  to  last  a  houst'time. 


WRITE  WIRE  —  PHONE 


ADMIRAL  ALUMINU^I  PRpDUCTS.  INC. 


170 


N. 


oria  Street  •  Chicago  7,  Illinois 


fon,  THs  MIST  rim 

A  MANUFACTURim 

omits  MRCeT 


FOR  THE 

MIDWEST! 

Completely  ANNeiiibled 
or  K.  D. 

DELIVERY  TO 
YOUR  DOOR  IN 
ONE  WEEK! 

•  NO  INVENTORY  TO  CARRY 

•  NO  STOCK  REQUIREMENTS 
.  BUY  AS  YOU  SELL! 


Bt'ILD  SALES  WITH  LOWER  COSTS! 


The  American  Triple  Action 
Aluminum  Combination  Window 

Exclusive  Deluxe  Features: 

e  Tongue  &  Groove  Meeting  Rails 
e  Heavy  .073  thick  Extrusions 
e  Automatic  Ventilation  Knob  Control 
e  Class  Cushioned  in  Plastic 
e  Class  Comers  held  with  Screws 


The  American  De  Luxe 
Aluminum  Combination  Storm  Door 

e  Heaviest  Door  Ever  made  Pound  for  Pound 

•  Die  Cast  King-size  Corners 

•  Class  Corners  held  with  Screws 

•  Bottom  Expander 

•  Guarantee  !No-Warp  ♦  .  . 


SELECTED  DEALERSHIPS  AVAILABLE 


MOnroe  6<9600 


&  Home  Improvement  Dealer 
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Schools  Seen  Best  Source 
Of  New  Sales  Personnel 

The  be.st  source  of  new  sales  per¬ 
sonnel  is  the  college  and  univer¬ 
sity,  according  to  140  manufactur¬ 
ing  companies  participating  in  a 
survey  recently  completed  by  the 
National  Industrial  Conference 
Board.  The  board  found  that  over 
half  of  these  firms  recruit  new 
sales  personnel  right  on  the  cam¬ 
pus. 

Sixty  companies  co-operating  in 
the  survey  report  finding  good 
sales  material  in  other  depart¬ 
ments  of  their  own  organizations. 
In  addition,  NICE  found  that 
salesmen  presently  employed  and 
other  personnel  within  the  com¬ 
pany  provide  leads  on  possible  new 
additions  to  the  sales  force  in  42 
of  the  companies  surveyed. 

About  one-third  of  the  co-oper¬ 
ating  companies  advertise  for  sales 
help  in  newspapers  and  trade  mag¬ 
azines,  but  in  only  two  cases  is  this 
the  principal  method  of  recruiting 
salesmen. 


Thirty-one  of  the  better-known 
companies  fill  part  of  their  sales 
force  requirements  by  screening 
unsolicited  applications  for  em¬ 
ployment.  Most  companies  do  not 
rely  too  heavily  on  employment 
agencies  to  recruit  .sales  help;  only 
22  companies  report  u.se  of  such 
services.  Other  .sources  mentioned 
include  hiring  by  succe.ssful  deal¬ 
ers  and  di.stributors ;  referrals  by 
customers;  trade  associations;  and 
management  consultants’  refer¬ 
rals.  Only  a  few  companies  report 
hiring  competitors’  .salesmen  in 
any  significant  numbers. 

Selecting  Men 

To  select  the  best  qualified  men 
for  sales  work  the  majority  of  the 
companies  surveyed  have  .screen¬ 
ing  .systems.  The.se  .systems  employ 
the  following  methods;  per.sonal 
interviews,  aptitude  and  other 
te.sts,  investigation  of  references, 
application  blank  analysis,  on-the- 
job  evaluation,  and  physical  exam¬ 
inations. 


The  survey  reveals  that  usually 
a  combination  of  two  or  more 
methods  is  used  to  avoid  “blind 
spots”  in  the  selection  process. 

Almost  three  times  as  many 
companies  (32)  prefer  to  hire  men 
with  no  previous  sales  expyerience 
as  look  for  prior  .selling  activity  as 
a  prerequisite  according  to  the 
to  the  NICE  survey. 

Forty-three  percent  of  the  co¬ 
operating  companies  give  sales 
trainees  at  least  one  year’s  train¬ 
ing  prior  to  full-time  .selling  as¬ 
signments.  The  board’s  survey  re¬ 
veals  that  this  is  especially  true  of 
the  metal  products  industries, 
where  specialized  product  knowl¬ 
edge  is  often  e.s.sential. 

Formal  sales  training  programs 
are  in  existence  at  64  out  of  128 
reporting  companies,  and  generally 
cover  these  broad  areas:  (1)  in¬ 
doctrination  in  all  phases  of  com¬ 
pany  operation ;  (2)  product  knowl¬ 
edge;  and  (3)  .selling  techniques. 
The  Conference  Board  found  that  a 
well-planned,  thorough-going  sales 


A  number  of  good  territories  are 
still  open  for  FRANCHISES. 
Inquiries  from  well  established 
DISTRIBUTORS  are  invited. 
Be  the  Leader  in  the  Casement 
Str.rm  Window  field. 


The 


HOLDEN 

WINDOW 
Is  In  Production 
MY  DISTRIBUTORS 


Invite  DEALERS  to  Get  Into  This  Lucrative 
Branch  of  the  Storm  Window  Field. 

If  You  Don’t  Know  Who  Distributes  in  Your 
Area  .  . .  Write  to  Me.  Sell  the  Window  That 
Has  No  Headaches. 


*  Pot.  Pending 


J.  MINSHALL  HOLDEN 


CHester  3-5572 


BRCX)KHAVEN  ROAD,  WALLINGFORD,  PA. 
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training  program  is  often  consid¬ 
ered  to  be  a  strong  selling  point  in 
attracting  would-be  sales  recruits. 

Approximately  two  out  of  three  ! 
companies  report  maintaining 
some  form  of  continuing  training 
for  experienced  salesmen.  The  fre¬ 
quency,  length  and  formality  of 
such  “refresher”  training  varj’ 
considerably  from  company  to  com¬ 
pany,  but  the  basic  objectives  are 
about  the  same:  to  keep  the  sales  ; 
organization  interested  in  their 
work  and  well-informed  on  com¬ 
pany  products,  sales  policies,  and 
the  best  ideas  of  sales  promotion. 

The  Conference  Board  found 
that  over  70  per  cent  of  the  com¬ 
panies  co-oix?rating  maintain  a 
more  or  less  continuous  check  on 
the  results  of  their  recruiting,  se-  ^ 
lection  and  training  programs.  ^ 
Some  companies  judge  the  effec¬ 
tiveness  of  their  methods  simply  . 
by  the  performance  of  salesmen  in 
the  field.  Other  firms  rely  on  peri¬ 
odic  evaluation  by  supervisors.  To 
aid  management,  sales  records, 
merit  ratings  and  territorial  effici¬ 
ency  comparisons  are  used  regu¬ 
larly  by  some  firms  in  evaluating 
sales  performance. 

nc. 

One  in  Four  City  Dwellers 
Plans  Move  to  Suburbs 

More  than  one  in  every  four  of 
2,000  residents  surveyed  in  New 
York,  Chicago  and  Philadelphia 
who  have  incomes  from  $4,000  to 
$6,500,  plan  to  buy  new  homes  out¬ 
side  the  city,  Kentile,  Inc.,  makers 
of  resilient  tiling  reports. 

The  families  questioned  said 
some  of  their  reasons  for  wanting 
to  move  w’ere  decreasing  mainten¬ 
ance  by  landlords,  congested  living 
quarters,  traffic  conigestion,  the 
high  cost  of  storing  a  car  and 
growth  of  the  family.  ' 

Kentile  also  interviewed  1,900 
similar  families  in  seven  states,  ' 
who  had  purchased  homes  since  the  i 
Korean  War.  It  found  that  19^/^  j 
wanted  to  buy  larger  homes  as  soon 
as  they  could  find  them. 


Badger's  expanded  facilities  include 
design,  smelting  and  alloying,  extruding 
presses,  billet  casting,  heat  treating  furnaces 
and  finishing  methods  that  produce  the 
highest  quality  extrusions,  competitively 
priced.  Special  shapes  or  hundreds  of 
non-standard  and  standard  shapes  available 
without  die  charge.  "Better  Buy  Badg»r". . .  call 
Nightingale  9-6400  for  prompt  service. 


*"8“  is  for 
Badger .  .  . 
over  50  years 
experience 
in  the  metal 
industry .  .  . 
ossuraiKe  of 
product 
quality, 
dependable, 
fast  service, 
and  efficient 
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Alt  '  J 


Combination  Mnctoms 

3  6REAT  STYLES 

to  choose  from 


Model  A  ...  3  CHANNEL 
Model  B  .  .  .  TRACKLESS 


Model  C  .  .  .  REDWOOD  FRAME- 


^  Guaranteed  by 
Good  Housekeeping 


ALUMINUM  INSERT 

advertised 


Some  Territories  Still  Available 


MANUFACTURED  &  DISTRIBUTED  BY 


EASTERN  STATES  STORM  WINDOW,  INC. 

1010  MEMORIAL  AVE.  •  WEST  SPRINGFIELD,  MASS.  •  TEL.  7  5394 


spofflghting  Hie 

auma 


RmAmiTAnoti 

mKAwm 

RiSiARCH 


fj'ir'l 

M 

ii 


Arthritis  d  Rheumatism  Foundation 


New  Products 

{Continued  from  Page  170) 

Brake  Dies  Offered  in 
26  Standard  Styles 

As  a  guide  for  selection  of  the 
proper  types  of  brake  dies  for 
steel  and  other  metals,  a  chart  of 
twenty-six  standard  styles  has 
been  made  available  by  Service 
Machine  Co.,  Inc.,  manufacturers 
of  SEMCO  Brake  Dies  and  Press 
Brakes. 


Sharp  bends,  scalloped  designs, 
angular  shapes,  contours,  and  folds 
are  among  these  SEMCO  stand¬ 
ards,  Two  and  three  stage  types 
of  dies,  as  well  as  spring  loaded 
and  rocker  types  are  also  included. 

Service  Machine  Co.,  Inc.,  Dept. 
BS,  594  Miller  St.,  Elizabeth,  N.  J. 


Scandinavian  Keyless  Lock 
Now  Available  Here 

Auto-Lock,  the  mystifying  com¬ 
bination  door  latch  and  keyless 
lock  designed  primarily  for  bath¬ 
rooms  and  manufactured  in  Scan¬ 
dinavia,  is  now  being  imported 
into  the  United  States  by  Dahlgren 
Company,  New  York. 

Auto-Lock’s  remarkable  and 
foolproof  mechanism  enables  the 
bathroom  occupant  to  lock  the  door 
automatically  simply  by  turning 
the  inside  doorknob  in  the  usual 
manner.  No  key  is  needed,  no  lock 
is  turned  and,  as  long  as  the  room 
remains  occupied,  the  door  cannot 
be  opened  from  the  outside.  A 
simple  twist  of  the  inside  knob 
opens  the  door  again,  and  only 
when  the  bathroom  is  empty  can 
the  door  be  opened  from  the  out- 
.side. 

{Continued  on  Page  184) 
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ALUMINUM 

COMBINATION 

STORM  and  SCREEN 

WINDOWS 


with  Af£l¥,  REVOLUTIONARY 

PIVOT  CONTROI. 


Eastern  states.  Winstrom  windov/s  are  individually, 
protectively  packaged  and  shipped  on  a  tvro  v/eek 
delivery  schedule.  Trained  field  men  are  at  your 
disposal  to  aid  in  sales  and  installations.  Dealers 
are  notified  in  advance  of  delivery.  Mailing  pieces, 
demonstration  samples,  point  of  sale  material,  ad 
mats  and  home  shovr  display  kits  are  available  on 
request.  Winstrom  Products  are  nationally  adver¬ 
tised  and  have  The  Good  Housekeeping  Seal  of 
Approval.  Written,  registered  guarantees  provided 


Winstrom  Windows  are  taking  the  country  by  storm. 
They  incorporate  every  desirable  quality  feature 
for  customer  saitsfaction  .  .  .  and  exclusive  new 
Pivot  Control  too!  Winstrom  allows  blind  stop  in¬ 
stallation,  has  telescopic  expanders  on  all  sides  and 
is  made  of  extruded  aluminum  with  a  beautiful 
satin  finish  overall.  Once  these  easy-operating,  long- 
lasting,  trouble-free  features  are  demonstrated  a 
sale  is  sure. 

Delivered  when  desired  by  our  own  trucks  in  eleven 


WINSTROM  TRIPLE -SHI  ELD 
INVISIBLE  HINGE  DOOR 

Available  in  two  or  one  lite  set-up, 
this  finest  of  all  extruded  aluminum 
doors  is  completely  weatherstripped. 
Ask  to  see  this  exclusive  no  sag 
mortise  tenon  corner  construction  for 
service-free  operation. 


WINSTROM  CASEMENT  WINDOWS 
All  extruded  aluminum  with  beauti¬ 
ful  satin  finish  Complete  interlock 
weatherstripping,  has  expanders  on 
all  sides  and  finger  tip  control. 
Enables  one  trip  installation. 


Write,  vrire  or  telephone  today  for  the  profit-making  factsl 


A  DIVISION  OF 
SUBURBAN  BRONZE 
CORPORATION 


IIMIll'IMB  MANUFACTURING  CORPORATION 
15-40  127th  STREET.  COLLEGE  POINT  56,  N.  Y.  Tel.:  FLUSHING  3-5550 


(S  Home  Improvement  Dealer 
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Rise  in  Facioring  Volume  Seen 
As  More  Industries  Use  Services 


The  nation’s  factors  with  volume 
for  the  year  just  ended  at  a  new 
record  in  excess  of  $3  billion  pre¬ 
dict  a  rise  of  from  10  to  15  per 
cent  for  1954. 

Consensus  in  the  industry  is  that 
with  the  economy  in  adjustment 
firms  will  need  increased  w'orking 
capital  in  order  to  maintain  their 
competitive  position. 

Factorinj?,  sometimes  called  “old 
line  factorinjf,”  provides  cash  in 
exchange  for  accounts  receivable. 

Under  an  aggreement,  the  factor 
purchases  outright  a  businessman’s 
accounts  receivable.  The  manufac¬ 
turer  gets  his  cash,  and  for  a  fee 
and  the  factor  assumes  all  credit 
risks  and  collections.  The  business¬ 
man’s  customers  are  notified  to 
pay  the  factor  directly. 

“Old  line’’  factoring  differs  from 
open  accounts  receivable  financing 


in  that  in  open  account  financing 
the  receivables  are  sold  with  re¬ 
course  or  assigned  as  collateral. 
The  lender  assumes  no  credit  risks, 
customers  are  not  notified,  and  the 
client  has  the  option  of  effecting 
his  own  collections. 

Extended  Use 

There  has  been  some  slowing  of 
collections,  but  factors  expect  them 
to  “be  on  the  good  side’’  during 
1954.  Factors  have  extended  their 
u.se  to  industries  previously  serv¬ 
iced  and,  in  addition,  are  getting 
into  new  indu.stries  which  have 
never  before  u.sed  factoring. 

Charles  L.  Harding,  Jr.,  presi¬ 
dent  of  Meinhard  &  Co.,  Inc.,  said 
“the  risk  of  giving  credit  to  cu.s- 
tomers  and  the  tying  up  of  large 
amounts  of  capital  in  receivables 


are  problems  present  in  most  in¬ 
dustries,  as  in  textiles,  where  fac¬ 
toring  has  been  handling  these 
these  problems  for  more  than  100 
years.  The  use  of  factoring  in  in¬ 
dustries  other  than  textiles  has 
gained  tremendously  as  its  advan¬ 
tages  become  more  widely  known, 
and  the  prospects  for  the  future 
are  almost  unlimited.’’ 

Johnfritz  Achelis,  president  of 
Commercial  Factors  Corp.  declared 
“I  have  been  impressed  by  the  fact 
that  many  of  our  new  clients  are 
engaged  in  industries  other  than 
those  traditionally  associated  with 
factoring.  We  feel  that  this  trend 
will  increase  and  look  forward  to 
a  larger  volume  of  business  in 
1954.’’ 

Companies  manufacturing  air 
conditioning  equipment,  automo¬ 
bile  parts  and  accessories,  plastic, 
refrigerators,  and  radio  and  tele¬ 
vision  equipment  are  among  the 
wide  variety  of  firms  being  fin¬ 
anced  by  factors. 

(Continued  on  Page  182) 


SCHWAB  JALOUSIES 
ARE  EASIER  TO  SELL 

Many  exclusive  features  that 
are  practical  and  dependable 
make  SCHWAB  the  cheice  on 
any  type  of  building,  resi¬ 
dential  or  commercial. 

WRITE  FOR 

DEALER  PROPOSITION 


CHUJflB) 


JALOUSIE  AND  AWNING  CO. 


North  Miami  Avo,  at  39th  St. 
MIAMI,  FLORIDA 


ATTENTION^  dealers,  contractors 
WASHINGTON,  D.  C.,  AREA 


ALL  ALUMINUM 


•  Combination  Doors  1,  IV2, 2, 3  Lite 

•  Patented  “Floating”  Triple  Track 
Windows 

•  Self-Storing  Windows 

•  Jalousie  Doors 

•  Patented  “Magic  Hinge”  Casement 
Windows 

•  Self-Spllning  Roto  Casement 
Screen 

•  Basement  Combination  Windows 

"Lowest  Prices  in  the  Country" 

^‘STORM  WIZARD”  distributors 

4104  Georgia  Ave.  N.W.,  Woshingfon,  D.  C. 
RAndolph  6-4400 
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YOU  DEMONSTRATE 


FEDIO 


r 


Stable  Home  Mortgage 
Market  Sought 

A  cooperative  movement  by  all 
participants  in  the  nation’s  hous- 
injr  industry  is  beinjr  sought  to  end 
“instability”  in  the  home  mort^a^e 
market  once  and  for  all. 

Hazen  Plan 

The  movement  wa.s  inspired  by 
a  plan  of  Ben  H.  Hazen,  of  Port¬ 
land,  Orepon,  past  president  of  the 
United  States  Savings  and  Loan 
League,  and  endorsed  by  the  entire 
I^gue  membership  at  its  61st  An¬ 
nual  Convention  in  November. 

Under  the  plan,  all  businasses, 
indu.stries,  trade  unions  and  others 
whose  income  depends  wholly  or 
partly  upon  uninterrupted  produc¬ 
tion  of  housing  would  take  steps 
to  increa.se  the  proportion  of  home 
lending  done  by  savings  and  loan 
as.sociations. 

By  placing  funds  in  .savings  as- 
.sociations,  which  Hazen  empha¬ 
sizes  are  the  only  “always  reliable” 


.source  of  home  finance,  the  various 
segments  of  the  construction  in¬ 
dustry  could  supply  all  the  funds 
needed  to  stabilize  the  home  loan 
market. 

In  a  statement  on  the  subject, 
Hazen  declared  that  “the  dilemma 
of  the  housing  industry  is  that  it 
depends  too  strongly  on  the  invest¬ 
ment  whim,  judgment  or  policy  of 
the  open  market.” 

Charter  Obligation 

“Savings  associations  finance 
homes  because  that  is  our  charter 
obligation,”  he  explained.  “Every 
other  source  of  home  mortgage 
money  does  .so  because  of  market 
attraction.” 

Whenever  other  investments  be¬ 
come  more  attractive,  the  “open 
market”  investors  forsake  the 
home  loan  market,  causing  the 
periodic  “dislocations”  which  give 
ri.se  to  “hardship  and  anxiety” 
among  those  dependent  on  the 
hou.sing  industry. 


Rise  in  Factoring 

(Continued  from  Page  180) 

According  to  one  factoring  com¬ 
pany,  “the  services  rendered  by 
the  accounts  receivable  financing 
companies  and  commercial  banks 
are  co-operative  rather  than  com¬ 
petitive.  In  fact,  we  in  the  special¬ 
ized  finance  field  regard  ourselves 
as  service  agencies  of  the  banks, 
for  whom  we  perform  a  .specialized 
function. 

“We  handle  the  great  amount  of 
detail  involved  in  daily  and  re¬ 
current  credit  appraisals,  in  the 
bookkeeping  of  a  huge  number  of 
.small  invoices,  and  in  daily  factor- 
in  transactions. 

“It  is  this  type  of  work  which  is 
largely  responsible  for  the  higher 
co.st  of  accounts  receivable  financ¬ 
ing  in  comparison  with  interest 
costs,  let  us  .say,  of  six-figure  bank 
loans. 

“The  banks  are  the  wholesalers 
of  credit;  we  are  the  retailers  of 
credit  to  .small  business.” 


Westmoreland  Cordially  Invites  Vou 
to  see,,, New  Ideas!!! 

The  nation’s  most  complete  line  of  aluminum  accessories 
for  the  storm  window  and  door  industry. . . .  "High  polished” 
grilles,  initials,  house  numbers,  mail  chutes,  ornamental  cast¬ 
ing,  door  sweeps.  .  .  .  OVER  150  DIFFERENT  ITEMS. 

SEE  OUR  NEW  ALUMINUM  CANOPY 
ALL  THIS  MARCH  22,  23,  24 
BOOTH  NO.  205  —  NERSICA  SHOW 


STMORELAND 

METAL  MEG.  CORP. 

— STWv:®- - -  ~ 


Milnor  St.  and  Bleigh  Ave.,  Philadelphia  35,  Pa. 
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. .  .  the  values  to  consider  when  lining  up  with  a 

manufocturer.  Nash  gives  you  these  and  more! 

With  more  than  a  quarter  century  of  manufacturing 
experience,  Nash's  highly  skilled  craftsmen  assure  precision- 
built  products  that  make  for  easier  sales  and  give  a 
housetime  of  comfort,  satisfaction  and  service. 


ERSIC  A  Convention  &  Tipovition 

BOOTH  45  and  46 

Hotel  Stotlcr.Ncw  York  March  22,23.2^  195 *3 


cronpefenf  engineeriisg,  know-how  in  design,  production  and  service . . . 


!  ,  '  ;  .  I  ’  /  ,  r 

2  Trock  Flange  Type  Window 

2  Track  Channel  Type  Window 

3  Track  Flange  Type  Window 

3  Track  Chonne/  Type-VV/ndow 

Combination  Doorj 

Jalousie  Windows  and  Doors 

Casements 

Door  Grilles 

Door  Sweeps 

Aluminum  Thresholds 

Initials 

Numerals 

See  how  NASH  fan  intrease  your  profits! 


"from  1  w/ndow  fo  a  Tro//er/oad/" 

Whether  you  re  d  large  or  jrryj//  operotorj^ 

♦  he  NASH  K  D  P^AN  wilt  qui^ly  convince  you 
of  a  NEW  and  MODERN  PHOrtT  IfCHN/OUf 
for  the  Alurr^inum  Speciaify  Field 


DOOR  SWEEPS 


DOOR  GRILLES 


immLs, 


MANUFACTURING  CO. 


17  So.  Seventh  Avenue 
Long  Branch,  N.  J. 
Long  Branch  6-6200 


Dept.  D  B 


U.  S.  Route  T,  Newark-Elizabeth  Line 
Elizabeth,  N.  J.  ELizabeth  4-4600 

9126  Harford  Road 
Baltimore,  Md.,  Boulevard  2222 

9  Livingstone  Street  | 

Dorchester,,  >4a$s..  y^venue  2^3600 


NASH  ALUMINUM  LTD.  \ 

904  Bruce  St.,  Oshawa,  Ontorio 


904  Bruce  St.,  Osha 
Oshewa  3-2219 


I"  hi 

I  - 

Silent,  Insulated,  Frictionless 
Finger-Tip  controllable  patented 
hardware  assures  lifetime  service 
and  tight  closure. 


NASH  EXTRUDED 
ALUMINUM 
COMBINATION 
STORM  AND 
SCREEN  DOORS 


OVER  25  YEARS  OF  MANUFACTURING  KNOW-HOW  IN  ALUMINUM  PRODUCTS 
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PROFIT 


with  this  AWNING 
COMPETITION  CAN'T  MATCH! 


Stationary 
models  for 
doorways, 
porches, 
and  patios. 


( 


VICTOR  SUN-CONTROL 

FOLDING  Aluminum  Awnings 


New  Products 

{Continued  from  Page  178) 

The  secret  to  Auto-Lock’s  mysti¬ 
fying  action  lies  in  its  double¬ 
pronged  latch,  controlled  by  plas¬ 
tic  knobs  in  the  door,  and  its 
special  striker  plate  mounted  on 
the  door  frame. 

Although  made  primarily  for 
bathrooms,  Auto-Lock  is  practical 
also  for  photographic  darkrooms, 
conference  rooms,  laboratories  and 
other  places  where  the  room  occu¬ 
pants  want  to  control  their  privacy 
and  avoid  accidental,  and  some¬ 
times  costly  intrusion. 

The  Dahlgren  Company,  Uept. 
BS,  120  West  48th  Street,  New 
York,  N.  Y. 


« 

Folding  Stairway 
At  Low  Price 

Designed  for  initial  low  cost 
while  preserving  the  advantages 
of  expensive  models  is  the  new  EZ- 
Way  Utility  Folding  Stairway, 
manufactured  by  EZ-Way  Sales, 
Inc. 


if  ufimatc/ied  FOLDING  FEATURE! 

Works  easily,  quietly  all  year  ’round  for  perfect  Sun- 
Control!  Folds  on  copper-aluminum  bearings  at  BOTH 
top  and  sides! 


if  unmatched  BEAUTY!  Modern,  horizontal 
louvers  look  good  on  homes  of  any  architectural  style. 
Customers  today  want  the  lower,  wider  look  in  home  style. 
Complete  range  of  colors  and  color  combinations.  Aix:hi- 
tects  endorse. 

if  unmatched  STRENGTH!  Exclusive  Victor 

crowned  louvers  are  shaped  for  extra  strength.  Rugged 
construction  throughout. 

if  plus!  SUN-CONTROL  awnings  can  be  in¬ 
stalled  on  any  type  construction.  They  allow  free  circula¬ 
tion  of  air  through  awning,  are  self-storing  and  available 
as  complete  package  or  for  K-D  operation. 


if  unmatched  PROFIT  OPPORTUNITY! 

Aggressive  dealers  —  Write  Now  for  profitable  sales  plan 
and  information  or,  exclusive  territories.  Sales  are  being 
made  in  volume  NOW. 


VICTOR 


TOOL  O  MACHINE  CORPORATION 

k  ST.  JOSIPH,  MICHIGAN 


Termed  the  Model  178  by  the 
manufacturer,  the  stairway  folds 
in  sections  and  rests  within  the 
attic  when  not  in  use.  It  is  equip¬ 
ped  with  a  tempered  spring  oper¬ 
ating  mechanism  for  ease  of  re¬ 
traction.  The  unit’s  self-locking 
principle  ensures  rigidity  when  in 
use.  A  handrail  is  mounted  per¬ 
manently  on  the  stairway  for  .safe¬ 
ty.  When  folded,  a  flush  panel  on 
the  stairway  closes  off  the  ceiling 
opening.  A  dowel  rod  fitted  with 
{Continued  on  Page  186) 


184 


MARCH  1954  BUILDING  SPECIALTIES 


^ecuitu 

that  SELLS!  I 


from 


We  believe  that  the  fundamental  desire  of  the  average  buyer  of 
combination  windows  and  doors  is  to  beautify  the  exterior  of  his  home. 
That’s  why  we  have  developed  what  we  firmly  believe  to  be  the  most 
beautiful  windows  and  doors  on  the  market!  Of  course  we  have  in¬ 
cluded  those  features  that  have  proven  to  be  the  most  practical  and 
trouble-free  in  operation.  Dealers,  distributors  and  K-D  operators  are 
invited  to  contact  us  for  further  information. 


JALOUSIE  DOOR 


•  2  Track  Combination 
W  indows 

•  Combination  Storm  & 
Screen  Doors 

•  Storm  Windows  for 
Casements 


See  the  Beautiful 
Win>Chek  vlalousie 
Door  At  Booth  #1 
:\ERSICA  SHOW 


Arnot  Place,  Lodi,  N.  J. 

GRegory  3-0937 


Company 


&  Home  Improvement  Dealer 


Call,  Write  or  Wire 

VULCAN 

METAL  PRODUCTS 


CiMif  PART  FITS 


Please  send  me  catalogue  and  further  details 
about  VULCAN  SCREENS.  No  obligation. 


Meet  Md' 

NERSICA 

Booth  114 


Channel,  inserts,  lock  handles, 
corner  inserts  are  engineered  for 
utmost  simplicity  and  long,  hard 
wear.  This  RIGID  screen  is  easily 
fabricated.  Specially  designed 
cut-off  saw  at  low  cost,  wire 
roller  and  mallet  are  all  the 
tools  necessary. 


FULL  LINE  OF  HARDWARE  AND  TOOLS  AVAILABLE 


Tet  VULCAN  MnAL  PRODUCTS 
2t01  6th  Avenue,  South 
Birmingham,  Alabama 


•  Eatily 

•  Economically 

•  Smoothly 


/JU  /Jmouettd,  to  P%o^l 


Hundreds  of  screen  fabricators  have 
turned  to  VULCO  channels  and  ports 
exclusively  because  you  e*t 


1.  A  eomplsle  line  of  parts  and  hardware. 


2.  Ease  of  fabrication  and  installation. 


3.  Inunediate  delivery  and  close  inspection, 
eliminatinf  costly  stock  on  hand. 


4.  Conveniently  located  direct  company  rep¬ 
resentatives  to  direct  you  personally  on 
any  problems. 


5.  Complete  follow>through  ot  advsrtisinf 
sales  help,  indixAng  brochures,  newspaper 
mats,  displays  and  salesman  asaistaneo. 


Addl  Hfi  to  maJm 
TJeJea  a  mateefud! 


NAME _ 

ADDRESS. 


/t  In  tUn 


CITY _ STATE. 


2B01  6th  Avenue,  South 
Birmingham,  Alabama  Phone  4-5423 


New  Products 

{Continued  from  Page  184) 
a  hook  is  used  to  lower  the  unit. 
No  attic  clearance  is  required,  the 
manufacturer  states.  Models  are 
designed  for  ceiling  heights  from 
r  6"  to  9'. 

The  stairways  are  shipped  and 
installed  as  a  unit  including  jambs 
and  panel.  The  unit  meets  FHA 
requirements  and,  according  to  the 
manufacturer,  will  increase  the 
loan  value  of  a  home.  The  firm  also 
manufactures  a  low  cost  disap¬ 
pearing  stairway  and  a  complete 
line  of  folding  and  sliding  stair¬ 
ways. 

KP,  EZ-Way  Sales,  Inc.,  Dept. 
BS,  Box  300,  St.  Paul  Park,  Minn. 
*  *  * 

Tilemoster  Introduces 
Plastic  Tile 

Tilemaster  Corporation  of  Chi¬ 
cago  indicated  recently  that  it  was 
ready  to  compete  at  both  ends  of 
the  wall  tile  market. 


Its  introduction  of  a  new  luxuri¬ 
ous  SYo  inch  tile  in  six  different 
colors  and  two  different  designs 
represented  a  bid  for  the  luxury 
market.  Beverlee  Wilson  of  Chi¬ 
cago  demonstrates,  above,  how 
easy  it  is  to  clean  the  tile  in  a 
bathroom. 

At  the  same  time,  the  compara¬ 
tively  low  price  of  plastic  wall  tile 
enables  Tilemaster  to  compete  for 
installations  where  price  is  an 
overwhelming  factor,  Paul  Mak- 
ray,  president  of  Tilemaster,  point¬ 
ed  out. 

“We  have  developed  the  quality 
and  appearance  of  plastic  tile  so 
that  it  can  compete  on  any  basis. 

{Continued  on  Page  188) 
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LOCK  VENT  AWNING 
MANUFACTURING 
DISTRIBUTORS 

GUARANTEE 


IMMEDIATE 

delivery/^^w 

CDARJUITEES 


ALUMINUM 


rjc  No  other  permanent  awning  offers  such 
service  to  its  dealers.  It's  not  too  late  to  take 
advantage  of  this  tremendous  opportunity. 
There  may  be  a  dealership  open  in  your 
area.  Write  directly  to  Lock  Vent  for  com¬ 
plete  information:  LOCK  VENT.  INC..  P.  O. 
Box  8732.  Richmond  26.  Virginia.  Phone: 
Chester  2561. 


SOME  MANUFACTURING  DISTRIBUTORSHIPS  AVAILABLE  IN  KEY  CITI 


&  Home  Improvement  Dealer 


On  the  occasion  of  the  1954  NERSICA 
Annual  Maintenance  Repair  and  Home  Im¬ 
provement  Convention  and  Exposition  .  .  . 

We  extend  our  congratulations  to  our 
many  friends  and  business  associates  among 
the  manufacturers  of  metal  combination 
windows  and  doors,  and  other  building  spe¬ 
cialty  products. 

For  the  past  8  years  we  have  watched  the 
dynamic  growth  of  your  combined  efforts 
to  provide  the  American  public  with  the 
best  in  home  comfort  and  protection. 

We  like  to  think  that  as  a  supplier  of 
fasteners,  hardware  and  splines,  we  have 
helped  you  in  your  remarkable  production 
achievements. 

So,  we  would  like  to  say  to  you  "Well 
Done”,  and,  with  you,  look  to  a  continuing 
rate  of  growth  in  the  days  that  are  ahead. 


INDUSTRIAL  SCREW  COMPANY 

WINDOW  &  DOOR  HARDWARE  DEPT. 


711  W.  Lake  Sr. 
Chicago  6,  Illinois 
DEorborn  2-7380 
West  of  Ohio 


5476  Store  Rood 
Cleveland  29,  Ohio 
SHodyside  1-3636 
Ohio  and  East 


Specialists  in  Stainless  Steel,  Aluminum,  and 
Rustproof  Steel  Hardware  Products. 
Serving  Your  Industry  for  8  Years. 


New  Products 

{Continued  from  Page  186) 

In  addition,  we  have  created  29 
molded  plastic  pieces,  so  that  the 
builder  can  have  significant  sav¬ 
ings  in  installation.” 

Tilemaster's  exclusive  “Bev-All” 
rounded  contour  and  "mastic-rib” 
sealing  features  have  contributed 
to  its  prominent  national  position. 
The  line  includes  33  colors  in 
marbleized,  pearlescent  and  solid 
finishes. 


Axial  Design  Fan 
For  Home  Ventilation 

Successful  application  of  the 
axial  flow  principle  of  air  move¬ 
ment  to  the  home  ventilation  field 
has  been  achieved  by  Trade-Wind 
Motorfans,  Inc.  in  their  new  low- 
cost  Jet  Stream  Ventilator  which 
is  being  introduced  this  month 
through  its  nationwide  dealer  or¬ 
ganization. 

The  new  Trade-Wind  Jet  Stream 
Ventilator  develops  300  CFM  and 


presents  an  entirely  new  approach 
in  styling.  The  deep  intake  scroll, 
styled  by  one  of  America’s  top 
designers,  is  11"  in  diameter  and 
is  suggestive  of  the  nose  of  the 
latest  type  jet  aircraft.  The  scroll 
also  incorporates  an  unusual  drip- 
proof  feature,  minimizing  the  ne¬ 
cessity  of  cleaning  the  unit. 


Outstanding  features  of  per¬ 
formance,  price,  size  and  styling 
have  been  engineered  into  the  new 
design.  The  fan  develops  unusual 
pressure  flow  characteristics  and 
operates  with  a  minimum  of  noise. 
In  typical  installations  its  per¬ 
formance  has  exceeded  that  of  any 
comparable  fan  on  the  market  de¬ 
spite  its  low  horsepower  require¬ 
ments. 

The  Jet  Stream  housing  mea¬ 
sures  only  51/2"  high  permitting 
easy  installation  in  the  most  re¬ 
stricted  joist  space. 

Trade-Wind  will  shortly  an¬ 
nounce  other  models  in  its  axial 
flow  line  and  will  also  continue 
to  market  its  complete  line  of  cen- 
trifiugal  blower  ventilators  under 
the  “Clipper”  label. 

Trade-Wind  Motorfans,  Inc., 
Dept.  BS,  5725  S.  Main  St.,  Los 
Angeles  37,  California. 

*  *  * 

Nationwide  Introduces 
Weather-tight  Jalousie 

Nationwide  Aluminum  Products 
Co.,  Inc.,  will  introduce  all-weather 
Prime  Jalousie  Window  at  the 
NERSICA  show  in  New  York  this 
month. 

According  to  Anthony  Catania, 
president  of  the  company,  the  new 
air-tight  prime  jalousie  window 
opens  “a  warm  and  sunny  new 
horizon  for  the  windows  in  Ameri¬ 
can  homes.” 

{Continued  on  Page  190) 
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Complete  With 
Hardware 


*  Featuring  the  Famous 

H(iorth-east 

jalousie- 

Winner  of  the  1953  Lewis  & 
Conger  Safety  Award  As  Seen 
In  Life  Magazine 

*  Fashioned  of  63-ST-5 
Heat-Hardened  Aluminum 

*  All  Balanced  Louvres 
In  Choice  of  Clear, 

or  Obscure  Glass 

*  All  Machine  Riveted 

*  Sag  Proof 

*  Comers  Supported  with 
Reinforced  Castings 

*  Exclusive  Rib  Pattern 


KEY. 

Included 


*  Embossed  Kickplate 

*  Complete  with  Stanley 
Stainless  Steel  Hinges  and 
Vinyl  Door  Sweep 

*  Extra-Heavy  Door  Check 


Here's  a  value  that  could  be  sold 
for  double  its  sensational  low 
price.  It  beats  any  Jalousie  Door 
now  on  the  market.  It's  your  best 
buy  — make  it  your  best  setter! 


General  Screen  A  Saih,  Inc. 

Fulton  A  Stewart  Avei. 

Garden  City  Park,  L.  I..  N.  Y. 

Please  send  me  full  Infermatisn  en 
your  NEW  and  IMPROVED  Jalousie 
door. 


S««  our  Booth  #102  at  tho  NERSICA 
SHOW,  Statler  Hotel,  March  22-24. 


Dhtributor  Territories  Open  —  Write  or  Phone  for  Detaits 


.ENERAL  SCREEN  &  SASH,  INC 

I  Manufacturers  of  Aluminum  Windows  and  Doors 

FULTON  &  STEWART  AVES.,  GARDEN  CITY  PARK,  L.  I.,  N.  Y. 
GArden  City  7-8204-8711 


mi 

&  Home  Improvement  Dealer 
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Caulij  ON  DUTY 
ALL  YfAR  ROUND 


SUMMIR 


EVEIY 

(EALEI 

OF 

CENERU 

ALIMIRIM 

PRODICR 

CORP. 

HRS 

THE 

FOLLOWING 

ADVANTAGES 


WINTER 

ir  The  lowest  price  in  the  field. 

•k  Direct  factory  dealing. 

•k  Roll-form  construction,  roll-coated, 
boked-on  enomel  finish  —  all  colors 
—  white  underside. 

k  No  inventory  requirement  —  order 
them  as  you  sell  them. 

k  Immediate  delivery. 


Custom  made  for  any  installation  —  windows,  doors, 
terraces,  canopies,  for  homes,  apartments,  stores, 
offices,  motels  and  factories. 

Write  or  Wire  tor  Our  Dealer  Set-up 

GENERAL  ALUMINUM  PRODUCTS  CORP. 


3949  S.  FEDERAL  ST. 


Phone:  KEnwood  8-5533 


CHICAGO  9,  ILLINOIS 


New  Products 

(Continued  from  Page  188) 
“Architects,  builders,  and  build¬ 
ing  specialty  dealers  all  have  good 
reasons  to  celebrate  the  arrival  of 
a  prime  jalousie  window  that  over¬ 
comes  the  flaws  and  objections  of 
previous  pilot  models,”  Catania 
stated. 

Already  proven  succe.ssful  in  a 
series  of  te.sts  in  cold  climate  zones, 
the  new  Nationwide  prime  window 
features  an  exclusive  “keyed  struc¬ 


ture”  louvre  design  that  is  com¬ 
pletely  different  from  anything 
seen  in  jalousies  of  the  past. 

The  “keyed  structure”  design  in 
it.self  makes  a  draft-free  positive 
weather  seal.  As  “extra  insurance” 
Nationwide  engineers  have  also 
added  vinyl  weatherstripping  — 
which  makes  the  perimeter  of  the 
window  100%  air-tight. 

Available  in  storm  or  .screen 
sash,  the  new  window  (Model  # 
PJ-100)  is  expected  to  produce  an 


enthusiastic  response  from  dealers 
:  and  housing  experts  who  will  see 
it  for  the  first  time  in  Booth  #108 
at  the  NERSICA  show. 

Amazingly  low-priced,  despite 
its  many  unique  features,  the  new 
Nationwide  Prime  Jalousie  Win¬ 
dow  will  cost  no  more  than  ordi¬ 
nary  jalousie  windows.  It  will  be 
.sold  on  a  K.D.  basis. 

Also  important  to  installers  is 
the  fact  that  the  new  prime  jalou¬ 
sie  will  be  simple  to  assemble  and 
install.  It  has  a  straight  head  cut 
and  needs  only  8  screws. 

Confident  of  the  future  of  the 
new'  window,  company  officials  are 
completing  plans  for  a  large  scale 
■  promotion  program  to  support  in- 
tere.st  on  the  consumer  level. 

Several  of  the  country’s  leading 
architects,  it  is  reported,  have  ap¬ 
proved  the  new  Nationwide  Prime 
Jalousie  Window  for  future  instal¬ 
lations. 

Di 

Rusco  Gas-posall 
Makes  Debut 

The  Rusco  Automatic  Gas- 
posall,  most  efficient  gas-burning 
home  garbage  disposal  unit  yet  de¬ 
veloped,  was  revealed  to  the  press 
and  200  Rusco  Prime  Window  Dis¬ 
tributors,  at  the  Hollenden  Hotel 
in  Cleveland.  Introduced  as  an 
I  ideal  companion  to  Rusco  products 
I  for  new  construction,  the  Rusco 
j  Gas-posall  was  hailed  as  the  most 
practical,  most  wanted  new  home 
appliance  by  Frank  C.  Russell, 
President  of  The  F.  C.  Russell 
Company. 

The  new  unit  is  an  attractive, 
compact,  smartly-styled  appliance 
that  fits  in  with  the  modern  wash¬ 
ing  machine,  kitchen  sink  cabinet 
and  the  rest  of  the  housewife’s 
work  equipment. 

In  unveiling  the  Rusco  Auto¬ 
matic  Gas-posall,  Mr.  Russell 
pointed  out  that  this  is  the  first 
dispo.sal  unit  to  be  distributed  on 
a  national  basis.  It  is  estimated 
that  %  of  all  new  homes  being 
built  are  gas  heated.  Many  new 
communities  facing  nearly  impos- 
(Continued  on  Page  192) 
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Dries  &  bkowN,  in 

439  SIXTH  AVE. 
Pittsburgh  19,  Pennsylvania 


INSULATING  BOARD  adds 

the  third  dimension  to  the  World's  Finest 


See  Us  at 

T^ree.  8etf&'  n*i?rsic*a 

/  3-DIMENSION  INSULATION 

Other  aluminum  sidings  have  only  length  and  width.  3D- 
InseIGm  adds  depth  with  heavy  insulation  board. 

2  THE  ONLY  SILENT  ALUMINUM  SIDING 

Eliminates  the  rattle  of  rain  or  hail.  Seals  out  street  and 
traffic  noisesi  Ends  dents  and  damogel 

$  GUARANTEED  TO  OUTLAST  THE 
WALLS  IT  COVERS 

Nothing  con  match  it  I  Nothing  can  mar  it  I  Time-proof  I 
Noise-proof  I  Vermin-proof  1  Fire-sofel 

Con  Be  Applied  In  The  Conventional  Manner 
Without  Insulation  Board 


Jobbers,  Dealers,  Salesmen— this  is  iti  The  hottest  siding 
product  since  Inselbric  itself  I  It's  got  everything!  Beauty 
that  never  shows  its  age— aluminum  that  looks  like  charm¬ 
ing  new  clapboard— the  deepest  shadow-line  on  the  mar¬ 
ket— and  Insulation  they  can  actually  see! 

Yes,  it  has  more  of  everything  than  any  other  Aluminum 
Siding— plus  thick  insulation  board  that  locks  out  heat 
or  cold— that  acts  as  a  built-in  shock  absorber  to  end 
damage  or  dents— that  eliminates  the  rattle  of  rain.  3D- 
InselDm  is  the  siding  for  your  future!  It's  easier  to  sell— 
because  the  difference  is  so  easy  to  see  and  show! 

And  wait  till  you  soo  tho  promotion  patkago.  At 
dramatically  difforont  at  3D-INSEHJM  itsolf. 
product  and  promotion  oro  proof  again  that 
~  ^  INSEIBRIC  accopts  tho  challongo  of  loadorship — 
If  g„fi  ttayt  out  —  way  out  fronti 
\  WNE,  WRITE  OR  PHONE  FOR  DETAILS 


Please  rush  me  the  complete  Pnce  —  Profit 
and  Selling  Story  on  3D-INSELUM.  I  am  o 

□  DEALER  □  DISTRIBUTOR 


NAME 


ADDRESS 


4TATE 


Phone  Number. 


(St  Home  Improvement  Dealer 


FOR  BETTER  SHAPES 

in  your 


EXTRUSIONS 


THERE’S  MORE  TO  IT 
THAN  MEETS  THE  EYE! 

Our  rapid  engineering  fa 
cilities  and  die  shop  en¬ 
able  us  to  give  prompt, 
efficient  service  on  your 
plastic  extruded  shapes. 
Our  new  plant  is  com¬ 
pletely  equipped  .  .  . 
compounding  to  finished 
extrusions. 

Visit  with  us  at  the 
NERSICA  SHOW.  Booth 
202.  We’ll  be  glad  to  see 
you. 


\  KESSUER\  PRODUCTS  \CO 

LAKE  PARK  RD  YOUNGSTOWN  OHIO 
PHONE  STrrI.nq  8  9657 


SPECIALISTS  IN  PLASTIC  EXTRUSIONS 
FOR  THE  STORM  WiViDOW  INDUSTRY 


The  Rusco  Automatic  Gas-  ! 
posall  is  engineered  with  a  capa-  | 
city  of  2  bushels  of  jfarbage  and  ' 
refuse.  Cost  of  operation  varies  ; 
in  different  parts  of  the  country. 
However,  Mr.  Russell  points  out 
that  it  is  well  below  average  costs 
of  material  and  services  employed 
in  the  present  garbage  dispos.al  | 
methods.  | 

Two  models  will  soon  be  avail¬ 
able  to  the  public :  a  Standard 
Model  in  Rusco  Satin  Silvertone 
baked  enamel  finish  and  a  Deluxe 
{Continued  on  Page  194) 


New  Products  i 

(Continued  from  Page  190) 

i  sible  garbage  disposal  problems 
are  insisting  on  some  type  of  home 
;  disposal  unit  for  all  new  construe-  ; 
tion.  ' 

The  Gas-posall’s  practical  fea- 
I  tures  appeal  to  the  male  side  of 
the  family  as  well  as  the  fair  sex.  ; 

I  No  more  heavy-burdened  trips  in  ; 

I  all  kinds  of  weather  to  “put  out 
the  garbage” ;  no  more  messy-look-  ! 

;  ing  and  smelly  refuse  piles;  no  ; 

more  flies,  mosquitos,  vermin  or 
!  maurading  animals  buzzing  and 
nosing  about  the  garbage  pails; 
no  need  for  smoky  rubbish  burn¬ 
ers.  Rusco  Gas-posall  greatly  cuts  ; 
i  down  disease-bacteria  breeding  i 
I  places  about  the  home.  It  is  also  | 

!  completely  automatic  —  First  the  | 

I  wet  garbage  and  refu.se  is  dried 
(dehydrated)  and,  then,  complete-  ! 
ly  flame-consumed  in  a  matter  of  I 
.seconds.  Nothing  remains  but  an  { 
ash  residue,  highly  prized  as  a  i 
valuable  fertilizer  for  the  garden.  I 


/Mr.  Manufacturer, 

consider 

this 

market . 


Contractor-Dealers  who  read  AMERI¬ 
CAN  ROOFER  &  SIDING  CON- 
TR.ACTOR  are  up  to  date,  progressive 
and  salesniinde;!.  For  more  than  42 
year.s  this  publication  has  been  the 
bible  of  the  industry. 

As  proof  of  AMERICAN  ROOFER's 
leadership,  the  leading  .\ssociation  in 
the  field  gave  exclusive  and  vitally  im¬ 
portant  articles  to  this  publication  for 
a  special  monthly  issue.  Based  on 
“Color  .Sells  Roofing  and  Siding,”  this 
i.ssue  appeared  in  four-color  process, 
making  it  the  mo.st  important  and  in¬ 
dependent  merchandising  effoit  ever 
undertaken  in  this  field. 

Manufacturers  will  find  that  AMERI¬ 
CAN  ROOFER  covers  this  responsive 
market.  Its  readers  are  waiting  and 
anxious  for  more  products  to  sell. 

A  manufacturer  of  roofing  equipment 
has  ju.st  told  us  that  they  get  more 
satisfactory  inquiries  from  their  ad¬ 
vertising  in  AMERICAN  ROOFER  & 
SIDING  CONTRACTOR  than  in  any 
other  publication.  Name  on  request. 

If  you  will  drop  us  a  line  we  will  be 
glad  to  send  you  a  market  report  on 
the  roofing  and  siding  industry,  as 
well  as  a  copy  of  this  colorful  special 
issue. 

AMERICAN  ROOFER  « 
SIDING  CONTRACTOR 

425  —  4th  Ave.t 
New  York  16.  N.  Y. 
Telephone:  MU  3-6280 
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and  THEHN’II'LITE  Has  It! 

The  one  Quality  window  at  less  than  competitive  Prices ! 

At  last  !  An  all-aluminum,  63  ST5  combination  window  that  offers  both  ! 

Quality  ...  in  materials,  design  and  manufacture  —  Price  ...  at  all  levels. 

Now,  from  the  General  Aluminum  Window  Co.  plant,  comes  great  news  ! 
News  that  means  more  profits  .  .  .  more  sales  .  .  .  from  the  smallest  distributor 

to  the  largest  K-D  operator.  Find  out  —  today  —  how  you  can  cash  in  on  this 
plan  to  give  our  dealers  what  they’ve  always  wanted: 

a  Quality  window  at  a  Price  that  is  truly  phenomenal  ! 


^  THERM-O-LlfE^ 


ALUMINUM 


PRODUCTS 


3»CHANNEL  combination 

WINDOWS 


All  Extruded  Alutninum 
Positive  Locks  — 

No  Friction  Springs 
Interlocking  Meeting  Rails 


Blind-stop  Installations 
4  li-channel  Expanders 
Self-storing  Screen 
on  Inside  Track 


PICTURE  FRAME  DESWIS  FOR  EASTER^  SASH 


Territories  Available  for  Dealers. 
Distributors  and  K.D.  Operators. 
Write  today  tor  details  I 


ALUMINUM  WINDOW  CO..  INC. 


23  New  York  Ave.,  Newark  5,  N.  J. 


Visit 

Us  at  the 
Show! 

Booth 
No.  7 


<St  Home  Improvement  Dealer 


It’s  a  BET! 


ONE  LOOK  AT  THE  NEW 
1954  MODEL  LOUVRE-SEAL 
JALOUSIE  WINDOW  AND  YOU’LL 
WANT  IT  FOR  YOUR  OWN  HOME! 

SHOW  1954  LOUVRE-SEAL  TO  YOUR 

salesmen  and  they  will  get  that  dollar  sign  look  in 
their  eyes  you  have  always  wanted  to  see! 

SHOW  1954  LOUVRE-SEAL  TO  YOUR 

homeowner  prospects  and  they  will  never  settle 
for  less.  Just  have  your  pen  ready! 

SHOW  1954  LOUVRE-SEAL  TO  YOUR 

local  architects  and  they  will  start  designing  sun¬ 
lit  homes  for  the  coldest  climates! 

REMEMBER,  1954  LOUVRE-SEAL 
IS  A  PRIME  WINDOW! 

YES,  we  started  out  to  perfect  a  practical  jalousie  window  for 
the  Northern  States  and  in  so  doing  we  have  come  up  with 
America's  Most  Beautiful  Louvred  Porch  Enclosures,  Window 
Walls,  Doors  and  All  Windows  .  .  .  including  the  so-called 
"difficult"!  Write  Today! 

It's  a  Beauty! 

r  LOUVRE-SEAL  /  /  \ 

/  LOUVRE- V  WINDOW  PRODUCTS,  INC.  I  f 

I  SEAL  I  97-24  Albert  Rood  \ 

Ozone  Pork,  N.  Y. 

ONLY  LOUVRE-SEAL  AUTOMATICALLY  WEATHERSTRIPS 
WITH  PATENTED  INTERLOCKING  ALUMINUM  FLANGES! 


DISTRIBUTORS  WANTED 

For  Sensational  New  Line  Of 

Alaminum  Combination  Windows  and  Doors 

Exclusive  Territories  Open 
Write  For  Details 

FOUR  SEASON  MANUFACTURING  CO. 

202-09  Hollis  Avenue,  Hollis  12,  N.  Y.  •  HOliis  84206-7 


New  Products 

{Continued  from  Page  192) 

Model  in  white  with  a  porcelain 
'  top  and  a  nickel  lid. 

Two  other  new  products  were 
introduced  at  the  Rusco  Prime 
Window  Distributors  Meeting  by 
The  F.  C.  Russell  Company.  One 
is  an  automatic  electric  ventilating 
i  unit  w'hich  completely  changes  the 
air  content  of  a  room  in  a  matter 
of  minutes.  It  is  switch  operated 
and  has  a  reversible  fan  permit¬ 
ting  intake  and  expelling  of  air 
current.  Also  shown  was  an  air- 
I  condition  window  unit  especially 
j  designed  to  solve  problems  of  in- 
j  stallation  of  window  air-condition- 
ing  units  for  home  and  office. 

F.  C.  Russell  Co.,  Dept.  BS,  1100 
Chester  Ave.,  Cleveland,  Ohio. 

»  *  « 

I 

Unusual  Color  Requests 
Can  Now  Be  Met 

The  problem  of  aluminum  awn¬ 
ing  manufacturers  relative  to 
paint  colors  not  to  be  found  in  the 
j  standard  awning  color  charts,  has 
been  met  by  the  United  Steel  Prod- 
I  ucts  Corp.,  Manufacturers  of  Pre- 
!  Kote  aluminum  coil.  Although 
i  actually  less  than  five  per  cent  of 
I  purchasers  of  aluminum  awnings 
i  will  request  unusual  shadings  in 
j  their  awning  colors,  it  still  is  a 
consideration.  Pre-Kote  aluminum 
I  coil  can  now  be  secured  in  sixteen 
.standard  colors  from  United  Steel 
Products  Corp.,  but  in  addition, 
j  they  have  extended  their  facilities 
i  to  match  any  color  request  sub¬ 
mitted  to  them,  assuring  delivery 
I  in  a  minimum  of  time. 

Color  problems  have,  in  some 
:  ca.ses,  been  a  deterrent  to  manu¬ 
facturers  who  desire  to  purchase 
pre-coated  coil  aluminum,  feeling 
!  that  the  retention  of  a  complete 
baking  and  spraying  operation 
;  was  still  necessary  to  handle  these 
I  special  demands.  If  the  situation 
:  should  arise  wherein  a  special 
color  application  must  be  made 
i  within  the  manufacturer’s  own 
{Continued  on  Page  196) 
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CALKING  A  POINTING 
.  COMPOUND  y 


Lastik  Products  Co.,  Int.  Mu.  1  -8555  Iroquois  Building  .  Pittsburgh,  Po 


THE  PERFECT  SEAL 


&  Home  Improvement  Dealer 


195 


A  FEW 
i-MINUTES-i 

in  our  suite  at  the 
Statler  during  the 
NERSICA  Show 

MAY  HELP  YOU 


To  vastly  increase 
your  sales 

Ask  at  Hie  desk  tor 
the  number  of  our 
suite,  and  visit  us  to 
see  a  display  of  our 
complete  line  of 


SAMPLE 


for  if  Storm  Windows 
if  Jalousies 
if  Casements 
if  Doors 

AN  EXCELLENT 
DISPLAY  DEMONSTRATOR 
Stock  sizes: 

283/4"  X  16" 

2978" X  17Va" 

1414"  X  17V4" 
or  cutom-made. 
REASONABLY  PRICED 

This  is  the  perfect  way  for  your  salesmen 
to  carry  and  show  their  products.  A  good 
sample  case  protects  your  sample  so  that 
it  lasts  much  longer,  doesn't  get  scratched. 
It  dresses  up  your  window  or  door,  does 
what  a  good  jewel  case  does  for  a  diamond 
ring. 

Our  sample  cases  are  used  all  over  the  United 
States  by  leading  manufacturers,  distributors 
and  dealers. 

Take  a  look  for  yourself.  Visit  us  at  the 
Statler  or  write  Hiday  for  further  informa¬ 
tion. 


FINE 


LUGGAGE 

COMPANY 


1087  Broadway 
Brooklyn  21,  N.  Y. 
Telephone:  GLenmore  2-4779 


New  Products 

{Continued  from  Page  194) 

plant,  United  Steel  Products  Corp. 
will  furnish  aluminum  coil  in  its 
under-coated  finish  to  a  pre-kote 
plant  operator.  The  coil  in  this 
form  is  extremely  economical  and 
is  so  surfaced  that  a  single  color 
spray  can  be  applied,  giving  a  fin¬ 
ished  product  sufficiently  practical 
to  meet  the  particular  situation. 

*  *  * 

I  Interlock  Construction 
I  In  New  Siding 

Triple-Tite  is  the  trade  marked 
name  of  a  new  aluminum  siding 
that  offers  many  unique  features 
including  the  exclusive  3-point  in¬ 
terlock  construction.  In  this  con¬ 
struction,  gravity  is  utilized  to  as¬ 
sure  proper  positioning  and  inter¬ 
locking  of  each  panel.  After  the 
bottom  course  is  installed  level, 
the  additional  panels  can  be  ap¬ 
plied  quickly  and  efficiently  and  in 
perfect  alignment.  No  repeated 
leveling  operations  for  each  strip 
of  siding  are  necessary. 


Of  particular  note  is  Tripl-Tite’s 
I  unique  nailing  lip  which  permits 
panels  to  be  fa.stened  securely  and 
tightly,  without  buckling  or  dis¬ 
tortion.  In  addition,  when  each 
I  panel  is  installed,  a  3-point  inter- 
;  lock  is  formed.  As  a  result,  a 
i  Tripl-Tite  installation  is  firm, 
watertight,  airtight  and  WILL 
NOT  RATTLE 

Made  of  highest  quality  Alo- 
dine-treated  aluminum,  this  new 
siding  is  finished  in  baked-on  en¬ 
amel  in  a  variety  of  colors.  It 
won’t  crack,  chip  or  peel — is  easily 


cleaned — can’t  rot,  warp  or  rust — 
and  will  withstand  severe  weather 
conditions. 

Now  in  production,  Tripl-Tite  is 
manufactured  by  National  Metal 
Products  Company  and  is  distri¬ 
buted  nationally  by  Produx,  Inc., 
#2  Gateway  Center,  Pittsburgh, 
Pennsylvania. 


4*4 

Portable  Power  Hack  Sow 

Besides  having  an  ordinary  hack 
saw’s  advantages,  this  portable 
power  hack  saw  always  cuts  accu¬ 
rately  and  consistently  saves  time 
and  labor.  Called  the  Hand-I-Hack, 
the  50-pound  saw,  manufactured 


by  Lipe-Rollway  Corporation,  Syr¬ 
acuse,  New  York,  cuts  in  any  posi¬ 
tion,  metal,  plastic  or  fibre  stock 
of  3-inches  or  less  diameter  at  any 
angle  from  45  to  90  degrees. 

A  new  patented  principle,  where¬ 
by  the  saw  blade  draw  cuts  and  then 
lifts  on  its  return  stroke,  elimi¬ 
nates  the  necessity  for  weights. 
This  patented  principle  enables  the 
.saw  to  be  operated  vertically,  hori¬ 
zontally — even  upside  down.  With 
its  work  vise  clamped  to  a  stan¬ 
chion  or  a  pipe,  the  Hand-I-Hack 
is  self-supporting,  ready  to  make 
repeated  cuts  within  a  tolerance  of 
.010-inches  .square. 

The  saw  frame  is  light  weight, 
corrosion-proofed  cast  aluminum 
alloy.  Sawing  pressure  is  regulated 
entirely  by  a  knurled  screw  on  the 
side  of  this  frame  where  adjust¬ 
ments  in  cutting  pre.ssure  can  be 
made  from  extremely  light  for 
cutting  thin  tubing  and  other  soft 
materials  to  sufficiently  heavy  to 
handle  solid  steel. 

Saw’s  operation  is  full-automa¬ 
tic,  shutting  itself  off  after  com- 
{Continued  on  Page  198) 
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prime  irindoup 


V  INSTALLATION  DETAILS 


STANDARD  OVERALL  SIZES 

;  I  I  I  '  ^  I 

,  i  I  I  j  i  :  m 

□  □  E3  □  m  m 


IN  FLOHIDA  IT’S,  WEATHERM  ASTER 


DEALERS!  DISTRIBUTORS  I  Certain  desirable 
territories  are  available  —  WRITE  TODAY! 

Dept.  BS-3  1890  N.  E.  146th  St. 
North  Miami,  Florida 


D 


ismi 


II 


c 


lllll 


<11 
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6r  Home  Improvement  Dealer 


Extended  integral] 
drip  cap  weather- 
stripped  with  life¬ 
time  vinyl  plastic. 


Exclusive  tension- 
seal*  louver  clip** 
with  adjustable  tab. 


Sloping  sill,  vinyl 
weatherstripped. 


©  1953  Denison  Corporation  *US  Pat.  No.  2,654,921 
••Copyright  1953  Denison  Corporation  •••Pat.  Applied  For 


KD  (knockdown)  UNIT 


Heavy  extruded  oluminum  frames. 
Sizes  from  17"x17'/4"  to  4l"x94'4". 
Heads  and  sills  in  4",  jambs  in  S'/z" 
increments.  Odd  width  windows  made 
with  simple  sawcut.  Assembled  with  8 
screws.  7  KD  units  stocked  in  the 
space  required  for  one  assembled 
unit.  Glass  may  be  ordered  from  local 
glazier. 


CONCRETE  BLOCK  FRAME 


BRICK  VENEER 


20%  Of  Americazis 
Move  Every  Year 

One  out  of  every  five  Americans 
not  livinK  on  farms  moves  to  a  dif¬ 
ferent  residence  each  year.  About 
14%  of  the  population  move  within 
the  same  county  and  7^  to  a  dif¬ 
ferent  county. 

niL, 

New  Products 

(Continued  from  Page  196) 
pleting  a  cut.  Saw  blade  speed  of 
115  strokes  per  minute,  without 
load,  is  provided  by  a  steel  worm 
and  a  bronze  w'orm  ffear,  .sealed  in 
oil,  which  are  powered  by  a  stand¬ 
ard  make  one-third  horsepower 
electric  motor.  Motor  is  equipped 
with  a  6-foot  approved  grounded 
lead  cord  and  plug. 

Saw’s  vi.se,  the  .semi-steel  ma¬ 
chine  type  with  sliding  jaw,  is 
adjustable  and  calibrated  for  cut¬ 
ting  angles  up  to  45  degrees. 

For  further  information,  write 
Lipe-Rollway  Corporation,  Dept. 
BS,  Emerson  Avenue,  Syracu.se  1, 
New  York. 


Remington  Announces 
Cooler  Line 

Executives  of  Modern  Appliance 
and  Supply  Company,  Inc.,  inspect 
Remington’s  %  h.p.  window  cooler 
for  1954.  Right,  William  Adair, 
Remington  regional  manager,  de¬ 
scribes  the  new  hi-power  .setting 
for  fast  cooling  to  T.  H.  Wilke  and 
A.  G.  Manguno  during  a  recent 
sales  meeting  at  the  Roosevelt 
Hotel  in  New  Orleans. 


Remington  executives  introduced 
their  1954  line  of  w  indow  and  con- 
.sole  units  to  southern  di.stributors 
and  revealed  their  firm’s  greatly 
expanded  advertising  and  sales 


promotion  program  for  1954.  This 
program  will  be  the  bigge.st  in 
Remington’s  16  year  history  in  the 
room  air  conditioning  field. 

♦  *  * 

First  Color  Catalog 
Of  Building  Stones 

Publication  of  A  Catalog  of 
Building  Stones  is  an  important 
mile.stone  in  the  hi.story  of  the 
natural  building  .stone  industry.  It 
is  the  first  time  such  a  catalog  has 
been  made  available.  The  48  page 
catalog  is  a  comprehensive  review 
of  every  important  building  stone 
quarried  in  the  U.  S.  Furthermore, 
it  pre.sents  these  stones  in  their 
natural  color,  together  with  de¬ 
tailed  descriptions,  characteristics 
and  sources  for  every  stone.  A 
complete  classification  (according 
to  dimensional  stones,  rubble 
stones  and  split  face),  may  be 
found  in  the  Index  of  Building 
Stones.  This  section  also  li.sts 
every  trade  name,  color  classifica- 
(Continued  on  Page  200) 


ALUMINUM  MARQUEES 


THE  COMING  VOLUME  PRODUCER! 


LUMISHADE  is  excellent  for  shop¬ 
ping  centers,  department  stores,  res¬ 
taurants,  auto  dealers.  Gives  entrance 
protection  on  apartments,  schools, 
churches,  hospitals,  small  factories, 
clubs,  motels,  loading  docks,  etc.  Also 


excellent  for  patios,  porch  decks,  and 
carports. 

LUMISHADE  can  be  installed  with 
supporting  rods  hung  from  above  or, 
on  new  construction,  supported  by 
cantilevered  Tee  beams  if  desired. 


Now  Available  To  Dealers  Either  KD 
Or  With  Sections  Assembled  and 
Lacquered 


The  LUMISHADE  Aluminum  Marquee 
is  the  sturdy,  permanent  load-bear¬ 
ing  unit  that  gives  a  beautiful  modern 
streamlined  appearance  and  all- 
weather  protection. 


Ideal  for  new  building  —  store-front 
remodeling  —  and  for  that  huge 
market  of  existing  buildings  that  are 
prospects  for  FHA  awning  replace¬ 
ment  and  “sprucing  up.” 
LUMISHADE  rejects  the  sun’s  heat 
—  filters  light  through  —  allows  air 
circulation  —  sheds  rain  or  snow. 


Beautiful  New  Wood  Grain 
Pattern  on  the  Facing  Troughs 


write  for  information,  prices,  discounts,  etc. 


manufactured  exclusively  by 

APES  INDUSTRIES  INC. 


340  South  1  2th  Street 
Lincoln,  Nebraska 
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COVERS 


THE 


NATION 


TRULY  DESIGNED  FOR  MODERN  LIVING, 
COOL-RAY  ALL  ALUMINUM  AWNINGS  ARE 
COLOR  STYLED  TO  COMPLIMENT  THE 
EXTERIOR  OF  ANY  HOME  -  -  AND  MAKE  IT 
MORE  FUNCTIONAL  AND  MORE  VALU¬ 
ABLE.  COOL-RAY  GIVES  THE  HOME  AND 
THE  PLACE  OF  BUSINESS  DISTINCTION 
AND  YEAR  ROUND  PROTECTION. 


THE  TYPICAL  COOL-RAY  DEALER  IS  A 
MAN  WHO  BELIEVES  IN  SOUND  PROFITS 
OVER  THE  LONG  HAUL.  HE  BELIEVES 
THAT  HIS  BEST  ADVERTISING  IS  CUS¬ 
TOMER  SATISFACTION.  HE  IS  PROUD  TO  ‘ 
REPRESENT  A  BETTERS  PRODUCT,  BACKED  ' 
BY  FULL  FACTORY  COOPERATION  AND  | 


SERVICE.  THE  TYPICAL  COOL-RAY 
DEALER  IS  A  GOOD  BUSINESS  MAN 


ALL-ALUMINUM 

AWNINGS 


DIVISION  OF  THE  ROSENBLUM  BROS.  CO.  •  226  S.  PHELPS  ST.  •  YOUNGSTOWN,  OHIO 


6t  Home  Improvement  Dealer 
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APPOW  PRODUCTS 


Jarene  "B"  Vinyl  Plastic  —  the  ideol  insulator 
—  make  your  windsws  REALLY  weather-tite. 
Seals  out  drafts,  dirt  and  rain. 

For  oil  windows— wood, 
steel  or  aluminum. 


Specialists  in  custom  extrusions  for  over  25 
years.  Send  prints  for  quotation.  Samples  sent 
on  request. 


Costs  so  little  -  -  Adds  so  MUCH  I 


I  TRIPLE  ACTION 


WONDER 

GLEAM 


Aluminum  Palish  and  Cleaner 

IT  CLEANS  I  IT  POLISHES  I  IT  PROTECTS! 
IN  ONE  EASY  APPLICATION 
UNCONDITIONALLY  GUARANTEED! 

E^xcellcnt  for  tie-in  with  your  storm  windows 
and  door  sales  or  door  opener  for  your  sales¬ 
men. 

8-oe.  jar  retails  for  $1.25  in  the  Eastern  area. 
Vour  cost  $14.40  per  case.  24  jars  to  the 
case.  FOR  Xew  York.  16-oz.  jar  available 
for  commercial  use.  12  jars  to  a  case.  Cash 
with  order. 

Write,  Wire  or  Phone  Your  Orders  Today 

WILLIAM  HOWARD  MFC.  CO. 

"Manufacturers  of  Cleaning  Compounds 
for  Industry" 

1472  BROADWAY  NEW  YORK  36,  N.  Y. 

Phone:  BRyant  9-1884 


New  Products 
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tion,  company  and  quarry  location.  I 

And,  to  aid  those  who  wish  to 
know  even  more  about  the  subject, 
a  membership  list  of  all  members 
in  the  International  Cut  Stone 
Contractors’  Sa  Quarrymen’s  Asso¬ 
ciation  is  supplied. 

STONE  COUNCIL,  A  depart¬ 
ment  of  The  International  Cut 
Stone  Contractors’  &  Quarrymen’s 
Association,  Office  of  the  Secre¬ 
tary,  Dept.  BS,  5351  VVinthrop 
Avenue,  Indianapolis,  Indiana. 

*  *  * 

New  "Utility"  Saw 

Announcement  of  the  latest 
addition  to  the  Comet  line  of  radial 
power  .saws,  the  Utility,  has  just 
been  made  by  A.  C.  John.son,  Presi¬ 
dent  of  Con.solidated  Machinery  & 
Supply  Company  of  Los  Anpreles. 
This  new  tool  is  desiprned  to  pro¬ 
vide  a  greater  work  capacity  than 
the  pre.sent  Comet  “Cub”  model, 
yet  meet  the  requirements  of  build¬ 
ers,  cabinet  shops  and  other  com¬ 
mercial  users  at  a  low  price. 


t 

S 


The  Utility  is  built  on  the 
i  Comet  -  pioneered  retractible  arm  i 
i  principle  which  leaves  the  table 
i  top  clear  for  easier  work.  The  arm 
I  is  a  hardened  steel  bar  with 
!  ground  tracks  for  smooth  opera¬ 
tion.  It  rides  on  a  set  of  eight 
I  permanently  -  sealed  ball  bearings 
and  the  arm  housing  has  felt 
{Continued  on  Page  202) 


EXTRUDED  PLASTIC 

SCREEN  SPLINE 

HOLLOW  and  SOLID 

ALL  SIZES  .110  TO  .235 
IMMEDIATE  DELIVERY 


GUARANTEED  VIRGIN  VINYL 


SPECIALISTS  IN 

Glazing  Strips,  Channels 

Weatherstripping 

Compounded  and  Extruded 
To  Your  Particular  Requirements 


INDUSTRIAL 

PLASTICS  CORPORATION 

ELKHART,  INDIANA 
Phone:  2-9778 


Whatevep  You  Need  in 

SCREWS 

•  Aluminum  Sheet  Metal  Screws 

•  Aluminum  Wood  Screws 

•  Aluminum  Machine  Screws  and  Nuts 

•  Stainless  Steel  Sheet  Metal  Screws 

•  Stainless  Steel  Wood  Screws 

•  Stainless  Steel  Machine  Screws  and  Nuts 

•  Brass  and  Steel  Fasteners,  Too 

•  Phillips  and  Slotted  Heads  • 

For  AWNINGS 
and  JALOUSIES 

All  types  of  anchoring  and  drilling 
devices  for  making  fastenings  to 
masonry. 


DOOR 

HARDWARE 

DOOR  (CHECKS,  LATCHES, 

CHAINS,  HINGES. 

Check  Our  LOW  Prices 
WRITE  •  WIRE  •  PHONE 

MANUFACTURERS 
HARDWARE  SUPPLY  (0. 

98  PARK  PLACE  NEW  YORK  7.  N.  Y. 
Phone:  BArclay  7-6781 

•'IP  YOU  CAN'T  FIND  IT— CALL  US' 
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s®® 

eIisica  show 


March  22*23*  24 


HOTEL  STATLER 

BOOTH 

#208 


Oftphy  ntl-UAt  imtg/tia 

m*  mvm»rtM»4  4tnrihtiipr  if 
arMfeOs  mmnvftttmrmd  ky  *t>* 
CftorfM  Ca.  »t  MilMttpmu. 


IMMEDIATE 
truck  dalivary 
aast  of  lha 
Mitsistippi. 
All  erdar* 
coatt-le> 
coast  thippad 
within  ona 
(1)  waah. 


Distributors  across  the  country  are  acclaiming 
TRI-SEAL's  engineering  triumph  as  the  nation’s 
finest  triple-track  combination  aluminum  window. 


TRI-SEAL’s  finger-tip  control,  feature-packed, 
gadget-free,  trouble-free,  long-lasting,  beautiful 
windows  are  a  pleasure  to  demonstrate  .  .  . 
because  they  sell .  .  .  every  time ! 


AVAILABLE 
ASSEMBLED 
or  K-D 
TRI-SEAL 
will  sand  an 
anginaar,  fraa 
of  any  cost, 
to  assist  you 
in  sotting-up 
a  K-D  plant. 
Whon  ha 
laavas  you 
will  ba  raady 
to  oparata  a 
TRI-SEAL 
franchisa  on 
a  K-D  basis. 


Don’t  let  this  profitable  TRI-SEAL  franchise  in  your 
market  go  to  competitio,i.  WRITE,  WIRE  OR  PHONE 
for  the  facts  .  .  .  get  the  sales  and  profit 
story  on  TRI-SEAL— TODAY ! 


INVESTIGATE! 


PHONE  WAlnut  2-2660 


228  NEW  STREET  •  PHILADELPHIA  6,  PA 


Manufoclurac  of  2  and  3  Track  Aluminum  Combination  Storm  Windows  and  Doors  •  Scroons  •  Cosomonl  Windows  •  Sliding  Ranch  Typo  Windows 


&  Home  Improvement  Dealer 


THERE'S  A  WORLD  OF  DIFFER. 
ENCE  IN  MEADOWSTONE  .  .  . 
that's  why  MEADOWSTONE  has 
no  competition  I 


Simple,  Sure 
Installation! 

Will  not  Crack,  bleach, 
or  crumble! 

Guaranteed! 


You  ran  sell  transformation  magic  at  an  attrac¬ 
tive  consumer  price  anil  make  real  money! 
Look  around  you  now  ...  at  the  homes  that 
can  be  made  better,  mure  beautiful,  more 
valuable  than  new  —  and  you'll  be  looking  at 
a  great  NEW  source  of  ready  profit  for  you. 
Learn  about  our  unique  NO-RISK  plan  today! 


Among  MEADOWSTONE’S  Unique  Features: 

*  Natural  rock-hewn  face  / 

*  Stone  up  to  20''  long 

*  Live  steam  cured 

*  We  train  your  applicators 

ACT  FAST!  ACT  NOW! 


Call, 

Writ* 


Wire 


MEAilOWST  emj,  Inc. 


The  Original  Live-Steam  Cured  Cast  Stone 

2-4  ATHERTON  STREET  YONKERS,  N.  Y. 
YONKERS  8-3377 


S"%i«EADGWSTON£ 


The  original  LIVE-STEAM  cured  casi  stone 


! 

i 


I 


New  Products 

(Continued  from  Page  200) 

wiper.s  that  prevent  sawdust,  etc., 
from  eaterinK  the  bearinjrs. 

Each  saw  is  equipped  with  a 
motor  w’hose  overload  capacity  is 
ample  to  allow  continuous  use  of 
the  full  rating  of  one  horsepower. 
The  motor  has  a  flat  bottom  to 
allow  greater  saw'  capacity.  Push¬ 
button  control  switch  is  mounted 
near  the  operating  handle  and  is 


always  convenient  for  instant  use 
by  the  operator. 

Self  -  aligning  vertical  column 
lock,  “quick  .stops”  for  generally 
used  cutting  positions,  easy-to-read 
name  plates  with  degree  markings 
for  mitre  or  bevel  cutting  and  a 
raising  and  lowering  crank  at  the 
front  of  the  table  are  all  features 
that  provide  hair  -  line  cutting 
accuracy,  according  to  the  manu¬ 
facturer. 

Greater  .safety  is  provided  by 
the  new’  10”  blade  guard  with  anti¬ 


kick  back  dogs  placed  at  the  infeed 
end  where  they  grip  and  hold  the 
material  before  the  saw  blade 
engages  the  work. 

It  is  claimed  that  this  saw'  can 
perform  all  the  important  wood¬ 
cutting  functions  and,  with  simple 
attachments,  can  join,  shape,  bore, 
etc.  Price  for  the  new  tool  is 
$375.00  or  $390.00  with  metal  legs. 
Full  catalog  information  is  avail¬ 
able  from  the  manufacturer. 

*  *  * 


Asbestos  Shingle  Reiinisher 
Announced  By  Eenitex 

The  Kenitex  Corporation,  manu¬ 
facturers  of  exterior  coatings, 
have  announced  a  revolutionary 
new  paint  coating  designed  speci¬ 
fically  for  restoring  beauty  and 
protection  of  stained,  weather¬ 
beaten  asbestos  shingles.  Known 
as  PLIO-KEN,  this  new  coating  is 
made  w’ith  Goodyear  Rubber  Com¬ 
pany’s  Pliolite  S-5  resin,  a  copoly¬ 
mer  of  butadiene  and  styrene  and 
closely  related  to  synthetic  rubber. 

Finishes  for  concrete  including 
concrete  block,  brick,  stucco  and 
cement-asbestos  .shingles,  have 
long  po.sed  a  serious  problem. 
Paints  formulated  from  ordinary 
vehicles  often  fail  through  crack¬ 
ing,  peeling  and  general  film  de¬ 
terioration.  Goodyear  Re.search 
Labs  developed  Pliolite  S-5  which 
pos.sesses  outstanding  chemical  re¬ 
sistance.  Pliolite  S-5  has  had  over 
8  years  exposure  hi.story  in  Cali¬ 
fornia,  Florida,  Arizona  and  New 
England  w'ithout  failure  of  the 
paint  film.  PLIO-KEN,  made  with 
Pliolite  S-5,  is  not  affected  by  al¬ 
kali,  acid,  water,  soap  or  deter¬ 
gents,  and  is  extremely  resistant 
to  sunlight  abrasion  and  weather¬ 
ing.  After  years  of  wear,  asbestos 
siding  becomes  stained  and  di.s- 
colored.  PLIO-KEN,  made  speci¬ 
fically  for  this  purpo.se,  can  once 
again  re.store  the  beauty  and  pro¬ 
tection  of  asbestos  shingles  —  at  a 
co.st  comparable  to  ordinary  paint¬ 
ing.  It  is  easily  applied  by  brush 
or  .spray,  covers  300-400  square 
(Continued  on  Page  204) 
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1954  Forecast  As 
Banner  Year  for  Housing 

Home  builders,  real  estate 
operators,  and  mortgage  lead¬ 
ers  confidently  forecast  that  1954 
will  be  another  “banner  year”  for 
the  housing  industry,  with  con¬ 
struction  of  at  least  1,000,000  new 
homes. 

The  industry,  hampered  by  a 
severe  mortgage  money  shortage 
in  many  areas  last  year,  managed 
to  produce  an  estimated  1,100,000 
homes  in  1953.  It  was  the  fourth  I 
straight  1,000,000  unit  year. 

Construction 

The  United  SStates  Savings  & 
Loan  League,  however,  forecast  a 
cut  in  housing  construction  in  the 
year  ahead.  Total  construction  of 
homes  would  probably  only  reach 
950,000  this  year,  the  league  said.  | 
But  it  conceded  that  government  i 
action  to  “liberalize”  the  mortgage 
market  would  increa.se  construc¬ 
tion  and  sales. 

The  National  A.s.sociation  of 
Home  Builders  forecasts  1954 
home  construction  would  surely 
total  1,000,000  and  maybe  reach 
1,100,000  homes. 

The  NAHB  reported  that  build-  i 
ing  material  prices  .seem  to  have  ' 
stabilized  in  recent  months  but 
that  labor  and  land  development  ! 
costs  continue  to  ri.se. 

Home  Repair 

The  National  As.sociation  of  | 
Real  Estate  Boards  forecasts  1954 
probably  would  set  a  “record”  in 
housing  rehabilitation  and  repair 
work,  which  already  is  receiving 
elo.se  attention  in  many  cities,  i 
President  Eisenhower’s  .special  i 
government  agency  is  .set  up  to  ■ 
encourage  this  work.  ^ 

As  one  expert  put  it :  “The  year  | 
1954  won’t  be  an  easy  year  for  the 
home  builders  nor  will  it  be  an 
easy  year  for  the  entire  indu.stry. 
Nevertheless,  it  looks  as  though  it 
might  well  turn  out  to  be  the  sec¬ 
ond  best  year  on  record.” 


WITH  THE 


WEATHERSHIEID 


ALUMINUM  TRIPLE  CHAMMEir^ 
STORM  WINDOW  ||  im. 


Actual  sales  and  installation 
assistance  by  factory  trained 
experts 

J  Protected  territories  with  ex- 
*  elusive  franchise  agreement 

Proven  consumer  acceptance 

^  Top  quality— yet  priced  to  sell 

\Si'e  invite  ytyi  to  get  the  complete  "Kane 
Quality”  program — for  Greater  Profits 
in  1954.  Discover  what  60  years  of 
manufacturing,  engineering,  sal's  and 
installation  experience  can  mean  to  you 
in  the  hard-selling  period  ahead.  Kane 
WEATHERSHIELD  is  a  qualify  prod¬ 
uct  supported  by  field  service  and  a 
complete  sales  promotional  program.  Act 
now  for  an  exclusive  franchise  in  your 
area  —  send  the  cou{X>n  today. 

KANE  MANUFACTURING  CORP. 

Kane,  Pa. 


^  Original  design  —  not 
a  copy 

^  Completely  welded 
frame 

if  New  panel  and  screen 
locks 

if  No  track  remora!  or  use 
of  fools  to  remove  panels 


KANI  MANUFACTURING  CORP. 

Kona,  Pennsylvania 

Gentl*m«n; 

I'll  Invest  a  3c  stamp  te  set  the  facts  en  the 
New  WEATHERSHIEID  window.  Please  send  me 
complete  Information. 

Name  . 

Address  . 

Pest  Office  .  State . 

I 
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TRANSu/am  nsEi)  cuss  awhirgs 

N  \  \  '  iirflTfi- 

NO  DARK  ROOMS !  M 


OOOIlC\ 
VENTILATING 
LOUVRES 
AT  ENDS  ! 


STURDY 

'ALUMINUM 

^frame! 


beauty 


home 


•  9  lustrous,  permanent 
colors 

•  Indestructible 

•  Easy  to  Install 

•  A  year  round  awning 

•  Any  size  or  shape 

•  PROFITABLE 

FOR 

YOU! 


^  ADD  UP  TO  BIG  PROFITS  FOR  YOU! 

HERE  AT  LAST  is  an  awning  that  shuts  out  the 
heat,  but  lets  in  the  light!  And  that's  your  sales 
story  on  Dickey:  Through  the  lustrous  colorful 
panels  comes  just  enough  soft,  diffused  light  to 
glamorize  interiors  like  a  jewel  on  velvet.  81  pos¬ 
sible  combinations  of  colors.  Dickey  Awnings  are 
as  durable  as  they  are  beautiful  —  they  can't  chip, 
dent,  break,  crack  or  crock,  and  the  colors  are 
permanent.  Your  customer  leaves  them  up  the  year 
round  —  weather  extremes  won't  hurt  them.  The 
patented  Dickey  fastening  makes  assembly  and 
installation  a  simple  procedure.  Can  be  sold  over 
counter  for  self  installation.  Dickey  Translucent 
Awnings  can  be  installed  on  windows,  doors,  cano¬ 
pies,  patios,  in  domestic  or  commercial  buildings. 
Easy  on  the  eyes,  easy  to  install,  EASY  TO  SELL! 
WRiT£  FOR  FULL  INFORMATION  AND 
DESCRIPTIVE  LITERATURE  TODAY! 


DICKEY  MANUFACTURING  CO. 


30  Years  of  Awtting  Know-How 


115  Ontario  Street 


Toledo,  Ohio 


DEALERS 


KD  Operators  For  New 
England  and  New  York 


ALL  EXTRUDED— PICTURE  FRAME  2  TRACK 

a  I  II  ii  I  y  II  11  COMB.  STORM 

ALUmlllUm  & 


10' 

24  X  24 


NewTRI-Way 


TRIPLE  ACTION 
EXTRUDED 
PICTURE  FRAME 
COMB.  WINDOW 


24  X  24 


GENERAL  MFG.  CORP.  Tei.:  4  7993 

334  Chestnut  St.  SPRINGFIELD,  MASS. 


New  Products 

{Continued  from  Page  202) 
feet  per  gallon,  and  dries  within 
20  minutes  in  any  climate.  Comes 
in  12  beautiful  colors.  Is  factory 
guaranteed  for  5  years. 

Kenitex  Corp.,  Dept.  1,  BS,  2959 
S.  Fairfax  Ave.,  Los  Angeles  16, 
California. 

e  *  * 

Hess  Mfg.  Co.  Making  Circle 
Head  Combination  Doors 

The  Hess  Manufacturing  Co., 
Quincy,  Pa.  has  added  an  all-alumi¬ 
num  circle  head  door  to  its  nation¬ 
ally  known  “Clean  Face”  Line.  The 
Quincy  record  of  fir.sts  continues  to 
lengthen  with  this  first  single  lite 
circle  head  aluminum  door.  An  ex¬ 
clusive  feature  is  the  door  head 
which  is  drawn  to  a  true  half  circle 
from  one  continuous  extrusion.  The 
complete  absence  of  any  notches  or 
sawings  in  the  forming  of  the  head 
is  a  major  contribution  to  the 
door’s  amazing  strength. 

Other  features  that  are  exclusive 
in  the  new  door  are  the  glass  and 
screen  inserts.  These  are  made 
without  millions  of  unsightly  cross 
members  to  mar  the  door’s  “clean 
face”  view. 

The  full  "a"  thick  construction 
of  this  door  precludes  all  possibili¬ 
ty  of  .sagging. 

I(l  He  :|c 

Tread  And  Threshold 
Catalog  By  Wooster  Products 

A  new  12-page  catalog,  said  to 
be  the  handiest  and  most  complete 
ever  offered,  has  recently  been  is¬ 
sued  by  Wooster  Products,  Inc. 
The  book  is  sectioned  showing  a 
complete  variety  of  treads  and 
metal  in  which  they  are  available. 
Full  size  cros.s-.sections  are  illus- 
trat<^d.  Complete  explanatory  in¬ 
stallation  sketches  are  also  shown. 
Wooster  Products  reports  wide¬ 
spread  u.se  of  this  new  catalog  for 
file  reference  by  designers,  build¬ 
ers,  purcha.sers  and  u.sers. 

Wooster  Products,  Inc.,  Dept. 
D  7,  Dept.  BS,  Wooster,  Ohio. 

{Continued  on  Page  206) 
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AT  THE 
NERSICA 
SHOW 


Another  Nationwide 
Engineering  Achievement 


The  First  Prime. 


HOTEL 

STATLER 


MQDfL  PJ100 

The  Amazing  Completely  Air-Tight  \ 
JALOUSIE  WINDOW 


MARCH 

^^■22,  24  JP^ 


1 

XTYWiMJCl 


UuitVociL^io^ 


385-387  SOUTH  MAIN  STREET,  FREEPORT,  N 


Y. 


•  PHONE:  FREEPORT  8-7828 


New  Products 

(Cotitinued  from  Page  204) 

Aluma  Seal  Announces 
New  Comb.  Window 

Alumna  Seal  Industries,  Chicago 
manufacturer,  has  announced  a 
new  window  desijjrn  which  is  based 
on  a  new  principle  in  divided 
tracks.  Production  of  the  new  win¬ 
dow  has  already  begun  according 
to  T.  L.  Sitnick,  Aluma  Seal  Pre.si- 
dent. 

The  new  track  design  will  re¬ 
duce  the  bearing  surface  within 
the  track  itself  to  a  minimum  by 
restricting  contact  of  metal  to 
metal  to  certain  key  points.  This 
has  been  done  without  reducing 
the  effective  panel  holding  ability 
of  the  track  or  the  overall  strength 
and  durability  of  the  window. 

A  new  removable  aluminum  sill 
has  been  included  in  the  new’  win¬ 
dow  which  provides  for  natural 
drainage  and  .simplifies  cleaning 
by  the  homeow’ner. 

Addition  of  the  removable  sill 


now  makes  the  screen  and  lower 
gla.ss  the  same  size  adding  to  the 
beauty  and  visibilty  of  the  w’indow'. 

Aluma  Seal  Industries,  Dept. 
BS,  1123  Milwaukee  Ave.,  Chicago 
22.  Illinois. 

*  *  * 

Heavy  Glass  Block  Window 
In  Many  Sizes 

PER-FIT  Products  Corporation, 
manufacturers  of  aluminum  win¬ 
dows,  announces  the  addition  of 
a  heavy  extruded  glass  block 
window  to  their  pre.sent  line  of 
double  hung  and  slider  windows. 
The  new  PER-FIT  Glass  Block 
window’  is  available  in  a  wide 
range  of  .sizes  for  6",  8"  and  12" 
gla.ss  block.  The  windows  have 
etched  .satin  dip  lacquered  finish, 
double-contact  weathering,  and  are 
of  the  projected-in  type,  bottom- 
hinged.  Matching  .screens  or  com¬ 
bination  .storms  and  .screens  are 
available.  Distribution  through 
any  building  material  dealer. 


Thermador  Adds  Down-Draft 
Cooler  To  Line 

A  new  4000  CFM  Bottom  Di.s- 
charge  Cooler  has  been  added  to 
the  Evaporative  Cooler  line  manu¬ 
factured  by  Thermador  Electrical 
Mfg.,  Company  of  Los  Angeles. 


Designed  .specifically  for  roof 
mounting,  where  it  is  desired  to 
(Covtinued  on  Page  208) 


Here’s  what 
you  want 


in  an 

ALUMINUM  AWNING 

No  leak  patented  inter-locking  Fifteen  colors;  guaranteed  auto¬ 
staves  for  added  strength.  motive  baked  enamel. 

Lower  Cost,  Better  Quality,  Higher  All  aluminum  fittings  —  fewer 

Profits.  screws. 

As  one  of  the  oldest  awning  manufacturers,  we  have  worked  out  a 

DEALER  and  DISTRIBUTOR  PLAN 

keyed  to  your  profits!  It  requires  no  investment,  includes  adver¬ 
tising  support,  prompt  deliveries  and  exclusive  territories. 

'Cr  Get  set  for  a  successful  awiting  season  with  Sterling  Awning  Co.! 

WRITS,  PHONE  OR  WIRE  TODAY  for  literature  and  details.  ^ 

Sterlina  AWNING  COMPANY 

Box  305  Phone:  8-7998  Belpre,  Ohio 
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Manufacture  your 
own  window 

from  lineal  Stock. 

No  large  Inventories  ore  necessary. 

All  ports  needed  to  moke  windows  ore 
furnished  except  gloss  ond  screen  wire. 

If  interested  in  handling  a 
window  that  has  eye  ap> 
peal  and  ease  of  operation, 

WRITE  OR  CALL 

ALCO  WINDOW  INDUSTRIES 

2134  N.  Harlem  Ave.,  ChicaKo  35.  III. 

Tuxed*  9-3252  —  Phanes  —  Gladstone  3-8060 


COMPOUNDS 

every  building  material! 


Whether  it’s  brick,  stucco,  asbestos-cement 
siding,  shingles,  metal  or  wood  .  .  one  of 
the  26  permanent  colors  of  CALBAR 
Caulking  Compound  will  match  or  harmo¬ 
nize  perfectly!  Non-hardenmg,  non-staining 
CALBAR  is  easier  and  faster  to  use  .  .  com¬ 
plies  with  Federal  and  ACPA  specifications. 

write  for  details  and  prices 

CALBAR  PAINT  A  VARNISH  CO. 

Manufacturers  of  Technical  Products 
2612-26  N.  Martha  St.*  Phila.  2S,  Pa. 

LOOK  FOR  CALBAR  IN  BOOTH  126  — NERSICA  CONVENTION 


when  customers  see 


here's  why . . . 

•  NO  RUST  e  BAKED  ENAMEL  O  NO  ROT 

•  NO  RATTLE  O  LIFETIME  ALUMINUM  #  ONE  PIECE 

e  ALL  COLORS  O  FHA  APPROVED 


No  special  tools  needed,  just  fasten  to  frame  with 
specially  made  drive-screws  furnished  with  unit.  The 
all-new  Colonial  Shutters  require  no  assembly  ...  no 
painting  ...  no  cutting  .  .  .  are  pressed  from  a  .solid 
sheet  of  heavy  aluminum  in  one  operation.  No  welded 
parts!  No  rivets!  Will  not  pull  apart! 

In  the  17"  width,  every  size  from  35% " 
through  85%"  can  be  furnished  in  2"  mul¬ 
tiples.  A  number  of  sizes  are  also  made  in 
the  14"  width.  (Shutters  should  always  be 
1%"  longer  than  window  height.) 


Write  today  for  complete  details  and  prices 


COLONIAL  PRODUCTS,  INC. 
P.O.  Box  403  Magnolia,  Arkansas 
— Please  send  me  complete  information 

— Please  send  me . units,  sizes . 

.  .  — tile  red  — blue 

Colors:  8'’®®*'’  — light  green  — white 

-yellow  _|,|*ck'’ 


— gray  primer 


Name 
Firm  . 
Street 
City  . 
State 


Zone. 


&  Home  Improvement  Dealer 


207 


ATTENTION  STORM  WINDOW 
and  DOOR  manufacturers 


have  your  sales  dropped? 


let  piano  hinge 
promote  your  products 


AN  ALL  ALUMINUM  PIANO  HINGE 

SPECIALLY  DESIGNED  FOR: 

STORM  DOORS 
CASEMENT  WINDOWS 
SHOWER  DOORS 
TUB  ENCLOSERS 


in  1954  it's  a  piano  hinge  door 


FEATURING 

1.  DISTINCTION 

2.  EXTRA  STRENGTH 

3.  BETTER  LOOKING 

4.  EASIER  INSTALLATION 

5.  SOMETHING  NEW 


AVAILABLE 

WITH  OR  WITHOUT  HOLES 
ANY  WIDTH  OR  LENGTHS 
ANY  GAUGE  OR  THICKNESS 
ANY  PIN  SIZE 


FOR  PROMPT  DELIVERY 
CONTACT 


NOBLIT  BROTHERS  and  COMPANY 

51-S3-55  NORTH  2nd  STREET  •  PHILADELPHIA  6,  PENNA.  •  LOMBARD  3-9328 


MANUFACTURERS  OF  FINE  HARDWARE  SINCE  1849 


SHURSEAL  CAULKING  COMPOUND 

1- STABLE  PRODUCT  -  MADE  NOT  TO  GEL  IN  CAN. 

2- GOOD  PROFIT  MARGIN  FOR  RESALE. 

3- SPECIAL  INTRODUCTORY  LOW  PRICE  ALLOWED  ON 
TRIAL  ORDER  OF  24  GALLONS. 

SHURSEAL  PRODUCTS,  INC. 

P.  O.  BOX  186 
DUNELLEN,  N.  J. 

Telephone:  DU  2-2333 


0(019  ^CAtO 


New  Products 

(Continued  from  Page  206) 

i  direct  air  vertically  through  the 
roof  into  a  central  hall  or  ducting 
system,  this  Cooler  offers  maxi¬ 
mum  intake  of  filtered  air  through 
all  four  sides  and  blows  it  straight 
downward,  eliminating  the  need  of 
unsightly  ducting  on  the  roof. 
Thermador  now  has  10  models 
ranging  from  a  portable  800  CFM 
to  permanent  5000  CFM  installa¬ 
tions. 

For  further  information  write: 
Thermador  Electrical  Mfg.,  Co., 
Dept.  BS,  Los  Angeles  22,  Cali¬ 
fornia. 

*  ♦  ♦ 

I  Aluminum  Awnings 

Aluminum  awnings  are  being 
used  for  a  wider  variety  of  resi¬ 
dential  purposes,  according  to 
Northeastern  Metal  Products  Cor¬ 
poration,  Dept  BS,  6921  Susque- 
^  hanna  Street,  Pittsburgh,  Pa. 
i  Acceptance  by  home-owners  has 
j  made  such  awnings  an  established 
improvement  for  windows  for  a 
number  of  years.  Recently,  how¬ 
ever,  more  and  more  customers 
are  interested  in  them  for  patios, 
doors,  and  porches. 

“Breeze’'  awnings,  made  by 
Northeastern  Metal  Products,  are 
especially  suitable  for  home  use, 
because  they  keep  their  baked-on 
colors  without  cracking,  chipping, 
j  or  peeling.  The  extra-long  val¬ 
ances,  measuring  ten  inches,  give 
additional  shade  and  shelter. 

These  awnings  are  completely 
ventilated,  allowing  a  free  circula¬ 
tion  of  air  while  they  keep  off 
rain,  sleet,  and  snow.  The  side 
louvers,  too,  are  ventilated,  so 
there  are  never  “hot  spots”  under¬ 
neath. 

Made  from  finest  quality  alumi¬ 
num,  “Breeze”  awnings  have  com¬ 
pletely  aluminum  bracing  and  fit- 
i  tings,  too;  no  part  ever  rusts.  The 
great  strength  and  durability  of 
this  material  last  “forever,”  mak¬ 
ing  “Breeze”  awnings  a  once-in-a- 
lifetime  installation. 

(Continued  on  Page  210) 


208 


MARCH  1954  BUILDING  SPECIALTIES 


WE  HAVE.A  LOT  TO  BOAST  ABOUT! 
OUR  CIRCLE  HEAD  DOOR 


SEE  IT  AT  BOOTH  105,NERSICA  SHOW,  MARCH  22-23-24 


1 

2 

3 

4 

5 

6 


HIGH  PROFIT 

Thousands  of  homes  in  your  terri¬ 
tory  are  waiting  for  you  to  call. 
Each  curved  top,  Gothic  or  Cathe¬ 
dral  entrance  owner  wants  and 
needs  a  Curvalum  door.  Each  order 
rings  up  high  profit  —  little  compe¬ 
tition. 

NO  RISK 

A  second  door  supplied  free  of 
charge  if  you  incorrectly  measure 
the  first  time.  How  many  manufac¬ 
turers  can  boast  of  this  claim?  We 
believe  Curvalum  is  the  only  one  in 
the  industry. 

FAST  DELIVERY 

Our  well  staffed  factory  is  equipped 
to  turn  out  any  shape  Curvalum 
door  within  10  days  after  receipt  of 
order.  Custom  built  doors  are  our 
business. 

EASY  INSTALLATION 

A  dream  come  true  for  the  installer. 
Curvalum  doors  are  constructed  of 
the  finest  one-piece  extruded  alu¬ 
minum. 

NO  INVENTORY 

No  stock  is  necessary.  This  is  very 
important  since  storage  space  is  at 
a  premium. 

NO  SQUAWKS 

We’re  proud  of  our  customer  rela¬ 
tions.  They  just  couldn’t  be  any 
finer  and  we  have  testimonials  to 
prove  it.  Write  us  for  more  infor¬ 
mation  about — DOORS  WITH 
SHAPE  APPEAL. 


Curvalum  Door  Mfg.  Co. 

Hewlett.  L.  I.,  N.  Y. 

I  want  to  know  more  about  DOORS  WITH  SHAPE 
APPEAL 


I  am  a  retail  dealer  □ 
contractor  □ 


distributor  □ 
manufacturer  □ 


CITY. 


&  Home  Improvement  Dealer 


ELLWOOD 


Check  These 

Important 

features 

That  Mean 

MORE 

mUME 

For  you 


New  Products 

{Continued  on  Page  208) 

Only  “Breeze”  awnings  have  the 
bevel  scalloped  edge  which  “dress¬ 
es  up”  the  installation  attractively. 

Purchasers  may  choose  from  a 
wide  selection  of  designs.  Combi¬ 
nations  of  bright  and  beautiful 
colors  are  available  for  top  or  bot¬ 
tom.  The  DuPont  deluxe  enamels, 
convection  oven  baked,  never  need 
paint  or  costly  repair  work. 

Reasons  for  the  expanding  mar¬ 
ket,  as  explained  by  Northeastern 
experts,  were  increased  home-own¬ 
ership  in  the  United  States;  the 
trend  toward  outdoor  living;  and 
the  desire  for  cool  comfort  in  sum¬ 
mer  and  weather  protection  in 
winter. 

Intensive  testing  and  wide¬ 
spread  consumer  satisfaction  make 
Northea.stern  consider  “Breeze”  as 
“America’s  finest  awning,  at  the 
fine.st  price.” 


Aluminum 

Combination 

Door 


Only  One  Application 
With  New  Bonder 

Stroub  Products  Co.,  Inc.,  man¬ 
ufacturers  of  Anchor  Masonry 
Surfacer,  have  placed  on  the  mar¬ 
ket  its  new  product,  Stroco  Bonder. 
This  new  product,  an  additive  for 
Anchor  Ma.sonry  Surfacer,  enables 
the  user  to  apply  our  products 
over  oil  painted  masonry  surfaces 
without  removal  of  the  old  paint 
prior  to  application  of  the  new 
material.  Anchor  Masonry  Sur¬ 
facer  can  now  be  applied  over 
glass,  glazed  tile,  asbestos,  shin¬ 
gles,  etc.  A  hard  durable  coating 
can  be  applied  over  the  previously 
painted  masonry  surface  by  first 
wire-brushing  off  the  loose  or  flak¬ 
ing  surfaces.  This  means  a  one 
coat  job,  therefore  big  savings  in 
time  apd  money.  Available  at 
most  building  supply  and  hard¬ 
ware  and  paint  stores  in  the  north¬ 
eastern  part  of  the  United  States. 
Stroub  Products  Co.,  Inc.,  Dept. 
BS,  671  Union  Boulevard,  Totowa 
Borough,  New  Jersey. 

{Continued  on  Page  264) 


- THE  BEST  QUALITY,  FINEST - 

ENGINEERED  DOOR  IN  THE  TRADE 


Heavy  Corner 
ConatmetioH 
Top  Quality  hatch 
Super  Heavy  Kick  Panel 
Storm  Kiny  Door  Cheek 
Quick  Change  from  Clast 
to  Screen 


Double  Locked  inserts 

Simple  Bottom 
Adfustment 

Stainless  Steel  Hinges 
Aluminum  Screen  Wire 
Competitively  Priced 


Your  salesmen  canH  miss  with  the  Ellwood 
Door  .  .  .  U  has  everything  their  customers 
want,  dozens  of  sale-closing  features. 


★  Ma//  The  Coupon  Today  For  details  ★ 

—  THE  ELLWOOD 


ALUMINUM  DOOR 
CO.,  INC. 

Phone  PLaza  8-7588 


Ellwood  City,  Penno. 

Please  send  me  complete  information. 

I  am  a: 

NAME . 

COMPANY . 


Q  Dealer 
Q  Distributor 


ADDRESS 
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WINDOW 


''The  Trip-Lex 
Package  Deal" 

•  Extruded  63  •  ST  -  5 
aluminum  2  and  3 
Track  or  Channel 
Combination  Win¬ 
dows. 

•  Overlap,  expander, 
or  blind  stop  types. 

•  We  stock  extru¬ 
sions,  hardware, 
glazing  and  screen¬ 
ing  splines  and 
dies. 

•  Order  to  suit  your 
needs. 

•  You  go  into  imme¬ 
diate  production. 

•  Priced  for  greater 
profits  in  small  or 
large  quantities 
with  minimum  in- 
v^tment. 

•  Cur  Triple  Action 
Economy  Package 
costs  you  only 
$4.85,  including  all 
accessories  except 
screen  and  glass. 
Other  winaows 
comparably  priced. 

Write  For 
Details  Today! 


1736  PACIHC  ST..  BROOKLYN  13,  N.  Y 


OF  ALUMINUM  FABRICATORS,  INC 


PROFILE 
HERE?  ^ 


No  matter  how  good  your  storm  window, 
your  cutlomor  won’t  bo  sotisflod  unlost  it 
tools  pormonontly  against  dust,  drafts, 
and  moisturo.  Dotroit  Macoid  can  givo  you 
incrootod  customor  satisfoction  through 
a  BETTER  PROFILE  that  makot  a  BETTER 
SEAL.  Macoid  was  tho  first  Amorican  firm 
to  oxtrudo  vinyl.  With  thoir  yoart  of  oxpe- 
rionco,  combinod  with  tho  most  modorn 
facilitios  ovailoblo,  Macoid  con  dosign, 
compound,  and  oxtrudo  your  profilo  in 
any  longth— in  any  dogroo  of  hardnoss, 
fioxibility,  or  color.  Macoid  will  sond  you 
on  immodiato  quotation  upon  rocoipt  of 
your  profilo  skotch. 


AT  NO  IXTU  COST-FUNOI  FROnCTION 

Bocouso  wo  compound  tho  motorials  in 
our  own  plant,  wo  wiff  incorporofo  a  fungi- 
ckh  at  no  mxtra  cost. 


DETROIT 


CORPORATION 


12340  CLOVItOALE 
DETROIT  4,  MICHIGAN 


Tuning  In  to  Sales 

{Continued  from  Page  66) 

Many  men  are  able  to  retain 
this  spirit  under  favorable  condi¬ 
tions  out  fall  back,  so  to  speak, 
under  nre.  These  men  have  plenty 
of  ability  but  lack  the  moral 
courage  to  drive  ahead,  as  usual, 
in  the  lace  of  adversity.  In  other 
words,  they  are  unable  to  keep  the 
same  even  keel  under  adverse  con¬ 
ditions  that  they  display  on  the 
caim  seas.  Financial  obscurity  is 
Ltie  late  of  these  men  because  of 
this  lack  of  wiiliiiKne.ss  to  develop 
Lneir  courage. 

Fellows,  hijfhly  paid  positions 
can  jfo  to  men  —  not  for  the  ask¬ 
ing —  but  tor  the  taking!  VV'hile 
many  men  are  born  with  innate 
aggiessiveness  and  determination 
translated  into  courageous  driving 
rorce,  many,  many  more  have 
developed  these  characteristics. 
Certainly,  it  takes  grit  and  stick- 
to-itivene.ss  —  but  the  good  things 
in  life  are  not  free;  unless  we  pay 
for  that  clean  sunlight  we  soak 
up,  we  are  parasites. 

Don’t  allow  yourself  to  doubt 
whether  you  have  ability  or  not. 
The  chances  are  1,000  to  1  that 
you  have.  Then  make  up  your 
mind  to  reject  and  repel  any  nega¬ 
tive  thinking  at  any  time!  Make 
up  your  mind  that  you  will  take 
ail  bad  breaks  in  stride  without 
slowing  up — without  changing  the 
.same  lighting  methods  you  u.se  in 
success. 

Surely,  the  above  takes  quite  a 
bit  of  doing!  But  no  one  will  .say 
you’re  not  quite  a  do-er,  unless  it’s 
pour  self! 


President  Urges 

{Continued  from  Page  12) 

Authority  (FHA)  borrowing  for 
repair  and  maintenance;  liberal¬ 
ized  credit  on  the  purchase  of  old 
houses ;  more  flexible  interest  rates 
on  FHA  and  GI  homes  financing. 

The  8-point  White  House  pro¬ 
gram  was  le.ss  specific  than  the 


'  GIVE  YOUR  DOORS  A 
"CUSTOM  BUILT" 
TOUCH 


DUN-MOR  Name¬ 
plate  Panel  Grilles 
supply  that  spe¬ 
cial,  personalized 
touch  which  can 
make  your  doors 
stand  out  as  cus¬ 
tom  built  for  each 
individual  custom¬ 
er.  No  delays  or 
special  ordering. 
YOU  make  up  the 
nameplates  In 
your  own  shop  in 
a  matter  of  min¬ 
utes.  Simply  slide 
in  the  letters,  then 
clinch  shut  the 
open  end  of  the 
raceway  and  you 
have  a  solid,  per¬ 
manent  unit.  Ex¬ 
clusive  attaching 
clips  permit  you 
to  fit  any  36"  or 
narrower  door 
with  ONE  stock 
size!  Lists  only 
$11.50,  plus  10(‘ 
per  letter.  Write 


No.  2628 


DUNCAN-MORRIS  (0. 


48  N.  VALLEY  ST.,  AKRON  3,  OHIO 


THE  TRIPLE  EAGLE 

All  Aluminum  Combination  Storm 
Windows  and  Screens 

The  finest  Triple  Track  Storm  Windows 

EVER  DEVELOPED,  and  we  can  prove  it! 

1.  You  will  be  proud  to  sell  TRIPLE 
EAGLE  windows. 

2.  They  have  every  feature  your  cus¬ 
tomer  wants  and  needs. 

3.  Compare  TRIPLE  EAGLE  feature  for 
feature  with  any  window  on  the 
market.  Convince  yourself. 

4.  We  will  be  glad  to  send  you  com¬ 
plete  details  or  arrange  a  demon¬ 
stration  at  your  convenience. 

Inquiries  invited  from  aggressive  indi¬ 
viduals  or  dealers  who  want  to  progress. 

Write  or  wire  collect  for  complete  infor¬ 
mation. 

Bxclusiye  K.  D. 
Operators  Wanted 

EAGLE  SALES  CORPORATION 

11-13-15  East  21st  St. 
Baltimore  18,  Maryland 
BEImont  5-8913-5786 
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Dec.  15  report  of  the  President’s 
advisory  committee  on  housing,  on 
which  it  was  based.  The  committee, 
headed  by  Housing  Administrator 
Albert  M.  Cole,  called  for  this  kind 
of  experimental  program  which,  if 
successful,  might  eventually  re¬ 
place  subsidized  housing: 

No-down-payment,  40-years-to- 
pay  mortgage  insurance  by  the 
Federal  Housing  Administration 
on  inexpensive  homes.  This  would 
be  coupled  with  a  lease-and-pur- 
chase  plan  whereby  FHA  would 
help  builders  put  up  rental  dwell¬ 
ings  whose  occupants,  when  finan¬ 
cially  able,  could  buy  them  without 
down  payment,  paying  for  them 
like  rent. 

“Long  Term  Loans” 

Mr.  Eisenhower’s  request  was 
less  radical.  He  asked  “long-term 
loans”  —  presumably  longer  than 
the  25-  and  30-year  repayments 
now  permitted — and  “a  low  initial 
payment”  on  both  new  and  old 
houses.  Families  displaced  by  slum 
clearance  would  be  eligible. 

Not  until  these  programs  “have 
been  fully  tested  and  by  actual 
performance  have  shown  their 
success,”  he  told  Congress,  should 
the  nation  drop  public  housing. 

Within  the  next  four  years,  he 
said,  the  need  for  continued  public 
housing  will  be  reviewed.  Mean¬ 
time,  he  added.  Administrator  Cole 
will  propose  revisions  to  correct 
“defects”  —  not  specified  —  in  the 
present  low-income  public  housing 
program. 

He  called  for  “early  and  favor¬ 
able  consideration  of  these  propos¬ 
als: 

1.  Slum  clearance  and  neighbor¬ 
hood  renovation :  Seven  hundred 
million  dollars  in  Federal  loans  and 
$250  million  in  grants  to  cities  to 
remove,  correct  or  prevent  neigh¬ 
borhood  blight.  If  this  proves  in¬ 
sufficient,  Mr.  Eisenhower  said  he 
would  ask  for  more. 

FHA  loan  insurance  to  enable 
home  owners  to  rehabilitate  and 
modernize  their  hou.ses  with  loans 
from  banks. 


The  Door  ThoTs  In  Demand!  "Storm  Wizard" 
COMBINATION  I,  m,  2  or  3  life  ond 
JALOUSIE  STYLE. 

A  TRIPLE-TRACK  that's  the  Talk  of  the  Town! 
With  exclusive  "floating"  feature. 

A  SELF-STORING  WINDOW  that  will  make 
your  salesmen  give  out  the  "Busy  Signal!" 


"Connect"  Your  Customers  with  "Storm  Wiz¬ 
ard"  CASEMENT  WINDOWS. 

For  Summer,  Transfer  Sales  to  Our  CASEMENT 
SCREEN  —  Self-Splining! 

A  "Storm  Wizard"  BASEMENT  COMBINATION 
WINDOW  —  The  Best  on  Call! 


Give  these  answers  on  every  sole: 

All-Aluminum,  completely  extruded. 

Beautiful  silver-satin  finish. 

All  aluminum  hardware. 

Won't  rust,  rot,  stain,  split,  or  warp. 


GET  IN  ON  A 
GOOD  THING! 
WRITE  TODAY! 


Visit  B  &  G  at  Booth  No.  209 
NERSICA  SHOW 

Free  Note  Book  —  Your  Nome  in  Gold 


BAG  MANUFACTURING  COMPANY 

SMS  SuMuehanna  St.,  Plttaburth,  Pa. 

1 139  Sautb  Wahaah  Ava..  Chicait  5,  III. 

771  Watt  Marritk  R...  Vallay  Straaoi. 

■ 

• 

L.  1..  N.  Y. 

• 

• 

m 

• 

• 

Tell  m»  more  about  tba  "Storm  Wizar." 
•tory. 

■ 

• 

■ 

• 

• 

■ 

• 

•  •• 

A  five-million-dollar  appropria¬ 
tion  to  help  smaller  communities 
draw  plans  for  slum  prevention, 

2.  Conservation  of  existing 
housing.  Amendments  whereby 
buyers  of  used  houses  would  get 
the  same  favorable  FHA  and  Vet¬ 
erans  Administration  terms  as 
purchasers  of  new  homes.  Old 
homes  now  call  for  20  per  cent 
down,  20  years  to  pay ;  new  homes 
as  little  as  5  per  cent  down  and  30 
years  repayment. 


Liberalized  repair  and  modern¬ 
ization  loans,  A  householder  could 
borrow  up  to  $3,000  for  fix-up  pur¬ 
poses,  and  repay  in  five  years ;  now 
he  gets  $2,500  and  must  pay  in 
three  years. 

3.  Low-income  housing.  A  gen¬ 
eral  recommendation,  to  be  round¬ 
ed  out  later  by  Administrator  Cole, 
calling  for  the  test  program  under 
which  families  displaced  by  slum 
clearance  could  “own  or  rent  a 
{Continued  on  Page  214) 


&  Home  Improvement  Dealer 
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PROVEIl 

.PROFITS 

^PERmnLifE 


CUSTCM-MADE  for 
DOORWAYS  •  WIN¬ 
DOWS  •  PORCHES 
PATIOS 
BREEZEWAYS 
CANOPIES 


Muninum  dtunings 

GO  HGOD  in  onnof.. 


BECAUSE  ONLY  PERMA-LITE  CAN  OFFER 
ALL  THESE  EXCLUSIVE  SALES  FEATURES 

fllrfr/^Oril  EXCLUSIVE  BUILT-IN  FEATURE 
HSLVfll®"  ON  ALL  DOORWAY  AWNINGS. 


•  FROSTED  BEAUTY  EDGES  A  luxurious  beauty  accent. 

•  ALL  WHITE  UNDERSIDE  For  better  light  reflection. 


•  Exclusive  "INT'R-LOK"  Side 
Cpnstruction. 

•  Exclusive ''DU BL-BRiDGE'' Con¬ 
struction  throughout. 

Some  Dealer  Territories  Still  Open.  Write  or 
Wire  Today.  Get  the  PROVEN  PERMA-LITE 
STORY  NOW! 

PERHA-LITE  METAL  AWNING  CORP. 


Custom  built  Awnings 
at  Production  Line  Prices 


138  Allen  Street,  Buffalo  1,  N.  Y. 


PIOtlEERS  in  THE  RLUIttinUtll  HUJninG  IltDUSTRV 


President  Urges 

{Continued  from  Page  213) 

suitable  home”  with  liberal  FHA 
'  underwritinj?. 

Meantime  —  until  it  is  proved 
that  banks  will  lend  and  builders 
will  build  on  these  liberal  credit 
terms — continuance  of  public  hous¬ 
ing. 

4.  Minority  housing.  A  “mate¬ 
rial  strengthening”  of  Federal 

I  activities  to  assure  Negro  and 
!  other  minority  groups  equal  oppor- 
I  tunity  to  obtain  “good  and  well- 
located  homes.” 

5.  National  Housing  Act.  Mod- 
j  ernization  of  the  1949  housing  law, 

to  be  explained  in  detail  later  by 
Mr.  Cole,  but  including  higher 
limits  on  the  mortgages  which 
FHA  and  VA  will  underwrite. 

Interest  Rates 

6.  Interest  rates.  Authority  for 
the  President  to  raise  or  lower 
FHA  and  VA  interest  rates  when¬ 
ever  necessary  to  keep  mortgage 
earnings  as  attractive  to  lenders 
as  to  other  investments,  thus  help¬ 
ing  to  assure  a  continued  flow  of 
credit  into  housing.  The  advisory 
committee  proposed,  as  a  ceiling, 
a  rate  of  2)4  percentage  points 
higher  than  the  average  yield  on 
Government  long-term  bonds.  This 
would  work  out  at  about  5  per 
cent. 

7.  Secondary  mortgage  market. 
A  reorganization  of  the  Govern¬ 
ment’s  Federal  National  Mortgage 
Association  (FNMA)  under  which 
it  would  gradually  pass  under  the 
private  control  of  the  banks  and 
mortgage  house  companies  which 
use  its  services. 

FNMA  stands  ready  to  buy 
mortgages  from  banks.  This  makes 
mortgages  a  more  attractive  in¬ 
vestment  for  the  banker,  since  he 
can  always  unload  his  mortgage 
paper  and  get  cash  for  further 
investment  Both  Democratic  and 
Republican  housing  administrators 
have  felt  that  private  capital 
should  provide  this  “.secondary 
market”  for  mortgages. 
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Lenders  generally  want  the 
Government  out  of  this  business; 
builders  want  it  to  stay  in,  to 
bolster  the  supply  of  credit  for 
home  construction.  Mr.  Eisen¬ 
hower  compromised:  the  reorgan¬ 
ized  FNMA  would  issue  debentures 
(bonds)  which  banks  and  lenders 
could  buy  and  thus  in  time  acquire 
control. 

8.  Reorganization.  A  reorgan¬ 
ization  to  tighten  up  the  “loosely 
knit”  and  “confusing”  federation 
of  housing  offices  under  Mr.  Cole’s 
Housing  and  Home  Finance  Agen¬ 
cy.  Mr.  Eisenhower  announced  he 
will  submit  a  new  reorganization 
plan  for  this  purpose. 

Aluminum  Production 

(Continued  from  Page  12) 

manufacture  and  sales  of  new 
aluminum  products  and  into  a  vast 
number  of  new’  and  greater  appli¬ 
cations.  There  are  vast  opportun¬ 
ities  ahead  in  the  thou.sands  of  dif¬ 
ferent  applications  of  aluminum.” 

Alcoa  Optimistic 

Mr.  Wilson  commented  that 
“Alcoa  is  optimistic  about  the  fu¬ 
ture.  New  product  developments, 
new  plants,  more  diversified  facil¬ 
ities,  increased  research  activities, 
increased  per  capita  consumption 
of  aluminum,  and  greater  national 
population  all  contribute  to  Alcoa’s 
feel  for  the  future.” 

Mr.  Reynolds  stated  that  “with 
favorable  supply  and  price  condi¬ 
tions  prevailing  and  no  Govern¬ 
ment  limitations  on  civilian  uses, 
the  aluminum  industry  looks  for-  built.  This  thirty-story  structure  enamel  for  aluminum  to  provide 
ward  to  1954  as  an  opportunity  can  rightly  claim  more  building  permanent  exterior  color  for  archi- 
for  unhampered  .selling  and  mar-  innovations  than  any  other  struc-  tectural  aluminum,”  he  added, 
ket  development.”  ture  in  modern  times.”  In  reviewing  .some  of  aluminum’s 

Mr.  Wilson  commented  tha,t  “The  Alcoa  building  began  a  other  markets,  Mr.  Reynolds  stated 
“Probably  the  greatest  single  dra-  trend  in  aluminum-fticed  struc-  that  “in  .the  automotive  field,  too, 
matic  event  during  the  year  w’as  tures.  At  the  close  of  the  year  the  trend  is  toward  the  use  of 

the  completion  of  Alcoa’s  new’  more  than  70  major  projects  that  more  aluminum.  .Some  current 

home  in  Pitt.sburgh  —  The  Alcoa  v/ould  u.se  exterior  aluminum  models  have  over  50  pounds  of 

Building.  Dedicated  in  September,  facing  were  either  erected,  being  aluminum  as  against  the  former 

this  building  is  America’s  first  con.structed  or  on  the  drawing  average  of  only  7  pounds  per  car.” 
aluminum  skyscraper  and  is  the  boards.  Strong  intere.st  was  show’n  He  noted  that  “the  appliance  and 
lighte.st  building  for  its  size  ever  in  recent  development  of  porcelain  (Continued  on  Page  217) 


DISTRIBUTOR  &  DEALER  INQUIRIES  INVITED! 

^  GUTTERS  6l  LEADERS 


AVAILABLE  FOR 
IMMEDIATE  DELIVERY 


\  EASTERN  offers  a  complete  line  of  0*Gee 
\  and  half-round  aluminum  gutters  and  leaders 

\  for  all  types  of  architecture . industrial, 

\  home,  and  farms.  Write  for  details  today! 

\  CHECK  THESE  IMPORTANT  FEATURES: 

\  •  Never  rust  or  stain  exterior  walls. 

\  •No  painting  or  maintenance  required. 

\  •  Lightweight  —  will  not  sag. 

\  •  Easy  handling  —  easy  installation. 

\  •  No  soldering  —  joins  by  slip-joint 

•  Fire-,  termite-,  and  rodent-proof. 


UUMIMUW 


HALF-ROUND! 


Alcoa  Alclad  Aluminum — patented  trademark 
al  Alumirtum  Company  of  America. 

,  PRICED  LOWER 

. WAN  OTHER 

RUST-PROOF 
MATERIALS! 


•  WRITE 

•  WIRE 

•  PHONE 


BUILDING  PRODUCTS  CORP. 

72-82  Lockwood  St.,  Newark  5,  N.  J. 

Newark  Phone:  MArket  3-6470  •  New  York  Phone:  BArclay  7-6770 
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ELGIN 


WATER  SOFTENERS 


the  QUALITY  leader 
in  today's  "fastest" 
growing  field  .  .  . 
WATER  CONDITION¬ 
ING.  A  field  offering 
YEAR-ROUND  SALES 
with  greater  PROFITS 
.  .  .  no  seosonol 
slumps  to  cut  your 
earnings. 

Cosh  in  on  todoy's 
"hottest"  morket  with 
ELGIN  .  .  .  the  one 
line  designed  to  meet 
oil  requirements  .  .  . 
o  type  for  every 
home,  every  purse. 
AUTOMATIC  and 
SEMI-AUTOMATIC 
models. 


ilgin 


*Qualit)r  Products 
Since  1908 

*Year  Round  Market 
•Top  Profits 
•A  Complete  Line 
•Poctory  Training 


ELGIN 
AUTOAAATIC 
Deluxe  fully  au¬ 
tomatic  water 
softener. 


ELGIN  SEMI¬ 
AUTOMATIC 
Popular  econ¬ 
omy  model  with 
simplified  con¬ 
trol. 


•Complete  Dealer  Cooperation 
•Effective  Advertising  to 
Help  You  Sell  . 

„„|ete  information 

WRITE  TODAY  .  •  • 


ELGIN  SOFTENER 

CORPORATION 

DEPT  B,  ELGIN,  ILLINOIS 

SINCE  1908 


I  More  than  88  per  cent  of  the  new  homes  built  in  1953  were  one*ttory,  os  buyers  asserted 
their  preference  for  the  more  cemfortoble  living  that  seems  to  go  with  the  one-story 
I  layout.  Working  wives  in  porticular  approve  the  one-floor  layout  since  it  enables  them 
to  make  maximum  use  of  the  hours  they  can  spend  in  the  home. 


Insulating  Siding  Make  Life 
Easier  for  Working  Wife 

Of  the  more  than  19  million 
women  employed  in  the  United 
States  during  the  summer  of  1953, 
IQi/j  million  were  married,  accord¬ 
ing  the  the  Institute  of  Life  In¬ 
surance. 

Of  the  more  than  one  million 
new  homes  built  in  1953,  an  esti¬ 
mated  88  per  cent  were  one-story. 

It  would  be  practically  impos¬ 
sible  to  prove  that  the  growing 
number  of  working  wives  was  di¬ 
rectly  connected  to  the  trend  in 
home  design.  But  whether  the  wife 
works  outside  the  home  or  not,  the 
trend  is  toward  a  house  design  that 
enables  her  to  make  the  mo.st  effi¬ 
cient  u.se  of  her  time. 

One-Floor  Plan 

I'he  one-floor  plan  house  —  with 
no  .stairs  to  climb,  laundry  facili¬ 
ties  a  few  .steps  from  the  kitchen 
—  certainly  is  an  important  part 
of  the  work-saving  trend. 

When  the  hou.se  is  well-designed, 
it’s  easier  to  clean.  Ju.st  being  on 
one  floor  isn’t  the  whole  answer. 
Here  are  other  points  to  consider: 

An  entrance  hall  is  a  basic  re¬ 
quirement  since  it  keeps  dirt  and 
snow  out  of  the  other  rooms  of  the 
house. 


The  house  should  be  laid  out  so 
it  isn’t  necessary  for  traffic  to  go 
through  the  living  room  to  reach 
other  rooms  in  the  house.  Then 
there  won’t  be  .so  much  wear  on 
carpets  and  they  won’t  need  as 
frequent  cleaning.  Then,  too, 
there’s  less  temptation  for  the  chil¬ 
dren  to  turn  the  living  room  into 
a  dumping  ground  for  their  toys 
and  other  belongings. 

Bathroom,  kitchen  and  entrance 
hall  .should  have  hard  surface  ma¬ 
terials  that  can  be  cleaned  with  a 
few  wipes  of  a  damp  rag  or  wet 
mop.  A  kitchen  exhaust  fan  helps 
remove  fumes  before  they  discolor 
walls  and  add  to  the  cleaning 
chores. 

Most  people  think  of  insulation 
as  a  means  of  saving  fuel.  That 
it  certainly  does,  but  insulation  re¬ 
duces  the  amount  of  dust  that  in¬ 
filtrates  the  walls  of  the  house.  If 
the  insulation  happens  to  be  insul¬ 
ating  siding,  used  to  finish  the  out¬ 
side  walls  besides  insulating,  it  al.so 
cuts  down  the  husband’s  hou.se- 
keeping  chores.  He  doesn’t  have  to 
worry  about  painting  or  staining 
insulating  siding  since  it  comes 
with  a  factory-made,  life-long 
finish. 
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^M-u-n-:fr-iJ-:rr-n:-ii-iT 

THE  INSIDE  STORM  WINDOW  WITH 


INTERLOCKING  FEATURE 
KEEPS  WARMTH  IN 
-  COLD  OUT 

EASY  TO  SELL  -  SATISFIES  CUSTOMERS  -  BIGGER  PROFITS 


Provides  greater  home  comfort  — 
healthier  living  conditions. 

Controls  excessive  condensation. 

Cuts  fuel  cost. 

Easy  to  install. 

Glides  smoothly  and  easily  on  built-in 
rollers. 

Rolaglass  windows  are  self-storing, 
simple  to  remove,  and  easy  to  clean 
from  the  inside. 


INTERLOCKING 

Two  interlocking  sections, 
when  in  a  closed  position, 
grip  and  form  a  nrm  lock 
which  seals  in  heat  and 
keeps  out  cold. 


WRITE 

WIRE 


SOME  DEALER  FRANCHISES  OPEN 


ojLAaL/kss  EQuiPAfi:\r 
COMPyXNY,  hWC. 


8931  CARNEGIE  AVE 


CLEVEIANO  6  OHIO 


Aluminum  Production 

(Continued  from  Page  215) 

electrical  markets  for  aluminum 
are  also  |?rowing  rapidly  as  the 
qualities  and  economies  of  alumi¬ 
num  become  more  familiar  to  in¬ 
dustry.  Aluminum  has  become  the 
standard  material  for  major  com¬ 
ponents  of  refrigerators.  Long 
used  for  high  voltage  transmission 
cable,  aluminum  is  being  u.sed  now 
in  substantial  quantities  for  cov¬ 
ered  wire  as  well.” 

At  the  consumer  levels,  such 
relatively  new  products  as  house¬ 
hold  foil  have  become  a  regular 
item  on  the  shopping  lists  of  mil¬ 
lions  of  housewives,  Mr.  Reynolds 
declared. 

Other  advancements  for  alumi¬ 
num  were  detailed  by  Mr.  VV'ilson, 
who  .said  that  “expanding  uses  of 
aluminum  have  al.so  been  noted  in 
the  highway  sign  and  market  field. 
All  major  manufacturers  of  build¬ 
ing  hardware  are  now  offering 
aluminum  lines  for  home  and  in¬ 
stitutional  building  use.  The  year 
1953  also  saw  greatly  expanded 
use  of  covered  aluminum  wire  for 
secondary  distribution  lines.” 


New  Aluminum  Plant 

(Continued  from  Page  42) 

ity  of  500  tons  of  alumina  daily. 
The  two  .sections  can  be  operated 
independently,  or  together,  provid¬ 
ing  increa.sed  flexibility. 

LaQuinta  is  de.signed  especially 
to  process  Jamaica  bauxite.  Ocean¬ 
going  ve.ssels  bring  the  bauxite  up 
a  6>  2-TTiile  channel  32  feet  deep 
acro.ss  Corpus  Chri.sti  Bay  to  a 
new  pier  con.structed  on  the  water¬ 
front  side  of  the  plant  site.  Here 
the  ore  is  unloaded  by  belt  con¬ 
veyors  and  .stored  prior  to  process¬ 
ing. 

R.  S.  Sherw’in,  Jr.,  Plant  Man¬ 
ager  at  LaQuinta,  in  explaining 
the  operations,  .said :  “From  the 
storage  pile,  bauxite  is  fed  into 
rod  mills  where  it  is  wet  ground 
with  caustic  .soda.  The  resulting 
slurry  goes  into  a  battery  of  pres¬ 
sure  ve.ssels  or  dige.sters  w'here  the 


alumina  content  of  the  ore  is  dis¬ 
solved  by  the  cau.stic  .soda  .solution. 
The  impurities  remain  undis.solved 
in  the  form  of  red  mud.  Next  step 
is  to  separate  this  red  mud  from 
the  mixture,  removing  the  impur¬ 
ities.  i 

To  reclaim  the  alumina  from  the 
liquor,  the  solution  is  sent  to  a 
battery  of  75  large  tanks  known  as 
precipitators.  Here  aluminum  hy¬ 
drate  (alumina  with  water  com¬ 


bined  in  its  crystal)  is  precipitated 
out  of  .solution  during  two-to-three 
day  proce.ss.  Mr.  Sherwin  ex¬ 
plained  that  the  largest  particles 
precipitated  are  .separated  out, 
w’ashed,  filtered  and  then  put 
through  large  '  rotary  calcining 
kilns  operating  at  2000°F.  This 
heat  drives  off  the  combined  water 
to  produce  pure  alumina,  similar 
in  appearance  to  white  granulated 
(Continued  on  Page  218) 
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PYRAMID 

Offers  the 

LOWEST-PRICED 

3-TRACK  EXTRUDED 
ALL-ALUMINUM 

STORM  & 
SCREEN 
WINDOWS! 

For  New  England  and 
East  Coast  States 


Available 

Knocked  Down,  Lengths, 
or  FuUy  Assembled 

Cheek  These  PLUS  Features: 

V  Built-in  Weather  Stripping 

V  Easy  to  assemble.  Use  screw  driver  and 
screen  roller.  That’s  all! 

V  Made  of  heavy  extruded  metal 

V  All-Aluminum  screening 

V  Engineered  perfectly 

V  Takes  less  storage  space 

V  Reduces  shipping  costs 

V  Prompt  delivery 


INVESTIGATE  THIS 
FASTER-SELLING 
PROFIT  MAKER! 


Mots  and  Literature  available  for 
sales  promotion. 

Manufactured  exclusively  in  our  own  plant. 
Write  or  phone. 


SCREEN  &  WINDOW 


425  Third  Ay*.,  Brooklyn  15,  N.  Y. 
Ttl.:  south  B.S095 


New  Aluminum  Plant 

j 

I  (Continued  from  Page  217) 

sugar.  The  alumina  is  collected  in  I 
a  large  storage  silo  for  shipment  ; 
either  to  the  adjoining  San  Pat-  j 
ricio  reduction  plant,  where  metal-  j 
lie  aluminum  is  produced,  or  to  j 
i  other  reduction  plants  within  the 
I  company. 

I  The  small  particles  precipitated 
j  are  reprocessed  until  they  reach 
the  size  desired.  The  liquor  re¬ 
maining  after  precipitation  is  con¬ 
centrated  by  evaporation  to  remove  ! 
wash  water  added  during  process¬ 
ing.  This  evaporation  is  done  in 
!  large  multiple-effect  vacuum  evap¬ 
orators  similar  in  many  respects 
to  those  used  in  the  paper  industry, 
according  to  Mr.  Sherwin.  The 
reconcentrated  liquor  is  then  re¬ 
turned  to  the  rod  mills  and  diges¬ 
ters  for  reprocessing  with  more 
bauxite. 

Process  Steam 

! 

Mr.  Sherwin  pointed  out  that 
alumina  plants  operating  on  the 
Bayer  process,  such  as  this  one, 
have  need  for  considerable  quan¬ 
tities  of  process  steam.  At  La- 
Quinta,  steam  is  generated  in  boil¬ 
ers  at  a  pressure  of  850  pounds 
per  square  inch.  The  electric 
power  required  for  plant  operation 
is  produced  by  sending  this  high 
pressure  steam  through  turbo-elec¬ 
tric  generators.  All  the  exhaust 
steam  is  then  used  for  processing. 

Fuel  for  boilers  and  calcining 
kilns  is  natural  gas  with  plant 
requirements  totaling  approxi¬ 
mately  20,000,000  cubic  feet  daily. 
Fresh  water  requirements  for 
plant  operations  amount  to  ap¬ 
proximately  2,500,000  gallons  each 
day.  This  water  is  drawn  from  the 
facilities  of  nearby  Corpus  Christi 
through  a  28-mile  pipe  line  24 
inches  in  diameter  constructed  by 
the  company. 

Operations  of  the  plant  continue 
24  hours  a  day,  every  day  in  the 
year.  The  plant  employs  about 
550  people,  Mr.  Sherwin  pointed 


READYBUILT 

Reg.  U.S.  Pot.  Off. 

Fireplaces 


Adds  beauty,  cheer  and  comfort  to  any 
home,  old  or  new. 

The  modern  fireplace  that  fulfills  all 
modern  day  requirements  —  used  with  gas 
or  electricity. 

Large  variety  of  attractive  models  in 
brick,  stone,  wood,  etc.,  available. 

Furnished  complete  —  ready  to  be  in¬ 
stalled  by  a  handy  man — shipped  anywhere. 

DEALERS,  BUILDERS  and  HOMEOWNERS 
write  for  catalog  and  full  information 

nxREADYBUILT  PRODUCTS  COMPANY 

I  1705  McHenry  5t.,  Dept.  B5,  Balto.  23,  Md.  I 


CUT 

PRODUCTION 

costs  with  the 


MIGHTY  MIDGET 
PUNCH  PRESS 


This  machine  will  do  everything  in  a  plant 
such  as  staking,  cutting,  crimping,  riveting, 
clinching,  marking,  trimming,  stamping,  blank¬ 
ing,  swaging,  perforating,  assembling  and  other 
operations. 

The  Mighty  Midget  Ooes  better,  faster, 
cleaner  work.  It  has  an  impact  of  one  ton  and 
can  be  adjusted  to  a  feather  touch. 

Write  for  details  to: 

Peacock  Metal  Products,  Inc. 

752  Hvde  Park  Avenue 

Hyde  Park  (36),  Mass. 

Phone:  HY  3-212B 
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/rs  rf//s  excLc/s/!/^  J 

3 -POINT  ■ 


Pot.  Pending 


•  Easier  to  Sell!  •  More  Effieiertt! 
•  Easier  to  Install!  •  More  Profitable 

In  the  Tripl-Tite  design,  gravity  is  utilized  to  assure  proper  positioning 
and  correct  interlocking  of  each  panel.  After  the  bottom  course  has  been 
installed,  additional  panels  can  be  applied  quickly,  efficiently  and  ii> 
perfect  alignment. 

No  time-consuming,  repeated  leveling  operations  are  necessary.  That 
means  substantial  savings  in  man-hours  and  labor  costs.  More  jobs  can 
be  done  in  less  time.  Furthermore,  Tripl-Tite  has  a  unique  nailing  lip 
which  permits  the  siding  to  be  fastened  securely  and  tightly,  without 
buckling  or  distortion.  And  when  each  panel  is  installed,  a  3-point  interlock 
is  formed  to  provide  a  watertight,  airtight  seal  that  w///  not  rattle. 

Think  what  Tripl-Tite’s  superior  design  features  mean  in  installation 
savings,  in  long  trouble-free  service,  in  customer  satisfaction — and  in 
profits  for  you.  Then  get  the  complete  Tripl-Tite  story  without  delay- 
Chances  are  you'll  be  glad  you  did. 

Write,  wire  or  phone  for  details. 

TRIPL-TITE  IS  F.H.A. 

APPROVED— both  for 
modernization  and  new 
construction. 

Mode  by 

Notional  Metal  Products  Co. 

Monufocturaft  of  Quality  Product* 
for  over  SO  yoortl 


f4Cr$  ON 


Distributed  Nationally  By 

PRODUX,  INC. 


. 

coated  »«/.,  m 


PITTSBURGH,  PA.  • 


2  Gateway  Center 
Phone;  COurt  1-2725 


out.  The  plant  site  of  approxi¬ 
mately  1700  acres  is  served  by 
good  roads  and  by  the  Texas  & 
Pacific  Railroad,  a  part  of  the 
Southern  Pacific  network.  Machine 
shop,  laboratory,  and  other  service 
facilities  essential  to  the  operation 
of  the  plant  are  supplemented  by 
industrial  installations  in  and 
around  Corpus  Christi. 

Industry  Confident 

{Continued  from  Page  42) 

“Q.  How  will  your  net  income 
(after  taxes)  compare  with  1953? 

“A.  The  same  —  30.4  per  cent ; 
higher  —  43.5  per  cent ;  lower  — 
26.1  per  cent. 

“Q.  How  do  you  think  your  div¬ 
idend  payments  in  1954  will  com¬ 
pare  with  1953? 

“A.  The  same  —  74.7  per  cent; 
higher  —  17.3  per  cent;  lower  — 
8.0  per  cent. 

“Q.  Do  you  contemplate  new 
financing  in  1954? 

“A.  Yes  (including  those  say¬ 
ing  ‘possibly’)  —  18.6  per  cent;  no 
—  81.4  per  cent. 

There  is  the  survey  score.  The 
businessmen  have  challenged  the 
economists.  Time  and  American 
industrial  and  selling  ingenuity 
will  provide  the  answer. 

•yL. 

NERSICA 

{Continued  from  Page  47) 
experts  who  will  lecture  during 
this  forum  are  J.  E.  “Jack”  Or¬ 
chard,  President  of  Orchard  Bros., 
Inc.,  manufacturers  of  aluminum 
awnings,  and  President  of  the 
National  Metal  Awning  Associa¬ 
tion.  Mario  V.  Petrie,  Sales  Man¬ 
ager  of  Nation  -  Wide  Aluminum 
Products  will  speak  for  the  Jalou¬ 
sie  Manufacturers  of  America.  The 
National  Combination  Window  and 
Door  Institute,  the  association  of 
the  combination  window  and  door 
manufacturers,  will  provide  a 
speaker  who  will  discuss  combina¬ 
tion  windows  and  doors. 

Dr.  Charles  Reitell  will  speak 
at  the  luncheon  to  be  held  at  12 :30 
P.M.  Wednesday,  March  24.  His 
subject  will  be  “Sound  Business 


Management.”  Dr.  Reitell,  or 
“Doc”  as  he  is  fondly  called,  has 
an  intimate  knowledge  of  the  prob¬ 
lems  of  the  home  improvement 
industry.  He  will  bring  to  his 
li.steners  the  benefits  of  his  vast 
experience  as  a  member  of  the 
internationally  known  engineering 
firm  of  Stevenson,  Jordan  and 
Harrison  of  New  York  City.  His 
speech  will  be  a  “refresher  course” 
on  the  famous  four  day  “Manage¬ 
ment  Clinic”  he  conducted  at  the 
1948  Nersica  Convention.  The 


manual  that  he  prepared  after  a 
six  month  survey  of  the  home 
improvement  industry  is  still  con¬ 
sidered  the  “Bible”  of  the  field. 
Past  President  Lee  Verchereau 
will  act  as  Moderator  for  this  all¬ 
afternoon  session,  assisted  by  a 
panel  of  dealer  experts.  Don  Lin- 
genjelter,  a  Past  President  and 
Treasurer  of  Nersica  and  a  recog¬ 
nized  authority  on  the  subject  of 
“Overhead  and  Costs”  is  expected 
to  be  among  the  experts  on  the 
panel.  {Continued  on  Page  220) 
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AIL  ALUMINUM  SELF  STORING  COMBINATION 
STORM  WINDOWS  AND  SCREENS 


In  the  highly  competitive  combination  win* 
dow  field  you  need  easy  to  demonstrate  ex¬ 
clusive  features  to  cinch  sales. 

Home  Seal,  the  original  triple  track  aluminum 
combination,  has  patented  features  that  allow 
you  to  out-demonstrate  your  competitors. 


NERSICA 

{Continued  from  Page  219) 

Bonafide  industry  members  will 
be  admitted  to  the  exposition  free, 
but  by  invitation  only.  According 
to  Nersica  officials,  exhibitors  are 
.sending  out  some  250,000  invita¬ 
tions  to  their  customers  and 
friends.  This  invitation,  properly 
filled  out,  is  necessary  for  each 
admission.  Those  without  such  an 
invitation  from  an  exhibitor  will 
have  to  pay  $2  to  visit  the  exposi¬ 
tion  itself.  Dealers  who  expect  to 
visit  the  exposition  are  urged  to 
obtain  an  invitation  from  any  of 
the  exhibitors  who  supply  them. 
The  complete  list  of  all  exhibitors 
and  their  booth  numbers  will  be 
found  in  another  part  of  this 
article  in  this  issue. 

The  convention  registration  fee 
is  only  $5.  This  will  admit  visitors 
to  all  forums  and  sections  includ¬ 
ing  the  exposition.  Individual 
luncheons  are  $5  but  advance 
registration,  including  the  two 
luncheons  is  only  $12.  According 
to  C.  M.  Nichols,  Managing  Direc¬ 
tor  of  Nersica,  dealers  and  con¬ 
tractors  may  send  checks  for  $12 
for  each  registration  to  NERSICA, 
12  E.  41  St.,  N.  Y.  17,  N.  Y. 

Factors  Services 

{Continued  from  Page  54) 

2.  Plant  Facilities  and  produc¬ 
tive  know-how  are  adequate 
to  insure  sufficient  manu¬ 
facture  of  present  or  planned 
lines. 

3.  Sales  and  Production  Plan¬ 
ning  are  coordinated  at  all 
times. 


Home  Seal  design  makes  it  possible  to  stock 
fewer  units  for  a  wider  variety  of  window 
sizes.  Locking  feature  in  open  or  closed  posi¬ 
tion  allows  you  to  sell  extra  safety. 


Regardless  of  4rhat  combinations  you  s^re  han¬ 
dling  today,  it  will  pay  you  to  check  mto  the 
Home  Seal  deal  and  find  out  how  H.iine  Seal 
Distributors  and  Dealers  enjoy  substantial 
profits. 


Write  fer  cewplete 
inferiMtiin 

THE  HOME 
WINDOW  CO. 

Festerie,  Okie 


4.  Selling  Practices  are  high 
enough  to  cover  all  manu¬ 
facturing,  general  and 
administrative  expenses,  yet 
allow  discounts  from  list 
prices  large  enough  to  pro¬ 
vide  your  distributors  with 
attractive  markups. 

5.  Sales  Force  knows  where, 
how  and  to  whom  to  dis- 


JSigr  Prolit  On 
I  Screen  Replacement 
^enedtra  Pre-War— Post-War 

GBOMMET  WICKET 
SCBEENS  SCBEENS 


WE  STOCK  ALL  STANDARD  SIZES 


SCREENS  FOR  COMMERCIAL  WINDOWS 
16  TO  60  A4ESH 


SPECIAL  SCREENS  AHADE 
ANY  SIZE  OR  SHAPE 
IN  BRONZE  •  STEEL  •  ALUMINUM 


30  YEARS  of  KNOW  HOW 

MANUFACTURED  BY 

AIR-TEC  NETAL  PRODUHS  CO. 

640  E.  7  MILE  RD.,  DETROIT  3,  MICH. 


WOLVERINE 

Ihc  GOODWILL 

UdTefL  ,n  DeTieoiT 


500  aOOMS 
•och  with 
$how*t  Eoth 


SO 

Single 

Room 


Heme  W  rile  Ttmpk* 
FAMOUS  OITROn 
NirespoT 

Overteeks 
Otand  Circvt 
Rarit 

Lmnadial*  locRitim  lor 


trompertoHon 


Elizabeth  Street 
I  BLOCK  EAST  OF  WOODWARD 
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tribute  the  planned  output 
of  your  plant. 

6.  Financial  Condition  will  per¬ 
mit  you  to. 

a)  increase  your  sales  and 
carry  resulting  larger 
receivables. 

b)  extend  sizable  credit 
lines  and  longer  selling 
terms. 

c)  sustain  possible  credit 
losses  without  endanger¬ 
ing  your  financial  re¬ 
sponsibility. 

The  answers  to  these  questions 
will  point  out  areas  in  your  com¬ 
pany  that  need  improving  and  will 
undoubtedly  suggest  corrective 
action  that  must  be  taken. 

The  corrective  action  you  take 
to  improve  your  product  line,  your 
manufacturing  efficiency,  and  to 
lower  your  overhead  costs  are 
relatively  easy.  These  are  factors 
over  which  you  have  direct  control. 

However,  your  ability  to  meet 
competition  successfully  will  de¬ 
pend  in  the  final  analysis,  on  your 
ability  to  sell  the  right  products, 
in  the  right  amounts  to  the  right 
people.  All  this  must  be  accom¬ 
plished  without  endangering  the 
financial  responsibility  of  your 
company.  Your  success  in  achiev¬ 
ing  these  goals  will  be  more  diffi¬ 
cult,  because  your  own  actions  may 
be  counterbalanced  by  action  taken 
by  your  competitors. 

Reasons  for  Failure 

Dun  &  Bradstreet  has  recognized 
the  importance  of  outside  influences 
on  the  success  or  failure  of  a  busi¬ 
ness.  In  describing  the  apparent 
causes  for  90%  of  the  business 
failures  they  list  these  causes  in 
order  of  their  importance: 
Inadequate  Sales 
Excessive  Fixed  Assets 
Inventory  Difficulties 
Competitive  Weakness 
Receivable  Difficulties  • 
Other 

Heavy  Operating  Expenses 
Poor  Location 

Even  more  revealing  are  some 
of  the  underlying  causes  for  fail¬ 
ure.  High  on  their  list  is  “Un¬ 


CLINCH  that  SALE— 

'  with  a  Peerless  Extra! 

Peericu  liaiidsome  door  accessories  kelp  move  merchandise 
right  OMt  of  your  door  into  the  homes  of  satisfied  customers! 
Because  it’s  the  Peerless  Extra,  the  grKeful  grille,  the  smart 
initial,  the  attractive  mail  slot  that  really  makes  it  a  door  of 
distinction  ...  all  dressed  up  to  go  places  and  bring  home 


profits! 


GRILLES  OF  FINEST  EXTRUDED  ALUMINUM 
WITH  GLEAMING  MIRROR  LIKE 
FINISH  OR  SPARKLIHG  IRIDESCENT 
COLORS  AS  DESIRED 


Peerless  Grille  Co. 

8811  Foster  Avenue  Brooklyn  36.  N.Y 
Nightingale  9-3845 


FOR  COMPUTE  INFORMATION 
AND  PRICE  LISTS 
call  NIghtingdale  9-3845 
^  OR  MAIL  COUPON 


PEERLESS  GRILLE  CO. 

8811  Foster  Ave.,  Brooklyn  36,  N.  Y. 

Please  tend  informotion  and  price 
lists  on  items  checked: 

□  Door  Sweep  □  Mail  Slat  □  Grilles 

Firm . 


Address  . 

City . Zone.  .  .  .  State. 


balanced  Experience.”  They  define 
this  as  “experience  not  well  round¬ 
ed  in  sales,  finance,  purchasing  and 
production  on  the  part  of — one  or 
more  partners  or  officers  constitut¬ 
ing  a  management  unit.”  “Lack 
of  experience  in  the  line”  or  man¬ 
agerial  inexpeVience  or  other  con¬ 
tributing  underlying  causes. 

If  you  find  the  need  for  addi¬ 
tional  assistance  in  combating 
some  of  your  problems,  we  believe 
that  a  good  factor  meets  those 
requirements. 


Unquestionably  you  will  ask  how 
a  factor  can  assist  you  in  solving 
your  selling  and  financial  prob¬ 
lems,  particularly  the  factor’s  own 
experience  with  your  industry  is 
limited,  as  measured  by  time. 

Perhaps  our  bsst  answer  is  to 
describe  the  steps  we  have  taken 
to  ensure  that  a  factoring  relation¬ 
ship  would  offer  benefits  both 
parties  to  a  factoring  contract. 

Firstly,  the  present  and  future 
value  of  goods  produced  by  your 
(Continued  on  Page  222) 


&  Home  Improvement  Dealer 


221 


ANSWER: 


PnxUectaUk 


QUESTION:  Jtom  do>  9  heefi  cM4JfU4Uun 
doond  and  4AAUuio44^  clean? 


Protectalum  is  the  answer  to  the  question  so 

often  asked  at  the  time  of  purchase  "How  do  I  keep  these  doors  and 

w^ndo^vs  clean?"  Not  only  will  your  customers  be  proud  of  doors  ^ 

and  wintiows  kept  bright  with  Protectalum,  . 

but  they  will  do  a  selling  job  on  everyone 

who  sees  them.  Try  Protectalum  on 

dbors  and  wirvlows  before  de- 

livery  and  see  your  "extra  sales"  fit  i 

profits  soar  with  every  sale!  Re- 
member,  Protet'talum  is; 


•  mode  specifically 
for  oluminum 

•  sold  exclusively  by 
aluminum  dealers 

Retail  price  for  8  oz.  package 
$1.00.  40%  discount  to 
dealers  on  case  lots  (24). 
Sample  75c;  also  available  in 
gallens  at  $2.75  net. 


mCTAlOM 


PROTECTALUM,  INC. 

ItO  CENTER  STREET  NEW  MILFORD.  N.  J. 

Oradell  8-6196  jH 

A^OH  IT  CAN  BE  SEEN! 


’’■Pushes T 


THE  ALL  NEW  1954^^^ 

^'CERTIFIED'' 

Combination  Screen  &  Storm  Windows 


•  100%  Extruded  Throughout— Including  Expanders— 

•  A  Terrific  Demonstrator  for  your  Salesmen  — 

•  Quick  and  Easy  Handling  for  Your  Installers. 

AND  BEST  OF  ALL 

PRICiD  RIGHT  —  FOR  HIGH  PROFITS  AND 
COMPETITIVE  SELLING. 

Write  or  phone  today  for  complete  information.  Better  still  — 
let  us  know  when  our  representative  can  call  on  you  personally 
so  that  you  can  actually  see  this  1934  triumph.  Don’t  delay  — 
do  it  today. 

Our  years  of  experience  in  the  field  assures  you  of  the  kind 
of  association  you  want. 


u~jiie^k  Co> 


1015  West  Diamond  Street 
Philadelphia  22,  Pennsylvania 
Telephone  FRemont  7  2500 


Factors  Services 

{Continued  from  Page  221) 

industry  was  examined.  In  doing 
this  we  talked  with  the  basic  pro¬ 
ducers  of  aluminum  and  found 
them  to  be  optimistic.  We  checked 
I  their  opinions  by  examining  Gov- 
I  ernment  figures  and  found  con- 
‘  firmation.  ■ 

Secondly,  we  examined  the  aver¬ 
age  dollar  volume  produced  by  the 
average  manufacturer  and  estab¬ 
lished  the  average  size  of  each 
invoice.  This  information  deter¬ 
mined  our  ability  to  operate  com¬ 
petitively  and  profitably  in  your 
industry. 

Thirdly,  we  studied  the  current 
trade  practices,  selling  terms,  and 
distribution  patterns  to  determine 
whether  our  services  would  offer 
plus  benefits  to  manufacturers 
utilizing  them. 

Finally,  we  determined  our 
ability  to  check  credits  of  your 
customers  to  make  certain  that  we 
would  not  upset  a  sound  selling 
program. 

Findings  Favorable 

Our  findings  were  favorable  so 
we  tooled  up  for  the  job  by 
designating  a  special  Contact  Of¬ 
ficer  to  work  closely  with  our 
clients.  We  expanded  our  Credit 
Department  to  insure  accurate  and 
speedy  approval  of  orders.  We 
made  certain  that  our  credit  men 
talk  with  your  customers  in  the 
field  to  determine  their  needs  and 
ability  to  sell  your  product  to  home 
owners. 

Thus,  we  built  a  sound  founda¬ 
tion.  And  since  that  time  we  have 
added  to  our  knowledge  and  under¬ 
standing  of  your  industry  through 
daily  contacts  with  our  clients,  and 
your  own  trade  associations,  and 
trade  publications. 

The  proof  of  the  pudding  is  in 
the  eating*.  What  benefits  have 
accrued  to  our  clients?  In  the  De¬ 
cember  issue  of  Building  Special¬ 
ties,  in  an  article  entitled,  “Factor¬ 
ing  is  a  Powerful  Management 
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Sales  Tool”  we  list  credit  benefits 
as : 

1.  Increased  profits  through 
more  effective  use  of  work¬ 
ing  capital. 

2.  More  attractive  terms  to 
customers,  a  sales  stimulus. 

3.  Larger  sales  to  well  rated 
customers  without  tying  up 
large  amounts  of  cash. 

4.  Better  growth  opportunities 
for  your  distributors. 

5.  More  understanding  treat¬ 
ment  of  temporarily  embar¬ 
rassed  customers. 

Actual  case  examples  were  used 
to  highlight  these  benefits.  Read 
them.  In  almost  every  instance 
you  will  find  the  recurring  theme, 
“Sales  increa.sed  without  financial 
risk  —  customer  relations  im¬ 
proved.” 

One  manufacturer,  a  leader  in 
his  field,  put  it  this  way. 


Benefits 

“Factoring  allows  me  to  con¬ 
centrate  my  efforts  on  those  activi¬ 
ties  I  am  best  qualified  to  perform 
—  manufacturing  and  selling  my 
product.  This  has  been  accom¬ 
plished  without  credit  or  financial 
worries  and  at  no  additional  fixed 
cost.  In  fact,  savings  generated 
from  a  reduction  in  clerical  costs 
(credit,  bookkeeping,  and  collec¬ 
tion)  more  than  offset  the  Factor’s 
.service  charges.” 

“In  addition,  our  customer  re¬ 
lationships  have  improved  consid¬ 
erably  because  the  Factor’s  Credit 
Department  deals  with  our 
accounts  in  a  highly  commendable 
manner.” 

The  high  standards  that  a  good 
factor  demands  from  clients  are  a 
prerequisite  for  your  own  success 
and  for  the  future  long  term 
success  of  the  industry.  It  is 
apparent  that  your  owm  Institute 
NESWDI  believes  in  these  same 
standards.  Their  prompt  ajid 
vigorous  action  to  expose  unethical 
advertising  and  selling  practices 
is  another  important  step  towards 
“Protecting  Your  Sales  Oppor¬ 
tunities.” 


NEW  ENGLAND-BILT 
QUALITY -BILT  are 
OSTER-BILT  PRODUCTS 

From  New  England’s  largest  manufacturer 
comes  the  finest  display  of  prestige-bilt  vari-type 
windows  and  doors  in  the  industry. 

These  feature  packed  products  are  designed  and 
fabricated  in  the  most  modern  plant  of  its  kind 
with  all  the  craftsmanship  for  which 
New  England  has  long  been  famous. 

Oster-bilt  prime,  casement,  picture  and  storm 
windows,  doors,  jalousies  and  screens  bring 
you  niore-than  satisfied  customers  who  increase 
your  profits  and  reputation. 

"Seeing  is  believing”  so  we  suggest  that  you  come 
to  Boston  and  see  for  yourself  the  largest  and  finest 
display  of  Aluminum  home  improvement  products 
ever  offered  to  a  discriminating  market. 

Specific  requirements  filled  in  any  quantity  with 
prompt  delivery,  and  full  plant  cooperation  at  all  times. 
Write  today  for  colorful  brochures  describing  all  items. 

Wire,  phone  or  write  now 
for  exclusive  representation 

in  your  territory. 


Basement  &  Picture 


Storm  Windows 


Storm  Doors 


Jalousies  &  Porches 


Screens 


Casements 


The  B.  R.  05TER  CORPORATION 

MANUFACTUREKS  OF  ALUMINUM  PRODUCTS 

1305  Dorchester  Avenue  •  Boston  22,  Moss.  •  AVenue  2-5200 


"Do  It  Yourself" 

{Continued  from  Page  55) 

that  homemade  screen  and  a  screen 
made  by  a  local  professional  screen 
fabricator  is  negligible. 

The  type  of  merchandising  we 
have  described  is  educating  the 
public  to  ready  acceptance  of  a 
product  which  already  nearly  sells 
itself.  The  time  is  ripe  for  exten¬ 
sive  promotion  of  aluminum  frame 
.screens  by  local  fabricators  who 


can  turn  out  a  quality  product  at 
a  “homemade”  price. 

Serious  consideration  of  the 
market  possibilities  for  aluminum 
screens  shows  great  potential.  For 
example  take  apartment  building 
replacement  screen  requirements. 
Few  existing  apartment  buildings 
are  potential  customers  for  com¬ 
bination  screens  and  storms.  But 
every  building  is  a  screen  cus¬ 
tomer.  Nearly  every  year  all  wood 
(Continued  on  Page  224) 
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''Do  It  Yourself" 

{Continued  from  Page  223) 

screen  frames  have  to  be  repainted 
and  every  ten  to  fifteen  years  they 
have  to  be  replaced  entirely. 

Consider  the  sales  appeal  of 
aluminum  screens  in  this  large 
buyers’  market.  First  considera¬ 
tion  is  usually  cost.  Aluminum 
frame  .screens  .sold  at  six  or  seven 
cents  per  united  inch  are  com¬ 
petitively  priced  to  wood  frame 
.screens  using  galvanized  wire  and 
having  one  coat  of  paint.  An  effici¬ 
ent  screen  fabricator  can  make 
aluminum  .screens  at  four  cents 
per  united  inch  or  le.ss,  thus  giving 
a  profit  margin  of  tw'o  or  three 
cents  a  united  inch.  By  the  term 
“united  inch’’  is  meant  the  width 
plus  the  height  of  the  .screen,  or 
one-half  of  the  perimeter  of  the 
entire  frame.  An  average  screen 
for  a  24"  x  24"  gla.ss  size  window 
is  27"  X  28",  or  55  united  inches. 
A  two  or  three  cent  united  inch 
profit,  $1.10  to  $1.65  profit  a 
screen,  is  a  whole.some  mark-up  — 
especially  where  a  volume  busine.ss 
is  maintained. 

Second  Consideration 

!  A  second  major  consideration 
for  the  apartment  owner  or  janitor 
will  be  maintenance.  Except  for 
occasional  rewiring,  aluminum 
.screens  simply  don’t  need  any 
maintenance.  At  its  present  state 
of  perfection,  aluminum  wire  will 
wear  as  long  as  bronze  wire  and 
without  the  objectionable  feature 
of  “bleeding’’  and  .staining  the 
:  sills  and  brickwork. 

Another  important  feature  is 
the  question  of  .storage.  In  the 
space  required  for  one  wood  screen 
three  or  four  aluminum  .screens 
can  be  .stored.  The  work  of  lugging 
the  .screens  up  and  downstairs  is 
considerably  le.ssened  since  one 
wood  screen  weighs  as  much  as 
four  or  five  aluminum  screens. 

What  does  it  all  add  up  tc? 
Aluminum  .screens  are  becoming 
more  and  more  popular.  The 


STAINLESS 

STEEL 

letter  drop  plates 


Your  troubles  are  over  when  you 
use  Stainless  Steel  Plates.  No  more 
metal  reaction.  Makes  door  sales 
easier.  Over  all  size  3"xl0%".  Open¬ 
ing  l%"x8''.  Nickel  stainless  steel 
sets  come  individually  wrapped,  6 
to  the  carton,  include  front  plate 
w/gravity  flap,  inside  plate,  stain¬ 
less  steel  screws. 

Somple  $3.00 
Per  Dozen  $29.50 

ORDER  TODAY 


Geo.  Sylvan  Elec.  (orp. 

7558  So.  Chicago  Ave.,  Chicago,  III. 
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potential  replacement  market  for 
aluminum  screens  is  enormous. 
The  profits  for  a  small  business 
supplying  this  market  compare 
very  favorably  with  those  of  other 
businesses  runninK  in  the  black 
today.  Finally,  the  .selling  points 
of  aluminum  screens  over  wood 
are  practically  irresi.stible.  AND 
the  local  dealer  who  takes  advant¬ 
age  of  the  "do  it  your.self"  trend 
can  even  meet  the  price  of  the 
product  from  a  workshop  ba.se- 
ment. 

Sales  Interview 

(ContiuKed  from  Page  56) 

at  creating  and  holding  interest 
than  others.  Undoubtedly  you 
have  known  men  who  could  tell 
any  story  in  such  a  way  that  li.s- 
teners  would  be  “hanging  on" 
every  word.  The  same  story  told 
by  others,  who  were  not  good 
.story  tellers,  would  “fall  flat.”  If 
you  are  a  good  story  teller  you 
will  probably  have  little  difficulty 
in  holding  your  prospect’s  inter- 
e.st.  On  the  other  hand,  if  you 
are  a  poor  story  teller,  you  can 
.still  win  and  hold  the  attention 
of  your  prospects.  There  are  sev¬ 
eral  tried  and  proven  methods 
used  by  succe.ssful  .salesmen  to 
maintain  prospect  intere.st. 

Rest  Method 

The  best  method  of  holding  a 
prospect’s  interest  is  to  talk  in 
terms  of  his  intere.st.  Everyone 
is  interested  in  him.self,  and  as 
long  as  you  talk  about  him,  you 
can  be  sure  of  his  interest.  But 
don’t  forget  one  important  thing; 
you  want  to  do  more  than  just 
hold  his  interest.  You  want  to 
hold  his  interest  in  what  you  are 
trying  to  .sell  him. 

Your  pro.spect  might  be  inter¬ 
ested  in  fishing  and  be  willing  to 
di.scu.ss  this  sport  for  hours  with 
you.  This  would  be  fine  if  you 
were  .selling  fishing  tackle,  but  if 
you  were  selling  louvered  windows 
such  a  di.scussion  would  be  of  little 


ve  |9r’eo/o&f s  protGcti€>n  for  o%/ory  homo 


Security  Storm-Loks  ore  accurately  and  carefully  constructed 
as  the  finest  watch  —  yet  rugged  as  a  tank.  Every,  part  operates  with  precision 
everytime.  Providing  the  maximum  in  protection  and  never-failing 

dependability,  Security  Storm-Loks  enhance  the  value  and  the 
beauty  of  every  door.  A  fine  door  looks  finer,  when  the  jeweled 
beauty  of  Storm-Lok  gives  it  the  finishing  touch  of  aristocracy. 

Now,  with  the  new,  low,  competitive  price  make 

STORM-LOK  standard  equipment  on  your  doorl 


^hy  STORM'LOK . 

•  Compict*  unit  —  pre  attembind  at  th«  factory  — 
roady  for  instant  installation. 

•  Exclusive  Bonderized  Finish  —  Will  not 
rust,  pit,  peel  or  crock. 

•  Pre-Alignment  of  holes  eliminates  "binding"  or  stuck-fast  locks 

•  Use  STORM-LOK  and  forget  about  escutcheons, 
mortising  or  drilling  plates. 

•  The  perfect  replacement  for  old  type 
of  pull  latches. 

•  Lifetime  Guarantee  I 

Model  rSL-900 

&  Foreign  Pot.  App.  No  315744  ^  (  Some  at  lock  illuitroted 

with  key 


Fostest  installing  lock 
on  the  market  —  only  5 
minutes  and  it‘$  in  the  dear. 


fxclutivefv  yevri  with 
StCUHITY  SrOHM-lOKS 

Security  insicie 
with  finger  touch, 
ball  bearing, 
positive  action, 
puth  pull  latch. 

Security  outside 
with  swivel-knob 
which  spins  free 
when  key  is  turned. 


Security  Storm-Loks  con  be  easily  and  quickly  installed 
on  Aluminum  combination  doors,  old  type  "Maloney  style"  doors. 
Jalousie  doors  and  Wood,  Screen  and  combination  doors. 

MAKES  fVCRr  DOOR  A  PREMIUM  DOOR  WITN  SECURITV  STORM-IOK. 


Write,  Wire  or  Phone 

SECURITY  STORM  LOCK  &  HARDWARE  CORP. 

8S8  East  39th  Street,  Brooklyn  10.  New  York  CLoverdole  3-63S0 


value  to  you.  This  might  .seem  .so 
obvious  that  you  think  it  silly  to 
mention  it,  but  it  is  surprising 
how  many  salesmen  make  conver¬ 
sation  instead  of  sales  “presenta¬ 
tions.” 

Not  long  ago  I  called  on  a  pro.s¬ 
pect  with  a  salesman.  When  we 
arrived  at  the  prospect’s  house  we 
found  him  in  the  yard  looking  over 
a  boat  he  had  ju.st  bought.  I  timed 
the  .salesman,  and  he  spent  forty 
minutes  talking  to  the  prospect 


about  boats.  He  really  got  his 
prospect  enthused  about  boats,  but 
was  unable  to  interest  him  at  all 
in  using  our  product.  The  pros¬ 
pect  continuously  returned  to  the 
subject  of  boats. 

Let’s  face  it;  we  call  on  a  pro.s¬ 
pect  for  one  thing.  To  sell  him. 
We  know  it.  He  knov/s  it,  .so  let’s 
not  beat,  around  the  bush.  Let’s 
.sell  him.  By  this  I  don’t  mean 
we  should  in  any  way,  by  words 
(Cotitivued  on  Page  226) 
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STORM  DOOR  CHAINS 
No.  121  I  No.  122 


With  one 
compression 
spring  and 
S  Hook 


With  two 
springs 


stainless  steel 

SCREEN  DOOR  HINGES 

WITH  LOOSE  PIN 

No.  125Vs 

Available  in  lull  surface 
or  in  any  ottset  and  in  any 
width,  according  to  spec 
ifications. 

Bulk  packed  or  individual 
ly  envelope  packed  with 
or  without  stainless  steel 
screws. 


BULLET  CATCHES 

No.  60 

Sizes:  14.  s  le.  3  s,  inches 

or  any  other  sizes  upon  request. 
Packed  one  or  five  gross  to  a  box 
with  or  without  strikes. 

Available  in  aluminum,  brass  or 
steel. 


SMALL  ALUMINUM  HINGES 

WITH  ROUNDED  CORNERS 

Most  attractively  designed  for  swing¬ 
ing  casement  windows. 

No.  117  —with  aluminum  pin 

No.  11772-  with  stainless 
steel  pin 

Size:  l'^"  long  x  11  I6" overall 
width 


LIBERTY  ^ 

HARDWARE  MFC.  CORP. 


MfRS  Of  BUILDtKS  A  CABINET  HARDWARE 
AND  HARDWARE  SPECIALTIES  fOR  THE  ALU¬ 
MINUM  DOOR  AND  WINDOW  INDUSTRY 


44-39  PURVIS  STREET 
LONG  ISLAND  CITY,  N.  Y. 
Tel.  STillwell  4-5940 


ASK  YOUK  JOMEI  FOI  PRILLS  AND  SAMPLES  OR  CONTACT  US  DIRECT 


A  New  Product 

AL-NEW 

Combination  Aluminum 
Storm  Door 

Manufactured  by  Kenbern  Aluminum  Products. 

Priced  to  distributors  at  $28.00  per  complete  door 
unit,  ready  for  installation. 

This  new  door  gives  our  distributors  on  additional  low  priced 
fast  selling  item,  especially  designed  to  meet  price  competition, 
without  sacrificing  the  usual  quality  and  good  engineering  ex¬ 
pected  in  any  product  manufactured  by: — 

WEYL  &  GAHAGAN,  Mfgrs. 

6640  Hamilton  Avenue,  Pittsburgh  6,  Pa. 

EMerson  1-7007 


Sales  Interview 

(Continued  from  Page  225) 

or  action,  ^ive  the  prospect  the 
impression  that  our  only  interest 
in  him  is  to  sell  him.  But  we  can 
make  our  sales  talk  stronger,  more 
interesting  and  more  effective  by 
not  letting  our  conversation  wan¬ 
der  to  unrelated  subjects. 

Control  Interview 

Seldom  can  a  salesman  close  a 
sale  unless  he  is  able  to  control 
the  interview.  A  good  salesman 
controls  an  interview  without 
seeming  to  do  so.  Suppose  you 
were  trying  to  sell  your  prospect 
outside  blinds,  and  you  had 
brought  out  the  fact  that  they 
acted  as  a  prowler  guard.  At  this 
point  you  might  ask  if  his  wife 
was  afraid  of  prowlers.  He  could 
very  easily  go  into  a  “long  winded” 
description  of  the  scarey  nature 
of  his  wife  that  might  end  up 
thirty  minutes  later  with  a  story 
of  how  his  great  grandmother 
once  saw  a  ghost.  If  you  allow 
this  kind  of  meandering,  your  pre¬ 
sentation  will  lo.se  continuity,  and 
you  will  have  time  working  against 
you.  Don’t  drag  an  interview  over 
any  longer  period  of  time  than 
possible.  The  old  rule  of  get  in, 
get  through,  get  out,  is  a  good 
one. 


Prospect’s  Wife 

In  the  foregoing  example  after 
asking  if  the  prospect’s  wife  was 
afraid  of  prowler.s,  and  he  an¬ 
swered  that  she  was,  you  could 
respond  with  “When  your  house 
is  equipped  with  the.se  outside 
blind.s,  .she  will  have  nothing  to 
fear,”  before  he  has  a  chance  to 
get  into  his  story.  Then  ask  him 
another  question,  and  he  will  like¬ 
ly  forget  the  .story  and  will  not 
become  offended  becau.se  you  more 
or  le.ss  interrupted  him. 

Keep  your  prospect  in  the  pic¬ 
ture  at  all  times.  When  you  are 
de.scribing  your  product,  tell  him 
how  he  will  benefit  from  the  prod- 
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Here’s  a  combination  window 
that  has  everything,  including  an 
ability  to  sell  fast  and  steady. 
First  of  all,  it’s  made  of  TOXIC 
TREATED  redwood  which  insu¬ 
lates  better  than  any  metal,  and 
it  brings  you  these  other  impor¬ 
tant  features: 

•  Factory-assembled,  complete  with 
cadmium-plated  hardware. 

•  Single-track  window,  includes  frames 
and  inserts. 

•  Self-storing  available  on  request 

•  Easy,  low-cost  installation. 

•  Schumacher's  traditional  quality 
construction  throughout 

•  Sales  sparked  by  Schumacher’s  alert 
merchandising  program. 

THE  F.  E.  SCHUMACHER  CO. 

HARTVILLE,  OHIO 


Schumacher’s 

COMBINATION  WINDOW 

You  can  count  on  fast  deliv¬ 
ery  from  Schumacher,  plus 
Schumacher’s  high  quality 
combination  doors  to  complete 
your  selling  program.  Write 
Schumacher  today  for  com¬ 
plete  information  on  the 
EVER-REDDY  .  .  .  you’ll  be 
taking  a  profitable  step  in  the 
right  direction  ! 


uct’s  features.  If  you  should  say, 
“This  unit  has  stainless  steel 
weatherstripping,’’  add  to  this 
statement,  “This  means  that  you 
and  your  family  will  be  snug  and 
warm  in  here  this  winter.’’ 

Get  your  prospect  in  your 
stories.  Don’t  say,  “I  knew  a  man 
that  blah-blah-blah,’’  say  instead, 
“I  knew  a  man  that  had  the  same 
problem  you  have.  .  .  .  ’’ 

Another  good  method  of  keep¬ 
ing  your  prospect’s  attention  is  to 
ask  him  questions.  He  has  to  be 
attentive  to  be  able  to  answer 
them.  Also  most  prospects  like  to 
answer  questions.  It  gives  them 
a  chance  to  talk.  Be  careful  that 
you  ask  only  questions  that  you 
can  be  sure  you  get  the  answers 
you  want.  Don’t  ask,  “Isn’t  this 
the  best  product  of  its  kind  you 
have  ever  seen?’’  Instead  you  can 
say,  “Did  I  make  clear  that  ad¬ 
vantage?’’  Or,  “Do  you  see  the 
advantage  of  this?’’  Etc. 

Use  Gestures 

Gestures  add  interest  to  your 
presentation.  When  you  .say  your 
product  is  sturdy,  hit  your  .sam¬ 
ple.  When  you  tell  your  prospect 
your  unit  is  three-feet  wide,  show’ 
him  with  your  hands  or  with  a 
rule  exactly  how’  wide  the.se  three- 
feet  are. 

Not  only  will  gestures  add  to 
the  intere.st  of  your  .story,  but 
they  will  al.so  add  to  its  effective- 
ne.ss.  Gestures  will  help  you  dra¬ 
matize  your  product  and  your 
proposition.  Don’t  ju.st  try  to 
paint  a  word  picture  of  your 
proposition.  U.se  ge.stures  and 
demonstrations  to  help  him  visu¬ 
alize  what  you  are  .saying.  Do 
everything  in  your  power  to  make 
him  visualize  him.self  in  the  pic¬ 
ture  you  are  painting. 

Your  voice  itself  could  lend  in¬ 
tere.st  to  your  interview’.  Talk 
loud  and  low’.  Let  your  w’ords 
emphasize  what  you  are  .saying. 
Let  your  voice  show  excitement 
and  enthusiasm.  Don’t  lounge  com¬ 
fortably  and  talk  in  a  monotone 
to  your  prospects.  Assume  a  pos¬ 


ture  that  is  a  little  on  the  ten.se 
side.  Don’t  appear  nervous,  but 
as  you  demon.strate  and  ge.sture 
move  around  a  little.  Put  enthu¬ 
siasm  in  your  w’ords  and  your 
action.  There  is  nothing  that  is 
as  catching  as  enthusiasm.  You 
can’t  expect  your  prospect  to  be¬ 
come  enthusiastic  about  your  of¬ 
fering  if  you  are  not  enthusiastic 
about  it. 

Samples,  models,  pictures,  etc., 
can  also  be  used  to  good  advan¬ 


tage  in  maintaining  a  prospect’s 
interest.  Here  again  you  must 
control  the  situation.  I  have  seen 
.some  prospects  become  so  en¬ 
grossed  over  the  mechanism  of  a 
sample,  instead  of  following  the 
salesman  as  he  progressed  with 
his  interview,  they  continued  to 
play  with  the  sample.  After  a 
.sample  or  picture  has  .served  its 
purpose  set  it  to  one  side  so  there 
is  no  danger  of  distracting  your 
(Continued  on  Page  232) 
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METAL  SCREENS  W 

ntu! 

STORM  WINDOWS 

ALUMINUM  AND  STEEL  FRAMES 

for: 


CASEMENTS 


DOUBLE-HUNG 


PROJECTED  CP.  AP 


BASEMENT 


HOR.  SLIDING 


AWNING  WINDOWS 


JALOUSIES 


direct  from 
monnfacliirer 


~  MANUfACfUUK. 
DISTRIIUTOK  MALIK 
WHITE  Foil  FUHTMEH 
INFOtMATION  TODAY! 


UNIVERSAL  FABRICATORS 


1829  BOONE  AVENUE  NEW  YORK  60  N  Y 


Use  Of  Alnminnm  In  Builder's  Hardware 
Seen  Permanently  On  The  Bise 


rilHK  use  of  aluminum  in  buikl- 
ers  hardware  has  increased  so 
rapidly  since  World  VV'ar  II  that 
the  metal  may  take  over  the  num¬ 
ber  one  spot  in  the  field  within  the 
next  few  years. 

That’s  the  considered  opinion  of 
many  executives  in  the  hardware 
industry,  a  number  of  them  officers 
of  lonjf  established  companies  who 
have  switched  their  production 
lines  over  to  aluminum  in  the  past 
ten  years.  For  many  of  the  firms, 
it  was  the  first  such  sharp  change¬ 
over  in  50  or  more  years  of  their 
existence. 

Second  to  Brass 

From  a  relatively  insignificant 
factor  in  the  industry  before 
VV’orld  War  II,  aluminum  is  now- 
rated  second  only  to  brass  in  resi¬ 
dential  applications  and  second  to 
bronze  in  commercial  use.  Indus¬ 
try  sources  report  that  the  gap 
between  aluminum  and  the  leaders 
in  both  fields  is  narrow-ing  rapidly. 

Consumer  acceptance  of  the 
metal  in  items  made  by  producers 
in  the  field,  such  as  lock  sets, 
escutcheons,  screen  and  storm  door 
latch  sets,  window  locks,  casement 
w'indow'  roto  operators,  sash  lifts 
and  cabinet  handles  has  now- 
grown  to  the  point  where  most  in¬ 
dustry  sources  say  that  it  is  only 
a  matter  of  time  before  the  metal 
becomes  the  leader  in  both  residen¬ 
tial  and  commercial  applications. 

Other  aluminum  builders’  hard¬ 
ware  items  in  growing  use  include 
push  and  pull  bars,  door  closers, 
door  stops,  push  and  kick  plates, 
butt  hinges,  numerals,  letters, 
towel  dispensers,  mail  boxes  and 
slots,  shelf  brackets,  clothing 
hooks,  handrail  brackets  and  thres¬ 
holds.  Some  firms  have  switched 
over  their  w  hole  lines,  .several  hun¬ 
dred  different  items  in  many  cases, 
to  aluminum. 


While  the  builder’s  hardware  in¬ 
dustry  it.self  is  not  a  particularly 
large  user  of  aluminum  tonnage- 
wise,  what  is  happening  there  is 
a  sample  of  the  developments  in 
metal  use  since  World  War  II 
w'hich  have  .seen  aluminum  become 
the  mo.st  widely  u.sed  non-ferrous 
metal. 

Although  different  builders’ 
hardw-are  manufacturers  have 
changed  over  to  aluminum  in  vary¬ 
ing  degree,  the  case  of  one  medium 
sized  New-  England  firm  is  fairly 
typical. 

Prior  to  World  VV’ar  II,  the  com¬ 
pany  specialized  in  .sand  cast  prod¬ 
ucts,  with  a  few-  w-rought  iron 
numbers.  Then,  as  now%  the  firm 
turned  out  a  cheaper  as  well  as  a 
more  expensive  line,  w-ith  the  pre¬ 
war  high  grade  line  made  of  cop¬ 
per  alloys  and  the  cheaper  line  of 
ca.st  iron. 

During  the  war,  the  firm  became 
intere.sted  in  permanent  molding 
of  aluminum  through  some  defense 
work  it  was  doing,  and  with  the 
return  to  peacetime  market  condi¬ 
tions  in  1946,  the  company  began 
to  experiment  with  a  full  scale 
program  for  converting  to  perm¬ 
anent  molding  of  aluminum. 

Basic  Properties 

One  of  the  basic  properties  of 
aluminum  that  fits  it  into  the 
builders’  hardware  field  is  its  light 
weight  —  it  weighs  approximately 
one-tenth  of  a  pound  per  cubic 
inch,  roughly  one-third  the  weight 
of  copper  or  steel.  Accordingly, 
“more  finished  units  can  normally 
be  produced  from  a  pound  of  alu¬ 
minum  than  from  other  hardware 
metals,’’  as  one  aluminum  producer 
puts  it. 

The  first  big  que.stion  to  be  an¬ 
swered  was  whether  the  additional 
outlay  of  cash  for  permanent  mold 
equipment,  far  greater  than  for 
the  already  on  hand  sand  ca.sting 
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pattern  machinery,  would  be  offset 
by  the  eventual  lower  cost  because 
of  large  mold  production  of  identi¬ 
cal  castings. 

Cost  Factors 

Metal  costs  factors  were  also  in¬ 
volved,  since  the  company  calcu¬ 
lated  that  it  would  be  cheaper  to 
use  aluminum  than  zinc,  despite 
its  higher  cost  per  pound,  as  long 
as  a  pound  of  aluminum  sold  for 
less  than  two  or  two  and  a  half 
times  zinc’s  price.  Since  zinc  was 
selling  at  between  814^  and  10<‘  a 
pound  in  1946,  while  aluminum 
was  15^,  the  company  decided  af¬ 
firmatively  on  both  questions. 

The  company’s  adoption  of  this 
price  ratio  between  aluminum  and 
zinc,  incidentally,  is  based  entirely 
on  their  own  experience  and  calcu¬ 
lations,  and  differs  from  that  of 
other  fabricators.  Die  casters,  for 
example,  claim  that  because  of  its 
greater  ease  of  fabrication  and 
other  matters  of  foundry  practice, 
zinc  is  competitive  at  15^  with  alu¬ 
minum  at  today’s  level  of  a 

pound. 

Another  Problem 

Because  of  the  traditional 
American  regard  for  brass  as  rep¬ 
resenting  quality,  particularly  in 
colonial  residences,  the  company 
had  another  problem  on  its  hands 
at  this  point.  They  had  to  learn 
and  in  a  hurry  how  to  electroplate 
aluminum  in  the  cheaper  line  to 
look  like  brass. 

While  a  number  of  technical  ob¬ 
stacles  were  met,  the  firm’s  presi¬ 
dent  reported  “We  learned.’’  The 
lower  priced  line  is  still  sold  in 
that  form,  finished  by  machine 
with  an  electroplate  brass  finish. 

company’s  more  expensive,  hand  picture  entirely.  There  will  always 
Commercial  Builders  finished,  anodized  aluminum  line  be  a  substantial  portion  of  the 

with  a  dull  satin  finish  now  sells  market  that  aluminum  will  never 

Commercial  builders  took  to  alu-  competitively  with  brass  and  capture  from  these  other  mater- 
minum  hardware  much  faster  than  bronze  items  with  polished  brass  ials.  However,  aluminum’s  share 
residential  users,  and  in  a  short  finishes.  of  that  market  seems  likely  to 

time  the  metal  was  moving  into  Industry  sources  agree  that  alu-  grow  in  the  next  few  years  until 
office  buildings,  schools  and  a  large  minum  will  probably  never  push  it  takes  over  the  number  one  spot, 
number  of  public  buildings.  The  copper  alloys  and  zinc  out  of  the  *  *  * 
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PORCH  CHaOSURiS 


are 


PROmASLi! 


A  big-volume  sole,  a  year- 
round  selling  season,  a  fast, 
simple  installation  fob.  That's 
the  kind  of  line  your  salesmen 
like  to  push,  you're  sure  to 
cash  in  on.  That's  VICTORY 
Porch  Enclosures.  They're 
shipped  complete  with  all 
hardware,  one  man  can  install 
in  a  day  and  a  half.  Screens 
are  inserted  —  storm  sash 
panels  can  also  be  installed 
in  the  same  unit. 


- TOP  OUAIITY  (ONBINATION  DOORS - 

FULL  1"  63STS  ALCOA  EXTRUSIONS.  Stanley  stainless  steel  hinges.  Dexter  lock  it 
desired.  Corbin  door  check.  Can  be  one-lite  or  two-lite.  It  all  adds  up  to  the 
Finest  door  on  the  market,  and  at  a  price  you  can  talk  about.  You've  got  to  see 
this  door  to  believe  it,  but  once  you  see  It  you'll  sell  It!  Custom  doors  also 
availoble. 

Immediate  Delivery  —  Top  Notch  Service 


WRITE.  WIRE.  OR  PHONE  FOR  FULL  INFORMATION! 


ICTORY  STORM  SASH  &  SCREEN  CO.,  INC. 

24>12#>  South  Terrace  Avenue,  .Mount  Vernon,  N.  T»  #  MOunt  Vernon  7«'4666 


CASEMEMT  STORM  WmOW 


TENSION  ALUMINUM 

WEATHERSTRIPPING 

Eliminate  price  competition  by  adding 
HYCRADE  Aluminum  Weatherstripping  to 
your  outside  casement  windows. 

•  All-Weather  Protection! 

•  Trouble-Free  Installation! 

•  Lasts  a  Window-Lifetime 

•  Competitively  Priced! 

Inquiries  invited  from  Storm  Window  Man¬ 
ufacturers  and  K.  D.  Operators.  Territory 
Franchises  open  to  qualified  Distributors 
and  Dealers. 

Investigate!  Write,  Phone  or  Wire! 


HYGBADE  METAL  MOULDING  MFG.  CO. 

778  GLENMORE  AVE.,  BKLYN.  8,  N.  Y. 

Phone:  APplegate  7-1495 


Motion  Picture  Shows 
Aluminum  Skyscraper 

America’s  first  aluminum  .sky- 
.scraper  —  the  spectacular  30-.story 
Alcoa  Building  in  Pittsburgh  —  is 
the  subject  of  a  28  minute  motion 
picture  recently  completed  by 
Aluminum  Company  of  America. 
Title  of  the  color  film  is  “Alumi¬ 
num  on  the  Skyline.” 

A  documentary  picture  showing 
design  and  construction  of  Alcoa’s 
headquarters  office  building,  the 
16  mm.  sound  movie  was  filmed 
over  a  three-year  period. 

Following  a  prologue  that  de- 
.scribes  events  leading  up  to  the 
erection  of  Alcoa’s  aluminum- 
sheathed  building,  the  motion  pic¬ 
ture  points  up  .salient  construction 
features,  dating  from  early  excava¬ 
tion  work  to  completion  of  the 
building’s  special  lightweight  steel 
frame,  410  feet  above  .street  level. 

Design 

It  describes  the  design  and  fab¬ 
rication  of  the  building’s  6'  x  12' 
aluminum  curtain  wall  panels,  its 
vertically  pivoted  reversible  alumi¬ 
num  windows,  the  building’s  unique 
radiant-heating  aluminum  ceiling, 
its  aluminum  plumbing,  aluminum 
wiring  and  the  many  thou.sands  of 
pounds  of  aluminum  hardware  and 
ornamental  trim  u.sed  from  ba.se- 
ment  to  penthouse. 

In  the  final  ten  minutes,  the  film 
takes  the  viewer  on  a  tour  of  the 
completed  building,  including  the 
penthou.se  boardroom  and  its  adja¬ 
cent  management  lounge,  executive 
offices,  corridors,  reception  foyers, 
elevators,  71 -seat  theater,  a  one- 
piece  welded  aluminum  stairca.se 
between  the  29th  and  30th  floors, 
the  building’s  well-equipped  medi¬ 
cal  department,  its  dramatic  main 
lobby  and  engineering  facilities  in 
its  two  ba.sements. 

Primarily  designed  for  architec¬ 
tural  and  building  groups,  the  film 
is  also  of  general  interest  to  busi¬ 
ness,  civic  and  educational  groups. 
Prints  may  be  obtained  by  writing 
Alcoa’s  Motion  Picture  Depart¬ 
ment,  722  Alcoa  Building.  Pitt.s- 
burgh  19,  Penn.sylvania. 
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Expansion  Forecast  For 
Reinforced  Plastics  Used 
In  Making  Awnings 

Molders  of  reinforced  plastics 
this  year  will  consume  some  35 
million  pounds  of  polyester  resins, 
their  No.  1  raw  materials,  as  com¬ 
pared  with  26  million  pounds  in 
1953,  the  industry’s  previous  peak 
year. 

1954  Estimate 

The  1954  consumption  estimate, 
made  public  during  the  ninth  an¬ 
nual  technical  and  management 
conference  of  the  reinforced  plas¬ 
tics  division  of  the  Society  for  the 
Plastics  Industry  (SPI),  is  based 
on  pre.sent  output  .schedules  of 
molders  of  a  long  li.st  of  products 
ranging  from  tiny  electrical  com¬ 
ponents  about  the  size  of  a  quarter 
to  single-piece  tanks  of  more  than 
4,000  gallons  capacity. 

SPI  figures,  the  industry’s  tech¬ 
nical  experts  point  out,  taken  on  a 
count  of  a  con.stantly  growing  line 
of  new  industrial  applications 
which  pla.stics  are  replacing  or  are 
being  teamed  up  with  steel,  alumi¬ 
num  and  other  metals.  Meanwhile 
laboratory  work  on  new  applica¬ 
tions  and  the  establishment  of 
standards  for  pre.sent  products  will 
be  stepped  up  by  the  larger  com¬ 
panies  in  the  field.  New  resins 
which  will  maintain  their  mech¬ 
anical  .strength  under  continuous 
exposure  to  heated  liquids  are 
counted  upon  to  open  up  new  mar¬ 
kets  in  the  tank  and  transportation 
fields. 


PROVE  FOR  YOURSELF  THAT  A  QUAUTY 
CALKING  COMPOUND  CAN  BE  ECONOMICAL.  TOO 

We  say:  "Despite  its  low  price,  Pecora  Weathercalk  will  meet  the  most 
exacting  requirements  for  the  roofing,  siding  and  insulation  industry." 

Let  Pecora  prove  this  by  performance  —  not  promises.  Send  for  your 
FREE  TRIAL  GALLON.  Make  your  own  tests.  You've  nothing  to  lose, 
and  much  to  gain. 

How  about  mailing  that  coupon  NOW? 


PECORA  PAINT  COMPANY,  inc. 


3510  N.  4th  St.,  Philadelphia  40,  Pa. 

SINCE  *62 — PIONEERS  in  Calking  Compounds,  Tile  Mastics, 
Roof  Coatings,  Putties,  Glazing  Compounds,  Roof  Paints  and 
Masonry  Sealers. 


Year’.s  Research 

Much  of  this  year’s  re.search  will 
concentrate  on  the  .search  for  new 
reinforcing  materials,  chiefly  syn¬ 
thetic  fibers.  This  type  of  labora¬ 
tory  work  is  expected  to  result  in 
production  of  specialized  materials 
for  applications  which  are  not 
practical  at  present. 

One  of  SPI’s  major  projects  for 
1954  is  a  program  to  set  up  .stand¬ 
ards  for  reinforced  pla.stics  prod¬ 
ucts  used  in  indu.stries  where  cor¬ 
rosion  is  a  problem. 


Booth  No.  12-M,  NERSICA  Show 


MADE  IN  AND  FOR  THE 
RUGGED  NEW  ENGLAND 
MARK  E  T...SO  YOU 
KNOW  IT'S  BEST 
ANYWHERE' 


'IT  FLOATS!' 


.M.LIED’S  exclusive*  feature  pro- 
vides  a  “floating”  silt  that  adjusts 
to  variations  in  level  autor.iatically 
and  with  unparalleled  security.  S.XSHES 
float  on  40"  of  tough,  weatherproof  spring¬ 
ing  in  “step-back”  frame  for  free  position- 
ability  and  weatber-tight,  rattle-free  opera¬ 
tion. 

(‘Protected  under  I'.S.  Pat.  No.  253,1070) 


FREE  DELIVERY  100  MILE  RADIUS  OF 
NEW  LONDON  .  .  .  NOMINAL  COST 
BEYOND  WITH  1st  100  MILES  FREE! 

FuH  Range  of  dependable 
ALL  ALUMLyUXi  CO\1BI\ATION 

STORM  &  SCREEN  WINDOWS 

SENTINEL  —  economy  extruded  two-slide 
The  BERKELEY  —  rolled-frame  two-slide 
AMI  De  Luxe  TRIPLE  SLIDE; 

W  No  tracks!  No  channels! 

\  NERSICA  SHOW  —  BOOTH  12  MEZZ. 


Write  for  unique  "KDi('  Plan 

^ALLIED  METALS,  INC. 

14  Hamilton  Street  ' 
New  London,  Conn 
Tel.:  3-1819 
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Insnlaling  Siding  Gives  3rd 
'Face'  to  Nd.  Fire  House 

This  Perryville,  Md.,  fire  sta¬ 
tion  started  its  life  over  50  years 
ago  with  a  tile  face.  It  was  later 
covered  with  stucco.  Now  insula¬ 
ting  siding  is  being  installed  over 
the  stucco. 

This  photograph  shows  how  fur¬ 
ring  strips  are  used  when  insulat¬ 
ing  siding  is  installed  over  any 
hard  surface  material  like  brick, 
stone  or  stucco. 


are  used,  none  of  the  insulating 
value  of  the  siding  is  lost. 

Furring  strips  have  many  im¬ 
portant  applications  inside  the 
house.  When  used  underneath  the 
finishing  surface  in  basement  walls, 
they  provide  an  avenue  of  escape 
for  inside  moisture  and  keep  out¬ 
side  moisture,  seeping  through  the 
walls,  from  ruining  the  material 
used  to  finish  the  inside  wall. 

Sometimes  when  finishing  attic 
rooms,  furring  strips  are  necessary 
because  knee  walls  and  rafters  do 
not  provide  an  even  nailing  sur- 
To  provide  a  nailing  surface  for  face.  They  also  provide  another 
the  siding,  ordinary  wood  lath  or  air  space  between  insulation  and 
one  by  two-inch  wood  strips  are  the  new  wall  board,  adding  to  the 
nailed  to  the  hard  surface  with  cut  effectiveness  of  the  insulation, 
nails.  Here  the  strips  have  been 
applied  horizontally.  Under  some  ^ 

conditions,  it  may  be  advisable  to  Solcs  Infrcryiew 

apply  them  vertically. 

{Continued  from  Page  227) 

Furring  strips  also  are  recom¬ 
mended  when  insulating  siding  is  Prospect’s  attention.  The  main 
installed  over  a  home  or  farm  Purpose  of  sales  tools  and  sales 
building,  with  wood  exterior,  when  Props  is  to  enable  the  salesman 
there  is  a  high  humidity  inside  the  demonstrate  his  product  and 

building.  Use  of  the  furring  strips  proposition,  but  they  can  also 

leaves  a  small  gap  between  the  great  help  to  the  salesman 

siding  and  the  v/all  along  which  keeping  the  prospect  s  interest 
mrkiafiifo  /»£in  gnH  oa/'gno  of  the  desired  direction. 


BXlltVDEO  PLASTIC  PRODUCTS 
PrvcUioB  Extruders  o<  Rods,  Tubes.  Strips. 
Special  Shapes  ior  builders  hardware,  chem¬ 
ical  industries,  electronics,  furniture,  toys, 
isfstrtrr  /or  miivtrmt  rttommtniatiom. 

YATES  Company 
**ia  Cemetery  Road  Erie,  Pa. 
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It  is  very  difficult  to  sell  an  in¬ 
stallation  of  awnings  for  a  pros¬ 
pect’s  home,  if  you  are  making 
your  “pitch”  to  him  across  the 
counter  of  his  store.  Neither  is 
the  prospect’s  front  yard  an  ideal 
place  for  your  interview,  but  your 
chances  of  success  are  much  better 
if  you  can  interview  the  person 
or  persons  who  you  must  interest 
in  a  place  where  there  is  a  min¬ 
imum  amount  of  distracting  in¬ 
fluences. 

Radio  and  TV 

Don’t  try  to  compete  with  a 
radio  or  television.  You  really 
have  to  be  good  if  you  can  out 
perform  Groucho  Marx  or  Arthur 
Godfrey.  If  your  prospects  are 
enjoying  a  TV  or  radio  program 
when  you  call,  ask  them  if  you 
might  come  back  when  the  pro¬ 
gram  is  over,  or  watch  it  with 
them. 

Children  present  a  more  serious 
problem.  Not  only  is  it  impossible 
for  them  to  be  turned  off  like  a 
radio,  but  most  parents  would  re¬ 
sent  such  a  suggestion.  Many 
home  improvement  .salesmen  that 
call  on  hamy  homes  where  chil¬ 
dren  live  carry  inexpensive  novel¬ 
ties  to  give  children  that  will  keep 
them  occupied.  I  have  found  that 
a  pencil  and  a  pad  sometime  keeps 
smaller  children  away  from  the 
mysteries  of  the  .salesman’s  brief 
case. 

All  of  the  foregoing  “boiled 
down”  amounts  to  this;  to  hold 
the  interest  of  your  prospect  dur¬ 
ing  an  interview’  you  must: 

1.  Talk  in  terms  of  the  pros¬ 
pect’s  interest. 

2.  Keep  the  interview  from 
dragging. 

3.  Ask  your  prospect  ques¬ 
tions. 

4.  Gesture  as  you  talk. 

5.  Be  enthu.siastic. 

6.  Use  your  sales  tools  and 
props. 

7.  Pick  the  right  .settings  for 
your  interview. 

(Covtmued  on  Page  234) 


NEwl 

DESIGNS 


Grace  is  the  keynote  of  the 
ten  new  exciting  designs  that 
have  been  added  to  the 
Jason  Door  Grille  Line— and 
every  grille  has  been  de¬ 
signed  for  beauty  and 
strength.  Never  before  has 
there  been  so  pleasing  a 
combination  of  eye-appeal 
and  sale-appeal. 


The  new  Jason  door  grille 
plant,  planned  for  maximum 
efficiency,  allows  for  drastic 
reductions  in  the  Jason  price 
structure.  It's  reaHy  hard  to 
believe  that  such  beauty  and 
amazing  workmanship  can  be 
sold  at  these  new  low  prices. 
A  request  for  Jason's  new 
1 954  catalogue  will  show  you 
what  skill  and  production 
know-how  can  do. 


/DOOR  GRILLES 

MAIL  THIS  COUPON 
TODAY  FOR  THE 
NEW  1954  CATALOGUE 

m  Jason  Aluminum  Specialties  Co 
■  227  E.  Indianola  Ave., 
jj  Youngstown,  Ohio 

I  □  Dealer  □  Distributor  □  Mfg.  Rep.  j 

■  Address. . . . . . . . j 

r':;. 


□  Dealer  □  Distributor  □  Mfg.  Rep. 


Address. . . . . . . 

City . . . .  Stare _ 


m  CAUUdHG  mVBlES? 

PRICE  TOO  HIGH?  QUAUTY  TOO  LOW? 

YOUR  TROUBLES  END  AT  BOOTH  #58.  NERSICA 


HiGRO 


IVSR  DEPeNDABLe  CAULKING  i 
WATERPROOFING  COMPOUNDS 


HIBNER  &  CO. 


FAIRVIEW,  N.  J. 
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WERNER  ALUMINUM  EXTRUSIONS  AND  ROLL  FORMED  SHAPES 

now  being  used 

by  many  of  the  leading  manufacturers  of  aluminum  windows, 
screens,  doors  and  metal  furniture. 


If  you  are  a  Manufacturer,  building  specialties  merchandiser  or  K.D. 
operator— be  sure  to  visit  BOOTH  88  at  the  NERSICA  show  March  22-24. 
See  how  WERNER  extrusions  and  roll  formed  shapes  are  made. 


1.  ExtruMon  plant 

2.  Kell  forming  mills 

3.  Tool  and  dio  shop 

4.  Enginooring  and 
dosign  dopartmont 

5.  Totting  laboratory 

A.  Solution  hoot  troat* 
ing  lengths  up  to  45 

7.  Casting  plant 


TREE  24  ft.  WERNER  oxtonsion  laddor  will  bo  givon  away.  Bo  sure  and  registor  your  name  at  booth  88. 

You  may  be  the  lucky  winner. 

Roofers!  Applicators! 

Don't  mist  seeing  the  1954  Werner  line  of 
lightweight  aluminum  stages,  planks,  exten¬ 
sion  ladders  etc. 


”  °  LU  ^  /7  n  FB  co.,n 

a  LJ  m  #  LJ  nrx. 

295  Fifth  Avenue,  New  York  1  6,  N.  Y. 


^ll'IIME  K 

.  D.  DEALERS 

Aluminum 

TKADE  MARK  Guaranteed  by  ^ 

t  Good  Housekeeping  J 

WANTED 

ALL-TIME  3  TRACK  3  CHANNEL  ALL-EXTRUDED 

COMBINATION  ALUMINUM  WINDOW 

A  really  trouble-free  triple  track  window.  Easie»t  pos.sible  assembly 
and  installation.  Will  outsell  any  ronipetition  on  demonstration. 

Manufacturer's 

ALL-TIME  MFG.  CO.,  INC. 

Franchise  Available 

293  PARK  STREET 

.Write  us  if  interested. 

NEW  BRITAIN,  CONN. 

BUILDING  SPECIALTIES 

&  Home  Improvement  Dealer 
COVERS  ALL  THE  IMPORTANT  SUBJECTS! 


By  subscribing  you  assure  yourself 
of  keeping  up-to-date  on  the  follow¬ 
ing:  better  selling  methods,  instaUa- 
tion  techniques,  management  details, 
how  to  sell  particular  specialties,  get¬ 
ting  and  holding  go^  '  salesmen, 
advertising,  new  products,  and  memy 
others.  Don't  miss  a  copy.  Send  the 
coupon  today!  Only  $3  a  year. 


BUILDING  SPECIALTIES 

425  Fourth  Avenue.  New  York  16,  N.  Y. 

Pleaee  enter  my  subscription  to  BUILD¬ 
ING  SPECIALTI^  at  S3.00  for  one  year. 

O  Bill  me  for  this  amount. 

□  Enclosed  is  a  check  or  money  order. 

My  Name . ! . 

Company . 

Address  . 


Sales  Interview 

{Continued  from  Page  233) 

8.  Control  interferring  influ¬ 
ences. 

If  you  will  keep  the  above  items 
in  the  back  of  your  mind  and  try 
to  govern  your  interviews  by  them 
you  will  soon  find  that  your  pros¬ 
pects  will  give  you  the  rapt  atten¬ 
tion  that  you  want.  The  attention 
that  you  must  have  before  you  can 
create  desire  in  the  mind  of  your 
prospects. 

A  few  methods  used  by  success¬ 
ful  building  specialty  salesmen  to 
create  prospect  desires  will  be  dis¬ 
cussed  in  the  next  article. 


Jalousies 

{Continued  from  Page  79) 

quickly  put  it  together  in  his  own 
shop  and  deliver  it  to  the  customer 
ready  for  installation.  There  are, 
of  course,  various  combinations  of 
any  of  these  methods  which  can  be 
arranged  to  suit  the  requirements 
of  the  individual  dealer  or  distrib¬ 
utor.  Thus,  in  the  main,  the  jalousie 
industry  has  pretty  well  worked 
out  the  details  of  production  and 
distribution. 

Dealer  Sales 

We  come  now  to  the  problem  of 
dealer  sales  to  the  home  owner. 
There  are  some  dealers  who  have 
done  a  fair  business  of  replacing 
prime  windows  in  old  houses  with 
jalousies,  especially  kitchen  and 
bathroom  windows,  but  most  deal¬ 
ers  have  promoted  glass  jalousies 
for  porch  enclosures.  For  this  pur¬ 
pose  the  jalousie  is  really  ideal.  It 
combines  complete  visibility  with 
100%  ventilation,  and  permits  the 
home  owner  to  avoid  drafts  by 
regulating  the  direction  of  incom¬ 
ing  breezes.  At  the  same  time, 
it  supplies  adequate  protection 
against  rain,  and  allows  the  home 
owner  to  sit  in  comfort  on  his 
enclosed  porch  during  a  summer 
storm  and  yet  have  adequate  ven- 
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it  looks  pretty  good 
from  where  we  sit... 

Yes,  you've  probably  heard  pes¬ 
simistic  talk  of  a  recession  or  depression 
for  the  months  ahead,  but  from  the 
nation-wide  response  to  our  product, 
1954  looks  mighty  good  indeed. 


•  PROTECnCs 
IN  ALL  WLATHE; 


Mallard 


6  TRACK 
COMBINATION 
STORM  WINDOWS 


The  window  featured 
by 

JOHN  WANAMAKER 
PHILADELPHIA 


MAllARO  MANUFACTURING  CORR. 

1205  N.  4TH  ST.,  PHILA.  22.  PA. 

PHONE :  STevenson  7-1030 
Gentlemen  : 

I  am  Interested  in  discussing  the  possibility  of  a 
Q  Dealership  Q  Distributorship  Q  K.  D.  Factory  Plan 


NAME. 


.  STATE . TEl.  No... 


tilation.  The  owner  of  a  jalousie 
enclosed  porch  experiences  the 
wonderful  feeling  of  enjoying  all 
the  comfort  of  being  out  doors 
without  having  any  of  the  discom¬ 
forts.  Aluminum  screens  clipped 
on  behind  the  jalousie  (or  in  front 
where  the  construction  permits) 
protect  the  home  owner  from  an¬ 
noying  insects  without  detracting 
from  the  other  advantages  of 
jalousies. 

Year  ’Round  Use 

In  the  past,  some  dealers  have 
felt  that  this  was  as  far  as  one 
could  go  with  jalousies.  In  other 
words,  they  felt  that  the  glass 
jalousie  was  ideal  as  a  summer 
porch  enclosure.  But  suppose  the 
home  owner  wants  to  use  his  en¬ 
closed  porch  as  a  year  round  living 
room.  There  is  no  reason  to  hesi¬ 
tate  selling  the  home  owner  the 
jalousie  enclosing  for  year  round 
use. 

Improvements 

In  the  first  place,  the  improve¬ 
ments  in  jalousie  construction  have 
greatly  increased  their  weather- 
tight  qualities.  In  the  second  place, 
jalousies  sold  for  use  in  ,the  North 
are  all  constructed  with  provision 
for  storm  sash  so  that  these  win¬ 
dows  may  be  tightly  sealed  in 
winter  time.  Of  cour.se  it  is  not 
enough  to  provide  jalousies  with 
storm  sash  if  a  room  is  intended 
for  year  round  use.  Not  only 
should  the  floor  and  ceiling  be 
insulated  but  some  means  of  heat¬ 
ing  should  also  be  provided.  Usu¬ 
ally  the  only  type  of  heater  which 
can  be  readily  installed  is  an  elec¬ 
tric  convector  or  radiant  glass  heat 
panel.  Thus  with  insulation,  storm 
sash,  and  heat  the  jalousie  enclosed 
porch  can  be  sold  as  a  year  round 
room,  often  for  less  than  it  would 
cost  the  home  owner  to  have  an 
additional  wing  built  on  to  the 
house  by  a  contractor. 

The  glass  jalousie  is  thus  ex¬ 
tremely  versatile  and  can 'profit¬ 
ably  be  offered  by  dealers  both  for 
summer  use  or  for  the  entire  year 
round.  As  a  window  type  its 


unusual  construction  is  extremely 
attractive  to  home  owners  and  this 
fact  can  be  put  to  good  use  by  the 
salesman. 

The  variety  of  glass  available 
for  the  louvers  makes  it  possible 
for  the  dealer  to  meet  every  possi¬ 
ble  need.  If  there  is  too  much 
glare  in  any  particular  location, 
tinted  glass  can  be  used.  If  an 
installation  is  expo.sed  to  exce.ssive 
sunshine  which  might  make  it 


uncomfortably  warm  inside  the 
enclosure,  the  dealer  can  offer  heat 
absorbent  glass.  If  there  is  a  need 
for  privacy  on  one  side,  let  us  say, 
or  half  way  up  from  the  floor,  this 
can  be  easily  secured  by  the  use  of 
obscure  translucent  glass.  The 
jalousie  is  therefore  sufficiently 
versatile  tb  meet  all  customer 
requirements  and  is  an  excellent 
profit  maker  for  the  building 
specialty  dealer. 
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Once  Isolated  Kitchen  Now 
Family's  Favorite  Boom 


Y car  Round 

PROTECTION 


Means  Year-Round 

PROFITS 


STRENGTH  — 

100%  extruded  63  STS  aluminum  can't  warp, 
chip,  er  crock.  Mitered  corners,  reinforced 
for  longer,  dependable  service. 


BEAUTY  — 

Tri-Slide  chonnels,  recessed  for  glamorous, 
picture-frame  beauty. 


CONVENIENCE  — 

Controlled  ventilation  summer  ond  winter. 
Window  or  screen  inserts  remove  easily  for 
cleaning  from  inside  the  house  by  pivot  action. 


WRITE,  WIRE,  OR  PHONE 
FOR  COMPLETE  INFORMATION! 


eimaseal  Manufacturing  Corp. 


B«und  Brook 

ELIiof  6-2652 


New  Jersey 


Open  planniiiK  and  built-in  cook¬ 
ing  equipment  can  transform  an 
isolated  kitchen  and  too-large  din- 
injf-room  into  the  mo.st  u.seful  room 
in  the  home,  with  separate  areas 
for  cooking,  eating,  laundry,  and 
recreation. 

Just  such  a  multi-purpo.se  room 
is  featuied  picloriaiiy  in  the  cur¬ 
rent  i.ssue  ot  a  national  magazine. 
It  contains  .so  many  ideas  adapt¬ 
able  for  remodeling-minded  home 
owners  that  a  replica  was  exhioited 
at  the  recent  National  Home  Furn¬ 
ishings  Show  in  New  York  City. 

Designed  for  a  young,  growing 
family,  the  room  is  planned  so  a 
mother  can  easily  watch  her  young¬ 
sters  at  play  while  she  hxes  dinner. 

The  open  door  plan  is  made  pos¬ 
sible  by  using  built-in  gas  cooking 
equipment.  A  three-burner  Drop- 
in  cooking  top  of  chrome-plated 
steel  is  placed  in  a  peninsula  which 
separates  cooking  and  laundry 
areas  from  recreation  and  dining 
I  space. 

In-A-Wall  Oven 

Entirely  .separate  from  the  burn¬ 
er  unit,  the  In-a-Wall  oven  is  .set 
into  an  adjacent  wall  at  the  right 
height  for  waist-level  cooking  and 
out  of  children’s  reach.  The  oven’s 
new  antique  copper  finish  blends 
with  the  surrounding  natural  wood 
cabinets.  A  copper  finish  is  al.so 
u.sed  on  the  gas  refrigerator  locat¬ 
ed  nearby. 

“In  a  multifunctional  room,”  the 
article  states,  “it  is  important  that 
the  eye  be  pleased  as  well  as  the 
palate.”  Therefore,  the  efficiency 
of  modern  appliances  is  combined 
with  an  Early  American  decor. 
The  oval  dining  table  is  honey 
colored  maple,  and  the  black  Hitch¬ 
cock  chairs  are  brightly  .stenciled. 
Knotty  pine,  “.stained  a  soft  aut¬ 
umn  brown,”  is  u.sed  for  kitchen 
I  cabinets  and  for  two  walls  in  the 
recreation  area  of  the  room.  Other 


walls  are  clear,  white  brick.  A  dash 
of  color  is  provided  by  counter  tops 
of  bright  yellow  laminated  pla.stic. 
Gay  .striped  green-and-white  chintz 
is  used  at  the  window,  as  part  of 
the  wall  treatment,  and  as  a  jaunty 
.strip  of  cafe,  curtain  atop  a  wai.st- 
high  room  divider. 

Like  all  areas  of  the  room,  the 
laundry  space  is  designed  to  func¬ 
tion  both  “independently  and  si- 
multaneosly.”  Capacious  cupboards 
above  the  washer  and  dryer  hold 
all  wa.shday  needs,  making  this 
area  completely  .self-contained. 
Separated  from  the  cooking  area 
by  a  folding  gate,  the  laundry  can 
quickly  be  turned  into  a  roomy 
play  pen  for  baby. 

The  well-planned  storage  space 
includes  a  broom  closet  with  upper 
compartment  for  va.ses,  waxes,  and 
polishe.s.  Near  the  .sink  are  knife- 
slotted  chopping  board,  metal  lined 
drawers  for  bread,  sugar,  and  flour 
canni.sters,  and  a  sliding,  compart- 
mented  vegetable  bin.  When  doors 
beneath  the  sink  are  opened,  a 
towel  rack  slides  out,  and  garbage 
can  automatically  open.s. 

Designed  to  accommodate  play¬ 
time  activities  for  the  entire  fami¬ 
ly,  the  recreation  area  contains  a 
.sofa  bed  for  naps,  a  television  .set, 
a  play  table  for  the  younge.st  todd¬ 
lers,  and  a  quaintly  .stenciled  rock¬ 
ing  chair  for  telling  bedtime 
stories. 
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{Continued  from  Page  49) 

the  cost  of  living  has  been  stable 
during  the  year,  savings  bank 
deposits  are  higher  than  ever  and 
more  sales  are  being  made  for  cash 
than  ever  before. 

Mr.  Victor  discussed  the  adver¬ 
tising  problems  of  smaller  dealers. 
He  urged  them  to  go  to  local 
advertising  agencies  for  the  best 
advice  about  media.  After  analyz¬ 
ing  the  problems  involved  for 
small  dealers,  he  recommended 
that  approximately  10-15%  of  the 
dealer’s  budget  be  allotted  to  ads. 
He  deplored  the  tendency  among 
some  dealers  to  regard  the  cus¬ 
tomer  as  a  “mooch,”  or  pigeon, 
and  contrasted  this  attitude  to  the 
fact  that  from  the  mark-up  point 
of  view,  the  home  improvement 
field  is  an  honest  business.  In  any 
legitimate  market,  Mr.  Victor  add¬ 
ed,  there  is  a  five  time  mark-up, 
whereas  in  the  building  specialties 
field,  there  is  only  a  three  time 
mark  up. 

Salesmanship 

The  last  speaker  on  the  panel 
was  Clyde  Phillips.  Mr.  Phillips 
pointed  out  that  there  are  over  6 
million  people  employed  as  sales¬ 
men  —  the  largest  single  group 
amongst  employees.  Salesmanship 
should,  Mr.  Phillips  added,  be  re¬ 
garded  as  a  profession  in  which 
the  individual  receives  adequate 
training  before  he  is  sent  out  to 
do  his  work.  Salesmanship  today, 
said  Mr.  Phillips,  is  where  book¬ 
keeping  was  in  1835.  In  those  days 
it  w'as  difficult  to  persuade  business 
men  that  young  people  could  be 
taught  bookkeeping  in  a  school. 
Today,  of  course,  no  one  would 
dream  of  hiring  an  untrained 
bookkeeper.  Similarly,  the  salesman 
must  be  trained  as  a  professional. 
Our  entire  industry  is  dependent 
on  the  ability  of  salesmen  to  keep 
products  moving  into  the  hands  of 
consumers.  Without  them  the 

{Continued  on  Page  238) 
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IN  THIS  CORNER  —  THE 

L-A-T-E-S-T 

MONEY  MAKING 

C-H-A-M-P-l-O-N 
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JALOUSIE 

FIELD 

I.N-T-R-O-D-U-C-I-N-G 

THE 

VENETIAN 

WINDOW* 

Manufactured  in  the  NORTH 
for  use  in  the  NORTH.  Be  the 
FIRST  to  represent  the  VENETIAN 
WINOOW*  in  your  AREA.  Shipped  KO  — 
Simple  screw  driver  assembly. 
Distributors  and  Dealers  will  enjoy  the 
advantages  of  a  Northern  Manufacturer— 
PRICE-WISE  and  OTHER  WISE. 

WRITE  -  WIRE  OR  CALL  TODAY  ! ! ! 
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SALES  OFFICES 

1007  South  Elmoro  Avo.,  Eliiobcth,  N.  J. 

EL  4-4420  EL  4-4421 

SEE  OUA  BOOTH  Ho.  204,  AT  THE 


FACTORY 

0-14  -  37th  Avo.,  Long  ItlonO  City,  N.  Y. 


'HEASfCA  SHOW" 


J 


MORE  SALES!  '  MORE  PROFIT! 


MORE  SATISFIED  CUSTOMERS  .  . 

The  Most  Beautiful  Awning  in  America! 


BREEZE  S 


ALL  ALUMINUM 

COMPLETELY 
VENTIUTED 
AWNINGS 


Quolity  baked 
on  colors,  no 
chipping, 
c  r  o  eking, 
peeling. 


Ventilated  Side 
Louvers,  com¬ 
plete  ventila¬ 
tion. 


TXtro  long  10" 
valance,  oddi- 
TRU-TONE  tionol  Pfotec- 
all  white 
imOerside. 


scallop  odgo, 
exclusive  with 
"BREEZE." 


AMERICA'S  FINEST  AWNING  AT  AMERKA’S  FINEST  PROFIT  DOUARI 
WRITE  FOR  PRICES  1  NORTHEASTERN  MHAl  PRODUCB  (ORP. 

AND  DELIVERY  < 

INFORMATION  (  S'-  Pr''-  ••  P"- 
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Jsdmie  61m 

>  for  all  types. ..all  sizes 
glass  louvres 


►  PRECISION  Satin-Finish  Pencilled  Edges... 

►  FRACTIONAL  CUTS  to  your  specifications 

REDUCE  YOUR  INVENTORY 

OUK  LAHGI  INVfNrORttS  ASSURl  YOU 

ANY  QUANTITY  .  .  .  ANYWHERE 

Lf’  u;  iho'^  you  ho^  we  can  meet  your  needs  precisely  and  promptly . 

Call  or  .^rte  lor  i  nf  or  rrral  lOn  and  prices 

ONE  OF  AMERICA'S  LARGEST  GLASS  LOUVRE  SUPPLIERS 

ftntvri€*an  mirror  trorlis 

GLASS  LOUVRE  DIVISION 

Es!  1918  •  Div.  of  Barnet  Mirror  Corp  •  88  Lincoln  Avenue,  New  York  City  54  *  CYpress  2-8100 


V  Builders  will  have  homeowners  in  the 

palm  of  their  hand  when  they  sell  Weather  Wizard's 
1954  advanced  design  primary  sliding  window  —  Produced 
for  quality,  quick  sales  and  profits ! 

Now  Ready  for  National  Distribution  r 

•  Precision  fabricated  of  100%  extruded  ill 

aluminum 

•  Sturdy  master  frame  completely  beveled 

and  heliarc  welded  ^ 

•  Perfect  Drainage 

•  Finger-tip  sliding  and  ventilation  control  ‘  T 

•  Jiffy  lightweight  take  out  panels  ^  ^ 

•  Glass  set  in  virgin  vinyl  glazing  channel  ^  ^  ^ 

•  Stainless  steel  weatherstripping— air  tight  ^0^  ^ 

•  In  Fin  Trim  models — also  storm  and  screen  ^  _ 

panels  at  discount  prices  ^ 

•  Minutes  to  install  /  ^  ~  ^  ~  ~ 

•  Shipped  assembled,  semi-KO,  KD  Booth 

Ask  about  our  super  line  of  storm  witulows  Hotel  Statler  N  Y 

and  doors  and  Jalousie  doors.  22,  23,  24,'  1954 

for  details  write,  wire,  phone 


WEATHER  WIZARD  ALUMINUM  MFC.  CORP. 

so  Tulip  Place,  Garden  City  Park,  L.  I.  N.  Y. 
^EATHcK  y  »  Garden  City  3-4320 

Mtr.  of  Aluminum  windows  and  doors 
Member  Long  Island  Builders  Association 
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wheels  of  industry  would  grind  to 
a  stop.  Mr.  Phillips  urged  dealers 
to  keep  hiring  new  men,  training 
them  as  salesmen  and  firing  them 
if  unsatisfactory,  and  to  continue 
this  process  until  they  find  the 
right  men.  He  suggested  that 
dealers  try  young  married  men 
who  are  eager  beavers  with  fam¬ 
ilies  to  support  and  are  perfectly 
willing  to  make  calls  at  night.  He 
also  felt  that  this  younger  group 
had  not  been  spoiled  by  the  easy 
selling  of  the  past  12  years;  they 
would  be  willing  to  work  harder 
for  their  .sales. 

Shop  Production 

Tuesday’s  (Jan.  19th)  program 
opened  at  10  A.M.  with  a  shop 
I  production  and  installation  panel, 
j  T.  J.  Bottom,  President  of  Aluma- 
,  Kraft  and  fir.st  Vice  President  of 
NMMA,  was  Chairman  and  Mod¬ 
erator.  Speakers  on  the  panel 
were :  H.  D.  Kraft,  Technical  Serv¬ 
ice  Manager,  Star  Expansion  Bolt 
j  Company,  New  York  City;  and 
Carl  Hazelwood,  designer-producer 
of  specialized  awning  production 
equipment,  Jack.son,  Miss. 

Mr.  Bottom  opened  the  program 
with  a  discussion  of  ways  and 
means  of  .saving  money  in  produc- 
I  tion.  Using  a  .series  of  charts,  Mr. 
Botton  demon.strated  the  impor¬ 
tance  of  .straight  line  production 
:  (shearing,  notching,  forming,  as- 
.sembly,  shipping,  etc.)  and  showed 
how'  the  lay-out  of  a  plant  must  be 
planned  to  reduce  transportation 
of  materials.  Ample  storage  space 
is  very  important  in  any  good  fac¬ 
tory  lay-out,  Mr.  Bottom  .said. 
Provision  for  aisle  space  must  be 
planned,  Mr.  Bottom  added,  and 
.sugge.sted  that  actual  lines  be 
painted  to  show  the  location  of 
aisles  on  the  factory  floor.  As  an 
aid  in  planning,  he  suggested  a 
.scale  lay-out  of  the  factory  and  its 
machinery,  using  cardboard  cut¬ 
outs  to  aid  in  locating  the  various 
pieces  of  equipment. 
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The  next  speaker  was  Carl 
Hazelwood,  who  traced  the  early 
development  of  metal  awning  pro¬ 
duction  methods  from  the  sheet 
metal  shop  to  the  latest  produc¬ 
tion  methods.  He  recounted  how 
the  industry  began  with  the  use 
of  press  and  leaf  brakes  and  then 
went  to  the  roll  forming  of  narrow 
sections.  Roll  forming,  said  Mr. 
Hazelwood  is  ideally  suited  to 
straight  line  production.  As  pro¬ 
duction  lines  began  to  move  faster 
and  faster  the  problem  of  painting 
the  rapidly  accumulating  formed 
sections  became  serious.  Some 
manufacturers  then  turned  to  pre¬ 
coated  coil  stock,  others  set  up 
their  own  pre-coating  lines.  Mr. 
Hazelwood  also  discussed  various 
roll  formed  sections  and  their  ad¬ 
vantages  including  hack  .sections. 

Installation 

Turning  to  installation,  he  .said 
that  some  awnings  are  being  erect¬ 
ed  without  sufficient  support  to 
withstand  the  weight  of  wet  snow 
or  wind  stress.  The  weight  of 
some  snow  loads,  he  said,  is  equiv¬ 
alent  to  that  of  a  Cadillac  set  on 
a  commercial  awning.  In  tho.se 
places  where  there  is  no  snow, 
there  are  wind  loads  of  equal 
.stress.  Failure  to  provide  adequate 
supports  results  in  anchors  being 
pulled  loose  from  walls  and  the 
collapse  of  the  awning. 

Final  speaker  was  H.  D.  Kraft, 
who  demonstrated  the  use  of  an¬ 
chors  in  a  specially  prepared  brick 
wall.  After  a  preliminary  talk  on 
the  relative  efficiency  of  star  drills, 
twist  drills  and  rotary  electric 
drills  with  tungsten  carbide  tips, 
Mr.  Kraft  demonstrated  three  dif¬ 
ferent  types  of  anchors  and  u.sed 
a  dynamometer  to  show  the  hold¬ 
ing  power  of  modern  masonry 
anchors.  In  the  demonstration  the 
pull  of  the  dynamometer  was  suffi¬ 
cient  to  break  off  a  piece  of  weak 
concrete  but  the  anchor  in  the 
concrete  piece  held  firmly  and  was 
undamaged. 

{Continued  on  Page  240) 
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TRIPLE 


YOUR  PROFITS! 

Our  extruded  S-trock*  window  permits 
you  o  wide  profit  morgin  and  has  unique 
features  of  design  that  oppeol  to  dealer, 
salesman,  customer  and  installer. 

•  FULLY  ASSEMBLED  OR  KDi  ^  > 

•  AVAILABLE:  2-PANEL  DOOR! 

Write,  Wke  or  Phone 
TodarforPoP 
hfomathn! 

‘Patents  Pending 


THE  LITTLE-BEAVER  MFG.  CO. 

1513  Ashland  Avenue,  Dept  B  S 
Baltimore  5,  Md.  EAstern  7-4200 


ATTENTION: 

COMBINATION  WINDOW 
NANUFACTUBEBS 

MIDWEST  DISTRIBUTOR  | 
wishes  to  contact  manufactur¬ 
ers  of  Single,  Double  and 
Triple  Track  Aluminum 
Comb.  Windows:  Doors. 

Selling  building  specialties 
since  1941,  this  distributor  has 
an  active  established  dealer 
set-up  capable  of  volume  sales 
coverage  thru-out  the  Middle- 
west. 

Principal  will  be  in  attend¬ 
ance  at  the  NERSICA  SHOW. 

All  inquiries  in  strict  confi¬ 
dence.  To  contact  him,  address 
your  reply  to: 

Box  No.  446 
BUILDING  SPECIALTIES 
425  Fourth  Avenue,  N.  Y.  16 


$7  Billion  To  Be  Spent  On 
Home  Improvement  In  '54 

The  home  improvement  and  re¬ 
modeling  market  may  reach  a 
volume  of  $7  billion  in  1954,  ac¬ 
cording  to  estimates  based  on 
market  studies  made  by  the  Insul¬ 
ating  Siding  Association. 

“In  the  past  estimates  on  the 
size  of  the  home  remodeling  market 
have  varied  widely,”  says  R.  G. 
Breeden,  Jr.,  manager  of  the  asso¬ 
ciation.  “The  Commerce  Depart¬ 
ment  said  $4.5  billion  was  spent  in 
1952,  the  U.  S.  Chamber  of  Com¬ 
merce  estimated  $6.5  billion. 

“Regardless  of  which  figure  you 
accept,  studies  made  by  the  Insul¬ 
ating  Siding  Association  indicate 
that  volume  will  be  substantially 
higher  in  1954.  Several  factors  are 
responsible  for  this  forecast. 

“Experience  shows  that  the 
home  owner  is  most  likely  to  make 
major  improvements  between  three 
and  five  years  after  he  buys  his 
home.  1950  was  the  biggest  year 
in  history  for  new’  homes,  with 
almost  one  million,  four  hundred 
thousand  being  built.  Owners  of 
those  1950  homes  will  be  in  the 
modernization  market  together 
with  those  who  bought  in  1948 
and  1949,  also  big  home-building 
years. 


Pride  in  Ownership 

“The  fact  that  almost  25  million 
families  own  their  homes  also  in¬ 
creases  the  prospects  for  modern¬ 
ization.  They  expresse  pride  in 
ownership  by  improving  their 
homes. 

“Another  important  infiuence  is 
the  fact  that  almost  250  billion 
dollars  of  disposable  income  are 
available  after  taxes.  The  expected 
cut  in  income  taxes  will  add  even 
more  to  the  disposable  income.  The 
logical  place  to  spend  it  is  in  home 
improvement  or  expansion  —  add¬ 
ing  a  room  building  a  garage,  in¬ 
stalling  a  new’  bathroom,  putting 
on  new’  siding,  adding  insulation,” 
Breeden  said. 

The  association  manager  said 
that  about  20  per  cent  of  the  esti¬ 
mated  $7  billion  would  be  spent 


on  siding,  roofing  and  insulation. 
He  stated  that  manufacturers  of 
insulating  siding,  long  a  favorite 
material  for  modernizing  outside 
walls,  expected  to  sell  enough  sid¬ 
ing  in  1954  to  cover  more  than  a 
quarter  million  American  homes. 
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The  production  and  installation 
panel  was  followed  by  a  luncheon 
courtesy  of  the  Tandem  Tone  Div. 
of  Youngstown  Industries,  Inc., 
Girard,  Ohio.  At  the  luncheon,  Mr. 
Morris  Simon  of  Youngstown  In¬ 
dustries  praised  the  association 
and  the  efforts  of  J.  E.  Orchard, 
President  of  the  association,  on 
behalf  of  NMMA.  Jonnie  King, 
Tandem  Tone  engineer,  said  that 
spray  painting  was  no  longer  eco¬ 
nomical  compared  with  pre-coated 
stock.  He  showed  samples  of 
Coated  Coil  formed  with  extreme 
bends  and  sharp  edges  without 
fracturing  or  breaking  the  paint. 
Speaking  at  the  luncheon,  Mr. 
Orchard  estimated  that  metal  awn¬ 
ing  production  in  the  first  six 
months  of  1950  amounted  to  9 
million  pounds  of  aluminum  and 
that  the  total  for  that  year  was 
about  15  million  pounds.  Allowing 
one  pound  per  square  foot,  he  esti¬ 
mated  that  15  million  square  feet 
of  awnings  had  been  hung  in  1950 : 
a  dollar  volume  of  between  forty- 
five  and  fifty  million  dollars.  For 
the  years  1951-52,  the  dollar  vol¬ 
ume  was  between  sixty  and  sixty- 
five  million.  The  estimate  for  1953 
was  seventy-five  to  eighty  million. 
Mr.  Orchard  expected  that  an  in¬ 
creased  consumer  acceptance  and 
expanded  advertising  and  promo¬ 
tion  by  the  industry  would  bring 
about  a  30%  increase,  or  a  dollar 
volume  of  one  hundred  and  four 
million  dollars. 

At  five  P.M.  Tuesday  there  was 
a  cocktail  party,  courtesy  of  Arrow’ 
Metal  Products  Co.  of  Haskell, 
New  Jersey.  This  was  followed  by 
a  banquet  with  professional  enter- 
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tainment  and  dancing  courtesy  of 
NMMA.  New  officers  of  the  asso¬ 
ciation  were  installed  during  the 
banquet.  All  officers  were  reelect¬ 
ed,  These  include  the  following: 
J,  E,  Orchard,  President;  T,  J, 
Bottom,  First  Vice-President;  D, 
J,  Showalter,  Secretary;  and  B, 
Van  Duser,  Treasurer,  Stanley  W, 
Hoffman  continues  as  Executive 
Secretary, 

Wednesday’s  program  opened 
with  the  Ordinance  Clinic,  Mem¬ 
bers  of  the  panel  were  James  M, 
Brennan,  NMMA  Regional  Vice- 
President,  Pittsburgh,  Pa,;  H,  C, 
Wilson,  City  Attorney,  City  of 
Greensboro,  North  Carolina ;  E,  S, 
Baughan,  engineer  Southea,stern 
Underwriters  As,sociation,  Atlan¬ 
ta,  Ga. ;  and  Edward  J,  Meaney 
Koolvent  of  New  Jersey,  Modera¬ 
tor,  Mr,  Wilson  said  that  the  metal 
awning  industry’s  problem  is  that 
it  has  a  new  product  not  adequate¬ 
ly  covered  by  old  city  ordinances. 
Zoning  codes,  added  Mr,  Wilson, 
,sometimes  place  more  difficulties 
in  the  way  of  the  awning  dealer 
than  obsolete  building  laws.  Since 
the  awning  industry  is  so  large 
Mr,  Wilson  said  it  may  be  that 
state  officials  should  be  consulted 
as  well  as  those  on  a  municipal 
level.  He  then  outlined  how  to 
have  ordinances  passed  that  are 
favorable  to  metal  awnings. 


Metal  Awnings 

Mr,  Baughan  discus.sed  metal 
awnings  from  the  point  of  view  of 
fire  protection.  Usually,  fire  insur¬ 
ance  rates  are  not  influenced  by 
the  use  of  metal  awnings,  although 
fire  codes  generally  require  that 
all  awnings  which  extend  over  the 
,street  be  fireproof.  Building  codes, 
on  the  other  hand,  are  usually 
more  concerned  with  the  safety  of 
the  public  that  passes  under  awn¬ 
ings  that  extend  above  the  street. 
Most  codes  specify  that  awnings 
shall  not  extend  over  the  curb  line, 
although  marquees  may  extend  be¬ 
yond  the  curb  if  they  are  10  feet 

(Continued  on  Page  242) 
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122a28  Cherry  St. 
Philadelphia  7,  Pa. 


TRIPLE  TRACK 

ALUMINUM  COMBINATION  WINDOWS 


SATIN  FiNISO  •  SERVICE-FREE  •  EASY-TO-SELL  >  PRICED  FOR  PROFITS 


BAM-FOLD 

Doors  and  Room  Dividors 


SENSATIONAL  SPACE  SAVERS 
to  retail  as  low  as  30<  sq.  ft. 

The  modern  trend  is  folding  doors. 
UNITRON  BAM-FOLD  is  your  answer  to  the 
moss  demand  because  most  folding  doors 
now  on  the  market  are  priced  too  high  — 
beyond  the  reach  of  the  average  income 
class.  Designed  for  low  budget  construc¬ 
tion  with  full  profit  to  dealer  and  distribu¬ 
tor.  You  can  beat  the  stiffest  competition. 
No  strings,  tapes  or  unsightly  mechanisms. 
UNITRON  is  made  with  patented  clip, 
matched  color  for  uniform  appearance  on 
both  sides.  Simple  to  install,  easy  to  main¬ 
tain.  Complete  with  nylon  carriers,  track 
and  hardware.  Attention  Accordion  Door 
Distributors  —  several  qood  territories  still 
available.  Inquiries  invited. 

Write  for  descriptive  catalog  of  complete  line  of 
draperies  curtains,  shades,  folding  floor  screens. 


GJF 


1000  NORTH  ORANGE  DRIVE,  LOS  ANGELES  38,  CALIFORNIA  •  Hollywood  9-1468 
HOUSTON,  TEXAS  PORTLAND,  OREGON 
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CURVED  AND  SQ 


Make  money  the  easy 
way ..  .Sell  a  quality 
product  that  has  SALES 
APPEAL  ...  A  product  that 
makes  the  cash  register  RUIIING! 

Join  the  thousands  of  enthusiastic  dealers  handling  the  Royalum 
line  of  Aluminum  Round  and  Square  doorS/  featuring  the  new 
security  knob  lock. 


Territories  Open  for  Distributors. 

Rovmum  CO. 

1665  Utica  Ave.  Brooklyn  34/  N.  Y. 


Florida  Convention 

{Conttnued  from  Page  241) 

above  the  street.  There  is  nothing 
:  in  most  of  the  codes  about  residen¬ 
tial  awnings,  Mr.  Baughan  said. 

Mr.  Brennan  announced  that  the 
Association  Ordinance  Committee 
I  has  prepared  a  model  code  to  be 
I  mailed  to  all  NMMA  members 
I  which  may  be  presented  to  local 
municipal  councils  when  consider- 
I  ing  changes  in  the  building  code 
^  favorable  to  metal  awnings. 

The  Ordinance  Clinic  was  fol- 
!  low’ed  by  a  cocktail  party  courtesy 
;  of  Roll  Coater  Inc.,  Pendleton, 

I  Indiana. 

I  Magazine  Luncheon 

The  final  luncheon  of  the  con¬ 
vention  was  given  by  Building 
Specialties  magazine  at  1 :30.  After 
an  introduction  by  Mr.  T.  J. 
Bottom,  Henry  Williams  of  the 
Victor  Awning  Company  recount¬ 
ed  how  he  had  sent  a  letter  to 
Building  Specialties  magazine  urg¬ 
ing  that  this  publication  take  the 
lead  in  forming  an  association  of 
metal  awning  manufacturers.  Mr. 
Sylvan  Hoffman,  Publisher  of 
Building  Specialties  &  Home 
Improvement  Dealer  praised  the 
NMMA  and  the  remarkable  growth 
of  the  metal  awning  industry. 
After  citing  the  intimate  relations 
between  Building  Specialties  and 
the  metal  awning  industry,  Mr. 
Hoffman  expressed  his  confidence 
that  the  industry  would  continue 
to  grow. 


Plastics  Use  Rises  In 
Building  and  Specialty  Field 

Plastics  have  become  a  first  line 
building  and  home  improvement 
material,  declares  House  &  Home. 
They  are  matching  their  strength 
again.st’  timber  and  metal,  with 
new  products  and  different  uses 
for  these  products  being  intro¬ 
duced  into  the  building  market  al¬ 
most  daily. 

Most  glamorous  of  the  new 
building  products  is  translucent 
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plastic  panelinjf.  Lightweight  and 
amazingly  strong,  the  structural 
and  glazing  sheets  are  being  pro¬ 
duced  in  several  corrugations  as 
well  as  in  flat  and  patterned  form. 

Disperse  Light 

These  translucent  panels  dis~ 
per.se  sunlight  or  artificial  light 
.softly  and  evenly  and  .so  can  be 
used  in  skylighting  as  well  as  for 
mechanical  luminous  ceilings. 
They  permit  the  entry  of  ultra 
violet  rays.  Now  that  FHA  okays 
inside  bathrooms,  more  homes 
probably  will  u.se  pla.stic  turrets  to 
bring  daylight  and  ultra  violet 
light  into  the  central  house  areas. 

Some  plastics,  called  acrylics, 
such  as  Plexiglass  and  Lucite,  can 
be  made  completely  transparent  or 
pigmented  to  any  degree  of  tran.s- 
parency  or  translucency.  Clear  ac¬ 
rylic  can  be  cast  accurrately  into 
prismatic  lens  patterns. 

Acce.s.sories 

Handled  with  regular  tools,  the 
plastics  need  only  simple  carpentry 
now  that  complete  acce.s.sories  and 
fittings  can  be  obtained,  such  as 
contoured  closure  strips,  weather- 
.seal,  flashing,  ma.stics  and  even 
aluminum  moulding  and  nails. 

In  counter  tops  alone,  the  recent 
techni(iue  of  moulding  a  work  sur¬ 
face,  back.sj)la.sh  and  lip  from  a 
single  sheet  of  melamine  and  phe¬ 
nolic  laminate  has  .saved  hours  of 
cutting  and  a.s.sembly  on  each  kit¬ 
chen  item  where  such  a  factory 
formed  unit  was  u.sed.  Other  and 
even  more  complex  factory  mould¬ 
ed  plastic  forms  should  .soon  make 
their  appearance. 

The.se  familiar  counter  top  ma¬ 
terials,  in  a  slightly  different  form, 
are  literally  climbing  up  kitchen 
and  bathroom  walls. 

Here  are  a  few  novel  uses  to 
which  the  new  plastics  have  been 
put :  Corrugated  struccoglass  pan-  ^ 
els  have  been  u.sed  to  enclose  bal¬ 
conies  in  a  new  Washington,  D.  C. 
apartment.  Fluted  colored  plastics 
make  low  maintenance  cabinet 
doors.  Basket  weaves  of  flat  sheet¬ 
ing  are  used  for  translucent  fence. 


Contact 

CALEX 


for  prompt  delivery 
of  QUALITY 
ALUMINUM 
EXTRUSIONS 

at  fair  prices 

Your  inquiries  will 
receive  prompt  attention 


CALEX 

2415  WILSON  AVENUE 
CAMPBELL,  OHIO 
PLaza  5-9679 


A  California  producer  now  pack¬ 
ages  a  knockdown  patio  topping 
complete  with  metal  framework 
and  legs  which  may  be  adjusted  to 
any  roof  pitch. 

Furniture  and  cabinet  drawers 
are  moulded  into  one  piece  which 
can  be  stacked  easily  in  simple 
metal  angle  or  w'ood  framing  to 
form  low-cost  storage  walls.  Im¬ 
pact  re.sistant  laminates  of  glass 
fibers  and  polyester  resins  make 
shower  stall  ba.ses. 


A  long  haul  from  the  plastic 
mixing  bowl  is  a  25'  x  15'  swim¬ 
ming  pool  moulded  in  two  pieces 
which  is  currently  undergoing 
tests.  Estimates  for  the  pool,  in¬ 
stalled  complete  with  filtration  and 
recirculation  sy.stems,  is'  $.3,000. 
Integrally  colored,  the  plastic 
should  require  little  maintenance. 
A  pigment  added  to  the  resin  will 
make  it  glow  in  the  dark.  Al.so 
undergoing  te.st  is  plastic  tubing 
for  radiant  heating  installations. 
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DEALERS! 

You  Can 

EARN  BIG 
PROFITS 


with 

HEATHER  SIOHE 

The  Original  Pre-Cast  Stone  Tile! 

Exclusive  franchises  available  for  this 
big-volume,  high-profit  item.  Easy  to 
sell  because  it  beautifies  the  home  .  .  . 
protects  and  insulates  .  .  .  saves  money 
on  fuel  and  maintenance.  Easy  to  in¬ 
stall  ...  no  servicing! 

Special ! 

Plant  Franchises 
available  in  Mid¬ 
west  and  Far 
West! 

NATIONAL  HEATHER  STONE,  Inc. 

Dept.  83-54.  2105  E.  Gillingham  St. 
Philo.  24,  Pa. 

Phone:  DEIaware  6-5900 

BCX)TH  70,  STATLER  HOTEL 
at  the  NERSICA  SHOW 


Vfniibe  fflllL 

OR  PHONE 
FOR  COMPLETE 
INFORMATION 


MANUFACTURERS 

and 

DISTRIBUTORS 

of 

COMBINATION 
WINDOWS 
and  DOORS 


Experienced  Consultant  Engineers 
to  furnish  you  with  complete  pro¬ 
duction  set-ups. 

Design  and  fabricate  tools  and  dies 

Supply  your  hordware 

Large  stock  of  dies  for  standard 

parts 

Write  for  our  New  1954  Catalog 

NEW  LOW  PRICES 


Room  Air  Cooler  Manufacturers 
Set  Up  Basic  Standards 


Ti^ht  engineering  secrecy  on  the 
part  of  air  conditioning  manufac¬ 
turers  is  going  out  of  the  window 
almost  as  quickly  as  air  expelled 
by  their  products.  Recently,  Paul 
B.  Moore  of  the  York  Corporation 
.said  some  engineering  information 
and  techniques  now  are  being  ex¬ 
changed  freely  “in  the  best  inter¬ 
ests  of  the  industry.” 

Mr.  Moore  is  manager  of  engi¬ 
neering  of  York’s  room  air  cooler 
division.  He  also  is  chairman  of 
the  room  air  conditioner  commit¬ 
tee  of  the  American  Society  of 
Refrigeration  Engineers. 

The  phenomenal  sales  of  air  con¬ 
ditioning  equipment,  particularly 
room  air  coolers  in  last  summer’s 
intense  heat  wave,  drove  home  to 
established  manufacturers  that 
their  products  are  big  business  at 
last,  Mr.  Moore  declared.  Public 
acceptance  must  not  be  jeopardized 
by  newcomers  to  the  field  who  may 
turn  out  sub-standard  products 
next  summer  to  meet  seemingly  in- 
.satiable  demand,  he  said. 

Standards 

For  that  reason,  York,  Carrier 
Corporation,  Fedders-Quigan  and 
other  industry  leaders  have  arrived 
at  a  set  of  universal  engineering 
standards  that  they  are  passing  on 
to  the  twenty-odd  producers  ex¬ 
pected  to  put  air  conditioning 
products  on  the  market  for  the 
first  time  next  year.  These  stand¬ 
ards  are  accepted  as  minimum  per¬ 
formance  guides,  Mr.  Moore  said, 
and  new  manufacturers  are  being 
warned  that  failure  to  meet  them 
may  impair*  the  bonanza  that  has 
been  growing  for  several  years. 

“The  wor.st  thing  that  could  hap¬ 
pen  now  in  the  midst  of  the  air 
conditioning  boom,”  he  declared, 
“would  be  for  the  market  to  be 
flooded  suddenly  with  room  coolers 
of  questionable  quality  and  per¬ 
formance. 


Newcomers  to  the  industry  are 
being  told  that  room  air  condition¬ 
ers  must  first  properly  cool  and 
dehumidify,  and  then  ventilate  as 
well  as  clean  air  by  filtering  de¬ 
vices,  Mr.  Moore  said.  A  basic  re¬ 
quirement  that  is  being  stressed, 
he  continued,  is  that  an  air  condi¬ 
tioner  must  function  as  well  in 
Dallas  as  in  New  York,  VV’ashing- 
ton,  Chicago  or  San  Francisco. 

“If  it  can’t  meet  the  rigid  speci¬ 
fications  established  nationally,” 
Mr.  Moore  declared,  “it  is  doomed 
to  failure.  There  will  be  a  lot  of 
embittered  and  disappointed  own¬ 
ers  left  in  its  wake — all  to  the 
detriment  of  the  industry.” 

Last  summer  in  Wichita,  Kan., 
electric  power  lines  were  unbal¬ 
anced  by  the  addition  of  only  1,500 
room  air  conditioners.  The  units 
drew’  115  volts  when  230  volts 
w'ere  required.  The  local  power 
company  ruled  that  no  more  115- 
volt  machines  would  be  acceptable 
in  Wichita. 

Leading  manufacturers  and  the 
engineering  society  bowed  to  the 
ruling,  Mr.  Moore  .said.  Next  sum¬ 
mer  230-volt  coolers  will  be  .stand¬ 
ard  and  industry-w’ide,  he  added. 

He  .said  room  air  conditioners 
that  did  not  produce  cooling  up  to 
minimum  .standards  should  not  be 
produced.  Units  that  drip  water 
wrung  from  humid  air,  cause  ex- 
ce.ssive  inrush  of  electric  current 
or  require  special  wiring  co.sting 
as  much  as  $60  or  $70  should  be 
barred. 

Research 

“We  do  not  w’ant  to  see  our  mil¬ 
lions  inve.sted  in  years  of  .solid  re- 
.search  come  to  naught  through 
others  producing  inferior  units,” 
Mr.  Moore  .said. 

As  long  as  minimum  engineering 
standards  are  observed  by  every 
manufacturer  in  the  indu.stry  nei¬ 
ther  York  nor  any  other  old-line 
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manufacturer  is  worried  by  the 
new  competition,  Mr.  Moore  em¬ 
phasized. 

“They’ll  undoubtedly  help  us 
with  our  missionary  work,’’  he 
said.  We  trust  that  our  making 
available  to  them  our  know-how 
and  experience  will  assist  them  to 
turn  out  products  adhering  to 
American  Society  of  Refrigeration 
Engineers  standards,  which,  in 
turn,  will  help  our  industry  grow 
and  be  of  more  service  to  more 
people.’’ 


N.  J.  Dealer 

(Continued  from  Page  66) 

Mr.  Kaminsky  and  his  brother, 
Leon,  who  is  general  manager,  de¬ 
signed  the  building  so  as  to  get 
the  maximum  advantages  of  the 
highway  merchandising  approach. 
The  all-square  glass  front  and 
sides  and  heavy  light  intensity  as 
evidenced  by  1,000  square  feet  of 
neon  lighting  at  a  cost  of  $10„000 
provides  impact  effect  at  first 
sight.  This  is  more  marked  even 
at  night  with  the  lighting  on  until 
11  o’clock. 

Frontage  is  160  feet  and  the 
depth  runs  to  180  feet.  All  of  the 
displays  are  shown  on  the  main 
floor  and  because  of  the  transpar¬ 
ent  walls  a  full  array  of  samples, 
all  identified  by  signs  in  their  par¬ 
ticular  departments,  can  easily  be 
seen  from  the  outside.  These  in¬ 
clude  the  latest  lines  of  storm 
windows  and  doors,  screens,  Vene¬ 
tian  blinds,  grilles,  awnings  and 
jalousies.  Photographs  of  out-  i 
standing  installations  line  some  of 
the  walls  to  further  impress  visi¬ 
tors. 

The  basement  is  used  for  storage 
and  some  assembling.  Plenty  of 
parking  space  is,  of  course,  pro¬ 
vided  on  the  macadam  driveway 
and  lot  surrounding  the  building, 
with  room  for  more  than  100  cars. 

“Our  full  size  displays  in  expan¬ 
sive  premises  of  this  type  are 
our  bevst  talking  point,’’  explains 
George.  “As  we  all  know  it’s  very 
important  to  make  an  immediate 


SALES  SLUMPING? 

THE  COMPLETE  LINE 
OF  PRE-ENGINEERED 

Lock-Rite 

GARAGES  AND  COTTAGES 
W/H  BOOST 
yOUR  SALES! 


We  are  in  a  position  to  offer  you  an  unusual  proposition  that  will 
serve  you  3  ways  —  give  you  a  fast  selling  line  of  merchandise  where 
there  is  absolutely  no  inventory  involved  .  .  .  provide  a  low-cost  sales 
office  in  a  location  YOU  choose  .  .  .  and  increase  sales  on  your  present 
lines.  For  complete  details  write 

Lock-Rite  Structures 

235  Mill  St.,  Lawrence,  L.  I.  CEdarhurst  9-2457  or  FAr  Rockaway  7-4780 


first  impression  on  a  prospect,  and 
a  setting  of  this  kind  does  it.  A 
visitor  has  a  wide  selection  to 
choo.se  from  against  an  imposing 
background,  and  when  he  sees  our 
.set-up  is  impressed  right  away. 
Our  prestige  goes  up  and  the  vis¬ 
itor  realizes  that  he’s  not  dealing 
with  a  fly-by-nighter,  but  with  a 
responsible  company  that  is  here 
to  .stay.  In  short,  our  physical 
surroundings  alone  .serve  as  our 
best  salesman.’’ 


Integrated  with  this  physical 
appeal  is  an  emphasis  on  the  sav¬ 
ings  to  the  customer  by  over-the- 
counter  buying  wherein  he  makes 
his  selection  from  the  floor,  pays 
for  it  and  has  the  installation  ar¬ 
ranged  under  a  .separate  transac¬ 
tion.  The  company  e.xplains  that 
economies  are  po.ssible  becau.se  of 
cuts  in  book-keeping,  eliminating 
of  an  expediter  and  other  details, 
(Continued  on  Page  246) 
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SCREW  PRODUCTS  COMPANY,  INC. 
GARDEN  CITY  NEW  YORK 


STAINLESS 

.STOCK 


All  types  and  sizes  of  self¬ 
screws  (slotted  and  Phillips), 
machine  screws,  bolts,  nuts, 
rivets  and  washers 


Over  9000  items  in  stock  means  imme<iiofe  de- 
livry  from  one  source 

•  New  Garden  City  plant  now  operating  at  fop 
speed  and  quofity 

•  Unsurpassed  facilities  for  quantify  fabricotion  of 
specials 

D  A  staff  of  seasoned  engineers  olways  available 
for  consultotion 

•  Proneers  in  the  manufacture  of  stainless  steel 
fasteners 

WRITE  NOW  FOR  FREE  COPY  OF 
FASTENER  MANUAL  P23 

manufacturers  since  1929 


STORM  WINDOWS  FOR  CASEMENTS 
ALL  IN  STAINLESS  STEEL 


MFR.  TO  YOU 


give  Franchise 
SrelnfOTroatio" 

ite  or  Phone 
Vyside  4-2400 

.  Time  Tested 


Exclusive  Features  Patented 

Air-Tite  Protection 

The  window  with  the  Velvet 
Glide  which  gives  you 
smooth  operation 

A  product  that  will  draw 
more  salesmen 

$$  BIGGER  PROFITS  $$ 

ALL  THIS  AND 
STAINLESS  STEEL  TOO!! 


THERM-O-GLAZE 
TRADE-AAARK  IN 
STAINLESS  STEEL 


I  N.  J.  Dealer 

(Continued  from  Page  245) 

It’s  all  in  keeping  with  the  slogan, 
“Stop,  Shop,  Save.” 

Mimeographed  sheets  are  hand¬ 
ed  out  on  the  sales  floor  w'hich 
detail  the  installation  costs  for 
each  type  of  building  specialty. 
The  customer  pays  C.O.D.  or  in 
the  office  as  he  prefers  for  the 
product  only.  The  sheet  is  handed 
'  to  the  in.stallation  man  who  is  then 
responsible  for  putting  in  the  or¬ 
der,  collecting  for  his  part  of  it, 
and  for  the  correct  measurement. 

To  the  price-conscious  public 
which  can  be  shown  that  large 
.savings  may  be  had  under  this 
type  of  dealing,  such  an  approach 
has  been  highly  effective  and  has 
re.sulted  in  orders  which  might  not 
have  been  possible  otherwi.se. 

Installation  Grew 

The  company  has  a  crew  of  four 
to  five  installation  men  under  its 
control,  all  working  full-time.  They 
operate  with  two  trucks  which  have 
been  especially  designed  for  their 
,  utility  function,  being  termed 
!  “tool  boxes  on  wheels.”  With  their 
heavy  advertising  on  their  panels, 
both  sides,  they  also  serve  as  dra¬ 
matic  mobile  billboards  as  they 
wend  their  way  over  the  area. 

Outside  promotion  consists 
largely  of  display  ads  in  the  weekly 
papers  in  that  section  and  in  the 
“New  York  Daily  News.”  This  is 
largely  straight  copy  with  the  con¬ 
tents  varying  according  to  sea.son. 
Procedure  is  to  feature  a  certain 
item  at  a  time,  like  stainless 
steel  windows,  mentioning  regular 
prices.  The  Kaminsky  brothers  shy 
away  from  the  “bait-type”  of  ad¬ 
vertising  copy. 

The  .sales  organization  of  eight 
men  work  both  inside  and  out  and 
are  all  on  a  commission  basis.  Be- 
cau.se  of  the  dependence  on  drop-in 
trade  from  pa.ssing  (.raffle,  there  is 
no  outside  canva.ssing,  although 
calls  to  homes  on  appointment  are 
frequent. 

Opening  hours  which  are  geared 
to  the  convenience  of  the  public 
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BALLBEARINe 


PLUS 


SPLIT  SCREEN  (Top  and  Bottom  Ventilation) 

THE  ORIGINAL  AND  FIRST  ON  THE  MARKET 
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// 


Streamliner 


// 


FRICTION  FREE  •  TRIPLE  CHANNEL 
COMBINATION  WINDOW 

Stainless  Steel  Ball  Bearings 
TOO%  Perfected  —  job  Tested 
Guaranteed  Not  to  Stick 
No  Tracks  or  Channels  to  Come  Out 
Inserts  Can  Be  Raised  or  Lowered  to  Any  Position 
No  Handles,  Springs,  Clips,  Gadgets,  or  Buttons 
Split  Screen  Optional  foi  Top  and  Bottom 
Ventilotion  at  Same  Time 
Perfect  Interlock  Fit 
I  100%  Extruded 

Made  of  63-ST-5  Heat-hardened  Aluminum 

100%  Service  Free 

Removable  Spline  Reglazing  Method 

Interlocking  Glass  Inserts 

Built-In  Drain  System 

And  AAony  More  Advantages 


PATENTS  PENDING 


DISTRIBUTORS  WANTED 

NEW  ENGLAND,  MIDWEST 
&  SOUTH  ATLANTIC 


WE  have  been  on  engineering  firm  in  the 
window  business  for  twenty  years. 

There  is  absolutely  no  window  like  it  on 
the  morket. 


Keep  Ahead  Of  Your  Competitors  With  The  "STR[AMLIN[fl",  The  Window  Of  Tomorrow 


HASCO 


write  for  complete  details 

MANUFACTURING  CORP.  Dept,  so 


100  E.  Hawthorne  Ave.,  Valley  Stream,  L.  I.,  N.  Y.  • 

SEE  US  WHILE  AT  THE  NERSICA  SHOW 


Phone:  VALLEY  STREAM  5-3647 

^  CHECK  HOTEL  REGISTER 
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have  been  helpful  in  getting:  busi¬ 
ness  since  they  make  it  easy  for 
workers,  occupied  during  normal 
hours,  to  get  there.  The  store  is 
open  7  days  a  week,  with  the 
greatest  traffic  coming  in  during 
week-ends.  It  is  not  unusual  to 
hav'e  as  many  as  100  persons  in 
the  showroom  on  Sundays.  Night 
openings  are  held  four  times  a 
week  until  9  o’clock. 

Althought  the  bulk  of  the  busi¬ 
ness  is  with  the  individual  home- 
owner,  Air-Lite,  nevertheless,  has 
put  over  several  outstanding  large 
transactions.  These  include  build¬ 
ing  specialties  for  the  Sacred  Heart 
Church  in  Clifton  and  for  the 
Robin  Hood  Village  of  Stiertown, 
Clifton,  consisting  of  100  homes, 
as  well  as  429  storm  windows  for 
Slater  Hall,  an  apartment  house  in 
Englewood. 

“Our  planning  is  to  step  up  vol¬ 
ume  at  a  small  profit,”  explains 
Ceorge.  “After  our  initial  invest¬ 
ment  for  the  cost  of  the  property 
is  considered,  we  can  easily  meet 
competitive  prices  by  eliminating 
the  outside  calls  which  take  up 
mo.st  of  the  time  of  the  average 
distributor.  The  public  will  come 
to  you  if  they  can  realize  savings 
in  this  manner  and  know  that  they 
are  dealing  with  a  worthwhile  con¬ 
cern  which  backs  up  everything 
it  says.” 

George  and  his  brother  were 
formerly  in  the  Venetian  blinds 
business  for  10  years  before  they 
decided  to  expand  by  adding  new 
lines  and  putting  up  their  impos¬ 
ing  looking  structure.  This  step 
was  taken,  however,  only  after 
thorough  preliminary  planning 
which  embodied  attendance  at 
trade  conventions,  talking  to  in¬ 
dustry  executives  and  picking  up 
ideas  wherever  they  were  to  be 
had. 

Nation's  Money  Supply  Hits 
All-Time  High  At  201.3  Billion 

The  country’s  money  supply  as 
measured  by  the  Federal  Reserve 
Boards  estimates  of  money  outside 
banks  and  bank  deposits  rose  $3.9 
billion  during  last  December  to  an 


all-time  high  of  $201.3  billion. 

The  increase  compared  with  a 
ri.se  of  only  $100  million  in  Novem¬ 
ber  and  with  $2.9  billion  in  Decem¬ 
ber,  1952. 

The  principal  factors  causing 
the  increase  last  month  were  a  rise 
of  $3.1  billion  in  demand  depo.sits 
and  a  rise  of  $900  million  in  time 
deposits.  Contributing  to  the 
growth  of  deposits  were  an  in¬ 
crease  of  $1.2  billion  in  bank  loans 
and  a  ri.se  of  $700  million  in  bank 
holdings  of  Government  securities. 


Another  infiuence  which  swelled 
bank  deposits  was  a  drop  of  $1.7 
billion  in  Government  deposits 
which,  as  they  were  spent,  became 
private  deposits. 

■For  the  full  year  1053,  the  total 
of  deposits  adju.sted  ii.nd  currency 
outside  of  banks  ro.se  $6.5  billion, 
which  w'as  a  little  more  than  the 
3  per  cent  annual  addition  to  the 
money  supply  that  some  observers 
have  indicated  to  be  the  objective 
of  Federal  Re.serve  and  Treasurv 
policy. 
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IT  PAYS 
TO  SEE 
A 

SPECIALIST! 


We  specialize  in  machinery  especially 
desiQned  for  fabricators  of  windows, 
doors,  jalousies,  screens  and  other  alum¬ 
inum  products. 

lust  write  stating  your  requirements  and 
we'll  send  our  complete  literature  on 

POWER  CUT-OFF  SAWS 
POWER  PRESSES 
ARBOR  PRESSES 
DRILL  PRESSES 
CUT-OFF  GAUGES 
AIR  COMPRESSORS 
TWIST  DRILLS 
SAW  BLADES 
TAPS  AND  DIES 

Visit  us  af  Booth  No.  48 
at  the  NERSICA  SHOW 

RUDOLF  BASS 

Dept.  B,  173-77  Lafayette  Street 
New  York  13,  N.  Y. 

WA  5-0440 


NEW! 


BELSON  GENUINE 
WROUGHT  IRON  LEGS 


4  SCREWS  PER  LEG 


'/•"  *  I” 

CORNER  PLATE 


ALL  SURFACES 
SHOT  BLASTED 
FREE  OF  SCALE, 
FLUX.  RUST.  ETC. 


PERFECT  R- 


SMOOTH.  MAHE 
BLACK  FINISH 


PRICES  PER  SET  OF  4 
Includin9  ell  necessary  screws 

Bureaus,  Coffee  Cocktail  TV,  Lamp  Dining 
USES  Chests  Tables  Tables  Tables  Tablet 


SIZE  4" 

12" 

14"  22" 

2«" 

STYLE 

Hairpin  S4.TS 

$5»5 

S4  75  S7.45 

sii.n 

Diaqonel  3.TS 

4.7S 

,  5.75 

Also  Bookcases, 

Room 

Dividers  end 

Chairs. 

Saad  for  eemplet*  catalog. 

NORTH  AURORA  4.  ILLINOIS 


Percentage  Figuring  Chart 
For  Profit  and  Loss 


Building  specialty  dealers  and 
manufacturers  often  want  to  figure 
percentage  gains  and  losses.  It  is 
advantageous  to  check  gains  and 
losses  every  once  in  a  while.  So, 
this  chart  was  developed  to  give 
answers  directly  —  without  any 
irksome  longhand  figuring.  Sub¬ 
tractions,  multiplications,  and  di¬ 
visions  are  all  eliminated  by  this 
chart. 


4-  $20» 


Column  A  gives  the  price  paid, 
.say,  for  a  given  quantity  of  build¬ 
ing  .specialties.  All  values  in  that 
column  are  called  “A”  values.  Col¬ 
umn  C  gives  the  price  received  for 
that  article  —  if  it  is  sold.  Those 
values  are  “B”  values.  Thus  for 
example  if  you  pay  $10  for  a  given 
quantity  of  door  hinges  and  sell 
them  for  $80,  connect  those  two 
values  with  a  straightedge  as  indi¬ 
cated  by  the  dotted  line  drawn 


across  the  chart  and  column  B  tells 
you  that  the  gain  is  200  per  cent. 

As  you  will  notice,  if  the  dot¬ 
ted  line  cuts  column  B  below  the 
point  marked  “Zero”,  you  have  a 
loss  in  percentage  instead  of  a 
gain.  Hence  the  “minus  signs”  as 
marked  below  the  zero  point.  Thus 
if  you  pay  $10  for  a  gadget  and 
sell  it  for  $2  to  get  rid  of  it,  as 
often  happens,  the  chart  tells  you 
that  your  loss  is  80  per  cent. 

If  the  cost  is  $1000  and  the  sell¬ 
ing  price  is  $3000  the  same  dotted 
line  across  the  chart  tells  you  that 
the  gain  is  200  per  cent.  The  only 
point  to  watch  is  that  when  you 
add  ciphers,  as  in  this  instance, 
you  must  add  the  same  number  of 
ciphers  to  A  values  as  to  B  values 
and  vice  versa.  Example:  You  pay 
$1000  and  sell  for  $300.  The  chart 
now  shows  the  loss  to  be  70  per 
cent.  Try  it.  Use  the  chart  when¬ 
ever  you  have  a  gain  or  loss  prob¬ 
lem.  You  will  find  it  interesting  — 
a  real  time-saver  —  and  stimulus 
to  doing  a  more  profitable  building 
specialty  business. 


Dealer  Advertising 

{Continued  from  Page  68) 

believe  it.  So  tell  your  story 
straight  and  make  them  believe  it. 
If  you  have  the  habit  of  talking 
straight,  you  will  develop  a  reputa¬ 
tion  accordingly  and  it  will  pay 
off  more  handsomely  than  all  the 
fast  dollars  you  might  make  over 
a  short  haul  on  gimmicky  deals. 
Here’s  how’  to  talk  straight  about 
a  sale:  Tell  them  how  much  they 
can  mve.  Tell  them  how  much  off 
the  usual  price,  what  you  think  it 
would  cost  them  elsewhere,  or  how 
much  more  you  sold  it  for  last 
week  or  la.st  month.  You  can  dram¬ 
atize  the  sale  by  suggesting  some¬ 
thing  worthwhile  they  can  buy 
with  the  money  saved.  (“Buy  your 
storm  windows  now  and  .save  the 
price  of  a  ton  of  coal!”) 

Tell  them  win/  you're  having  a 
sale.  Because  it’s  off  season  and 
you  have  to  move  inventory  or 
have  to  keep  your  men  busy.  Be¬ 
cause  you  get  a  special  buy  from 
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the  manufacturer.  Because  you 
want  to  introduce  a  new  product. 
(“We’ll  take  a  loss  on  the  first  six 
houses  we  put  awnings  on  because 
once  they’re  up  they’re  our  best 
adverti.sement !’’) 

Tell  them  how  long  the  sale  will 
last.  Please,  do  yourself  a  favor 
and  don’t  run  a  one-week  sale  for 
ten  weeks!  And  remember,  a  bona 
fide  .sale  will  increase  your  volume 
for  the  sale  period.  Naturally,  the 
.sales  curve  will  probably  fall  off 
after  such  a  .sale,  but  you  expect 
that. 


(lenerate  Excitement 

And  one  la.st  thing :  If  you  want 
people  to  get  excited  about  a  sale, 
you  have  to  act  excited  about  it. 
U.se  bigger  space  than  usual,  and 
give  enough  space  to  the  details 
of  the  .sale  itself.  Don’t  run  an 
ordinary  ad  with  a  big  w'ord 
“SALE’’  .somewhere  in  it  and 
expect  to  be  swamped. 

2  — ANNOUNCE  A  NEW 
PRODUCT.  Here  again  you  have 
a  real  news  item.  To  make  it  pay 
off,  you  have  to  treat  it  like  news. 
Don’t  .satisfy  your.self  with  putting 
the  word  “NEW”  in  front  of  a 
brand  name.  Tell  how  new  it  is, 
what  is  new  about  it,  how  it  came 
about  (if  you  can),  AND  THEN 
TELL  HOW  IT  CAN  SERVE 
YOUR  CUSTOMERS  AS  NO 
OTHER  PRODUCT  COULD  BE¬ 
FORE.  Explain  and  demonstrate. 
U.se  photos,  diagrams,  charts.  If 
you  w’ant  to  get  double  effect  out 
of  a  new  product,  run  a  preview 
ad  before  it  comes  out,  and  an¬ 
nouncement  ad  when  you  have  it 
to  .show.  This  is  costlier  but  will 
pay  off. 

8  —  SELL  A  STANDARD 
PRODUCT.  This  is  not  news.  But 
it  can  be  informative.  The  one 
major  advantage  you  have  over 
your  prospect  in  any  .selling  situa¬ 
tion  is  that  you  know  more  than 
he  does  about  your  product.  U.se 
this  knowledge  to  advantage.  When 
you  .sell  a  product  give  ’em  lots 
of  information,  and  give  ’em  the 
impression  that  there’s  more  wait¬ 
ing  for  them  when  they  come  in 


COMPLETELY 


ANODIZED 

TRIPLE  CHANNEL 

ALL-EXTRUDED  •  ALUMINUM  COMBINATION 

STORM  WINDOWS 


AND  SCREENS 


•  COMPETITIVELY  PRICED  •  QUALITY 

•  COMPLETELY  INTERLOCKED 

•  BEAUTIFULLY  MITERED  PICTURE 

FRAMES 

•  COMPLETELY  EXTRUDED  (63  ST  5) 

•  COMPLETELY  ANODIZED  AND  HEAT 

TREATED 

•  SUPERBLY  ENGINEERED 

•  ALL  TYPES  OF  INSTALLATION 


WANTED: 

DEALERS  AND  DISTRIBUTORS 
wnte-DURALLOY 

55  DELANCEY  STREET  NEWARK,  N.  J. 


to  .see  you.  Tell  them  how  to  .save 
operating  and  con.struction  costs 
through  the  u.se  of  your  products 
and  services,  and  throw  in  tips  on 
how  to  do  't  in  other  ways  too. 
Tell  them  what  is  .superior  about 
your  product,  and  tell  them  w'hat 
to  look  for  in  general  in  any  such 
product.  In  short,  give  them  a  lot 
of  information,  some  of  which  are 
.sales  points  for  you,  the  rest  of 
which  is  simply  valuable  .service 
to  them.  This  is  the  kind  of  in¬ 


formation  folks  look  for  in  a  news¬ 
paper.  If  you  give  it  to  them,  they 
will  form  the  habit  of  reading  your 
ads,  cutting  them  out  for  their 
friends,  doing  yoin  advertising 
for  ijou! 

4  — LEVEL  OFF  YOUR  SEA¬ 
SONS.  No  doubt  you  have  peak 
.sea.sons  and  slow  ones,  most  deal¬ 
ers  do.  Off-.sea.son  advertising  can 
help  to  counteract  this  problem. 
Either  by  offering  .special  deals, 
{Continued  on  Page  250) 
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AMERICAN  Seaut^  AWNINGS 

The  awnings  you  will  eventually  buy 

All  Aluminum 


World  Premiere  "FLORIDIAN" 

3  in  1 

Decorative  Blinds  —  Jalousie  —  Adjustable  Awning 
To  Beautify  —  For  Protection  —  Sun  Control 
ALL  TYPES  AWNINGS  AND  CANOPIES 
Package  deals  available 
Franchises  Open 
52S  ^  2  Hard  .040  Aluminum 
INFRA-RED  Baked  Colors 


Awnings 

since 

1941 


Branch 

American  Beauty 
Awning  Corp., 
266  Sea  Cliff  Ave., 
Sea  Cliff, 

Long  Island 


CLEVELAND  METAL  AWNING,  Inc, 

MANUFACTURERS 

3201-07  PERKINS  AVE..  CLEVELAND  14.  OHIO  MAin  1-6245 


IF  YOU  WANT  TO  SAVE  $$$ 

. . .  READ  THIS ! 


You  can  buy  all  the  components  for 
storm  windows,  storm  doors,  and  jalousies 
for  less  than  you're  paying  now  —  for  less 
than  it  costs  you  to  manufacture  in  your 
own  plant! 

Use  our  plant  facilities,  our  design  staff, 
and  our  money  saving  production  tech¬ 
niques  for  all  metal  parts.  Minimum  cost 
on  dies  for  standardized  units;  all  dies 
made  in  our  tool  room  for  complete  quality 
control. 

We  know  we  can  save  you  money!  Make 
us  prove  it  —  get  our  quotations  on  any 
stamping,  die  castings,  and  die  work. 

Door  Manufacturers:  corner  keys  our 
specialty  —  write  for  quotation  and  free 
samples. 


J0S<fNHflLL<0. 


3420  Market  St. 
Philadelphia  4,  Pa. 


Dealer  Advertising 

{Continued  from  Page  249) 

or  by  selling  an  off-season  item 
with  an  in-sea.son  one,  you  can 
even  out  your  .sales  picture.  Be 
assured  of  this:  Sales  you  make 
in  the  off-.sea.son  will  not  hurt  your 
in-season  volume  half  as  much  as 
you  will  be  hurting  your  com¬ 
petitor’s  business. 

Sell  Yourself 

5  —  SELL  YOURSELF.  This 
we  have  saved  to  last,  because  if 
you  forget  everything  we’ve  .said 
.so  far  and  remember  this  point  — 
this  article  will  pay  off  for  you. 
The  fir.st  thing  you  do  in  an  ad, 
in  any  .selling  job,  is  to  introduce 
your.self.  If  you  can  sell  yourself 
through  your  advertising,  each 
succeeding  .sale  will  be  easier,  each 
succeeding  ad  will  be  better  read, 
better  believed,  better  rewarded. 
There  are  two  ways  to  sell  your¬ 
self  through  your  newspaper  ads : 
The  fir.st  one  we  have  touched  on 
—  shoot  .straight  with  your  cus¬ 
tomers  and  they’ll  come  straight 
to  you.  The  .second  trick  is  this: 
Shoot  often.  Keep  your  name  be¬ 
fore  your  community’s  eye  all  the 
time.  If  you  have  no  special  bar¬ 
gain  or  .sale,  if  you  have  no  new 
product  to  .sell,  if  you  have  nothing 
in  particular  to  .sell,  KEEP  SELL¬ 
ING  YOURSELF.  We  told  you  in 
last  month’s  article  to  develop  a 
personality  in  your  ads.  In  between 
your  important  ads,  keep  running 
smaller  ads  built  around  this  .same 
per.sonality. 


Weekly  .4d 

Run  a  small  ad  every  week,  if 
you  can  afford  it,  continuity  is 
important.  What  to  put  in  it? 
Why,  little  tips  homeowners  will 
appreciate,  a  slogan  that  reminds 
them  to  come  to  you  with  any  and 
all  building  and  home  improve¬ 
ment  problems,  a  reminder  about 
little  .sea.sonal  chores  that  may  or 
may  not  affect  your  business.  The 
point  is  to  build  good  will,  ju.st 
like  spreading  out  the  red-carpet 
for  a  visiting  dignitary.  When 
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^'MIRACLE 
GRIP" 

PAT.  NO.  2,654.579 
OTHER  PATENTS  PENDING 

NEW 

SERVICES 

OFFERED 

CUSTOM  CUT 
RAILING  —  READY 
FOR  ASSEMBLY. 

MADE  EXACT  TO  DIAGRAM 

AND 

PACKAGED 
STOOP  ENTRANCE 
SECTIONS 


NO  WELD 

ALUMINUM 

RAILING 


WML 

brackets  ^ 

1 


OVERALL 

LENGTH 


YOUR  COST 
PER  PAIR 


NO. 

SPINDLES 


38" 

$29.75 

41" 

$30.75 

44" 

$32.75 

47 '/j" 

$33.75 

50" 

$36.75 

54" 

$37.75 

ALL 

PRICES  SUBJEi 

V CEMENT  PEG 

Stoop  Sections  Complete 
os  Per  Sketch 


ORNAMENTS 
PACKED  SEPARATELY 
SIX  FOR  $9.60 
FLUSH  FLOOR  ANCHORS 
SIX  FOR  $7.50 


TO  10%  DISCOUNT  WHEN  SIX  OR 
MORE  PAIRS  STOOP  SECTIONS  ARE  ORDERED 


THIS  OFFER  AVAILABLE 
WHERE  WE  DO  NOT  HAVE 
AN  EXCLUSIVE 

K.  D.  OUTLET 


CRENENS  ASSOCIATES,  INC. 

184  S.  BRIDGE  STREET 
STRUTHERS.  OHIO 
Phone  YOUNGSTOWN  —  PLaza  5-2033 


REMEMBER  OUR  "MIRACLE  GRIP"  HIGH  SPEED 
METHOD  OF  ASSEMBLY  ELIMINATES  WELDING 


your  important  ads  appear,  they 
will  meet  with  a  receptive  and  in¬ 
terested  audience,  they  will  be 
read,  believed,  and  will  pay  off  for 
you.  The.se  “institutional”  ads  do 
not  fall  into  the  normal  pattern 
of  newspaper  news  and  editorial 
material.  So  keep  them  simple  and 
easy-to-read.  They  are  more  like 
a  signboard  on  a  highway,  and 
should  be  ea.sy  to  read  in  a  matter 
of  .seconds.  One  additional  advant¬ 
age  of  the.se  ads:  They  may  help 
earn  you  a  lower  rate  on  all  your 
advertising,  since  newspapers  give 
di.scounts  for  total  lineage  and 
frequency  as  well.  Your  local  news¬ 
paper  .salesman  will  help  you  figure 
out  the  most  advantageous  rate 
for  you. 

Basic  Jobs 

These  are  the  basic  jobs  you  can 
do  with  your  newspaper  ads.  These 
are  the  basic  rules  to  keep  in  mind 
when  doing  these  jobs.  Don’t  fol¬ 
low  them  blindly.  Use  them  as  a 
guide.  But  don’t  for.sake  them 
unless  you  have  a  pretty  good 
rea.son. 

In  our  next  article  we’ll  discuss 
the  nature  of  Radio  and  Television, 
and  what  advertising  jobs  you  can 
best  do  with  them.  Just  bear  in 
mind  as  we  go  along,  advertising 
is  not  a  bag  of  tricks  —  it  is  a  .set 
of  tools.  When  you  take  the  gim¬ 
micks  out  of  advertising,  you  put 
the  guts  in.  W’e  will  keep  harping 
on  this  point  becau.se  we  feel  very 
strongly  on  the  subject.  Too  few 
dealers  take  advertising  .seriously, 
which  is  why  advertising  remains 
a  mystery  and  never  seems  to  do 
a  job.  On  the  other  hand,  the  sober, 
.sound  approach  has  paid  off  be.st 
so  far. 

Mail  Bag  Dept. 

Don’t  forget  our  Advertising 
Mail  Bag  Dept.  If  you  have  any 
problems  or  que.stions  ju.st  jot 
them  down  on  your  letterhead  and 
mail  them  to: 

Advertising  Mail  Bag  Dept. 

Building  Specialties 
42.>  Fourth  Ave. 

New  York  16,  N.  Y. 


Home  Air  Cooler  Boom 
Seen  In  1954 

Central  system  air  conditioners 
that  cool  an  entire  house  will  be 
installed  in  more  than  120,000 
American  homes  next  year  —  an 
increase  of  140  per  cent  over  195.‘1 
—  a  General  Electric  Co.  spokes¬ 
man  said  recently. 

The  cooling  of  entire  homes  from 
a  central  air  conditioning  plant 
located  in  attic,  utility  room  or 
ba.sement  is  rapidly  shaping  up  as 


“the  biggest  single  market”  in  the 
whole  air  conditioning  field,  said 
S.  J.  Levine,  general  manager  of 
GE’s  home  heating  and  cooling  de¬ 
partment. 

“Sales  of  central  .system  home 
cooling  units  should  pass  tho.se  of 
packaged  cooling  equipment  sold 
for  in.stallation  in  commercial  and 
indu.strial  establishments  in  1954, 
and  by  1955  they  should  overtake 
room  cooler  .sales  in  dollar  vol¬ 
ume,”  he  as.serted. 

{Continued  on  Pnge  252) 
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A  REAL  'CHAMP' 


FHA  Plans  Extensive  Aid 
For  Home  Trade-in  Market 

'  FHA  Administrator  Guy  Holly- 
^  day  is  planning  vigorous  action  to 

i  demolish  the  biggest  obstacle  to 
NAHB’s  trade-in  housing  program 
by  recommending  to  the  next  Con- 
i  gress  that  down  payments  on  old 
buildings  be  made  equal  to  those 
for  new  housing.  At  present  the 
buyer  of  an  old  hou.se  must  pay  at 
lea.st  20%  down  on  a  F'HA  insured 
mortgage,  while  for  a  new  hou.se 
it  is  possible  to  pay  as  little  as  5%. 

Program 


—  in  sales! 

—  in  performance! 

—  in  satisfaction! 

The  Bendix-Champion 

TRIPLE-CHANNEL 

WINDOW 

UP  TO  28  28  GLASS  SIZE 

*1 2^® 

Completely  Assembled 

NOT  KD 

ONE-Piece  WELDED  FRAME 
3-CHANNEL  WINDOW 
BALL-BEARING  ACTION 
GADGET-FREE 

ALL  EXTRUDED  ALUMINUM  63STS 


INSERTS  ADJUSTABLE 
TO  ANY  HEIGHT 
FROM  TOP  OR  BOTTOM 
FOR  EASY  VENTILATION 

m 

ALL  INSERTS  INTERCHANGEABLE 


Bendix  Aluminum  Products.  Co.’^ 

212  WEST  3RD  STREET 
MT.  VERNON,  N.  Y. 

Tel.:  MT.  Vernon  4-5708 

of  the  Bendix-Matter 


In  addition,  Hollyday  has  a 
three-part  program  under  way 
which  could  make  the  trade-in  pro¬ 
gram  the  biggest  aid  to  better 
housing  since  FHA  first  made  vol¬ 
ume  building  possible  through  ad¬ 
vance  commitments.  FHA  will  1) 
stimulate  new  hou.se  sales  by  en¬ 
couraging  families  to  trade  in  old 
houses  for  new,  2)  encourage 
builders  to  get  into  the  profitable 
modernization  busine.s.s  and  3)  en¬ 
courage  builders  to  improve  hous¬ 
ing  everywhere  by  repair  and 
modernization. 

FHA  field  offices  are  encourag¬ 
ing  builders  to  bring  in  .sound  old 
hou.ses  for  modernization  on  a  dual 
commitment  feature;  one  for  the 
house  as  is,  and  another  when 
modernized.  With  dual  commit¬ 
ments  a  builder  knows,  before  he 
makes  improvements,  the  least  he 
could  get  for  the  work:  90%  of 
the  cost  of  modernization.  He  is 
protected  even  if  he  cannot  find  a 
buyer.  Once  he  has  the  commit¬ 
ment,  he  can  borrow  for  improve¬ 
ments.  FHA  machinery  all  over 
the  country  is  now  ready  for  fast¬ 
er,  smoother  trade-ins. 

Old  and  New  Housing 

The  next  step  for  FHA  accord¬ 
ing  to  Hollyday,  “We  should  rec¬ 
ommend  that  Congre.ss  make  it 
po.ssible  to  treat  old  and  new  hous¬ 
ing  more  nearly  alike.” 

The  need  for  modernization  is 
enormous.  Over  half  the  U.  S. 
houses  are  over  35  years  old,  at 
lea.st  3  million  units  are  unfit  for 


human  habitation  and  as  many  as 
6  million  may  be  sub-standard. 

Demand  for  trade-ins  are  influ¬ 
enced  by  these  factors :  four  out  of 
every  ten  new  house  prospects  al¬ 
ready  own  a  home,  family  size  is 
increasing,  forcing  families  to 
move  to  larger  hou.ses;  new  mate¬ 
rials,  equipment  and  new  styles  are 
making  thou.sands  of  families  dis- 
.satisfied  with  their  old  houses.  All 
this  means  that  out-of-date  hou.ses, 
two  bedroom  homes  (4  million 
since  the  war)  and  even  three  bed¬ 
room  houses  are  becoming  inade¬ 
quate.  The  number  of  fourth  chil¬ 
dren  being  born  this  year  exceeds 
1940’s  by  61%. 

Air  Cooler  Boom 

(Cotifinned  from  Page  251) 

To  meet  the  increased  demand 
for  home  cooling  units,  GE’s  1954 
models  —  introduced  today  —  will 
include  installations  that  cool  an 
entire  house  without  using  a  drop 
of  water  as  well  as  space-.saving 
models  designed  for  homes  that 
don’t  have  basements. 

A  “Downflow”  unit  can  be  tuck¬ 
ed  in  a  closet  or  a  corner  of  a 
utility  room,  and  takes  up  no  more 
floor  space  than  is  normally  re¬ 
quired  for  heating  alone,  Levine 
pointed  out.  It  will  save  builders 
$100  worth  of  floor  space  per  house 
as  against  the  cost  of  in.stalling 
conventional  heating  and  cooling 
units  side  by  side,  he  added. 

A  horizontal  cooling  unit  that 
can  be  laid  flat  in  a  “crawl  space” 
or  false  ba.sement,  suspended  from 
the  ceiling  or  placed  in  an  attic 
will  .save  $200  worth  of  space,  Mr. 
Levine  .said.  In  addition,  GE’s  con¬ 
ventional  “Upflow”  cooling  unit 
designed  for  homes  with  basements 
will  come  in  a  new  and  .smaller 
size  for  the  mass-produced  small 
home  field. 

Mr.  Levine  .said  1954  will  be  the 
bigge.st  year  in  air-conditioning 
history,  with  the  growth  of  the 
market  for  central  home  cooling 
units  the  year’s  most  significant 
trend. 
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Folding  Doors 

(Continued  from  Page  80)  , 

ing  doors  are  often  removed  and  ; 
folding  doors  substituted.  Closets  j 
which  have  a  tendency  to  be  excep-  ' 
tionally  damp  w  ith  the  consequent 
mildewing  of  clothing  may  have 
their  close  fitting  w’ooden  doors 
removed,  and  matchstick  bamboo 
folding  doors  substituted  to  permit 
greater  ventilation. 

There  is,  of  course,  a  great 
variety  of  folding  doors  at  various  , 
price  levels.  The  two  most  familiar  i 
basic  types  are  the  vinyl  plastic 
covered  accordion  fold  doors  and  : 
the  matchstick  bamboo  type.  The 
accordion  type  illu.strated  here  is 
covered  with  a  rough  surfaced 
tough  vinyl  plastic  with  four  inch 
battens  enclosed  in  individual 
pockets  that  run  the  entire  vertical 
length  of  the  door.  The  battens 
are  of  a  special  composition  wood 
treated  to  prevent  mildew  and 
warping.  In  effect,  this  provides 
a  “solid  core”  folding  door. 

Metal  Track 

The  door  is  hung  from  a  metal 
track  in  which  silent  self-lubricat¬ 
ing  nylon  slides  operate.  A  pat-  i 
ented  spacer  regulates  the  opening 
of  each  fold. 

Installation  is  wonderfully 
simple.  The  slides  are  inserted  in 
the  track  which  is  then  simply 
screwed  to  the  top  of  the  doorway.  ' 
The  same  procedure  is  followed 
when  this  type  of  folding  door  is 
used  as  a  room  divider,  except  that 
the  track  lengths  are  screwed  to 
the  ceiling. 

The  bamboo  matchstick  folding  | 
door  presents  the  appearance  of  a 
woven  drapery  and  can  be  used 
not  only  in  doorways  and  for 
closet  doors  where  ventilation  is 
necessary  and  as  room  dividers, 
but  also  as  window  drapes.  They 
are  particularly  effective  when 
used  before  large  window  walls  or 
picture  windows  as  a  protection 
against  excessive  sunlight.  At  the 

(Continued  on  Page  254) 


LISCO 


Line 

"Equal  to  the  BEST; 

Better  than  the  REST" 

NOW,  after  8  YEARS  of  successful 
manufacturing  LISCO  begins  to 
Advertise. 

WHY?  Because  increased  manufac¬ 
turing  facilities  along  with  capable 
personnel  permits  us  to  SEEK  quali¬ 
fied  OUT-OF-TOWN  distribution. 


(All  LISCO  Products  Are 


LISCO  has  no  select  ''deal"  or  ri¬ 
diculous  price  to  offer  the  prospec¬ 
tive  distributor.  We  expressly  feel, 
our  products  merits  should  be  seen 
and  not  just  printed  about.  We 
have  just  a  downright  good  product 
that  has  been  accepted  and  sold  for 
the  past  8  YEARS  and  which  will 
continue  to  sell  for  years  to  come. 

Our  products,  we  know,  are  only  as 
good  as  the  people  that  make  them, 
just  as  our  success,  as  progressive 
as  the  people  that  distribute  them. 
IF  you  feel  the  same  about  your 
organization  then  you  should  con¬ 
sult  LISCO,  for  together,  as  a  TEAM, 
we  could  go  far. 

Write-Wire-Phone  to  see  us  or  have 
our  sales  engineer  call  upon  you 
and  personally  show  you  Lisco's 
fine  products. 

100%  Extruded  Sections) 


LISCO  PRODUCTS,  i„c 

179  Liberty  Ave.,  Mineola,  N.  Y. 

Phones:  GARDEN  CITY  3-1390,  7-6965-66 
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Whitey  Says:  “See  me  at 
Booth  6-M  at  the 
Nersica  Exposition.” 


Find  out  how  your  firm  can 

Save  at  least 
^17  per  worker 
a  year 

by  renting  work  uniforms 
instead  of  buying  them! 


"Whitey”  is  waiting  to  greet  you 
in  person  at  the  Nersica  Exposition, 
March  22,  23  iind  24. 

His  tips  on  saving  money 
by  renting  work  uniforms 
instead  of  buying  and  fussing 
with  them  yourself  will  more  than 
pay  for  your  convention  visit. 

INSTITUTE  OF 

INDUSTRIAL 

LAUNDERERS 

1627  K  Sf.,  N.W.,  Washington  6.  D.  C. 


at  last . . . 

Top  Quality  at  a  Price! 

GEM-ALUM 

triple  track  window 

Offers  Exclusive 

K.  D.  PROGRAM 

AT  A 

LOW  INVESTMENT 

GENERAL  ALUMINUM  PRODUCTS  (ORP. 

3949  S.  FEDERAL  ST.  CHICAGO  9,  ILLINOIS 


—  Phone  — 

Name 

KENWOOD 

Street 

8-5533 

City  . 

Folding  Doors 

{Continued  from  Page  253) 

same  time,  they  do  not  have  the 
,  black-out  effect  of  window  shades, 

I  since  they  allow  a  certain  amount 
of  light  to  filter  between  the  bam¬ 
boo  sticks. 

The  installation  methods  are  the 
same  as  previously  mentioned  for 
the  accordion  fold  door  and  there 
is  no  need  for  furring,  trim,  rough¬ 
ing  or  extra  hardware. 

From  the  point  of  view  of  the 
specialty  dealer  the.se  types  of 
doors  are  ideal  extra  products  to 
round  out  a  full  line  of  home 
improvement  items.  In  areas  where 
competition  is  .so  intense  that  .sales¬ 
men  find  it  very  difiicult  to  get  to 
.see  the  housewife,  this  type  of 
product  is  an  excellent  door  opener. 
It  has  the  element  of  color  which 
is  attractive  to  women,  and  be- 
I  cau.se  of  its  moderate  costs,  the 
housewife  is  less  likely  to  hesitate 
about  committing  her  husband  to 
an  evening  appointment.  Once  the 
salesman  has  .sold  a  folding  door, 
he  is  of  course  in  an  excellent  posi¬ 
tion  to  proceed  further  and  di.scuss 
.storm  windows,  awnings,  jalousies, 
etc.  with  the  home  owner.  Some 
.salesmen  like  to  sell  a  folding  door 
and  then  make  an  appointment  to 
come  back  after  installation  in 
order  to  “check  the  installation.” 
This  extra  attention  not  only 
pleases  the  cu.stomer,  but  gives  the 
.salesman  an  opportunity  to  .sell 
other  products.  Other  salesmen 
like  to  add  a  folding  door  to  what¬ 
ever  else  they  have  .sold,  since  this 
makes  the  total  contract  larger, 
with  a  corresponding  increase  in 
their  commission. 

Dealer  Advertising 

Dealer  advertisinj?  should,  of 
‘cour.se,  include  folding  doors  as 
they  can  be  a  very  valuable  source 
of  leads.  Home  owner.s  may  need 
jalousies,  storm  windows,  awnings, 
etc.  and  still  hesitate  to  contact 
dealers  for  the.se  products  on  the 
vague  ground  that  they  might 
“co.st  too  much.”  On  the  other 
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TAKE  THE  STAIRWAY 
TO  HIGH  PROFIT  SALES 

Almost  every  home  owner  wants  more  space.  Profit 
hv  this  great  demand  as  many  other  suppliers  do — 
with  KZ-Wav  Disapfiearing  Stairways.  KZ-W  ay  folding 
and  sliding  units  encourage  home  improvement  plans. 

create  more  sales  and  more  profits  for  you. 

KZ-\X  av  Stairways  turn  waste  attic  areas  into  the 
storage  and  living  space  that  home  owners  want. 
Simple  to  install,  safe  and  easy  to  use.  ready  in 
.seconds!  F.Z-\\  ay  units  disapjM'ar  compactly  into  the 
attic  when  not  in  use  .  .  .  leave  area  under  access 
door  clear  and  free. 

Complete  sales  aids  now  available  make  these 

stairways  easy  to  demonstrate,  easy  to  sell.  KZ-W  a\ 
units  feature  smooth,  halanced  action;  modern 


EZ-Way  duappea^^^^  stairways 


appearance;  sturdy  construction;  premium  materials 
are  used  throughout.  F^-W/ay  satisfies  the  most 
discriminating  buyers-at  a  low,  sales  compelling  price! 
Four  different  models:  3  stairways  and  a  ladder. 

One  or  another  EZ-W^ay  unit  will  meet  any  attic 
access  problem.  All  are  packaged  as  a  COMPLETE 
unit,  ready  to  install — a  big  sales  clincher! 

Take  advantage  of  the  huge  sales  potential  of  a 
nationally  known  product.  Sell  F^Z-W  ay! 

W  rite  today  for  complete  details. 

EZ-WAY  Soles,  Inc. 

Box  300-31,  St.  Paul  Pork,  Minnesota 


hand,  advertisements  of  folding 
doors  which  are  very  moderate  in 
co.st  will  result  not  only  in  more 
sales  of  this  product,  but  will  al.so 
furnish  leads  for  more  expensive 
home  improvements.  All  in  all  the 
low  cost  folding  door  is  a  very 
useful  addition  to  the  dealer’s  line 
of  products  and  can  lead  to  very 
.satisfactory  sales  opportunities. 


Architects  Invite  Trade; 

Set  New  Dates  For  Show 

All  home  builders,  contractors 
and  sub-contractors  in  the  Greater 
New  York  area  will  be  invited 
free  of  charge  to  “Building  Your 
Home,  1954”,  a  public  exhibition 
of  home  building  progress  to  be 
held  in  New’  York  in  May,  Daniel 
Schwartzman,  A. I. A.,  Pre.sident  of 
the  Architectural  League  of  New’ 
York,  announced  today. 

In  a  move  to  provide  the  home 
l)uilding  trades  with  information 
on  late.st  developments  in  modern 
building  materials  and  methods. 
May  27  and  28,  between  9  A.M. 
and  12  noon,  will  be  devoted  ex¬ 
clusively  to  trade  inspection  of  dis¬ 
plays  by  the  industry’s  foremo.st 
manufacturers.  No  registration 
fees  will  be  required. 

Held  in  New  York 

The  exhibition,  to  be  held  at 
the  71.st  Regiment  Armory,  34th 
Street  and  Park  Ave.,  New  York 
(Tty,  will  be  open  to  the  general 
public  daily,  from  May  29  through 
June  6,  betw’een  12  noon  and  10:80 
P.M. 

Leading  manufacturers  of  pan¬ 
eling,  .screening,  plumbing  sup¬ 
plies,  electrical  fixtures,  roofing, 
flooring,  doors,  hardw’are,  air- 
conditioning,  home  appliances,  and 
many  others  are  .sched‘jled  to  di.s- 
play  their  products.  The  Archi¬ 
tectural  League  will  stage  a  large 
educational  exhibit  in  a  cent.^’al 
area  that  w'ill  embrace  the  w’ork 
of  its  members,  including  com¬ 
munity  planning  .solutions  of  typi¬ 
cal  problems  in  residential  archi¬ 
tecture,  landscaping,  and  other 


related  activities. 

“More  information  is  needed  by 
home  builders,  contractors  and  the 
general  public  on  new’  home  build¬ 
ing  materials,”  Mr.  Schwartzman 
stated.  “Building  a  more  efficient 
shelter  is  the  aim  of  all  good  build¬ 
ers.  By  dramatizing  the  use  of 
modern  building  materials  and 
methods,  the  gap  between  manu¬ 
facturers’  re.search  and  develop¬ 
ment  and  builders’  know’-how’  can 
be  bridged.  This  will  result  in  a 


more  efficient  shelter  —  in  terms 
of  both  co.st  and  livability.  The 
League’s  aim  in  spon.soring  “Build¬ 
ing  Your  Home”  is  to  bring  to¬ 
gether  all  participants  in  the  home 
building  indu.stry  —  the  manufac¬ 
turer,  builder,  contractor  and  con¬ 
sumer  —  in  mutual  recogni  ion  of 
the  industry’s  progress.” 

S.  Robert  Elton,  director  of  the 
National  Home  Furnishings  Show, 
will  al.so  direct  “Building  Your 
Home,  1954”. 
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iminediat^ 

delirety... 


Immediate  delivery  on  standard 
Atlas  Rolled  Aluminum  Screen 
Frame  shown  above.  Price  in¬ 
formation  upon  request  Please 
state  quantities  and  lengths 
desired.  Send  today  for  free 
samples. 

FcUSTOM  ROLl  FORMING  ; 

' - j 

In  any  material,  in  any  gauge, 
from  .005  to  .093  —  in  width, 
up  to  13  inches.  Complete  tool 
room  and  slitting  facilities. 


ENGINEERING  COMPANY  INC. 

5100  NORTHWEST  37th  AVENUE 
MIAMI,  FLORIDA 


Personal  Income  Peak  Set 
In  '53  Despite  Year-End  Dip 

The  American  public  had  a  rec¬ 
ord  income  in  1953,  the  Commerce 
Department  said  recently,  despite 
a  dip  in  personal  income  at  the  end 
of  the  year. 

And,  the  department  said,  in 
terms  of  real  spending  power,  as 
well  as  total  dollar  income,  individ¬ 
uals  had  more  than  ever  in  1953, 
despite  continued  price  rises  and 
division  of  the  income  among  a 
bigger  population. 

The  department’s  monthly  report 
on  personal  income  said  that  in 
December  the  annual  rate  of  per- 
.sonal  income  fell  off  about  $1  bil¬ 
lion  to  $285  billion  which  was  $4 
billion  more  than  in  December  a 
year  before.  Personal  income  de¬ 
clined  in  four  out  of  the  last  five 
months  of  1953  after  reaching  an 
annual  rate  peak  of  $287.5  billion 
in  July. 

The  decline  in  personal  income 
followed  clo.sely  the  decline  in  em¬ 
ployment  which  took  place  during 
the  last  half  of  1953.  As  employ¬ 
ment  took  a  sharp  drop  in  January, 
it  appeared  that  personal  income 
probably  fell  again  in  January. 

But  for  1953  as  a  whole,  per- 
.sonal  income  totaled  $284  Va  billion, 
which  was  6  per  cent  more  than  in 
1952  when  personal  income  totaled 
$269'%  billion. 

Spending  Power  Rises 

After  adjustment  for  changes  in 
personal  taxes,  consumer  prices 
and  population,  the  Commerce  De¬ 
partment  said,  real  disposal  per 
capita  income  —  spending  power 
per  man,  woman  and  child  in  the 
nation  —  increased  in  1953  by  3 
per  cent,  as  compared  with  an  in¬ 
crease  of  1  per  cent  in  1952. 

Personal  income  in  1953  was 
$15.8  billion  higher  than  in  1952. 
That  was  about  half  a  billion  dol¬ 
lars  more  than  the  total  increase 
in  1952  but  well  below  the  in- 
crea.ses  in  1951  and  1950  which 
came  to  $27.6  billion  and  $20.8 
billion. 

The  Commerce  Department’s  re¬ 
port  on  personal  income  for  De- 


ceiiiuer  and  for  the  year  1953  gave 
these  other  details: 

Private  industry  wages  and  sal¬ 
aries  in  December  declined  to  an 
annual  rate  of  $163  billion,  about 
$2  billion  less  than  in  November. 
About  three-quarters  of  the  reduc¬ 
tion  reflected  shrinkage  of  manu¬ 
facturing  payrolls,  largely  in  the 
metals  and  machinery  producing 
industries. 

Government  payrolls  changed 
little  from  November  to  December. 

In  1953  as  a  whole,  all  major  in¬ 
come  .segments  showed  gains  over 
1952  except  farm  income. 

Private  wages  and  .salaries  total¬ 
ed  $164  billion  in  1953,  about  8.5 
per  cent  above  1952.  This  reflected 
higher  wage  rates  and  the  ri.se  in 
employment  which  took  place  dur¬ 
ing  the  first  .seven  months  of  the 
year. 


Missouri  Dealer 

{Continued  from  Page  83) 

when  most  families  remain  at 
home  and  the  time  is  late  enough 
to  permit  housewives  to  devote 
their  interest  to  television  and 
early  enough  to  give  them  time  to 
respond  to  the  sponsor’s  invitation 
to  telephone  for  more  information 
on  the  product  and  the  sales  plan. 
For  about  an  hour  after  the  pro¬ 
gram’s  completion,  the  telephone 
responses  kept  five  operators  in 
the  firm’s  offices  busy.  These  are 
girls  who  are  trained  to  take  such 
calls  and  to  handle  the  public  tact¬ 
fully. 

3.  What  style  of  commercial 
produces  this  kind  of  response? 

Copy  used  to  promote  Sunco 
must  meet  definite  requirements 
as  to  content  and  manner  of  pres¬ 
entation.  The  approach  u.sed  on 
TV’  programs  the  company  .spon- 
.sors  might  be  de.scribed  ^s  politely 
conversational ;  it  is  quiet  in  tone, 
casual  and  matter-of-fact  in  pre.s- 
entation  and  free  of  high-pressure 
expressions. 

“We  try  to  .subdue  our  appeal,” 
Mr.  Feder  .says,  “rather  than  to 
make  it  loud  and  forceful.  We 
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.  2irc'  >'oii  :i  .  . 


SMALL 

VEALERl 

OHIO,  l\IIIAI\A.  KKM  LCK\,]1 
ILLINOIS.  U.  VIKCaAIAjj 


^  Regardless  of  the  quantity,  you  can  buy 

1'*^  at  distributor's  prices  —  because  you  buy 


directly  from  the  manufacturer. 


•  Triple  Track 

•  All  Extruded 

•  Interlocking 
meeting  rail 

•  No  Gadgets 

•  Rattle  Proof 


•  Custom  Built 


ALL-ALUMINUM 

TRIPLE-TRACK 

STORM  WINDOWS&SCREENS 


SELFSTORING 


;ihI<»iiiicIccI  .  .  . 
ill  lli€^  liiu  pric'C'.s! 

ARISTO  MFG.  CO.,  INC. 

2644  Colerain  Ave.,  Cincinnati  13,  Ohio 

MUIberry  5111 


want  to  be  proud  of  our  part  in 
any  program  we  sponsor  and 
never  apologetic  for  the  fact  that 
we  have  spoiled  a  good  thing  with 
an  overdone  or  heavily  dramatized 
commercial.  And  we  certainly 
never  make  any  extravagant  claims 
that  will  embarrass  our  salesmen. 
All  we  want  our  TV  or  newspaper 
advertising  to  do  is  to  provide 
leads  for  appointments  and  to 
establish  our  name.  The  quality 
of  our  products  and  the  skill  of 
our  salesmen  wdll  do  the  selling 
job.” 

4.  What  kind  of  men  are  se¬ 
lected  for  the  selling  job?  What 
are  the  company’s  policies  on  rela¬ 
tions  with  the  salesmen? 

Employees 

All  employees  who  represent  the 
Sunco  Company  are  carefully  in¬ 
vestigated  before  they  are  hired. 
The  preferred  age  for  salesmen  is 
twenty-five  to  thirty-five,  although 
older  men  have  been  employed  be- 
cau.se  of  their  qualifications.  Sales¬ 
men  are  paid  on  commi.ssion  wdth 
a  drawing  account. 

The  company  guards  against 
hiring  employees  who.se  interest 
in  their  .selling  jobs  will  be  of 
short  duration.  Married  men  with 
families  are  preferred  and  their 
reputations  as  to  .sales  technique 
are  carefully  inve.stigated.  Mr. 
Seiss  does  not  want  to  hire  any 
.sale.sman  with  a  line  that’s  hard  to 
resist  or  with  a  reputation  for 
producing  a  quick  sale  from  his 
first  contact  with  a  prospect.  He 
wants  a  sales  staff  made  up  of  men 
whose  personalities  wear  well,  who 
w’ill  be  as  likeable  on  follow-up 
and  referral  calls  as  they  are  on 
their  initial  visits  to  a  home. 

When  a  new’  man  is  employed, 
he  is  given  two  weeks’  training  in 
the  factory.  His  instruction  is  di¬ 
rected  by  Rueben  Gordon,  the  sales 
manager,  and  James  Stewart, 
assistant  .sales  manager.  The.se 
men  also  hold  weekly  meetings, 
which  are  actually  round-table 
discussions  allowing  the  salesmen 
to  pre.sent  their  problems  and  to 


exchange  experiences  and  ideas 
that  may  help  to  .solve  them.” 

“We  believe,”  Mr.  Feder  ex¬ 
plains,  “that  we  can  accomplish 
more  by  encouraging  the  salesmen 
to  set  the  tone  for  their  meetings 
than  we  can  by  outlining  .schemes 
to  tea.se  then;,  into  increasing  sales 
or  by  giving  them  pep  talks.  They 
know  they  can  .sell  or  we  wouldn’t 
have  hired  them.  What  they  need 
is  what  w’e  know  to  help  them  use 
the  ability  they  have  to  sell  our 
product.” 


The  .sales  manager  keeps  his 
staff  up-to-date  on  sales  records 
but  he  doesn’t  sponsor  salesman- 
again.st-salesman  conte.sts  or  simi¬ 
lar  plans.  Sunco  repre.sentatives 
are  al.so  relieved  of  the  worry  of 
the  results  that  can  come  from 
door-to-door  canvassing.  W’hen 
the  company  was  fir.st  .started,  that 
method  of  selling  was  u.sed,  but 
since  it  has  been  overused  by  firms 
of  all  types  in  recent  years,  Sunco 
has  dropped  it,  and  Mr.  Feder 
{Continued  on  Paqe  258) 
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Your  PROFITS 
will  be  MOK 

with  . .  • 


flattest 


Nmw  Specialty  On  the  Marknt 

ShoweRites  are  splash  proof  .  .  .  draft- 
free.  Made  of  lustrous,  special  finish 
heavy  extruded  aluminum.  Double  ball 
bearing  roller  doors  for  smooth  glid¬ 
ing.  "Water-seal"  insulated  glass  in 
choice  of  fluted  or  frosted. 


Installed  in  Minutes  With  Only  a  Screwdriver 
No  installation  headaches.  Goes  in  easily, 
quickly.  Fits  any  standard  5'  recessed  tub. 
Also  available  for  4V2'  and  5V2*  tubs. 


Get  in  on  the  ground  floor  on  these  nevv 
and  glamorous  ShoweRite  Glass  Bath  En¬ 
closures.  Priced  way  under  similar  units, 
they  are  a  "Natural"  to  up  your  sales  and 
build  lasting  customer  satisfaction. 


Free  Sales  and  Promotional 
Aids  Available,  Too 


THEODORE  EFRON  I 

1 1  JanitjiiclnriiKi  ^ o.  | 
6434  S.  WENTWORTH  •CHICAGO 
EASTERN  DISTRIBUTOR  Stylon  Company 
Clifton,  N.  J. 


Missouri  Dealer 

{Continued  from  Page  257) 

describes  it  as  “horse-and-buggy 
advertising.” 

Although  many  of  the  best  leads 
come  in  on  Sunday,  the  firm  does 
not  demand  that  salesmen  be  in 
the  ortice  on  that  day.  But  most 
of  them  are  there  because  they 
want  to  be. 

5.  What  type  of  men  are  em¬ 
ployed  for  the  installation  crew? 
What  are  the  policies  governing 
the  relations  between  management 
and  the  installation  employees? 

Men  who  go  into  homes  to  in¬ 
stall  Sunco  products  are  .selected 
very  carefully  for  personality 
traits  that  will  give  them  a  pleas¬ 
ant  attitude  and  a  sen.se  of  respon¬ 
sibility.  When  they  are  employed, 
they  are  told  that  their  relations 
with  the  public  can  be  the  chief 
cause  of  the  succe.ss  of  the  com¬ 
pany’s  advertising  program. 

“We  let  them  know  how  impor¬ 
tant  they  actually  are  in  our  busi¬ 
ness,”  Mr.  Feder  says,  “and  are 
matter-of-fact  about  the  idea  that 
correct  in.stallation,  patience  and 
courtesy  from  installation  men  are 
as  important  as  the  quality  of  the 
product  and  the  attitudes  of  the 
.salesmen.” 

Installation  Men 

In.stallation  men  are  trained  for 
a  month  in  the  factory  under  the 
crew  chief,  who  agrees  with  man¬ 
agement  that  it  takes  about  a  year 
to  make  a  finished  in.stallation  man 
who  can  work  without  supervision 
and  assume  full  responsibility  for 
an  a.ssignment.  The  men  work  in 
pairs  from  a  truck  that  is  equipped 
to  do  a  complete  job. 

After  an  aluminum  .screen  or 
window  installation  has  been  com¬ 
pleted,  the  crew  mu.st  be  sure  that 
the  new’  owner  thoroughly  under¬ 
stands  the  operation  and  care  of 
the  product.  If  additional  instruc¬ 
tion  is  required  later,  the  crew 
chief  or  the  .salesman  w’ho  made 
the  .sales  goes  out  to  help  the 
cu.stomer. 


SBLL  WITH  PRIDE 

THE  BEST  IN  RAILINGS 

aluminum  II  JJ  or  iron 

iwoDITmanni 

America's  foremost  railing  material  gives  you 
the  greatest  competitive  advantage,  and  cus¬ 
tomer  satisfaction.  You  can  sell  full-weight  rail¬ 
ings  of  top  quality  at  popular  prices.  W&M 
offers  a  Dual  line  af  railings  and  columns  in 
aluminum  or  iron.  You  sell  year  around. 

ALUMINUM 

RAILING 

The  big  profits  in  aluminum  railings  are  made 
by  the  dealers  who  sell.  You  buy  W&M  railing 
in  assemblies  ready  to  be  cut  to  fit  each  job,  or, 
you  con  buy  from  nearby  W&M  dealers  the 
railings  ready  to  install.  (Your  competition  from 
other  brands  will  be  small  due  to  the  high  cost 
of  machinery  needed  to  manufacture  aluminum 
railings  competitively.) 

DEALERSHIPS  OPEN 

This  is  a  new  line.  Contact  today,  perhaps 
your  area  is  still  open. 

nationally  advertised 

WOLFE  &  MANN  MFC.  CO. 

BALTIMORE  11,  MARYLAND 


HERE'S  A  SPACE  SAVER 


DISAPPEARING  STAIRWAY 

The  Wel-Bilt  Disappearing  Stairway  is  a  practical 
answer  when  plons  call  for  a  stairway  in  tight 
space — or  when  you  could  design  in  an  extra  room 
overhead  if  you  could  provide  economical  access 
to  it.  Wel-Bilt  folds  away — it  comes  assembled, 
ready  ta  install — FHA  acceptance — strong,  safe, 
efficient. 


w  E  L  -  B  I LT 

write  to:  ** 

PRODUCTS  COMPANY 

P.  O.  Box  95  Memphis,  Tennessee 


258 


MARCH  1954  BUILDING  SPECIALTIES 


here’s  a 
BRAND  NEW 
item  with 
BIG  PROFITS 
for  you 


8'  8" 


The  ail  aluminum  portable 

SUMMER  HOUSE 


with  a  hundred  uses 

Sturdy  octagon  shape  —  choice  of  red,  green  or  yellow 
waterproof  canvas  roof.  The  unit  weighs  only  120  pounds 
and  folds  to  a  compact  10"  x  43"  x  76",  making  it  portable 
for  picnics,  fishing  and  camping  trips.  Easily  assembled  by 
one  person  in  less  than  an  hour.  It  will  accommodate  two 
sleeping  cots  or  several  persons  for  outdoor  dining  or  cards. 
Made  with  heavy  gauge  aluminum  frame  and  screen. 


big  market 


This  Summer  House 
will  draw 
people  to  your 
Home  Show 
Exhihil 


HOME  OWNERS 
TRAILER  PARKS 
APARTMENTS 
RESORTS 
MOTELS 

POOLS  &  BEACHES 


M62 


Dealer’s 


,50  Price  K.D. 

F.O.B.  Detroit 


ORDER  A  SALES  SAMPLE 
$35.00 

GET  COMPLETE  INFORMATION 


ALUMINUM  ENTERPRISES  INC. 


P.  0.  BOX  5004 


DETROIT  36,  MICH. 


“We  never  fail  to  impress  upon 
our  employees  that  the  traininjsr  : 
we  {five  them  in  the  factory  and 
the  on-the-job  supervision  are  our 
way  of  making  good  installation 
men  out  of  them,  but  it  is  their 
careful  instruction  and  polite 
treatment  of  customers  that  can 
assure  their  success  and  ours.  We 
believe  it  is  good  to  let  employees 
on  every  level  of  an  organization 
know  how  important  their  rela¬ 
tions  with  the  public  are  in  the 
overall  success  of  a  business.  Our 
.salesmen  are  our  first  line  of  con¬ 
tact,  the  installation  men  are  the  | 
.second  and  all  of  the  ottice  .staff  ; 
are  the  third.  The  word-of-mouth 
advertising  all  three  lines  attract 
is  as  valuable  as  our  paid-for  TV 
and  newspaper  promotions.’’ 

''Bait"  Advertising 

{Continued  from  Page  82) 

fact  clear.  Many  dealers  feature 
low  prices  legitimately,  and  will 
.sell  and  deliver  the  advertised 
items  promptly.  “But  in  this  field, 
as  in  all  others,  the  cu.stomer  usu¬ 
ally  gets  what  he  pays  for  and  he 
has  every  reason  at  least  to  be 
suspicious  of  the  tactics  of  adver- 
ti.sers  who  continuously  feature 
prices  that  are  one-third  or  one- 
fourth  of  the  usual  .selling  prices 
of  .standard  storm  windows  and 
doors.’’ 

In  order  to  help  the  consumer 
determine  when  a  sensational  low 
priced  adverti.ser  is  engaging  in 
bait  practices,  the  Bureau  booklet 
sugge.sts  that  the  following  tests 
be  applied : 

1.  If  the  advertiser  brings  a 
battered  or  u.sed  .sample  of 
the  advertised  window  or 
door  to  show  you,  along  with 
a  more  expensive  sub.stitute, 
he  is  a  bait  adverti.ser. 


livery  than  for  higher  priced 
items  which  he  shows  you, 
he  is  a  bait  adverti.ser. 

4.  If  he  tells  you  that  financing 
charges  are  higher  than  for 
his  more  expensive  windows, 
he  is  a  bait  advertiser. 


of  basic  facts  the  consumer  should 
remember : 

1.  Know  the  type  of  combina¬ 
tion  window  or  door  that  you 
are  purchasing.  Be  sure  it  is 
what  you  want. 

2.  Be  sure  that  windows  and 


2.  If  he  “knocks”,  disparages 
or  for  any  reason  does  not 
show  you  the  advertised 
item,  he  is  a  bait  adverti.ser. 

8.  If  he  tells  you  that  it  will 
take  much  longer  to  get  de- 


5.  If  you  sign  a  contract  for  the 
adverti.sed  window  and  he 
then  tries  to  sell  you  a  higher 
priced  model,  he  is  a  bait 
advertiser. 

The  booklet  concludes  with  a  li.st 


doors  are, properly  installed. 
Do  not  sign  an  acceptance  or 
completion  certificate  until 
the  job  has  been  completely 
in.stalled. 

(Continued  on  Page  260) 
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the  door  with  more  for 


more  beauty 
more  quality 
note  repeat  sales 
and  better  price! 


the  \00°o  extruded  63ST5  Aluminum  Combination 
Storm  and  Screen  Door 


Precision  Engineered 

Sash  is  rattle-tree,  draft-tree 

Rugged  mitred  sag-proot  construction 

Ribbed  face  —  15/16  —  or  1  inch  smooth  face 

Semi-concealed  stainless  steel  hinges 

Storm  King  Closure  —  Ideal  latch 

Aluminum  and  vinyl  Bottom  Expander  and  Rain 

Sweep 

Glass  replaced  in  a  jitty 
Elmont  is  the  installer's  dream 


SPECIAL 

PLANS 


IMMtDIATt  DELIVIRY 


excLusive  territories  still  available 

for  cosier  soles  and  increased  profits  write  or  visit  our 
expanded  plant: 


I.  Full  KO 

2  Fully  assembled  with  screen, 
without  glass  (lower  freight 
costs) 

3.  Fully  assembled 

Visit  our  Exhibit  ot 

NERSICA 

Convention  &  Exposition 

BOOTH  82 

Hotel  Statler,  New  York 
March  22.  23,  24,  1954 


ElHOm  NANUFAdURING  (0.,  Isc 


S7S  HEMPSTEAD  TURNPIKE,  ELMONT,  NEW  YORK 


FLoroi  Park  40620 


DIES) 

ALUMINUM  EXTRUSION  DIES 
for  all  types  and  sizes 

SATISFACTION  GUARANTEED 


F  ast  Dclr.  r‘i  y  O n ffli  W vek 


AC 


L  O  U  I  S  B  U 


"Bait"  Advertising 

(Continued  from  Page  259) 


3. 


4. 


6. 


7. 


8. 


Get  any  guarantee  in  writing 
writing  and  be  sure  that  you 
understand  its  terms. 

Do  not  deal  with  bait  adver¬ 
tisers. 

Read  before  you  sign  any 
contract  or  order. 

If  you  order  a  particular 
brand  have  the  name  w’ritten 
in  the  contract.  Be  sure  you 
get  what  you  ordered. 

Make  sure  the  dealer’s  name 
and  address  is  on  the  con¬ 
tract. 

Report  any  unfair  business 
practice  to  the  Better  Busi¬ 
ness  Bureau. 

The  new’  booklet  will  be  distri¬ 
buted  through  sources  in  the  in¬ 
dustry  and  is  also  available  direct¬ 
ly  from  the  Bureau  at  a  cost  of 
10  cents  each  to  cover  printing  and 
handling. 


Ornamental  Iron 

(Continued  from  Page  88) 

unit-.sale  is  not  difficult.  In  fact, 
it  is  quite  usual  to  find  the  cus¬ 
tomer  unwilling  to  .settle  for  a 
simple,  straight  iron  post  or  w’ood 
support — particularly  if  the  dealer 
show’s  him  how’  much  more  attrac¬ 
tive  his  car  port,  metal  awning  or 
door  hood  purcha.se  would  be  if 
supported  by  ornamental  iron  col¬ 
umns  or  by  po.sts  treated  in  a  dec¬ 
orative  manner  with  the  addition 
of  graceful  brackets  and  scrolls  or 
pickets  between  flanges. 

Some  of  the  illustrations  accom¬ 
panying  this  article  reveal  how 
easily  a  .straight,  plain  post  —  no 
matter  what  its  application  —  can 
be  tran.sformed  into  a  graceful 
decorative  support  by  the  simple 
easily-in.stalled  addition  of  orna¬ 
mental  brackets  or  base  ornamen¬ 
tation  which  break  the  severe 
.straight  line,  lend  weight  and,  on 
the  whole,  give  a  more  pleasing, 
finished  appearance. 

Posts,  treated  in  this  manner, 
certainlv  answer  the  demand  for 
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FORD 


METAL  MOULDINGS 


AND 

ALUMINUM  EXTRUSIONS 

•  CHANNEL  •  ROD 

•  ANGLES  •  BAR 

•  TRIM 

IMMEDIATE  DELIVERY  FROM  STOCK 

•  EXTRUSIONS  FOR  SCREEN  &  STORM  WINDOWS 

ONE  WEEK  DELIVERY 

WRITE  FOR  NEW  COMPLETE  CATALOGUE 

1.  We  extrude  all  our  aluminum  and  Roll  all  our  stainless 
steel  mouldings. 

2.  Also  stainless  steel  sinktop  mouldings,  sinkrims,  sink 
clamps,  counter  edge  bends. 

FORD  METAL  MOULDING  CO. 

New  York  Office  &  Warehouse:  27-01  Bridge  Plaza  North, 

Long  Island  City,  N.  Y. 

Texas  Office  &  Warehouse:  Childress,  Texas 
Factory  &  Stock:  Louisburg,  N.  C. 

Sales  Offices:  Philadelphia  and  Boston 


a  support  that  is  more  attractive 
than  a  plain,  unadorned  steel  pipe 
or  wood  structure,  yet  is  not  quite 
as  ornate  as  the  conventional  orna¬ 
mental  iron  column.  In  addition  to 
their  use  for  porches,  stoops,  can¬ 
opies,  car  ports,  balconies,  patios 
and  summer  houses,  dealers  are 
finding  that  these  decoratively- 
treated  posts  are  also  selling  for 
interior  home  use,  and  for  sign 
and  lantern  standards  and  mail 
box  stands. 

The  particular  posts  illustrated 
are  of  welded  seam  steel  tubing, 
16  gauge,  2"  diameter,  8'  0"  long. 
They  can  be  easily  cut  to  any 
height  desired. 

The  ornamentation  is  achieved 
with  the  use  of  two  cast  aluminum 
flanges,  514"  square.  The.se  can  be 
placed  at  top,  bottom,  center  or 
top  and  bottom  and  filled  with  dec¬ 
orative  .standard  .scrolls  and  pick¬ 
ets  in  any  design  desired.  Where 
scrolls  or  pickets  are  not  used  at 
top  or  bottom,  a  cast  aluminum 
cap,  flanged  for  attaching  upper 
end,  is  provided.  Self-attaching 
brackets  for  further  ornamenta¬ 
tion  can  be  added.  All  bolts  and 
screws  necessary  for  quick,  easy 
as.sembly  are  furnished  by  the 
manufacturer. 

Hints  to  Salesmen 

{Continued  from  Page  24) 

Lincoln,  though  notified  only  two 
weeks  before  the  Gettysburg  “re¬ 
marks”,  had  al.so  been  a  careful 
student  of  the  ideals  he  presented, 
and  had  given  intensive  prepara¬ 
tion  to  the  brief  speech  of  dedica¬ 
tion. 

*  *  * 

By  thorough  and  meticulous 
preparation  we  avoid  the  pitfall  of 
talking  too  long  on  the  introduc¬ 
tion,  talking  too  long  on  the  first 
point,  or  just  talking  tco  long, 
period.  By  organizing  and  practic¬ 
ing  the  presentation  before  deliv¬ 
ery,  we  try  it  out;  see  how  it 
sounds  to  us;  see  how  it  moves  and 
flows;  see  where  the  rough  spots 
are:  see  what  things  in  it  most 


appeal  to  us.  Perhaps  we  can  try 
it  out  on  others.  Patrick  Henry’s 
“Liberty  or  Death”  speech,  at  first 
generally  considered  spontaneous, 
now  is  known  to  have  been  re¬ 
hearsed  for  weeks  to  backwoods 
audiences.  A  speaker  or  a  sales¬ 
man  must  earn  tlie  right  to  speak 
by  comprehensive  and  exhaustive 

preparation. 

*  *  * 

The  technical  points  to  w'atch  in 
rehearsal  are  animation,  direct- 


ne.ss,  and  fluency.  The  Anglo-Saxon 
culture  seems  to  have  been  sup¬ 
pressive  of  natural  animation  and 
enthusiasm  more  so  than  the  Latin 
race,  for  example.  We  stay  too 
close  to  the  center  of  our  tone 
range,  often  using  a  monotone  or 
a  monotonous  sing-song  which 
sounds  recited  and  mechanical.  We 
use  a  special  tone  which  is  not  our 
conversational  voice  at  all.  We  fail 
to  emphasize  the  key  words  in  the 
{Continued  on  Page  263) 
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Profit  for  you,.. 

for  your  customers 

You  can  sell  the  Shelby  444  for  any 
type  screen  door — that's  your  profit. 
Operotion  is  smooth,  quiet,  sure — 
it’s  a  profitable  investment  for  your 
customers. 

Qualify  built — aluminum  barrel — 
heavy  rod — adjustable  closing  speed 
— hold-open  slide. 


THE  SHELBY  SPRING  HINGE  CO. 

SHELBY,  OHIO 

444  DOOR  CLOSER 


Surveys  Show  How  To  Cut  Costs 
of  Office  Work  and  Hike  Output 


To  meet  the  problem  of  rising 
office  costs,  management  is  begin¬ 
ning  to  bring  into  use  new  kinds 
of  wa.ste-elimination  techniques. 
Some  of  the  new  methods  have 
been  borrowed  from  the  factor^', 
where  they  have  been  used  for 
many  years.  Others  have  been  de¬ 
veloped  specifically  for  the  office 
to  correct  a  decline  in  profit  mar¬ 
gins. 

1'he  need  for  more  efficiency  in 
the  office  is  shown  by  the  ri.se  in 
the  office  population.  Fifty  years 
ago,  the  ratio  of  office  workers  to 
factory  workers  was  only  one  to 
25.  Today,  it  is  one  to  four. 

Every  phase  of  office  work  is  be¬ 
ing  surveyed  successfully  in  an 
effort  to  cut  co.sts. 

Time  .study  and  incentives  have 
been  introduced  into  office  work 
at  Pitney-Bowes,  Inc.,  Stamford, 
Conn.,  with  an  increase  in  one 
group’s  efficiency  of  65  to  117  per 
cent  within  a  relatively  short  time. 

Standard  Oil  Co.  of  California 
has  issued  a  booklet  on  work  sim¬ 
plification,  entitled  “More  Profit — 
Less  Paper,’’  designed  to  minimize 
unnecessary  paper  work  and  red 
tape. 

Effective  Letters 

General  Foods  has  issued  a 
handbook,  “Effective  Business  Let¬ 
ters,’’  designed  for  its  key  officials 
IS  well  as  for  stenographers.  The 
aim  of  the  booklet  is  to  make  sure 
that  letters  get  to  the  point  quick¬ 
ly  and  do  a  g{x>d  job  in  the  field  of 
public  relations  for  the  company. 

During  the  la.st  year.  General 
Foods  has  received  reque.sts  for 
3,272  copies  of  the  booklet,  reflect¬ 
ing  widespread  intere.st  in  it  at 
other  companies,  as  well  as  within 
the  General  Foods  organization. 

The  foreword  points  out  that 
I  each  day,  2,500  letters  are  sent  out 


by  General  Foods  central  offices 
alone. 

“Any  one  of  the  hundreds  of 
thousands  of  letters  GF  people 
write  in  a  year  can  add  or  detract 
from  our  valued  reputation,”  the 
booklet  says.  “What  we  say  in  each 
letter  and  how  we  say  it  have  a 
real  effect  on  a  company’s  success.” 

Cut  Costs 

To  cut  down  co.sts  of  duplicating 
.services.  General  Foods  also  pub¬ 
lished  in  its  internal  house  organ, 
“Manpower  Management,”  a  de¬ 
scription  of  seven  different  types 
of  duplicating  proces.ses.  This  sum¬ 
mary  describes  the  cost  and  quality 
of  mimeographing,  multigraphing, 
photo  offset,  etc.,  and  sugge.sts  the 
quantity  obtainable  from  each.  In 
this  way  the  right  method  can  be 
cho.sen  by  those  unfamiliar  with 
the  wide  v'ariety  of  duplicating 
processes  available. 

Such  efficiency  methods  attack 
isolated  segments  of  the  office  cost 
problem.  But  with  profit  margins 
shrinking,  more  companies  are  em¬ 
barking  on  over-all  cost  control 
studies  in  the  office  designed  to 
eliminate  many  wasteful  practices 
at  one  time. 

The  big  ob.stacle  in  connection 
with  such  studies,  according  to 
Robert  Hall,  associate  manager  of 
McKin.sey  &  Co.,  is  getting  man¬ 
agement  to  avoid  rationalization 
and  to  face  up  to  the  fact  that  in¬ 
creased  efficiency  will  often  mean 
letting  some  workers  go,  perhaps 
even  .some  good  workers.  For  that 
reason,  Mr.  Hall  suggests  that 
management  put  someone  in 
charge  of  carrying  the  recom¬ 
mended  co.st-cutting  program  into 
effect  by  a  certain  date. 

Four  steps  should  be  taken  in 
any  survey  designed  to  simplify 
office  work  and  reduce  co.sts,  ac¬ 
cording  to  Mr.  Hall : 
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POPULARLY  PRICEP  FOR  VOLUME 
SALES  ANPBI66ER  PROFITS' 


Clip-On" 
ALUMINUM 

CASEMENT 
SCREENS 

For  all  Residential  Roto 
Metal  Casement  Windows! 


Stock  Sizes: 

2  lights  high 

3  lights  high 

4  lights  high 


165/8"  X  235/8" 

165/8"  X  36" 
165/8"  X  48 V4" 


•  Swivel  clip  hardware  included  with  all 
screens. 

•  Packed  10  to  a  carton. 

•  Clip-on  storm  sashes  for  vented  area 
in  roto  type  metal  casement  available 
in  same  stock  sixes. 

*  Hoppers  available. 


Experience 


1.  Find  out  what  current  office 
procedures  are;  what  the  individ¬ 
ual  office  workers  are  doinjf. 

2.  Eliminate  all  procedures  the 
value  of  which  cannot  be  definitely 
proven. 

,‘k  Procedure.s  which  cannot  be 
eliminated  should  be  simplified. 

4.  Individual  productivity  should 
be  stepped  up  by  setting  work 
standards,  by  requiring  produc¬ 
tivity  reports,  etc. 

In  many  ca.ses,  a  cost-cutting 
survey  shows  that  certain  paper 
work  that  is  performed  regularly 
was  never  authorized,  or  if  author¬ 
ized,  was  ordered  discontinued. 

Job  turnover  frequently  results 
in  failure  to  carry  out  orders  to 
discontinue  paper  work.  The  new 
worker  often  has  not  received  the 
instructions. 

Unless  office  procedures  are  can- 
va.ssed  regularly,  iiorfectionists 
will  con.stantly  create  new,  unnec- 
es.sary  jobs  by  changing  old 
methods  so  that  paper  work  is  per¬ 
formed  "more  thoroughly.”  Often 
such  changes  will  not  contribute  in 
any  way  to  increased  profits,  but 
on  the  other  hand  will  add  costs, 
delay  deliveries  of  orders,  etc. 

It  is  becoming  recognized  that 
frequently  work  simplication  does 
not  go  far  enough — that  what  is 
actually  needed  is  the  elimination 
of  a  certain  procedures  rather  than 
the  .streamlining  of  it. 

Hints  to  Salesmen 

{Continued  front  Puf/e  261) 

sentence;  fail  to  give  them  their 
proper  color;  fail,  in  brief,  to  let 
them  say  what  they  really  mean. 
Lack  of  enthusiasm  and  sparkle 
can  lose  an  audience  or  a  .sale. 

*  *  * 

Directness  is  important  because 
the  audience  or  listener  feels  in¬ 
cluded.  In  a  conversation  we  look 
into  the  eyes  of  the  persons  to 
whom  we  are  talking.  We  seldom 
think  about  it.  It  comes  to  us 
naturally  to  do  this.  It  should  be 


so  in  the  public  speech  or  sales- 
talk.  Don’t  look  at  the  ceiling,  oil' 
to  the  side,  or  down  at  your  notes 
or  your  feet.  Look  at  the  listener. 

Fluency  simply  means  one 
smooth  sentence  after  another. 
The  commone.st  enemy  of  the 
smooth  speech  is  the  “ah”.  The 
“ah”  is  prompted  by  the  sub-con¬ 
scious  mind  in  the  earnest  but 
mistaken  thought  that  fluency  con¬ 
sists  in  continuous  sound,  .so  that 
when  the  speaker  is  at  a  loss  for 


words,  he  substitutes  an  “ah”.  This 
is  distracting  to  the  listener  and 
achieves  the  exact  opposite  intend¬ 
ed  by  the  sub-conscious. 

*  *  * 

Hesftation  may  appear  in  an¬ 
other  fa.shion,  grouping  i)hra.s€.s 
unnaturally,  in.stead  of  obeying 
punctuation  marks  in  speaking. 
The  speach  comes  out  in  jerks, 
such  as;  “I  find  my.self  .  .  .  greatly 
disturbed  .  .  .  about  the  failure  .  .  . 

{Continned  on  Page  264) 
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liCDERMOTT 

METALS 

serving  industry 


AlUMINUM 


EXTRUSIONS. 


^ .  — v;  •  I  ■  ••  II 

for-aneyer«  Widening 
circle  of  uses 


...thousands  of  products  con  be  pro* 
duced  faster,  cheaper  and  better  in 
volume  by  using  aluminum  extrusions. 
We  solicit  your  inquiries  for  technical 
design  data,  and  recommendations  on 
the  practical  and  profitable  use  of  extru* 
sions,  in  structural,  architectural  and 
decorative  shapes,  for  interior  and 
exterior  construction  and  product 
manufacture. 


SEND  FOR  FREE  DATA  FOLDER 


MCDERMOTT  METALS 

TIOGA  t  EDGEMONT  STS.,  PHILA.  34,  PA. 


Hints  to  Salesmen 

{Continued  from  Page  263) 

of  many  American.s  ...  to  exercise 
the  privilej?e  ...  of  casting  a  bal¬ 
lot.”  A  pause  in  this  sentence  just 
after  “Americans”  would  be  ef¬ 
fective  in  terms  of  emphasis  on  the 
final  clause,  but  pauses  in  five 
places  make  a  jerky  delivery  here. 
Hasitation  may  come  from  lack  of 
preparation  also.  The  longer  we 
study  and  the  more  we  rehearse 
the  speech,  the  less  likely  we  are  to 
hesitate  for  words  and  ideas. 

If  then,  you  are  sold  on  your 
product  and  .service,  if  you  have 
prepared  even  more  carefully  than 
you  think  you  need  to,  if  you  are 
animated,  direct,  fluent,  friendly, 
and  natural,  you  should  TALK 
BETTER,  SELL  MORE,  AND 
PROFIT  MOST. 

— Fred  Stripp  in  Ncrsica 
Business  Bulletin,  Dec.  l95o 


New  Products 

{Continued  from  Page  210) 

Adaptable  Calking 
For  Many  Uses 

Generous  free  samples  of 
Lastikalk,  the  quality  calking  and 
,  pointing  compound,  are  available 
I  to  readers  of  this  publication.  Re- 
1  quests,  on  company,  letterhead, 
I  should  be  addressed  to  Lastik 
i  Products  Company,  Iroquois  Bldg., 
'  Pittsburgh,  Pennsylvania. 

!  Adaptability  is  an  outstanding 
j  feature  of  Lastikalk.  It  is  avail¬ 
able  in  both  standard  and  special 
colors  to  match  any  surface.  An 
exclusive  formula,  developed 
through  intensive  scientific  re¬ 
search,  prevents  staining.  Lasu- 
!  kalk  even  adapts  itself  to  the 
I  building  material,  as  it  stretches 
and  shrinks  as  the  building  ex¬ 
pands  and  contracts.  It  may  be 
used  on  wood,  brick,  stone,  stucco, 

I  glass,  and  concrete  and  is  wideiy 
I  used  for  various  types  of  struc- 
I  tures,  both  old  and  new.  It  has 
been  used  with  satisfaction  for 


DISTRIBUTORS 

DEALERS 

Two  New  Profit  Makers 
It  Floats 

The  latest  aluminum  horizontally 
sliding  combination  unit  for  sliding 
aluminum  windows. 

The  Master  Frame  is  Spring  Load¬ 
ed  and  adjusts  automatically  to 
variations  in  the  prime  window 
wood  surrounds. 


TYPE  3921  . $10.00 


EXTRUDED  ALUMINUM  WICKET  TYPE 
STDRM  WINDDWS 

The  most  practical  and  economical 
storm  window  for  Simplex  and  Pro¬ 
jected  Casement  Windows.  Made 
with  built-in  Vent  Door  for  access 
to  locking  handies. 


TYPE  2423  Mod . $11.50 


STEEL  WINDOW  PRODUaS  CO. 

550  NASSAU  ROAD 

Roosevelt,  L.  I.,  N.  Y. 
Freeport  9-3401 


K.D.  OPERATORS  — 
DEALERS  FOR  THE 
NEW  ENGLAND  AREA 


NO  GIMMICKS  HERE 
Quality  and  Price  too 


O 


o 


Just  the  finest  opportunity  avail¬ 
able  to  manufacture  Aluminum 
Storm  Windows  today.  You  work 
from  lineal  feet  and  save  $$  with 
no  large  inventories  required. 
$3DD  investment  puts  you  in 
business. 

We  offer  you:  Immediate  deliv¬ 
ery,  Quality  material  and  Effi¬ 
cient  service.  Fine  K.D.-Distribu- 
tor  and  Dealer  territories  avail¬ 
able  for  Me.,  VL,  N.  H.,  R.  I., 
Conn,  and  western  Mass. 

Be  from  Missouri.  Jump  on  the 
Bandwagon  and  see  for  yourself. 
Act  now  before  it’s  too  late,  for 
time  is  important. 

Write  —  Wire  today 


F  &  F  SALES 

118  Magazine  Street 
Cambridge,  Mass. 
University  4-6451 
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distributors— dealers 


LOOK  NO  FVBTOER 

FOR  '54's  MOST  ADVANCED 
DESIGN  COMBINATON  WINDOW 

WARREN  HAS  IT! 

Warren,  manufacturers  of  the  famous  Triple- 
Track  window  has  now  in  production  an  all 
extruded  aluminum  combination  window  of 

2  TRACK  DESIGN  —  Triple-Action  Operation 

Without  gimmicks  of  an/  kind.  For  Blind  Stop 
installation.  With  all  the  sales-making  con¬ 
sumer  wanted  features  ...  at  a  competitive 
price,  too! 

IMMEDIATE  DELIVERY— TERRITORIES  AVAILABLE 

TODAY  —  Write,  wire,  phone  for  full  profit  details. 

WARREN 

ALUMINUM  PRODUCTS  CO. 

2501  Parkman  Rd.  Extension 
P.O.  Box  1248,  Warren,  Ohio 
Warren  5-1805 


homes,  factories,  warehouses, 
jfreenhouses,  and  garages. 

In  addition,  Lastikalk  is  easy  to 
apply,  by  knife  or  gun.  It  is  avail¬ 
able  in  one  gallon  cans,  five  gallon 
pails,  drums  and  cartridges,  to 
suit  the  needs  of  individual  users, 

*  *  sK 

Aramco  Aluminum  Blinds 
Go  National 

Mr.  Earl  Milam,  President  of 
the  Acme  Roofing  and  Manufac¬ 
turing  Company,  Galveston,  Texas, 
announces  the  expansion  of  dis¬ 
tribution  of  Aramco  Aluminum 
Blinds.  According  to  Mr.  Milam, 
Aramco  Blinds  were  formerly 
available  only  in  the  Southwest 
but  plant  production  has  been  ex¬ 
panded  and  increased  to  the  point 
where  dealers  across  the  United 
States  can  now  be  supplied. 

Aramco  Blinds  are  custom  made 
for  every  conceivable  building 
opening,  windows,  porches,  doors, 
etc.  Being  made  entirely  of  alumi¬ 
num,  the  blinds  will  not  rust,  rot 
or  fade  which  makes  them  ea.sy  to 
clean  and  requires  no  maintenance. 
They  are  available  in  a  choice  of 
colors  or  natural  finish.  Two  out¬ 
standing  features  of  Aramco 
Blinds  are  the  exclusive  worm  gear 
operator  which  locks  in  any  posi¬ 
tion  and  the  reinforced  criss  cross¬ 
ed  blade ;  also  installation  has  been 
considered  by  making  the  blinds 
purposely  simple  and  easy  to  at¬ 
tach  to  construction. 

Acme  Roofing  &  Mfg.  Co.,  Dept. 
BS,  5101  Broadway,  Galveston, 
Texas. 

4:  i|c  ^ 

Aluminum  Window  Data 
in  New  Folder 

New  folder  illustrates  and  de¬ 
scribes  design  and  construction 
features  of  PER-FIT  and  BEST- 
VENT  aluminum  windows.  Tabu¬ 
lar  material  includes  sizes  in  which 
each  window  is  available,  together 
with  inside  rough  opening,  outside 
finished  opening,  glass  area'  and 
ventilating  area  for  each  size.  Also 
included  is  data  on  picture  window 
units  available  for  both  PER-FIT 


and  BEST-VENT  windows,  mun- 
tin  arrangements  and  mullion  de¬ 
tails.  PER-FIT  Products  Corpora¬ 
tion,  Dept.  BS,  1216  E.  52nd  St., 

Indianapolis  5,  Indiana. 

*  *  * 

New  Home  Idea  Book  ^ 
Available 

An  idea  book  having  more  than 
50  specific  suggestions  for  homes 
new  or  old  gives  information  on 
the  many  ways  Masonite  Presd- 
wood,  the  all -wood  hardboard 


panel,  may  be  used  in  home  build¬ 
ing  and  modernization.  These 
range  from  a  sewing-storage  wall 
to  snag-proof  drawers  and  from  a 
built-in  breakfast  nook  to  a  recrea¬ 
tion  room.  For  several  of  the 
projects,  free  plans  are  offered. 
Heavily  -  illu.strated,  the  24  -  page 
book  may  be  obtained  by  remitting 
10  cents  to  the  Home  Service 
Bureau,  Suite  2039,  111  West 
Washington  St.,  Chicago  2,  HI., 
and  requesting  the  “idea  book.” 
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B.  S.  Reportei 


(Contimied  from  Page  136) 


EVERY  DAY 


,..IF  YOU’RE  NOT  USING  FERRY 
STAINLCSS  STECL  SCREWS  FOR 
ASSEMBLY  AND  INSTALLA¬ 
TION  OF  AWNINGS,  COMBI¬ 
NATION  DOORS,  WINDOWS, 
JALOUSIES,  ENCLOSURES. 


Horry  H.  Wolfe 


Emerald  Expands  and  further  stated  that,  “The  Stormas- 

Announces  Additional  Product  t^r  door,  two  lite,  two  screen,  with 

Mr.  Harry  H.  Wolfe  and  Mr.  its  full  1-1  16"  all  extruded  alumi- 
Hyman  Zipin  co-owners  of  Emer-  num  frame,  not  only  has  terrific, 
aid  Aluminum  Products  Company  ‘Eye  Appeal’  but  durability,  and  is 
of  Philadelphia,  Pa.  manufacturers  a  Kenuine  quality  product.” 
of  the  Stormaster  triple  track  win-  Emerald  will  service  dealers  in 
dow  announces  the  addition  of  two  Pennsylvania,  New  Jersey  and 
more  lines  and  an  expansion  in  its  Delaware, 
floor  manufacturing  area  that  will 

more  than  double  their  pre.sent  *  *  * 

area. 

Paul  H.  Levy,  sales  manager  for  Ornamental  Iron  Prod.  Co. 
Emerald  says,  “The  revolutionary  Sees  Remodeling  Trend 
new  Stormaster  two  track,  will  be  The  bipr  trend  in  1954  is  towards 
a  tremendous  innovation  in  the  two  home  remodeling,  according  to 
track  field  and  will  .send  .sales  to  William  H.  Thomp.son,  .sales  man- 
unprecedented  heights”.  Mr.  Levy  (Continued  on  Page  268) 


Ferry  Stainless  Steel  Sheet 
Metal  Screws  are  HARDER 
—  slots  or  recesses  will  not 
rout  out,  heads  will  not 
breakofi.shankswillnot  <8 
bend.  Drive  themFAST  ^ 
and  HARD  —  to  save 
time  on  every  job, 
every  day. 


^  Ferry  Stainless  Steel 
•,  Screws  will  never  rust, 
never  corrode  .  .  . 

(  always  bright  and 
,  shining  as  new  ! 

I  Will  not  "bleed”. 

I 

[  Permanently  protect 
(  the  APPEARANCE  of 
\  your  jobs. 


1  world's  leading  producer 
/  of  stainless  steel  screws, 

'  furnishes  them  in  > 

■  No.  430,  No.  410  ^ 

(  BRIGHT  HARDENED 
j  and  in  No.  304  Stainless. 


)  BY  THE  CASE  or 
^  BY  THE  CARLOAD, 
)  GROSS  PACKED  or 
IN  BULK.  WRITE 
;  FOR  CATALOG 
'  AND  PRICE  SHEET. 


SCREW  PRODUCTS,^ 

ith  Road,  Brookpark, 
ivaland  30,  Ohio 


Shown  above  is  o  port  of  the  interested  crowd  that  gathered  before  the  display  of 
Arrow  Metal  Products  Co.,  at  the  National  Metal  Awning  Association  convention  held 
January  18-20  in  Jacksonville,  Florida.  Arrow  Metal  Products  Co.  is  located  in  Haskell, 
N.  J.  and  manufactures  coated  aluminum  coil  stock  for  metal  awnings. 
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(9th}  Edition 

Roofing,  Siding 

and  Building 

Specialties  Manual 

The  only  reference  volume  of  its  kind  in  this 
field.  So  vcduoble  that  many  roofing  contractors 
and  building  specialty  dealers  order  copies  for 
every  one  of  their  key  men.  The  MANUAL  is  full 
of  up-to-the-minute  data  that  con  help  you 
dozens  of  ways  to  make  more  money. 

Readers  rave  about  the  MANUAL.  Here's  a  few 
quotes  from  letters:  "A  valuable  book  for  any¬ 
one  in  the  business."  .  .  .  "Your  publication  has 
helped  us  a  great  deal."  ...  "I  wouldn't  be  with¬ 
out  it."  .  .  .  "We  want  every  one  of  our  men  to 
have  a  copy." 

WRITE  FOR 
YOUR  COPY 
TODAY! 

Don't  Miss  These  Important 

Articles  in  the  1954  Edition: 

•k  ARTtCLES  ON  SUCH  DIVERSE  AND  IMPOR¬ 
TANT  TOPICS  AS  MANAGEMENT,  RECORD 
KEEPING.  NEW  TOOLS  AND  PRODUCTS. 

★  COMPLETE  DISCUSSION  OF  SUCH  SPECIALTY 
ITEMS  AS  COMBINATION  WINDOWS.  ALUMI¬ 
NUM  AWNINGS,  JALOUSIES,  PLASTIC  TILE. 

★  COMPLETE  SECTIONS  ON  SELLING.  TRAIN¬ 
ING  SALESMEN,  ADVERTISING,  BUILDING 
YOUR  VOLUME,  etc. 

★  COMPLETE  SECTIONS  ON  BUILT  UP  ROOFING, 

SIDING.  STEEP  ROOFING,  METAL  ROOFING, 
WATERPROOFING,  ETC.,  INCLUDING  THE 
LATEST  APPLICATION  TECHNIQUES. 


ISO  pages  crammed  full  of  valuable  infor¬ 
mation  on  EVERY  phase  of  your  business. 
Every  contractor  and  dealer  will  wont 
copies  to  help  him  make  more  money. 


3^ 


Undi 


BUILDING  SPECIALTIES  A 
HOME  IMPROVEMENT  DEALER 
425 — 4th  Ave..  N.  Y.  16.  N.  Y. 

Please  send  me.... copies  of  the  MANUAL 

NAME  . TITLE  . 

COMPANY  . 


ADDRESS 


EVERY  METAL  AWNINC  INSTALLER 
SHOULD  HAVE  THIS  HANDY  TOOL 

A  Temporary  Telescoping  Support  Tube  That 
Will  Speed  Up  Your  Metal  Awning  Installa¬ 
tions. 

Erect  Your  Awnings  With  Awning  Jacks.  Make 
All  Adjustments  For  Proper  Position,  Level, 
Height,  Etc. — Then  Cut  Your  Permanent  Sup¬ 
port  Tubes  or  Pipes  to  Exact  Measurements. 
Awning  Jack  Will  Speed  Up  Your  Installation. 


WRITE  FOR 
BULLETIN  ON 
OUR  METAL 
AWNING 
HARDWARE 


ORDER  TODAY 

Shipped  in  Standard 
Carton  of  3 

$4.75  Ea.  Jack 

F.O.B.  Pittsburgh, 
Pa. 


\.  ■  ■  ■ 


^  ’  OISTRIBOTfD  ^ 

Hadco  Aluminum  Products  Co. 

501  PRESSLEY  ST.,  PITTSBURGH  12,  PA 

Phone  FAirtoi  21648 


<St  Home  Improvement  Dealer 


267 


I 


iVEW  4Ll/i?f fiVEiff 
JALOUStE  DOORS 


•  Security  Key  Lock 

•  Rattle  Proof  Glass  Grips 

•  Stainless  Steel  Hinges 

•  Roto  Operator 

•  Recessed  Aluminum  Screens 

•  All  Hardware  Included 

•  16  Louvers 


49« 


Di$t  Prices 
Available  on 
Request 


Territories 

OPEN 


ROYAL  JALOUSIE  CO.  of  N.  Y. 

489  HEMPSTEAD  TURNPIKE 
W.  HEMPSTEAD,  N.  Y. 

HE  2-2968 


DEALERS  -  -  -  - 
TOP  VENTILATION! 


TOP  SCREEN 
OPERATES 
AUTOMATICALLY 
WITH  USE  OF 
STORM  SASH 

ALL  BUILT 
IN  TO  A 
TRIPLE  TRACK 
EXTRUDED 
ALUMINUM 
WINDOW 


EXCLUSIVE 

WITH 


Duo-Vlent 


Patent  pending 

STORM  &  SCREEN  WINDOWS 
ONLY  WINDOW  OF  ITS  KIND 

NO  COMPETITION! 

WRITE  NOW  FOR  PRICES,  SAMPLE, 
DETAILS  ON 

FRANCHISED  DEALERSHIPS 
VALUABLE  EXCLUSIVE 
TERRITORIES  AVAILABLE 

ALUMINUM  WINDOW  DIVISION 

VOLCANO  BURNER  CORP. 

3612  E.  Tremont  Ave.,  N.  Y.  61.  N.  Y. 


B.  S.  Reporter 
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a^er  of  the  Ornamental  Iron  Prod¬ 
ucts  Co.,  Memphis,  Tenn. 

Because  of  this.  Ornamental 
Iron  Products  Co.  has  an  aggres¬ 
sive  coast-to-coast  campaign  under 
way  to  promote  the  use  of  orna¬ 
mental  iron  columns,  grilles  and 
railing  in  the  remodeling  and  im¬ 
proving  of  homes. 

“More  than  4|2-million  low- 
priced  homes  were  built  in  the  last 
10  years  w'hich  had  no  protective 
cover  over  the  front,  side  and  back 
;  doors,”  Mr.  Thomp.son  pointed  out. 
“Our  company  has  designed  new 
ornamental  iron  columns  and  grilles 
which,  combined  with  a  protective 
covering  over  a  door  entrance,  add 
much  to  the  beauty  of  a  home  and 
does  so  at  low  cost.” 

Mass  production  and  distribu¬ 
tion  of  ornamental  iron  has  effect¬ 
ed  a  number  of  advantages  in  the 
home  improvement  industry,  ac¬ 
cording  to  Mr.  Thompson.  He  said 
that  it  is  now  possible  to  offer 
stock  merchandise  that  is  quick  to 
deliver  and  easy  to  install.  In  addi¬ 
tion,  it  is  easily  inventoried  and, 
most  important,  ornamental  iron 
is  a  high  profit  item. 

“The  dealer  who  is  on  his  toes 
is  going  to  capitalize  in  1954 
on  the  remodeling  market,”  Mr. 
Thompson  predicted.  “Many  out¬ 
lets  which  never  have  handled 
ornamental  iron  are  going  to  get 
into  the  business  and  make  some 
money.” 

“Too  many  home  improvement 
dealers  are  under  the  impression 
that  ornamental  iron  is  a  high  cost 
item,”  the  sales  manager  said. 
“Actually  ornamental  iron  costs  no 
more  than  other  building  materials 
and  it  has  the  advantage  of  being 
permanent.” 

The  iron  company  executive 
pointed  out  that  ornamental  iron 
is  being  used  in  all  sections  of  the 
country  on  all  types  of  homes.  He 
said  that  the  potential  in  just  the 
remodeling  market  is  tremendous 
in  every  state  in  the  nation.  New 


CueStm-Maok 

ALUMINUM 

BLINDS 

For  Windotr*,  Doom 
.  .  and  Porche* 


•  •  If^d^*'*** 


Full  Ventilation.  *  * 

Attractive,  Detipned  for 

All  C.limaten 


ACME 


ROOFING  AND 
MANUFACTURING  CO. 

5101  BROADWAY  •  GALVESTON,  TEXAS 


WHY  NOT  SELL  MODERN  RAIL? 

T hilt's  what  people  want! 


Above,  one  style  of  Kleeson's  New  Roiling  & 
Columns  for  Moderns.  Seven  new  designs  soon 
available,  in  "knock-down,"  pre-drilled  units, 
easily  assembled,  perfect  for  do-it-yourself 
market.  Big  demand  for  Modern,  beautifully 
styled  —  with  a  pretty  profit  for  deolers. 


We  also  moke 
»  0  complete  line 

of  popular  best 
selling  Standard 
Styles  in  Stock 
Sizes.  We  sell 
notionally  thru 
y  dealers,  no  di- 
^  rect  -  by  -  moil 
)  '{^buyers.  Your  in¬ 
quiry  is  invited. 


ROBERTSVILLE  1,  OHIO 
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homes  provide  an  additional  mar¬ 
ket  for  the  material. 

*  *  * 


Reynolds  Opens  New 
Aluminum  Reduction 
Plant  in  Arkansas 

Reynolds  Metals  Company's  new 
Robert  P.  Patterson  aluminum 
reduction  plant,  located  near  Ark- 
adelphia,  Arkansas,  now  is  in 
operation,  according  to  an  an¬ 
nouncement  by  J.  Louis  Reynolds, 
the  firm’s  vice-president  in  charge 
of  operations.  The  facility,  named 
in  honor  of  the  late  company  vice- 
president  and  director,  has  an 
annual  rated  capacity  of  110  mil¬ 
lion  pounds  of  virgin  aluminum. 
Completion  of  the  new  plant  is 
another  important  milestone  in  the 
aluminum  industry’s  general  ex¬ 
pansion  program ;  its  operation 
gives  Reynolds  an  annual  produc¬ 
tion  capacity  of  829  million  pounds. 

J.  W.  Hutchison  is  manager  of 
the  new  plant,  which  cost  an  esti¬ 
mated  $34  million.  Its  construction 
was  entirely  privately-financed. 
The  facility,  the  most  modern  of 
its  type,  is  located  on  a  780-acre 
site  south  of  Arkadelphia,  just  off 
U.  S.  Route  67,  the  main  highway 
between  Little  Rock  and  Texar¬ 
kana.  The  “pot  rooms,’’  where 
metallic  aluminum  is  produced,  are 
1827  feet  in  length.  About  400 
workers  will  be  employed  when  the 
plant  reaches  full  production. 

Accessory  operations  include  a 
general  administrative  office,  lab¬ 
oratory,  carbon  electrode  plant, 
auto  storage  facilities,  steam  plant, 
and  other  structures. 

Aluminum,  the  plant’s  end  prod¬ 
uct,  was  used  extensively  in  its 
construction.  Aluminum  siding 
covers  many  of  the  buildings,  and 
aluminum  bus  bar  is  used  for 
transmitting  the  massive  quanti¬ 
ties  of  electricity  to  the  “cells” 
where  the  molten  metal  is  pro¬ 
duced.  To  convert  alternating 
electric  current  into  the  direct 
current  neces.sary  for  the  opera¬ 
tion,  a  high  installation  of  recti- 
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Looking  for  Something 

NEW- but  NEW 
in  Storm  Windows? 

WATCH  for  KOTA’S 

NEW  3  TRACK  WINDOW! 

With  a  brand  new  selling  feature  that  will 
mean  profits  to  you  .  .  . 

KOTA  brings  you  the  newest  news  in  storm 
window  construction.  Our  exclusive  new 
feature  will  put  real  life  in  your  selling  force. 

This  is  no  gadget  —  it’s  NEW  —  it  has  con¬ 
sumer  appeal — with  immediate  profits  for  you. 

Get  the  details  now  —  write  us  today  and  we*ll 
send  you  full  information  by  return  mail. 

North  Country  Rood 
Rocky  Point,  L.  I.,  N.  Y. 
Shorekom  4-2864 


Two  Things  You  Can  Expect  From 
Ardmore  Aluminum  Products  .  .  . 


fst  Speed 
M  kcumcy 


Small  Punch  and  Die  Work  A  Specialty 

Patents  Developed  Experimental  Specialists 

"Prompt  and  courteous  service  assured  on  all  orders" 

ARDMORE  ALUMINUM  PRODUCTS 


10500  Wheatley  Street 


Kensington,  Md. 


Lockwood  4-8525 


&  Home  Improvement  Dealer 
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The  Paleeted* 

Self-Adjusting  Expander  Section 


for  the  bottom  of  all  aluminum 
and  all  U'ood  combination 
doors. 

•  Nothing  mechanical  to  go  out  of 
order.  The  harder  it  blows  the 
tighter  it  fits. 

•  Type  A  is  adaptable  to  all  alumi¬ 
num  doors  of  1/t"  dimension,  using 
an  internal  or  telescoping  type  ex¬ 
pander. 

•  Type  B  is  adaptable  to  oil  other 
doors  of  aluminum,  regardless  of 
dimensions,  that  have  no  expander 
and  use  a  rain  cap  on  the  bottom 
It  is  also  applicable  to  all  wood 
combination  doors. 


Type  B 


U.  S.  Pat  No.  2.GI2.664. 


Type  A 


The  self-adjusting  seal  is  internal  and  cannot  be  seen.  It  in  no  way  hampers  the 
free  operation  of  the  door. 

Weatherlock  will  automatically  seal  bottom  of  door  against  wind,  draft,  driving 
rain  or  snow  and  insects;  automatically  compensates  for  off  level  sills.  Over¬ 
comes  sand  and  gravel  deposits  on  sill  which  cause  doors  to  stick  and  prevent 
them  from  closing.  Overcomes  sticking  doors  due  to  sagging.  Automatically  ad¬ 
justs  itself  to  atmospheric  conditions  overcoming  sticking  doors  or  gaping  clear¬ 
ances.  It  is  possible  to  give  as  much  as  'i”  clearance  and  still  maintain  a  good 
seal.  Equip  your  door  with  the  Weatherlock  self-adjusting  expanded  section  and 
eliminate  many  costly  service  calls. 

Wrifp  for  Literattirc  and  Prices 

WEATHERLOCK  ALUMINUM  PRODS. 

107-60  130th  St.,  Richmond  Hill  19.  Queens,  N.  Y. 


SUBSCRIBERS  DESIRING 

CHANGE  OF  ADDRESS 

Is  your  ma|i:azine  addres.sed  correctly?  I']xamine  the  wrapper, 
and  notify  BUILDING  SPECIALTIES  &  HOME  IMPROVE¬ 
MENT  DEALER,  42.")  Fourth  Ave.,  New  York  16,  N.  Y.,  if  you 
desire  any  change.  Please  send  back  the  old  wrapper,  and 
the  new  addres.s,  and  allow  about  five  weeks  for  the  change. 


SIDING  SALESMEN 

Choice  territory  open  for  experienced  men,  familiar  with  aluminum  siding. 
If  you  have  had  retail  experience  and  are  acquainted  with  jobbers,  applicators 
and  contractors  in  any  of  the  following  territories  this  is  an  exceptional 
opportunity:  New  England,  Upper  New  York,  Maryland,  Virginia,  North 
Carolina.  South  Carolina,  Georgia,  West  Virginia,  Kentucky,  Missouri,  Ohio, 
Illinois  or  Indiana.  Write,  giving  us  your  business  background  and  territoiy 
you  now  cover. 

KEYSTONE  ALLOYS  COMPANY,  550  Grant  Street.  Pittsburgh  19,  Pa. 

"The  Finest  Aluminum  Siding  on  the  Market" 


B.  S.  Reporter 
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tiers  was  erected,  tubes  of  which 
re.semble  giant  radio  tubes. 

The  opening  of  the  Patter.son 
plant  marks  continued  Reynolds 
expansion  in  Arkan.sas.  The  firm 
operates  another  reduction  plant 
in  the  state  —  its  Jones  Mills  facil¬ 
ity,  located  in  the  northern  end  of 
Hot  Spring  County.  Alumina, 
which  is  converted  into  metallic 
aluminum  at  the  reduction  plants, 
is  supplied  by  the  Reynolds  alum¬ 
ina  plant  at  Hurricane  Creek.  And 
the  basic  aluminum  ore  —  bauxite 
—  is  mined  by  a  subsidiary  firm, 
Reynolds  Mining  Company,  near 
Bauxite,  Arkansas. 


"Vanitories"  In  Production 
In  New  Plant 

Volume  production  of  \'anity 
Fair  “Vanitories,”  a  combination 
lavatory  sink-dressing  table-stor¬ 
age  cabinet  all  enca.sed  in  Formica 
(laminated  plastic),  has  begun  in 
a  newly  equipped  factory  of  the 
National  Vanity  Company,  affili¬ 
ate  of  the  National  Door  Company, 
Jack  R.  Dick,  vice-president  of 
both  companies,  has  announced. 

The  new  company  has  .started 
production  in  their  .32,000  .square 
foot  plant  in  Kenilworth,  N.  J., 
with  advance  orders  for  17,000 
units.  The  large.st  single  order  is 
for  2,800  from  one  builder,  Mr. 
Dick  .stated.  While  most  orders 
are  from  eastern  builders  of  hous¬ 
ing  developments,  other  advance 
orders  already  have  been  received 
from  19  states. 

Expansion  of  the  National  Door 
Company  into  the  bathroom  vanity 
field,  Mr.  Dick  .said,  is  ba.sed  on  a 
belief  in  continued  construction  of 
new  dw'ellings  and  on  the  growing 
trend  to  modernize  exi.sting  homes. 
He  characterized  bathroom  vani¬ 
ties  as  “the  mo.st  glamorous  im¬ 
provement  in  bathrooms  in  fifty 
years.” 

The  National  Door  Company  is 
the  country’s  largest  manufacturer 
of  Novoply  (laminated  wood  pan- 
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eling)  sliding  doors.  Another  of 
National  Door’s  affiliates,  Jersey 
Wood  Products  Company,  manu¬ 
factures  kitchen  cabinets. 

*  *  * 


Richardson  and  Bartholomew 
On  Aluminum,  Ltd.,  Board 

Announcement  of  the  election  of 
H.  H.  Richardson  and  Dana  T. 
Bartholomew  to  the  board  of  di¬ 
rectors  of  Aluminum  Limited  and 
their  appointment  as  vice-presi¬ 
dent  of  the  company  was  made 
recently  by  Nathanael  V.  Davis, 
president,  following  a  directors’ 
meeting.  The  Board  also  accepted 
the  resignations  of  Dr.  Earl  Blough 
and  George  0.  Morgan  who  aie 
retiring  from  active  association 
with  the  company  following  long 
and  outstanding  careers. 

Mr.  Richardson  who  is  chief 
technical  officer  for  Aluminum 
Limited  and  president  of  Alum¬ 
inum  Laboratories  Limited  has 
.served  the  industry  since  1924  in 
the  United  States  and  Europe  as 
a  .senior  metallurgist,  and  for  the 
pa.st  13  years  in  Canada  as  a  di¬ 
rector  of  research  and  technical 
activities.  Mr.  Bartholomew  is 
chief  financial  officer  for  Alumi¬ 
num  Limited  and  has  served  in 
various  senior  financial  po.sts  in 
Canada  and  over.seas  since  joining 
the  company  15  years  ago  after  a 
decade  in  investment  finance.  Both 
new  directors  will  continue  to  .serve 
on  the  board  of  the  principal  sub¬ 
sidiary,  Aluminum  Company  of 
Canada,  Ltd. 

*  *  * 


Pecora  Plans  Big 
Plant  Modernization 

With  no  fear  for  a  recession,  the 
Pecora  Paint  Company,  Inc.,  Phila¬ 
delphia,  manufacturers  of  calking 
compounds,  tile  ma.stics  and  other 
materials,  are  planning  to  proceed 
with  their  1954  modernization  pro¬ 
gram,  it  was  announced  this  week 
by  H.  Wesley  Hibbert,  executive 
vice  president  of  the  company. 

(Continued  on  Page  273) 


NOW-  Comp/efe  Protect/on  aga/nst 
wind  damage  to  STORM  DOORS t 


Here  is  the  last  word  in  storm 
door  protection— a  door  stop  and 
closer  designed  and  engineered  to 
prevent  the  door  from  opening 
more  than  90°,  and  to  cushion 
the  stop  regardless  of  wind  or 
other  force. 

Cushion  DOOR  STOP  is  the  only 
stop  offering  all  those  features: 

1- No  noisy,  unsightly  hanging  chs 

2- No  jerk  stop  when  door  blows  op 

3- Twice  as  strong  as  ordinary  stc 

4- Will  take  220  lbs.  static  load.  6‘Closes  door  and  helps  effective  func- 

5- When  wind  force  on  door  reaches  tioning  of  door  check. 

220  lbs.,  load  on  hinges  is  only  8.8  7-Over  15,000  installations  without  a 
lbs.  (ins.ead  of  65  to  125  as  with  failure.  Practically  eliminates  serv- 
other  stops).  ice  calls. 

Combinationf  of  PNfUMATIC  DOOR  CHICK  and  Cwshi'on  DOOR  STOR  AND  CLOSER  alto  ovoiloblo 
Writ*  for  comploto  iotormatioH 

KLEE  MANUFACTURING  CO. 


WANTED;  DEALERS  with  an  eye  to  the 
profits  in  FABRICATING! 

Yes,  be  your  ow'n  manufacturer.  Make  and  sell  the  Alum- 
A-Trim  Combination  Window. 

The  AIum-A-Trim  is  a  window'  you  w'ill  enjoy  selling. 
Original  in  design,  it  is  neat  and  trim;  only  1  Vi  inches  of 
slender  framing  —  and  no  screw's  showing.  It  has  the  sub¬ 
stantial  finger-control  action  that  comes  with  quality  design. 
A  removable  sill,  felt  weatherstripping  and  a  side  expansion 
bar  are  other  plus  selling  features. 

You  make  the  window.  We  supply  the  lineal  stock  and 
hardware.  A  simple  manufacturing  plan  requires  no  exten¬ 
sive  shop  set-up,  and  no  large  inventory.  You  supply  the  glass 
and  screening,  and  assembling  labor.  And,  you  pocket  the 
manufacturing  profit. 

We  will  send  our  representative  to  help  you  get  set  up; 
you  cash  in  on  our  experience  and  know-how. 

Send  for  our  Cost  Analysis  which  sets  dow'n  in  black  and 
white  what  the  profits  from  making  and  selling  the  Alum-A- 
Trim  Combination  Window'  can  mean  to  you. 

ALUM-A-TRIM  Metal  Products 
711  McAlister  •  Waukegan,  III. 

Telephone:  DEIta  6-1045 


DOOR  STOP 

AND  CLOSER 


<St  Home  Improvement  Dealer 
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Big,  New  Market 
Now  Open  to  You! 

-FIRE-IITE- 

HOME  FIRE  ALARM  SYSTEMS 

*  Every  homeowner  a  good  prospect. 

*  Approved  for  F.H.A.  Finoncing. 

*  Powerful,  tested  soles  plan  clinches 
the  soles  for  you. 

*  Small  investment  .  .  .  large  profit. 

*  Completely  wired  automatic  sys* 
tern  with  UL  Approved 
Detectors. 


Write  Today  for  an 
exclusive  Dealership! 


FIRE-LITE  ALARMS 

196  FULTON  TERRACE,  NEW  HAVEN  2, 


r 

MS 

2,  CONN. 


“How  To  Make 
Money  With 

SAMCOE 

Ornamental  Iron 
With  No 
Investment" 

Prospects  evi¬ 
dent  everywhere  Earl  Bogner 
for  SAMCOE  Ornamental  Iron. 

No  inventory  necessary!  Very 
easy  to  install,  very  little  time  re- 
quirtd. 

Easy  for  your  salesmen  to  sell 
from  literature.  Salesmen  need  only 
take  dimensions  —  railings  are 
shipped  quickly  from  stock  or  cus¬ 
tom-made  to  fit  any  requirements. 
Write  for  details,  literature 
and  prices. 

WM.  J.  SAMCOE  IRON  COMPANY 

917  Milifory  Rd.  *  Kenmore  17,  N.  Y. 


Quality— And  Momma 


By  ROY  W.  BURG 
Public  Relcrtions  Director 
Dec-O-Grilles,  Inc. 


About  20  years  ago  —  or  take 
a  little  —  while  we  were  still 
attending  high  school,  we  were 
quite  an  avid  reader  of  the  comic 
strips. 

That  was,  of  course,  before  the 
advent  of  television,  when  kids 
were  taught  how  to  read,  instead 
of  how  to  stare  at  a  picture  tube. 

At  about  that  time,  we  remem¬ 
ber,  we  were  particularly  fascin¬ 
ated  by  a  slapstick  comic  strip, 
titled,  “It’s  Poppa  Who  Pays.” 

We  don’t  particularly  remember 
how  true-to-life  the  episodes  of 
the  henpecked  Poppa  were,  but 
now,  a  couple  of  decades  later, 
we’re  thoroughly  convinced  of  the 
incontrovertible  truth  expressed  in 
the  title  of  that  strip. 

Today,  we  can  say,  with  indis¬ 
putable  authority,  that  it  is  Poppa 
VV^ho  Pays  —  and,  furthermore,  we 
can  prove  it.  Today,  we  know  too, 
from  personal  experience,  that 
while  its  Poppa  Who  Pays  —  it’s 
Momma  Who  Spends  —  and  Buys. 

Although  we  hardly  qualify  as 
an  expert  on  the  subject  of  women 
(and  who  does?)  we  know  for  a 
fact  that  when  Momma  spends 
Poppa’s  money,  she  makes  it  her 
business  to  buy  quality,  as  well  as 
the  product,  itself. 

Quality  is,  to  .some  extent,  an 
elusive  attribute.  But  women 
seem,  somehow,  to  be  able  to  ferret 
it  out,  whether  it  be  in  a  dre.ss,  a 
rug,  a  piece  of  furniture  —  or, 
strangely  enough,  in  a  decorative 
aluminum  door  grille. 

We  can’t  tell  you  exactly  how 
you  would  go  about  determining 
quality  in  a  dress,  a  rug  or  a  piece 


of  furniture.  We  leave  that  to 
Momma.  We  can,  however,  tell 
you  a  little  something  about  quali¬ 
ty  as  it  relates  to  decorative  alumi¬ 
num  door  grilles. 

Quality  in  aluminum  door 
grilles,  first  of  all,  involves  the  use 
of  a  good  grade,  and  a  good  alloy, 
of  aluminum.  Quality  also  involves 
pride.  Pride  of  the  manufacturers 
in  the  door  grilles  they  fabricate. 
Pride  of  the  manufacturers’  sales¬ 
men  in  the  door  grilles  they  sell. 
Pride  of  the  men  in  the  shop  of 
the  products  they  are  responsible 
for  making.  Quality  involves  care¬ 
ful,  painstaking  workmanship, 
.studious  attention  to  detail,  and 
continual,  conscientious  inspection 
at  each  step  in  the  manufacturing 
process. 

Neat  and  Careful 

It  includes  the  neat  and  careful 
fitting  of  parts ;  the  clean  and 
expert  accuracy  of  the  riveting 
work;  the  effectiveness  of  the 
weather-resistant  finish;  the  over¬ 
all  .strength  of  the  finished  grille; 
the  .simplicity,  yet  beauty,  of  de¬ 
sign. 

Quality  involves  —  perhaps 
above  all  —  integrity,  and  the  con¬ 
stant  .striving  for  better  ways  to 
make  a  better  product  for  a  rea- 
.sonable  price. 

It  takes  into  consideration  the 
willingne.ss  on  the  part  of  the 
manufacturer  to  assume  full  re¬ 
sponsibility  for  each  single  item 
he  produces;  his  willingness  to 
make  good  on  any  reasonable  com¬ 
plaint,  whether  it  comes  from  a 
di.stributor  who  buys  in  terms  of 
thousands  a  week,  or  from  a  dealer 
who  buys  in  terms  of  .split  dozens 
a  month. 

Integrity,  on  the  part  of  the 
manufacturer,  is  probably  the  best 
.single  guide  to  the  quality  of  the 
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product  he  manufactures.  But 
there  are  other  yardsticks,  too. 

Truthful  advertisinpr  is,  in  its 
own  way,  an  indication  of  integri¬ 
ty.  For,  what  a  man  .says  about 
the  product  he  manufactures  must, 
eventually  be  reconciled  with  the 
actual  performance  of  the  product 
it.self. 

When  a  manufacturer  has  com¬ 
pounded  his  product  on  a  firm  base 
of  integrity  and  quality,  he  has 
just  rea.son  to  be  proud  of  that 
product,  and  proud  to  let  the  world 
know  he  stands  behind  it. 

And  thus,  like  a  painter,  a  com- 
po.ser,  or  a  w  riter,  a  manufacturer 
quite  often  signs  his  products. 

But,  of  course,  the  ab.sence  of  a 
signature  on  an  aluminum  door 
grille,  or  any  other  product,  is 
certainly  no  indication  that  quali¬ 
ty,  or  pride  of  w'orkmanship,  is 
lacking  in  that  product. 

Many  door  grille  manufacturers, 
w'hose  watchword  and  byword  is 
Integrity,  do  not  —  simply  as  a 
matter  of  company  policy  —  have 
the  name  of  their  firm  stamped 
on  their  product.  For,  there  are 
among  them,  tho.se  who  believe 
that  quality  is  its  own  signature. 

The.se  are  factors  you  can  judge 
be.st  in  terms  of  the  company 
w’hich  manufactures  them,  and, 
more  often  than  not,  by  the  deal¬ 
ers,  di.stributors  and  .salesmen  w’ho 
handle  them  for  any  length  of 
time. 

In  brief :  Make  it  your  busine.ss 
to  know  your  suppliers. 

If  you  do  that,  you  can  be  rea¬ 
sonably  certain  that  when  Momma 
comes  around  to  spend  Poppa’s 
money  on  a  decorative  aluminum 
door  grille,  you’ll  have  in  .stock 
just  exactly  the  door  grille  she’s 
looking  for. 

The  one  with  quality. 

*  *  * 

B.  S.  Report-er 

(Coutmued  from  Page  271) 

According  to  Hibbert,  the  mod¬ 
ernization  program  will  begin  in 
a  few'  weeks.  The  main  offices  and 
plant,  located  at  4th  Street  and 


CLASSmED  ADVERTISING 

Under  this  heading  classiiied  advertisements  are  accepted  at  the  uniiorm  rate  oi  25  cents  o 
word  but  no  advertisement  token  for  less  than  20  words  with  a  minimum  charge  oi  SS.OO; 
3  months  at  20c  per  word  per  insertion.  Check  or  Money  Order  must  accompany  copy  oi 
Classiiied  Ad.  Advertisements  soliciting  deolers  or  distributors  or  new  products  ior  sale,  not 
accepted  in  classiiied  section.  Address  all  communications  to  Clossiiied  I^portment.  BUILDING 
SPECIALTIES,  425  Fourth  Avenue,  New  York  16,  N.  Y. 


HKLI*  W  A.NTEI) 


MFC’S  A(iKXTS  VV.XNTEl)  to  contact  BuiUiinK 
Material  &  Lumber  Dealers  on  Jalousie  Wimlows 
and  Doors.  Box  447,  BUILDINC  SPtXIALTIES 
&  Home  Improvement  Dealer,  425  Fourth  .\ve.. 


SALESMAN  WANTED;  ESTABLISHED  east 
ern  m.anufacturer  offers  tremendous  opportunity  to 
salesman  experienceil  in  the  wholasale  distribution 
of  aluminum  primary  windows  and  storm  doors  and 
storm  windows.  If  you  iiuitlify,  write  immtsliately. 
Chance  of  a  Lifetime.  Box  448,  Bl'lLDlNC 
SPECIALTIES  &  Home  Improvement  Dealer,  42.S 
Fourth  .Ave.,  .New  York  !(>,  N.  V. 


ALU.MINUM  .MARyCEE  M  ANCFACTCKEK 
wants  sales  representatives  now  calling  on  Store 
Front  accounts  and  Building  Siiecialty  dealers  to 
carry  Lumishade  Aluminum  Marquees  and  Canopies 
as  a  companion  line  on  commission  in  various  terri¬ 
tories  outside  the  midwest.  See  our  display  .ad  on 
page  198  of  this  issue  describing  Lumishade.  .Ma|H‘s 
Industries,  Inc.,  340  S.  12th  St.,  Lincoln,  Nebr. 


MANUFACTURERS  REPRESENTATIVES 
AND  salesmen  to  handle  increased  sales  volume  and 
tremendous  interest  of  complete  line  of  nationaBy 
,  advertised  advanced  design  extruded  aluminum  win- 
i  dows  and  doors.  Large  Eastern  manufacturer’s  new, 
:  expanded  pnsluction  of  delivery  facilities  now  en- 
!  aides  national  distribution  for  KD  and  Northeastern 
j  U.  S.  for  assembled  windows  and  doors.  Develop 
j  qualified  leads.  Protected  territories.  Excelltmt 
,  hnanical  arrangements  with  good  stdid  future.  Write 
!  Box  450,  BUILDINC  SPECIALTIES  &  Home 
'  Improvement  Dealer,  425  Fourth  Ave.,  New  \  ork 
i  It.,  N.  Y. 


■  SALESMAN  W  HOLES.XLE  ONLY  -Mum  Comb 
!  Windows.  We  need  an  exfierienced  window  man  to 
oiien  new  accounts  and  service  present  dealers  in 
'  the  .N.  J.  area.  -Must  presently  be  selling  windows. 
Salary,  plus  commission  and  car  exjienses.  Inter¬ 
views  l.y  apiMiintment  only.  Give  full  details  insist 
letter.  All  replies  confidential.  Write  Ever  Seal 
I  Mfg.  Co..  1  58  .Avon  .\ve.,  Newark.  N.  J. 


MANUF.ACTURER’S  REP:  .ALU.MINUM  awning 
field.  Choice  territories  open.  \\  rite  Scatton  Bros., 
447-449  West  (Jueen  Lane,  Philadelphia,  Pa. 


SEVERAL  REPRESENTATIVES  WANTED  to 
handle  complete  line  of  exterior  and  interior  re¬ 
surfacing  coatings,  to  industry,  wh.desalers,  home 
improvement  dealers  and  building  trade.  Excellent 
profit  sharing  proposition — .to  states — 2  states  per 
representative.  Reply  Box  449,  BUILDING  SPE¬ 
CIALTIES  &  Home  Improvement  Dealer,  425 
Fourth  .-Xve.,  New  York  16,  N.  Y. 


Erie  Avenue,  Philadelphia,  will  j 
receive  “a  complete  going  over  —  | 
from  new  interior  decorations  to 
the  latest  types  of  machines,  both 
in  the  office  and  plant,”  he  said. 

“Pecora  has  no  fear  of  a  reces-  i 
sion,”  Hibbert  said.  ‘‘We  are  going  j 
ahead  with  the  modernization  pro-  ' 
gram  because  our  faith  in  the  na¬ 
tion’s  economic  future  is  as  good 
as  it  has  ever  been.” 

‘‘Although  the  cost  for  such  a  . 
modernization  job  is  high,”  Hib-  , 
bert  added,  ‘‘we  feel  that  our  em-  ' 
ployees  merit  the  best  possible 
working  conditions.  Once  the  mod-  i 
ernization  job  is  completed,  Pecora 
will  have  the  mo.st  modern  facili¬ 
ties  in  the  building  material 
industry.” 

‘‘Pecora’s  gro.ss  sales  in  1953,”  i 
Hibbert  conclu(ied,  ‘‘were  the  high¬ 
est  ever  in  the  company’s  91  years  | 
of  existence.  We  hope  to  be  able 
to  make  the  .same  statement  for  ; 
1954.” 


REPRESENTATIVES  WANTED  IN  Midwestern 
and  Ea.sterii  states  to  handle  three  fast 
aluminum  combination  windows.  Box  454,  BtniJ> 
INC  SPECI.ALTIES  &  Home  Improvement  Dealer, 
425  Fourth  -Ave.,  New  York  16,  N.  Y. 


SITU.VTIONS  WANTED 


SALES  .MANAGER.  EXPERIENCED  10  years 
aluminum  storm  windows  seeking  permanent  mso- 
ciation  with  progressive  manufacturer.  HighMt 
references  with  proven  sales  record.  Coul<i 
adapt  to  anv  building  specialty.  Box  451,  BUILD- 
l.NC  SPFTT.M.TIES  \  Home  Improvement  Dealer, 
425  Fourth  .Ave..  New  York  16,  N.  Y. 


WHOLES.M.E  CO.MBIN.ATIO.N  STOR.M  window 
salesmati  with  successful  sales  record  and  following. 
Presently  representing  major  manufacturer  in  New 
A’ork  area.  Seeking  association  with  progressive  farm 
only.  Box  456,  BUILDING  SPECIALTIES  & 
Home  Improvement  Dealer,  425  Fourth  Ave.,  New 
York  16,  N. 


MISCELLANEOUS 


WELL  EST.ABLISHED  C(4.MI‘.ANY  will  invest 
substantial  amount  in  fibre  glass  distributorship  W 
partnership  in  this  line.  Reply  Box  452,  BUILDING 
SPECIALTIES  &  Home  Improvement  Dealer,  42S 
Fourth  Ave.,  New  York  16,  .N.  A. 


FOR  S-ALE;  COMBIN.ATION  window  factory, 
located  Jersey.  Now  making  500  to  600  units  a 
month.  Selling  reUil.  Large  capacity.  Sales  force 
will  remain  or  could  wholesale.  Good  d<ior  sale^ 
favorable  lease.  Box  453,  BUILDING  SPECIAL^ 
TIES  &  Home  Improvement  Dealer,  425  Fourth 
.Ave.,  New  York  16,  .V.  Y. 


MANUFACTURER  WILL  SELL  outright  at 
reasonable  price  all  dies  necessary  ami  table  m.ichin- 
ery  to  fabricate  an  overlap,  beautiful  Triple  Track 
Window  that  will  cost  you  $8.00,  excluding  labor, 
when  you  assemble  it.  Complete.  Also  will  help  you 
get  the  lineal  necessary  for  this  oi>eration.  Write 
or  Wire  immetliately.  Box  455,  Bl’lLDING  SPE¬ 
CIALTIES  &  Home  Improvement  Dealer,  42S 
Fourth  -Ave.,  New  A'ork  16,  N.  Y. 


&  Home  Improvement  Dealer 
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. .  ROLUFORMEO  alummum? 

Only  rolled  aluminum  offers  the 
strength,  resitien<e,  flexibility,  ond 
lightness  that  is  so  necessary  for  the 
protecting  outer  skin  of  all  airplanes. 
This  rolled  outer  skin  must  resist  ho!l, 
sleet,  snow,  ice,  moisture,  sudden 
temperature  changes,  and  the  stresses 
of  excessive  wind  resistance! 

A  storm  window  must  for  the  most 
port  resist  these  Same  elements!  What 
better  proof  is  needed  to  show  that 
ROiLED-FORMEO  aluminum  is  best  for 
aluminum  windows.  _ 


wUed^^owteeC  fifiwC€tcU 

STORM  SASH  RRIMS  WINDOWS 

V'Seol  Venetion 
V'Seal  Ranch 

SCRSENS 
Stanford,  Oromm«t 
Wicket 


V-Seal  Deluxe 
V-Seal  Steelmaster 
V-Seal  Triple 

V-Seal  Side  Slide  ^ 

Combination  Basement  Sash 


All  V-Seat  products  are  avoilable  "K.O."  Each 
window  individually  packed  for  easy  storage 
ond  ossembly— another  "V-SEAt  FIRST"! 


We  ROLi*FORM  sections  to  your  specifications. 


^America' $  most  progressive  aluminum  window 
manufacturer" 
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